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. and only Threadwell Distributors sell 
and profit from the hottest item in tapping 
today. Have you seen a copy of 
“The Threadwell Story’’? 





THREADWELL TAP & DIE « 
SREENFIELD, MASSACHUSETT 


Stocking Warehouses: New York Cleveland 





Detroit los Angeles Greenfield, Mass 


Torquelrm 


THE DODGE DEVELOPMENT 


THAT CHANGED THE 
NATION’S HABITS OF 
SPEED REDUCTION 





America’s Most 
Complete Line of 
Shaft Mounted 
Speed Reducers 


Capacities up to 170 hp 


Output speeds from 
10 to 400 rpm! 


Single Reduction 
Double Reduction 
5 to 1 Ratio 

15 to 1 Ratio 

25 to 1 Ratio 


Any speed ratio up 

to 175 to 1 obtainable 

by selection of pre- 
determined combination of 
reducer and V-belt drive. 


e 
THE TRANSMISSIONEER is featured in 


Dodge advertisements, which appear in lead- 
ing publications. Prospects are directed to 
‘call your local Dodge Distributor” for infor- 
mation and assistance on new cost-saving de- 
velopments in power transmission machinery 








In fewer than ten years, the range of Torque-Arm 
Shaft Mounted Speed Reducers has increased from 
6 to 55 models, to meet the ever increasing demand 
for this improved method of speed reduction. 


By eliminating foundation, sliding base and flexible 
coupling this modern speed reducer has saved untold 
installation time and untold dollars of cost. 

The rugged semisteel housing developed by Dodge 
has never been improved upon. It is corrosion re- 
sistant—and it has the strength to hold bearing seats 
in line for the life of the unit. 

Dodge design provides wide spacing for the bear- 
ings. Loads are carried easily, contributing to Torque- 
Arm’s long life and very high efficiency. The gears are 
finest quality—helical, heat treated steel. 

Torque-Arm mounts vertically or horizontally in 
any position around the driven shaft. It locks to the 
shaft on both sides of the housing. The holes in the 
output hub provide simple removal with puller. Over- 
load release and built-in backstop are optional. 


Dodge Torque-Arm is America’s most widely used 
shaft mounted speed reducer—another great item for 
Dodge Distributors. 


DODGE MANUFACTURING CORPORATION, 500 Union, Mishawaka, Ind. 


D GE 


of Mishawaka, Ind. 


INDUSTRIAL DISTRIBUTION # MARCH, 1960 





Industrial 
Distribution 


A Time-Saving Guide to the Contents of This Issue 


Inside Selling Can Be Creative 


Wisconsin inside salesman Dan Scheuer has Sc 
1 simple, direct attitude toward his job 
it's the best O} 
sk for Mr 


New Friends from Old Tools 


This Williamsport 1., distributor is help 
ng schools and universities in his area ol 


for instructional pur 


listributors could save 


Keep Your Risks Under Control 


um rates spiralling in I ti\ risk Manage! nt progran 
plant replacement costs, soaring jury awards first to discover pot damaging haz 
protect 


or 


a of 


Don't Be a ‘Paper Pusher’ 


When Syracuse Supply moved into its big physically moving paper as efficiently as 


months ago, it had the tl moved merchandise. So they invented 
naterials handling th Paperveyor” which conveys orders 


probl n ot letters tc. throughout th plant 


New England Meeting Talks ‘Profitability’ 


With a record attendance and an IMPFressi\ improved cost accounting, better salesman’s 


ram, the NEIDA discussed ways of in ompensation -called “blue chip” a 


prog 
} ‘ 
] 


reasing pronital ihity emcient paper flow ounts Came in for c1 
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Southerners Probe Solutions for 60's - 


More than 400 distributors and suppliers 
met in New Orleans for SIDA’s Mid-Year 
Mecting Candid 


analysis of make a 


Turnout set a record 


what it will tz 


Power Transmission Distributors Organize Association 100 


16 firms specializing in the selling of 


nission components met in Chi 


Mechanical Power Trans 


ID's 14 Annual Survey 


Dollar sal ndustrial distributors for 


those of 19 


also show r con 


plaints to the ition 
ally managed 
A marke 

t selling 

[ nventories 

strike threats 


n and en ploy 


profit was highlight of sessions. Consensus 


of those present: the industry will have to 


summon courage for some basic decisions 


on products, sales direction 


Associa 
Pike, 


September 


mission Equipment Distributors 
tion. A distributor, W. M 


1S president First 


Boston 


convention 


salesman reaching $245,000 and sales per 
record 


East 


employee $45,000, both figures. 


North 


Central region showed the highest sales in- 


Regionally, distributors in the 


those in East South Central 
(12%). West North 


and Pacific distributors report d 


ase (30°77 ) 


the lowest Central 


actual de 
reases (5%) in gross margin 


1 1 


LOOK, 


As for out 
nearly two thirds of distributors see 
1960 sales 
buttressed by general 
Many 


efforts for operating efficiencies Compare 


rising up to 15%, their opti 


mism confidence of 


their customers report intensified 


your operations to Surveys averages 





Other Features 


ot nr 
Talk of the Trade......... 81 
The Editor’s Page. 85 
Supply Sales Trend.......110 


The Outlook for Business. .114 
.116 
.120 
.126 
. 128 


Marketing Trends. 
News 
Price Index 


New Products 


Featured Next Month 


PLANT MAINTENANCE AND ENGINEERING 
TRENDS — What 


changes in the 


will recent—and revolutionary 


plant maintenance and engineer 


ing funetions mean to industrial supply salesmen 


n the 60's? For example, now that plant main- 


tenance and engineering are coming to be viewed, 


even in small companies, as sources of profit—and 


not as necessary evils—and 


plant engineer is 
fast becoming a respected member of the manage 


ment ‘team’, how will the basic functions and 


approach of the industrial supply salesmen have 


How 
can information developed through preventive 


to be modified to fit into this picture ? 


maintenance and research and development pro- 
grams work for—or against 


What 


programs have on tomorrow's proc urement 


the industrial supply 


salesman ? effect will ‘materials manage- 
ment 
procedures and patterns? In sum, what will the in- 
dustrial supply salesman have to do, and know, 
and cope with, in order to help the plant engineer 
raise the profit contribution of the plant mainte- 


nance and engine ring function ? 
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PRECISION 
REAMERS 
AND BLANKS 

















L&l’s broader range of styles and sizes 
enables you to handle all of your cus- 
tomers’ reamer requirements quickly and 
profitably. Selling L&I reamers gives you 
a constant and ready source of reamers 
and blanks, plus a price and delivery 
schedule second to none. Write today 
for the L&I sales policy — you'll be glad 
you did. 


“‘the reamer specialists’’ 


LAVALLEE & IDE, INC. 
Chicopee, Mass. 
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WHATEVER YOUR NEEDS... ees 
S| 0 
PLY 
J 


OST COMPLETE 
LINE OF OU 


DA 358 V-BELTS eat 
For highly compact, : 5 
plus-power drives. . 


First major design > 
cease ty Steitints DA POSITIVE DRIVE BELTS 


V-Belts in the last Combines the advantages of the chain and 
30 years gear with all of the advantages of the 
ee belt. No stretch, no metal to metal contact, 
no constant lubrication. 














STEEL CABLE V-BELTS 


Steel cable permits 
Power-balanced no-stretch 
construction installation. All 
for flexibility, belts are 
durability and |  fluoroscoped to 
strength. | assure extra 

high quality. 


. 
| 


STURDY-LINK GENERAL DUTY V-BELTS 
Pre-stretched link 

belting available 
in regular, 
oil-resistant 

and static- 
conductive 
types. 





RAILROAD BELTING DOUBLE V-BELTS OPEN END V-BELTING 
High tensile 
strength, low 
stretch belting 
features high 
fastener tear-out 
resistance. 





' : 
Relieved cross section jo a _ anes 
assures maximum V-Relts « r a. 
flex resistance. New : 3 sth te 
control methods His —- 
provide uniform -— ape aaa 
cord section. es i. 





RED SHIELD 
Red Shield Belts now offer MULTIPLE V-BELTS VARIABLE SPEED BELTS 


40 per cent extra 

capacity. Iso Dynamic 

matching and cord 

stability assure precise 

balance and long 

belt life. Also available 

in oil and heat \ 


\ 
Abrasion resistant cover assures maximum 
life. Crowned cross section 

maintains stability under extreme loads. 


resistant and static 
dissipating constructions. 


= : a is ee 
Test... Compare... You'll Select 


DURKEE -ATWOOD V-BELTS 


DURKEE-ATWOOD COMPANY ¢ MINNEAPOLIS 13, MINNESOTA 
Look for the DA on your V- Belts 
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B 
¢ The Place Of The Maintenance Function In Purchasing You Said It 


Purchasing Relations 


Pa. 
What relationship do have 
with Purchasing? At Merck Sharp 


& Dohme, we in plant engineering 


PHILADELPHIA, 


vou 


rkable ar 
Sure 


have a good, healthy, we 


rangement with Purchasing 


we do not always agree, but we tr 
to work our problems togethei 
We have two plants, both han 
dled by one purchasing department 
total of 


here are a seventy-nve 
mechanics in our maintenance 


STOUT 
ind we spend approximately $20! 


tHe) 


on maintenance supplies 


another $300,000 for 
service section supplic 
maintenance contracts 
Our plant manufactures 
ages pharmaceutical 
W< are 1 | 


CciTuU?g 
make 


doctor pres ribes 


ind pack 
s and biologicals 
the busines 


the 


for vou 


many of 


product 


How do we go ibout gctting mat 


rial, or letting a contract? In ge 


eral, the maintenance su 


DCTVISOI 
pel l 


numb< red 


One cop 


writes an order on 

requisition in duplicate | 
goes to Purchasing and the other 
into file for r 


Ihe 


place for a job order number which 


maimtenance 


o 
goes 


ord requisition contains 


will indicate where charges are t 


be placed. A complete description 


of the item requested is included 


on the requisition. ‘he purchasing 


department upon receipt of the 


requisition prepares a purchase ordet 


\ cop' 
of the purchase order goes to Main 


to be sent to the supplict 


tenance and to our accounts payable 
section, where it is picked up on an 
I. B. M the 


placed against a iob order number 


machine and charg 


In this wav we have a continuous 


record of charges on a particular job. 


Our practice in Maintenance, 
vhen ordering equipment or outside 
itract work, is to specify as com 

is possible the item desired 

we will go as far as 


Ome Cases 


1 manufacturer, if we have 


We also 


specihcations fo! 


lardized on that item 
complete 
in contract work if job is com 


] 


ited enough to 


Lhe 


will then 


require specl 
purchasing depart 
issue a_ purchase 
ind may even prepare a con 
t for certain requested work 
instances where 


here are we 


ify operating conditions and de 
| on our purchasing department 
get prices 


We have a rela 


nship with Purchasing in that we 


ind order equipment 
rather envious 
1) purchasing engineer who was 
rmerly a plant engineer. He knows 
of our problems and the tech 
ts of them. ‘This makes 


mutual understanding 


isp¢ 


better 
\t this point I would like to bring 


the problem ot personalities 


\lany times in an organization prob 
rise because of personality 
Each of us should be alerted 


h clashes and trv to eliminate 


before harm is done 


Better Communications 


This 


| of 


leads to the important sub 


itions | think 


major reason for successful rela 


OMMNUT 
the 
tions is good communication be 


Pur 


a requisition 


tween plant engineering and 


g If we write 


haSI 
Purchas 
ing will let us know what they are 
able to get and then ask us if this 


this both 


for a piece of equipment 


atistactory In wal 
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parties are a part of the purchase 
and have reached agreement. 
Naturally — this back 


contacting 


and forth between plant and Pur 


all 


In ordering 


chasing cannot be done with 


items and it is not. 
supplies such as pipe, pipe fittings, 
valves, nuts, bolts, steel, stock, etc., 
we again specify what we want and 
then expect Purchasing to get mate 
rial to meet our requirements at 
best 


standardized on some of our sup 


prices. Here again, we have 


plies and Purchasing’s function is 
to get these supplies to meet our 
needs at the best prices 

Nov 
get things in a hurry?” or “We can’t 


you mav sav. “How do you 


wait for Purchasing to shop around 
for best prices” 

We are not different than you in 
this t The breakdown that 


vou to 


resp 


requires get an item in a 


hurry is with us too 

We call the buver or the purchas 
ing engineer in Purchasing and state 
Usually 


but not alwavs he can handle our 


the urgency of our need. 


problems immediately. However, I 


have heard our chief clerk some 


times sav, he cannot reach the buver 
or his phone is alwavs busy. In 
this case, there are three other buy 
ers we can call on. In practice it 
operates like this; We call the alter 
nate buver or any buver 


we Can 


reach and state our problem. If we 


know 


and we 


where we can get the item, 
usually do, we will obtain 
a purchase order number from the 
buver after giving him our requisi 
tion number and a description of 
the item with approximate price. 
We will then go directly to supplier 
for the item we need. Now this is 


(Continued on page $) 








If it’s fine quality Socket anes 


STARTS ON PAGE 7 


| 
| 





Screws you're looking for | 


only done in an emergency and to 
| be sure is frowned upon by Pur 
SUC as ap crews | chasing. In fact, if this gets out of 

eee eee = 
hand, | am quickly notified by the 

purchasing engineer. 

We are working on a_ system 
Flat Heads Button whereby contracts will be made with 
eoeee certain suppliers to furnish main 
tenance supplies for certain periods 


of time. When this system is in 
stalled, the maintenance group, may 
Heads eee Set Screws & eee call the supplier directly and order 


From our own selfish standpoint, 





| we fee! that we should not tie up a 
. | man in Maintenance to do Purchas 

ou er crews eee ipe | ing. As much as possible we will 

do our ordering through the buyer 

in the purchasing department, and 

Pl Vib ti only in a real emergency will we go 

= to supplier directly. 
ugs (Fi--- -s or 1 ra ion W “ is the relation between 
| salesmen and Maintenance? Som 

a 99 | salesmen come in to see our main 

Proots such as Led-Lok tenance personnel Again for our 

| own selfish reasons, we in plant 


engineering limit our visits with 


salesmen. We feel that some direct 
d “6 f L 's S k t | salesmen contact is‘essential because 
an a a 0 -- Or Oc e | thev not only sell a product, but 


they sell service. We also feel we 
get extremely valuable assistance 
© | from salesmen in solving our prob 
Crew eys an its Or | lems. What better experience can 
we call upon than that of the sales 
man making calls to all types of 
° © plants with all types of problems? 
Dowel Pins - then switch | I think we in maintenance arc 


lax, in that sometimes we see a sales 
man, get his help, order his product 


w | by requisition, but then do not al 
he | wavs tell Purchasing of the help he 

to | has given us or we tell them too 
| late. ‘They in turn, not realizing 


the assistance he has given, may or 
SAFETY SOCKET SCREW COMPANY der the same product from someonc 


| else This we realize is not fair 
6500 North Avondale Avenu hicago 31, Illinois * Telephone ROdney 3-2020 | 
to the vendor, and is destroying 


' - | vendor relations. 
WAREHOUSES AT: a LUN , 
ee < ‘here are a large number of sales 


Los Angeles «+ Detroit 

New H York City Write today for complete in men calling each day and since only 
ew Haven + New Yor , 3 = 

formation on all Blue Devil 2 & | a small percentage are helpful, we 

products. <a Th 1” | (Continued on page 14) 
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One RUGGED 
Swivel Construction * 


for a whole range of 


CASTER DESIGNS 


...assures dependable, 
low-cost 
materials handling 


The 900 Series Caster and its variations—fea- 

turing 2 full rows of ball bearings rolling in 2 Faultless 
separate, hardened enclosed raceways, for easy 
swiveling, heavy gauge steel horn and top plate 
for extra strength—are examples of the variety Paultless 900 Medium-Heavy Duty Caster 
and scope of the Faultless line. Freight handling, 


. The 900 Series is a rugged, all-purpose Caster with Double Ball 
work scaffolds, automatic tow lines—whatever 


Bearing Swivel that out-performs the ordinary kind. Full drawn 
steel horn formed for surplus strength. Complete selection of 
wheels to suit floor surfaces, loads and operating conditions make 
of acentury of caster-making experience, assures _ it the ideal choice for use wherever high quality Industrial Casters 
you the Caster to best do your job. are needed for medium-heavy duty applications. 


Faultless 900GS Caster Faultless C900 Scaffold Caster 
with Triple Grease Sealed Bearings with Double Safety Locks 


a Dirt Can't Hurt it! 


900 GS combines depend- 


your material handling problem—Faultless, the 
“Complete Line” backed by nearly three-quarters 


swe Protects Workers on 
Mobile Equipment 


able Faultless Double Ball 
Bearing Swivel construc- 
tion with triple grease 
seals to give positive pro- 
tection to swivel and wheel 
bearings wherever dirt, 
steam, chemicals are en- 
countered— minimizes 


C900 Scaffold Caster com- 
bines an easy-to-use foot- 
operated brake lever 
which simultaneously 
locks both swivel and 
wheel and famous Faultless 
Double Ball Bearing 


Swivel construction—as- 
| suring safe and positive 
handling of mobile equip- 
ment holding workmen— 
making it the ideal caster 
for industrial, military and 
construction equipment. 


“‘down-time."’ Choice of 
hard and cushion tread 
wheels in sizes and capaci- 
ties from 240 to 650 Ibs. *y 
per caster 


MR. DISTRIBUTOR 
The 900, 900 GS Grease Sealed WRITE FOR 
and C900 Scaffold Series are typ- 
ical of the many Faultless Casters 
engineered to solve problems in 
every important industry. If you 
are not selling 


Faultless Indus- Please send information on the following casters 
trial Casters like 


h 900, 900 GS Faultless 900 Series 9O00GS Grease Sealed C900 Scaffold 
the . 

and C900 and Caster Name Title 

want to know the Corporation : 


pactizents facts, 
write today, no : ait 
obligation. —— f os 


City 
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THEY TRUST THEIR 
BABIES TO 


More manufacturers protect their 
precious new products with FRAM 
than with any other filter. See why: 


The business reputation of an engine manufac- 
turer is at the mercy of dirt and contaminants 
that can ruin his products after they are sold. 
For fullest protection more manufacturers 


install Fram at the factory! FRAN 


Your customers know that among top manu- 


facturers Fram is the preferred brand. In O/L*AIR* FUEL* WATER 


these days of rising maintenance costs FIl acky 
customers appreciate the fact that you 
provide Fram Filters for their equip- 


ment. Stock the finest...sell Fram! FRAM CORPORATION, Providence 16, R. I. 
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SPLITTING CLAMP 
RINGS, BUSHINGS 
Splitting clamp rings, connecting 
rods, bushings and collets is a 
fast, simple operation on the No. 
8 Band Saw. Perfect control, quick 
chucking facilities, accuracy and 
speed are features that especially 


fit the machine to handle this type | 


of work. 


SEGMENTING 
LARGE DIE BLOCK 


Three equally spaced re-entrant 
cuts were made in this 16” x 18° 
SAE 4130 Forging. Job was com- 
pleted, floor-to-floor in 5 hours. 
No special jigs or fixtures were 
required. An unusual job that 
serves to emphasize the versa- 
tility of the MARVEL No. 8 Saw. 


COPING AND MITERING 
HEAVY STRUCTURAL SHAPE 


18* Beam (above) is held between 
vises for the short cut. On the 
long cut (left) vises were removed 
and beam held by simple clamp. 
The MARVEL Band Saw is truly 
indispensable in ornamental and 
structural iron shops where this 
type of work is done daily. The 
machine will cut-off square, miter 
and cope any work shape from the 
smallest moulding to 18° |-beams. 


MITERING LARGE 
DIAMETER PIPE 


Pipe (or any bar shape) may be 
mitered at a 45° angle without the 
need for special jigs or fixtures. 
Even when cutting miters, work 
remains in the same position as it 
does for straight cuts. Column and 
blade are instantly tilted to de- 
sired angle, even without stopping 
the machine. Perfect miters (or 
lesser angles) are sawed without 
any layout or special equipment. 


"The One Machine 
We Couldn't Do Without” 


“As simple to use and handy as a Scout Knife” is the way 
another user described his MARVEL No. 8 Universal Band Saw 
recently ... and we can’t think of a better way to describe 
this versatile metal cutting machine. 


With a MARVEL No. 8 Band Saw, you can do almost any 
conceivable straight, angle, or miter metal sawing job—from 
cutting-off bar stock to making the most unusual forming cuts. You 
can handle small, delicate work, and in the next minute, 

saw structurals, or segment large work as illustrated in the lower 
photograph. You will save time, labor, and material with a Marvru 
No. 8 Band Saw because no other saw has all the features 

to be had in this truly universal tool. 


Upright column design and forward travel of the blade through 

the work (which remains stationary on the table-height saw bed) 
provides easy, unobstructed visibility and more convenient 

and efficient working conditions; column can be tilted and locked at 
any angle up to 45° left and right of vertical; the exclusive 

MARVEL Power Feed with Automatic Overload Relief; Automatic 
cutting-depth stops; simple, convenient operating controls— 

these are some of the features which make the No. 8 Band Saw the 
most useful—and used—metal cutting saw on the market. 


For the complete story, ask or write for Bulletin 875 which illus- 
trates and describes MARVEL Universal Metal Cutting Band Saws, 


ARMSTRONG-BLUM MFG. CO. 5700 N. BLOOMINGDALE AVE. © CHICAGO 39, ILL. 
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THE GREATEST 
INDUSTRIAL 
SELL... 

THE ONE GREAT 


@ “Distribution only through distributors” is not new at 
Lunkenheimer, For nearly a century. this world-famous 
policy’ of distributor support has helped the nation’s 
greatest names among industrial distributors prosper and grow. 
Together with the unmatched quality of Lunkenheimer 
Valves; it hds made the Lunkenheimer franchise one of 


the most’valuable assets an industrial distributor can have. 


Your Customers 
Can't Find the 
Cost of a Valve 
on a Price List! 





NAMES A 
DISTRIBU 


LUNKENHEIMER 


THE ONE VCO NAME IN VALVES 


, | 160 
QUALITY 





One Sale Triggers Another with 
Versatile OTC Pulling Tools 


, 


_ OWATONNA TOOL COMPANY 


@ THIS HIGH-PROFIT OTC LINE 
1S AVAILABLE TO AGGRESSIVE 
TOP-NOTCH DISTRIBUTORS 

@ SELL YOUR PRESENT 
CUSTOMERS FAST-MOVING 
OTC MAINTENANCE TOOLS 

The complete line of interchange- 

able OTC hydraulic maintenance 

and production units will keep your 
customers coming back. Once they 
have used a versatile, dependable 

OTC tool, it’s a natural to buy an- 

other — customers find new acces- 

sories added to basic units handle 
hundreds of tough, complicated jobs. 


Mechanical 
Pullers 


Hydraulic 
Pullers 


Hydraulic 
Rams 


Hydraulic 
Pumps 


Hydraulic 
Shop 
Presses 


Write for free 
OTC Industrial 
Maintenance 
Equipment Cat- 
alog, No. P-9. 
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You Said It 


STARTS ON PAGE 7 





trv to let Purchasing screen most 
salesmen before they visit the main 
tenance department. 

Previously I mentioned that we 
had standardized on some items. . . . 
We have not, however, standardized 
to any great extent on equipment 
such as pumps, motors, etc. We 
limit our selection to three or four 
manufacturers and feel we can take 
advantage of improvements, new de 
velopments, delivery, price, etc. 

I have also heard our mainte 
tenance foremen sav they wished we 
would standardize on equipment, 
i.e. have only one make pump in the 
plant with necessary spare parts and 
We have 


never believed in carrying spare 


thereby speed up repair. 


parts for all of our equipment. We 
carry them only for essential pro 
duction equipment where downtime 
We rely 


on manufacturers to get us other 


IS all expensive situation. 
parts in a hurry. We have been 
quite successful in this approach, 
even though our maintenance me 
chanics sometimes had to make a 
part. 

\nother favorite arguing point is 
We feel 


labor is the major portion of main 


“getting what we pay for”. 


tenance jobs and we should install 
first class equipment. Again this 
must be tempered with expected 
use equipment and type of service. 
In other words, some things need 
not be “gold-plated”. 

I will trv to summarize my talk 
in the form of the ““Ten Command 
ments” for Good Purchasing-Main 
tenance Relations. 

1. Thou shalt have good commu 

nications. 
Chou shalt attempt to specify 
as completely as possible what 
thou want. Remember you 
may know what you want but 
will someone else not as close 
to the problem as you? 
Vhou shalt let Purchasing know 


(Continued on page 18) 
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Industry wants these plated fasteners NOW 


Progressive companies know that the cost of replacing a corroded THIS IS THE LINE THAT INDUSTRY BUYS 


bolt is far more than the cost of the bolt itself. This is why 
more and more plated fasteners are being used in the plant. 


The market is in your own backyard, because plated fastenersare HEX SCREWS AND BOLTS NUTS 
used wherever high humidity, corrosive or marine atmospheres stex and Men Hex 
are present. Or wherever appearance and cleanliness are factors. Carriage (w/nuts) 


Naturally, plated fasteners produce more profit than plain- en elicit SMALL SCREWS 
finish types. Alert distributors are stocking and selling plated Sncieiitiaiiie 
fasteners for better profits. WASHERS 


(Round & Flat Head) 
How much better? Write us for net price schedules—showing oe Tapping Serene 


U.S.S. Wrought (Type “‘A’’— Oval, Pan, 
your cost and suggested resale. Medium Lockwashers Hex & Round Head) 


electro-galvanized plating with chromate finish, available 
from stock, in standard packages and case quantities. 


Machine Screw 


LAMSON & SESSIONS 


5000 TIEDEMAN ROAD + CLEVELAND 9, OHIO 
Plants in Cleveland and Kent, Ohio * Chicago and Birmingham 
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Section of new 3-story addition to Skil's 

main plant in Chicago now under con- 4 

struction. f ’ € 4 » i 
i an 4 
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ADDITION GOING UP! 


Skil’s partnership with 
industrial distributors 
makes it necessary 


New 1960 plant addition is tangible proof of the 
success of Skil’s marketing policies. 


This new three story addition to Skil Corporation’s main plant 
in Chicago will provide much needed additional space for the 
expanding research and development division, manufacturing, 
and warehousing—much needed because Skil continues to set 
new sales records. Roto-Hammer 


Last year’s industrial power tool sales were the highest in 
the Company’s 36 year history—23°;, higher than 1958! And 
everything points to another record year in 1960. 

One of the main reasons for this remarkable upsurge in sales 
is Skil’s partnership with Industrial Distributors in carrying 
out the following marketing policies: 

1. To develop—through leadership in research—new products 
and basic product innovations that expand the distributor’s 
market, increase his turnover and help maintain distributor profit. 


Recipro Saw 


2. To help distributors maintain properly balanced, adequate F 


inventory—to maximize turnover and to minimize “out-of- INNOVATION in Skil products is typified 
stock”’ conditions. by the new Roto-Hammer and 2-speed Re- 


cipro Saw that are building greater profits 
3. To work closely with distributors in all areas of marketing—in for Skil distributors. 


sales training, in advertising and promotion, in application prob- 
lems and in direct selling teamwork between Skil representatives 
and distributor salesman. Skil Corporation, Dept. 115C, 5033 
Elston Ave., Chicago 30, Lllinois. 


-»-and SKILSAW POWER TOOLS 
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HI-SPEED 
Cable 
Rewind 
Crank 


1 ie) 


Re} &} = ES 
22 
CAPACITIES 


prices 
start at 


$29.50 


Superior to anything on the market. Simplified design 

with fewer parts. Detachable high-speed cable wind-up 
handle. Highest quality flexible aircraft cable. Safety handles 
design tested for overload to protect operator. Guaranteed one 
year against defective parts. Also especially corrosion-proofed 


models for use in chemical plants, mines, etc. 


Stock And Sell The Most Asked For Cable-Rachet Hoist 
Lightweight @ Versatile @ Compact 


THE LUG-ALL COMPANY 


HAVERFORD 11, PENNSYLVANIA 
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You Said It 


STARTS ON PAGE 7 





of any relations you have with 
salesmen before these relations 
go too far. 
Thou shalt not order material 
without first going through 
Purchasing. 
Thou shalt follow procedure 
Use requisitions. 
Vhou shouldst have a purchas 
ing engineer or buyer who is 
familiar with engineering equip 
ment and engineering problems 
Ihou shouldst buy good equip 
ment but temper the quality 
with the length of time process 
is expected to last and the type 
of service for which it will be 
used—Maintenance has a re 
sponsibility to keep plant in 
best condition at the lowest 
cost. 
Thou shalt remember _ that 
Maintenance and Purchasing 
are distinct functions. Thou 
art not a purchasing man. Let’s 
work together but each one do 
his own job. 
Thou shalt rush only what is 
truly rush. Do more planning 
so that jobs are not always 
rushed. 
Thou shouldst — standardize 
where feasible, where it makes 
work easier and less costly. 
Mechanics’ time is expensive 
and we should carefully weigh 
whether it is better to repalce 
a part or to spend time making 
the part. We should, however, 
in time of emergency be able 
to make parts. We should also 
not standardize where we lose 
sight of new developments. 
Pump G. Damo 
Chief Plant Engineer 
Merck Sharp & Dohme Division 
Merck & Co., Inc. 


@ Abstracted from an address by 
Mr. Damm at the 11th Plant Main- 
tenance & Engineering Conference, 
held concurrently with the 11th Plant 
Maintenance & Engineering Show. 





Buy your drills 
with the same care 
you used in buying i 
the machine tool 
to run them 





INDUSTRIAL CONSUMERS 
ARE PRESOLD TO GIVE a 
COGSDILL DISTRIBUTORS repeat drill business on old veterans 


| original drill business on new machines 


COGSDILL ... the name to remember for quality 


. . lo watch for progress 


COGSDILL TWIST DRILL CO., INC., Greenfield, Mass. 


Stocking Warehouses: Detroit, Los Angeles, Greenfield 
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@LED-O-MATIC No. 1. 


“GOOD as GOLD” 





Handy 
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Protected Cable 


CLEAN and DEBURR 
TUBING and FITTINGS 
IN-YOUR-SHOP or 
ON-THE-JOB 


TRUE 
PORTABILITY 
Stands are 
Available .. . 
Optional at 
Extra Cost 
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TOLEDO TUBING TOOLS...PIPE WRENCHES...PIPE THREADERS...PIPE MACHINES 


~TOLED-O-MATIC 


Makes every workman a craftsman 


Burr zy Cleaning and deburring operations 


“1 FOR 
IT’S COPPER TUBING 
AND FITTINGS 


@ CLEANS, DEBURRS ALL SIZES THRU 4” 


© LOWEST PRICED, PRECISION BUILT 








@ TRUE PORTABILITY 





® ELIMINATES COSTLY HANDWORK 





@ INSURES LIFETIME JOINTS 





@ ELIMINATES LEAKS 


Potents Ap!'d For 





@® TOLED-O-MATIC No. 1. . . eliminates costly, time-consuming 
hand cleaning and deburring operations. The unit is equipped with 
brushes that clean exterior and interior surfaces of tubing and fit- 
tings to mirror-like brightness insuring perfectly tight connections. 
Toled-o-matic cleaning and deburring helps you prevent costly 
leaks. You can eliminate many ‘“‘re-working’’ operations and reduce 
both production and overhead costs. Make every workman a 
craftsman with a Toled-o-matic. 
Equipped with a 4” main brush for all external cleaning opera- 
tions, the Toled-o-matic No. 1 has three (3) sizes of internal 
brushes for cleaning all fitting sizes through 4’. It also 
features a rotary deburring tool which eliminates internal burrs on 
tubing far faster and better than can be done by hand methods. 
Compact in size, the Toled-o-matic Machine is only 10’’ wide Rotary internal deburring tool does 
x 10” high x 17%” long, overall. The heavy gauge metal base, the job easier, better, faster on all 
8%4 ‘x 14”, provides for quick, easy mounting on portable stands, sizes of tubing through 4”. 
or shop benches. Weighs only 52 lbs.—truly portable to and from 
any job. Its 1/3 HP, single phase motor operates on 115 volt, 
AC-60 cycle current. a 
Toledo-made and Toledo-Quality-Checked for long service life, 
the low selling price of the Toled-o-matic No. 1 makes potential 
sales of this unit in your area a real profit maker for you. 
Place your stock order now for prompt shipment. Stock 
Toledo’s new complete line of copper working Tools . . . Cutters, 
3enders, Reamers, Flaring and Swaging Tools . . . make extra 
profits through sales of related items. 


WRITE FOR CATALOG 


er ® TUBING 
EDO Cakig Gikid TOOLS 
(Sold Thru Authorized Toledo Distributors Near You) Three brushes for internal cleaning 


THE TOLEDO PIPE THREADING MACHINE CO. . . . TOLEDO 3, OHIO supplied for all sizes of fittings thru 


euone th ste Ae ae 4". Clear, protective shield inciuded. 














Q. “Why do you say the Dayton 
line has the greatest potential 2” 


A. “Dayton’s Written Franchise 
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encourages distributor growth!” 





Larry Wright, Pres. Wright Bearing Supply Co., 
Detroit, believes this firmly. In his own words, 
he has this to say: “The Dayton Written franchise 
protects a distributor by not overloading a local 
field with distributors of the same product. It 
guarantees him a certain exclusiveness because 
all Dayton distributorships are set up ona 
‘selective’ basis. 

“It certainly has worked for us—we'’ve en- 
joved a 15 20 per cent increase in volume 
every year since we began operating with a Day- 
ton franchise in 1954, and we expect to continue acy Spee por peg-rtg chick ae ox tae oe Pe 
our sales volume increase at the present rate. one does, and keeps going higher all the time,"’ says 
This constant success and expansion oO! our 7 
Detroit business encouraged us to open a second 
establishment in Hammond, Indiana last April. 

“In addition to Dayton’s Written Franchise, 
another factor that has been of tremendous help 
is that the factory is out there selling for us 
not against us. Their engineers 1 » field 


i 


always ready to help us solve problems for our 
customers promptly and efficiently. 
“And, finally, with the Dayton franchise we 
can offer our customers the most complete line 
of industrial power transmission V-belts in the 
country—including the exclusive Dayton Cog- 
Belt", plus the Thorobred, Super-Thorobred and “Although we constantly stock in large quantities, 
should we ever be caught short on a large order, 
Variable Speed V-Belts. There’s no doubt about Dayton backs us up with overnight delivery. And 


. , . . ’ now, since Dayton has established its network of 
it—if you’re an industrial distributor and want : ur dy 


regional warehouses, Supply facilities are even better 


to grow—the franchise to have is Dayton.” 


Dayton’s Written Franchise is available in certain areas 


Write for details to 


INDUSTRIAL DEPARTMENT 


<= 
Dayton Industrial : 
. “Our record of always having on hand any item ready 
Products Co for shipment is so good that competitors call upon us 


for help in filling orders. Of all V-Belt distributors in 


: : 2 the area we're the least likely to be caught short. 
2001 Janice Avenue, Melrose Park, Illinois Dayton V-Belts and sheaves represent 40% of total 


oe rn . business—double that of the competitive line when 
A Division of The Dayton Rubber Co. we switched in 1954.” 
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It’s a Push-Button Wor 
at Williams 


No other manufacturer has the combination 


of automated equipment to make the finest 


fit, feel and finish in wrenches! 
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Forging temperatures for each of Williams’ 65 hammers are auto- 
matically controlled by sensitive pyrometric instruments which 
comply with rigid aircraft specifications, MIL-Q-5923C (USAF). 
The result is tough, fine-grain forgings every time. Die matching 
is held to close tolerances for maximum structural uniformity. 





Special conveyorized heat-treating equipment automat- 
ically heats and quenches forgings in a series of salt baths 
to prevent decarburization and dimensional distortion 
often found in other wrenches. It further develops the 
relationship of toughness and hardness to the optimum. 





and finish are refined on this automatic 
ling machine. All rough edges are com- 
ly removed. Wrench handles are pro- 
to uniform dimensions and are blended 
the heads for greatest strength. 


Here wall thicknesses are machine- 
controlled to exact concentricities. 
This extra step produces heads offer- 
ing uniform clearances from wrench 
to wrench...pattern to pattern. 


Developed specially for Williams, this 
three station transfer machine drills, 
broaches and chamfers. Box openings are 
machined to tolerances well within indus- 


try standards for long-lasting, sure-grip fit. 


WILLIAMS’ SUPERIOR DESIGN OUT-PERFORMS EVERY OTHER WRENCH 


Modihed 
12 Point openings, broached to 
close tolerances, permit complete 
nut rotation in 40 


and comfort 


Satin finish tor sate 


Offset forged-in from top of box for 
the maximum obstruction clearance 


rectangular handle- 
design offers maximum strength 


, firm grip 
No dirt-catching ornamentation 


Wall thicknesses designed 
for maximum strength with 


’ a= 
greatest clearance 


¢- 





al / 





Height of box wall correctly propor- 
tioned for all nut sizes and series. 


+ Williams Wrenches measure longer than industry average for extra leverage 





NABIAY | 


TOOLS OF INDUSTRY 


MR. WRENCH SAYS: 


4530 STOCK TOOLS AND FORGINGS 
MAKE IT POSSIBLE FOR WILLIAMS 
DISTRIBUTORS TO MAKE SALES 

ON ALL CALLS! 


IT MAKES SENSE TO SELL 
THE BROADEST LINE OF ITS KIND 


because WILLIAMS offers: 
Brand preference that builds repeat volume. 
Stock tools and forgings— bought by every industry. 
A discount structure that returns a sound profit. 
Aggressive cooperation from experienced salesmen. 
Advertising that reaches the men you see to sell. 


Selective distribution that builds your business. 
J. H. WILLIAMS & CO. 


401 Vulcan Street, Buffalo 7, New York 





‘Now, how do we tell them 


Haase isn't 
one of our men?” 





This Duroil air drill hose,” explains Presi- right, seated: Acme-Machell sales engineers 

dent Riebe, “resists hot and cold oils usedin D.J. Fitzgerald (Hewitt-Robins’ Jim Haase), 
through-the-line tool lubrication. It has an G. K. Lewis, E. A. Roy, General Manager 
ibrasion resistant cover, yet it’s flexible.’ Pat Tyree, F. E. Stetter, and R. F. Raygo 
Present at this briefing session are, left to standing). 
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Hewitt-Robins Field Engineer Jim Haase makes sales calls with 
Acme-Machell. Now customers consider him ‘“‘one of the regulars.’’ 


“Of course, Jim Haase is one of our men—in a way,” 
grins Acme-Machell President Cliff Riebe. “‘He makes 
sales calls with us, helps us work out proposals, and 
pitches in with the engineering. Hewitt-Robins just 


pays him.” 


General Manager P. T. 


area. 


“‘Anybody who can sit down and figure out things 
like belt stress, conveyor drives, and the right hose 


“Here’s a sample of rubber compound 
used in H-R conveyor belt top and bottom 
covers,’ says Cliff Riebe. “You can see 
how flexible it is. It’s used for the friction 
and skim coats, too.” Pat Tyree asks, 
“They also impregnate the fabric with 
that, don’t they?” “‘Yes, then vulcanize 
all the layers together into a belt that ha 
the right characteristics for your job.” 


This is warehouseman Ron Schweitzer, in- 
stalling an interlocking clamp-type coup- 
ling on steam hose for a pile driver. Dem- 
onstrating steps like this is part of Jim 
Haase’s job, but he says, “‘Ron Schweitzer 
makes as tight a connection as I’ve ever 
seen. That’s a big thing in pile driver work, 
getting every fitting just so. Ron’s will 
hold up under all sorts of pounding.” 


‘Pat’ Tyree agrees. “Jim’s 
quite a ‘find.’ We handle hose, conveyor belting, sheet 
packing, and molded goods for every sort of industry 
—not just here in Milwaukee but through this whole 


Adds Mr. 


for just about everything—I really want on my side.” 
Riebe 
viede, 


“Last year I took the Hewitt- 


Lobins course myself; and believe me, when customers 
start firing questions about flow rates and conveyor 


tonnages, factory training can do you a lot of good!” 


Distributors from coast to coast will tell you the 
same thing. Some will tell you about Bob Wardle in 
Cleveland, some about Bill Corbin in Chicago, others 
about the H-R men in their backyards. If this isn’t the 


sort of service you’ve been getting from your supplier, 


“Easy now,”’ says warehouse superintend- 
ent Steve Thon, “I’ve almost got it.”” Jim 
Haase, steadying the hose, says, “Just 
don’t install my hand along with it.” 
They’re fitting a KC nipple into Ajax 
smooth bore water suction hose. Helping 
out in the warehouse like this is old stuff 
for Jim. There’s no real substitute for 


shirt-sleeve experience. 


“This is our 2009 that you’re using,” says 
Jim Haase to Vice President S. P. Wagner 
and S. C. Peters of the Edward F. Gillen 
Company. (At right: Aeme-Machell sales 
engineer Dave Fitzgerald.) Says Jim, 
“This steam hose has a long aging rubber 
compound that resists hardening and 
cracking.” “‘Statie or non-static wire?” 
asks Mr. Wagner. “‘Non-static,” says Jim. 
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why not look up the H-R man nearest you? He’s in the 
book. Hewitt-Robins, Stamford, Connecticut. 
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“This is one inch,” says warehouseman 
Don Ellestad. “Right,” says Jim. “You're 
running a little low on this. I’ll check the 
office and see if they need more.” This in- 
ventory covers braided hose from 44” and 
up ID for air, oil, water, and steam. 
Mr. Ellestad asks, ““You keep all these 
sizes in your head?” Jim laughs: “Just th« 
types. The sizes would fill a book.” 


Jim Haase and other pile drivers. In- 
stalled by the Edward E. Gillen Com- 
pany, the Hewitt-Robins steam hose in 
these units operates under great heat and 
pressure (it can take saturated steam pres- 
sures up to 125 pounds and temperatures 
up to 366°F.). Specified by Acme-Machell, 
it assures steady, dependableoperation 
to meet contract deadlines. 
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“Rust-Oleum is a Key Line 
at our counter, too,” 


advises Orr lron Counter Man, 
Kenny Gruzard—Winner of the 1959 
Rust-Oleum Counter Contest 


“Some twenty percent of Orr Iron Company 's 
Rust-Oleum wholesale sales to our mainte- 
nance customers are made at our counter,” 
says Kenny. “The unusually broad potential 
use for Rust-Oleum, plus the fact that power 

ful Rust-Oleum advertising makes it a de- 
mand item keeps our counter pretty busy as 
far as Rust-Oleum sales are concerned.” 





“High gross profit and large volume help 
to make Rust-Oleum a KEY LINE with us” 


says Bernie Weirauch, 





Vice President, Sales — Orr lron Company 


“When we initiated our key line selling program 
in 1953, twenty-two of our three hundred lines 
were selected as key lines for special sale em- 
phasis,” says Mr. Weirauch. 

“Five factors in our Index of Adaptability 
Formula were used to weight each line, with the 
top-scoring lines being designated as key lines 
for that particular year.” The five points used by 
Orr Iron Company are (1) Gross Profit Margin, 
(2) Volume Sales In High Average Line Of Bill- 
ing, (3) Handling Costs, (4) Number of Potential 


Customers, (5) Manufacturer's Cooperation. 

“Rust-Oleum has been a leading key line with 
us since we started the system,” advises Mr. 
Weirauch. “With Rust-Oleum’s 37.5% average 
gross profit margin, high volume, relatively low 
handling cost, and the fact that Rust-Oleum can 
be sold to nearly every account, plus outstanding 
cooperation in the field and from the home plant 
—it is apparent that Rust-Oleum continues to 
score unusually high in our key line selling 
program.” 


Orr Iron salesmen emphasize Rust-Oleum repeat business 


“Repeat business 
is important,” says 
Jim Callahan.“ When 
you sell a gallon of 
Rust-Oleum, that's 
uSually just the 
start of a lot more 
Rust-Oleum volume 
from that account 
when the user sees 
what Rust-Oleum 
will do for him.” 


Ray Yount points 
out the fact that 
Rust-Oleum is “‘pre- 
sold through pow- 
erful national and 
local advertising 
It's a good feeling 
to have customers 
say, ‘Sure, we know 
Rust-Oleum — we've 
seen it in maga- 
zines and on TV.’”’ 


“Equally important 
is product knowl- 
edge,”’ advises John 
Lintzenich, ‘‘and 
believe me, the 
product knowledge 
| picked up at the 
Rust-Oleum Product 
Training School in 
Evanston, Illinois 
has helped up my 


SPEARHEADING 


There is only one Rust-Oleum 
It is distinctive 
as your own fingerprint. 


Rust-Oleum sales.”’ 


RUST-OLEUM CORPORATION « 2561 Oakton Street, Evanston, Illinois 
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ELIMINATE DELAYS 


Nut Distributor Can Help You 


theretore 


Your Republic Bolt and 


he can give vou 


Your loc al distributor 


unction In today § industrial 


his complete inventories consumer 
a vital t 


fasteners of an performs 


y type and size 


bolt to system 


delivery of 
He is also mn’ position to provide you with 
current fastener trends 


quantity from 4 single 


roken of full case lots 
Republic Bolt and complete information on 
and ex- i techniques Ic will pay you f fa 
with the wide range of services 
iocal Republi Bolt 


By s doing. your local 
ninates the trouble anc milarize 
he 


<u Distributor elit 
vour own on-hand stocks voursell 
Contact your 


offers you 


and Nut D stributor 


of maintaining 
a reduction 19 
ito the eventual 


pens 
— 
over-all custs 
now 


T he et result is 
our customers. ane 


to you, fo 


ur local distributor for quick deliveries of 


REPUBLIC Bolts and Nuts 


FASTENERS — 
peer more than 20,000 types and 
hat ard bolts and nuts-are oh 
ugh, non-spilling package ee 
s 











BUILDING CUSTOMER 
CONFIDENCE FOR YOU 


Sales-keyed advertising tells the story of 


Your Republic distributor maintains 
a complete steel pipe inventory 


Ae 


Republic Distributor products and services 
_ Y. REPUBLIC Steel Pipe 


Market by market, month by month, Republic STEEL PIPE—for plumbing, heating, and air 

; . conditioning. Also flexible and. semi-rigid 
advertisements like these will be seen by your plastic pipe with all necessary fittings 
customers and prospects. Whether the product be 


bolts and nuts, steel or plastic pipe, sheets, 








or bars, emphasis is on the quality and scope of f YAMA. 


your products and services. no fair weather friend 
These advertisements build good will and 
customer confidence. Result: increased sales and 


profits for you, the Republic Distributor. 








Reprints of Republic's distributor-support advertisements are 
available at no cost, imprinted with your company name. 

Call your nearest Republic office for details on the advantages 
of stocking Republic Steel products. Mail coupon for 


product information. 


STEEL SHEETS—for ao wide variety of appli 
cations are available in ENDURO® Stainless 
Steel, Electro Paintlok”, Continuous Gal 
vonized, and Galvannealed 


REPUBLIC STEEL 


Well Wiest Range of 
Stiudard, Sols and, Steck. PreduBg 


REPUBLIC STEEL CORPORATION 
DEPT. 1D-9116 
1441 REPUBLIC BUILDING - CLEVELAND 1, OHIO 
I would like more information on 
Fasteners ) Steel Pipe C) Plastic Pipe 


Cold Finished Bars ) Steel Sheets 
Ge) REPUBLIC To, 
Me) (nid Ftshad Site Bars Name Vitle 
Company 


Address— 


COLD FINISHED BARS—supplied in rounds, 


squares, hexes, flats, and special sections in 


City n 
standard and special steel anclyses = Zone 





LOOKS GO00D 
WORKS BETTER! * 


THE NEW Og SB HANDI-GRIP PUMP OILER 


Here’s the ideal pump oiler 

for every use! Introduced by Eagle 
Guaranteed 5 years! 

Strong, leakproof steel body. 

Powerful positive-acting pump to 

deliver oil in full stream or one drop. 

No pump leathers, no soldered connections 


to wear out. Handy to reach those c/a? New Eagle Handi-Grip Oilers come 

é in 4 sizes: 34, 1, 11, 2 pints. Each 
size has 6-inch rigid angle spout or 
stance, won't tip over! Basy to hold, Pipe Reais apent. 


easy to use, reasonably priced. ORDER FROM YOUR SUPPLIER 


Eagle products are also 
available in Canada 


difficult places. Stout bottom, steady 


FOR 

FACTORY, _/ 
HOME, 

GARAGE, 

WORKSHOP i } 


' 
Se Pe 

Write for latest '60 Catalog, - 

just off press, showing the Complete Eagle Line. It's FREE! 


MANUFACTURING CO. wewtssure, w. va. 


SERVING THE TRADE SINCE 1894 
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BARNES 


HIGH SPEED STEEL 
BAND SAW BLADES 


SUPERIOR QUALITY BLADES FOR 
HIGH SPEED METAL SEPARATION 


Barnes is building for the future. New 
products and product improvement 
through research, new equipment and 
new methods are creating new sales 
potentials for all Barnes Distributors. 


w. 0. BARNES co., INC. 


1297 TERMINAL AVENUE 
DETROIT 14, MICHIGAN 





BARNES 


HIGH SPEED 
BAND SAWS 


ow 
a 


THE NEW BARNES 
HIGH SPEED STEEL 
BAND SAW BLADES 





CUT THE TOUGHEST METALS WITH EASE 








SZ 


The addition of High Speed Steel Band Saw blades to the profitable 
Barnes line means even more sales and more profits to Barnes distributors. 


Developed as a result of modern production and research techniques, 
both in the taboratory and in the field, this new blade has all the expected 
Barnes “plus” features. Each Barnes distributor can be positive he is 
offering only the very finest product of its kind to his customers. 


Distributors can rely, too, on the Barnes policy of Selective Distribu- 
tion, effective sales promotion and extensive national advertising. Plus— 
the large staff of factory-trained Barnes Sales Engineers who give on-the- 
job assistance to distributor customers and assist in the training of 
distributor sales personne’. 


W. O. Barnes Co., Inc. is an aggressive, growing organization . . . ready to meet the 
challenge of the future in every way ... with new plans, new processes, new products. 


w. o. BARNES co., inc. 


1297 TERMINAL AVENUE ¢ DETROIT 14, MICHIGAN 





"Always 


leave ‘em 


asking 


for more'! 


is the show business recipe for customer 
satisfaction. In our business nothing satisfies 
our customers as much as a tool that gives 

long, trouble-free service! And survey after 
survey of brand preference shows Black & Decker 
tools have the finest reputation in the business 
for top performance. 


But there's more to satisfaction than performance 
alone. To meet inevitable service needs, 

Black & Decker tools are backed by service 
facilities close at hand. With 50 factory owned 
Service Branches in the U.S. and Canada and many 
Authorized Service Stations—-within 24 hours of 
any spot, Black & Decker satisfies your customers, 
and the seventh key of a true Key Line. 


J. P. Spain 


Manager —- Product Service Division 


«= Black’ Decker 


a key line to profit growth. 


@ BROAD GQ COMPLETE QAacGressive Quarry QEXPERT FELD @Gooprrorir @ rrooucr 
MARKETS LINE PROMOTION PRODUCTS ASSISTANCE MARGINS SERVICE 


The Seven Keys to More Profits 
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DIRECTION 70 





The next decade promises to bring great advances 
in automation, industrial productivity and in con- 
struction—both industrial and residential. And to 
meet the requirements of tomorrow takes vision and 
planning today. 

So, Crane Co. announces Direction ’70—a 3-pronged, 
right-now program to lead the way in valves, 
electronic controls, piping, plumbing, heating, and 
air conditioning. 


The broad objectives— 


e Streamline distribution to provide better and faster 
service to customers 
e Acquire new plant facilities to broaden the line of 


Crane products 


Crane C 


, 836 S 


Valves - Electronic Controls - Piping - Plumbin: 
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¢ Accelerate research to improve existing products, 
develop new one 
Yet, Direction "TO ] 


Already 


/ 
more than a plan—it is action: 


e the Crane distribution network has been revised 
and strengthened 


e five established companies have been acquired 
recently by Crane 


e announcement promotions are being readied for 


seven new products 


You'll see a lot more of this Crane Direction ’70 
tomorrow years ahead. Many farsighted 
distributors are a part of this exciting new team. It’s 


profitable to become a partner in Crane Direction ’70. 


CRANE) 


Michigan Avenue, Chicago 5, | 


* Heating - Air Conditioning 


37 





Performance, 


NON - RAVELLING 


Here are three standouts from the line of 
U.S. Rubber tapes. With this line you 
always have the right tape for any job. 
You are always able to fill specifications. 
You are always able to make sales. In 
U.S. GRAY . addition to these. premium numbers, the 
PERFECTION TAPE line also includes commercial tapes with 


Made of the strongest fabric, such famous names as Security® and 
impregnated. in every fiber 


2 OR 
with pure rubber. This U.S. Holdtite®. 
Rubber method of manu- 
facturing eliminates pinholes. 

The tape has the strongest 
adhesion, U, S. Gray 
Perfection Tape will not dry 
out. Here is a tape that not 
only meets specifications, 
but exeeéds tliem. 


M% In. wide AU Bs 30 FEET 


SPLICING COMPOUND 
FOR PERFECT SPLICES 
The new high grade rubber usedin USCO in 


longer life-grearer 
better insuiation. Will tuse 
Mass Quickly without heat 


Made in U.S.A 


USCO SPLICING COMPOUND 


High dielectric resistance makes S* Ree wae? 
it especially suitable for high *: Sa 

voltage work on railtegdsy ‘ : 

lines and signal linegy A nage 


waterproof and always 
s 
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M iN. WIDE 30 FEET 


SPLICING COMPOUND 
OZONE AND MOISTURE RESISTING COMPOUND 


Uskerene combines maximum raetrst- 
ence to OZONE and MOISTURE with 
CET Lie La ee ek bare ee Bee 
and dielectric resistance. Fuses 
gvickly witnhovt heet or 
pressure maokes 


ev 


USKORONA” SPLICING COMPOUND 
This ig the ozone- and moisture-resistant 
tape fer overhead splicing where high 
dielectric protection is needed. 
Uskorona fuses quickly without heat or 
pressure and makes the splice an 
inseparable part of the original insulation. 
Uskorona is superior in tensile strength, 
durability and moisture absorption. 

Use the time-proven Uskorona splicing 
compound —and be sure. 


Mechanical Goods Division 


United States Rubber 


WORLD'S LARGEST 


MANUFACTURER OF INDUSTRIAL RUBBER PRODUCTS 
Rockefeller Center, New York 20, N.Y. 


In Canada: Dominion Rubber Company, Ltd. 
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WRIGHT 
Electric 
Chain Hoist 


The hoist with fewest working 
parts! Hoisting gears are high 
grade phosphor bronze— 
worms are heat treated alloy 
steel. All gears operate in a 
continual oil bath. Features 
double braking system —self- 
locking worm gear reduction 
load-brake, easy-to-adjust 
motor brake. Alloy load chain 
is wick-lubricated and zinc- 
coated to resist rust. Available 
in two capacity ranges —300- 
2000 lbs. (single chain) and 
3000-4000 lbs. (double chain). 


WRIGHT 
Jib Cranes 


WRIGHT Wall Bracket Jib Cranes are highly recom- 
mended for supplementary use to the regular travel- 
ing crane or monorail track —or for individual use in 
bays, on sides of shops, etc. 

Hinge plates are fitted with Hyatt Roller Bearings 
or Bronze Bushings. These and all other fittings are 
made of annealed electric steel. Buy Wricut Jib 
Cranes complete or buy fittings separately and assem- 
ble crane locally. NOTE: mast not furnished. 


WRIGHT 
Type “C” Pull-A-Way 


ered rt re, 
Pte ht ha 
reper ar Keer ere ‘ 
oT » "7 


Pte Pept Pere 
OOOO os erred) 
rPOoOoococoxc 


Soocecoooveocs soe) = Makes easy work of hun- 


> dreds of quick hook-up jobs. WRIGHT type 
“C”’ Pull-A-Ways come in four sizes— *4, 
114, 3 and 6 ton. All are portable, safe and 
rugged. Corrosion-resistant modern alumi- 
) num alloy castings are 


used for gear case, handle 

and covers of all models. 
Hooks, chain, gear and chain sheave are alloy steel. Positive 
dependable load brake securely holds load at any point. 


WRIGHT 
Timken Trolleys 


WriGut Timken Tapered 
Roller Bearing Trolleys 
(shown), in plain or geared 
models, provide smooth han- 
dling of loads from 4 ton to 40 
tons. Heavy steel side plates 
and chilled tread wheels re- 
volve on Timken Bearings 
(two bearings to each wheel ). 
Tapered bearing design ab- 
sorbs both thrust and radial 
loads and thus reduces the 
work required to move the 
trolley along I- Beam. WRIGHT 
Self-Aligning Roller Bearing 
Trolleys in % ton to 20 ton 


models are also available. 


Plain 
Timken 
Trolley 


Geared 
Timken 
Trolley 


Material Handling Items 
that Make Money for Wright Distributors! 


WRIGHT material handling products make 
money for the men who sell them and also for 
the men who use them. 


To distributors, the name ‘“WrIGHT”’ has 
long been recognized as the complete material 
handling line to meet any overhead lifting re- 
quirement. Backed by national trade paper 
advertising, WRIGHT tells this fact to thousands 

of potential material handling 
customers on a regular month-to- 
month, year-to-year basis. In 
addition, WRIGHT supplies its 
distributors with a wide selection 
of sales promotion aids to help 
salesmen expose WRIGHT products 


INDUSTRIAL DISTRIBUTION 


to select customers on the local level. It’s double 
barrel product promotion like this that makes 
WRIGHT the popular, fast turnover line to sell 
anywhere. 

Users of WRIGHT material handling equip- 
ment know from experience that WRIGHT prod- 
ucts are built better to last longer. Designed 
and manufactured to meet the many and varied 
demands of modern high speed production, 
WRIGHT products offer extra performance fea- 
tures at no extra cost. Result: users get more 
dependable operation, greater handling effi- 
ciency and longer trouble-free service from 
WRIGHT produtts. WRIGHT...a good line to 
buy, a good line to sell! 
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Wright Safeway Hand Hoists 
are Built to Take It—Inside 


and Out! 


Ask any rigger, and he’ll tell you that a hand hoist has 
to take it to withstand the wear and abuse of so many 
different material handling jobs. Rugged, trouble-free 
WriGuT Safeway Hand Hoists are designed and built to 
stand up under this kind of treatment—inside and out. 
Sealed construction of Safeway Hoists protects all vulner- 
able parts such as the hand wheel, load brake and gear 
train within a high grade analysis steel housing. Compact, 
streamlined Safeway design does away with protruding 
parts that catch on clothing. 

Full enclosure of working parts also makes Safeway Hand 
Hoists adaptable for indoor and outdoor use under varied 
operating conditions such as dusty atmospheres in cement 
mills and foundries; high temperatures in heat treating 
rooms; cold and wet outdoor exposure. 

Dollar for dollar, feature for feature, there’s more value 
for less cost in any one of the twelve models of WRIGHT 
Safeway Hand Hoists. They’re available in a capacity range 
of 14 to 50 tons. 


A FULLY ENCLOSED HOIST 
Handwheel, load brake and load wheel are fully 
protected by heavy steel stampings. 


LOAD CHAIN GUIDE 

Shrouds load chain sheave. Guides chain into 
load wheel and protects parts from falling dust 
and dirt. 


LOAD WHEEL 
Made with 5 or more pockets to receive chain. 
Also has reversible feature for double life. 


GEAR TRAIN 

Center planetary system using modified involute 
steel tooth form with all gear teeth generated 
from solid steel blanks. 


LUBRICATION 

Gear train is enclosed in an oil-tight chamber 
and is, therefore, lubricated for life. The chain and 
load wheel are lubricated by wick-type oiler from 
oil reservoir. 


FACTORY TESTED 


LOAD CHAIN BOTTOM HOOK Two factory tests certify the accur- 


WRITE FOR 

FULL INFORMATION 
Detailed information 

about WRIGHT products ts 

available by writing our 


is alloy steel electric welded, has Made of nickel-chrome- acy, workmanship and rated strength 
maximum wear-resistance and molybdenum alloy steel. of WRIGHT Safeway Hand Hoists. 
ability to withstand extreme im- Rocks and swivels for eas- These are: 

pact. To resist rust, the load ier hook-ups. Operates on 1.a proof test of every foot of 


ok, x. ellen chain is zinc-plated. a Timken thrust bearing. load chain. 


Please specify litera- 
ture by number... 

Safeway Hand Hoists 

DH-164C 

Electric Chain Hoist 

DH-73B 

Type “C” Pull-A-Ways 

DH-56A 

Roller-Bearing Trolley 
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2.a test of the completed hoist 
to 50% above rated capacity. 


Wright Hoist Division - American Chain & Cable Company, Inc. 
DN-2428 York, Pa., Atlanta, Chicago, Denver, Detroit, Houston, Los Angeles, New York, 
Jib Cranes ¢ DH-300 Philadelphia, Pittsburgh, San Francisco, Bridgeport, Conn, 
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New continuous wire annealing furnace... first in the fastener industry... allows Stanscrew to 
completely contro! processing of metal used for fasteners... provides additional assurance of 
dependability, uniformity, high quality. 





another reason 
it pays to sell 


STANSCREW 


It cost over $500,000 to write this story. 

That’s the price tag on Stanscrew’s new annealing furnace, 
shown at the left. Well over 100 feet long, a completely new 
building was constructed to house this modern, continuous 
coil annealing unit . . . the first installed by any fastener man- 
ufacturer. 

We consider this money and labor well spent. 

With this new furnace, Stanscrew brings under its own con- 
trol the entire range of precise metallurgical processing needed 
to assure the finest quality for hundreds of thousands of 
Stanscrew fasteners. Now operating around the clock, this 
furnace is providing proper grain structure for upwards of 60 
tons of raw stock per day. 

For you, it pays off in more dependable, completely uni- 
form fasteners . . . fasteners which do not fail during your 
customers’ assembly operations . . . do not cause expensive 
production delays . . . and which, ultimately, reflect credit on 
you as a distributor of quality products. 

This painstakingly verified quality and consistent uni- 
formity of product are only two of the fundamental values 
Stanscrew offers. Strong promotional and advertising sup- 
port .. . the services of experienced fastener specialists who 
work with you and for you . . . an unsurpassed delivery pol- 
icy ... these and many other advantages make a Stanscrew 
franchise one of the most attractive for any distributor. 

Care to learn more why we think you'll agree “it pays to 
sell Stanscrew?’’ Drop us a line today. 


THE STANSCREW LINE 


Socket Screws @ Set Screws @ Cap Screws ® Hex Keys @® Hex Nuts e Studs 


STANSCREW MEANS ~ 


Superior astener quality see 
pe sats Be “Carbon Restora- 
tion” process, for example. 


Preferred and speci lead- 
a oe eget er 28 
try classifications. 


A complete fastener line .. . 
now over 5,500 catalogued 
items. 


Fast service . . . orders shipped 
within 24 hours. 


Continuing sales help .. . fas- 
tener s lists selling with you 
and for you. 


Industry’s broadest 
on all sales in your territory. 


A consistent promotional pro- 
gram that helps pre-sell your 
customers. 


Machine Bolts ¢ Carriage Bolts © Lag Screws * Dowel & Taper Pins e Pipe Plugs 


STANSCREW FASTENERS 


CHICAGO | THE CHICAGO SCREW COMPANY, BELLWOOD, ILLINOIS 
HMS | HARTFORD MACHINE SCREW COMPANY, HARTFORD, CONNECTICUT 
WESTERN | THE WESTERN AUTOMATIC MACHINE SCREW COMPANY, ELYRIA, OHIO 


STANDARD SCREW COMPANY 2701 Washington Boulevard, Bellwood, Illinois 





YOUR 

PROSPECTS 

ARE READING 
this big three-page 
insert advertisement 
(shown here in 

half size) in March 
issues of many 
leading publications 
read by valve 

users throughout 
industry and the 
building field. 


An EXCLUSIVE for 


The Most Potent Wedge Into Valve 


\ 
| 


YOUR NAME APPEARS IN IT 





JENKINS DISTRIBUTORS 


Business Ever Created 


To make friends and 


7; | influence oraers, 
. 4 : 
S Valve Distributor nothing matches 
: instal: valuable help with 
sa sce tn ee — 
en and maimnemi@nee ==)" evicg. serious problems. 
jo wins ecorncmns And. for valve users, 


jenkines Bros. Dept 1p, 10 Park Avenue, New Yort nothing ever put 
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ne helpfulness of Jenkins 
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gee cenmeset book — “Prevent 
rg Vaan Seven Comment Se caainge Corverarn Valve Failure’. 
see Soi Come Sra co noiael 
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Sew Comer p= yemepenine 
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Minesl® oon Company. 1 


y Compory 
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Fen ne it, they get in touch 
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. offer. Here is your 
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Ever hear of another 
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SOCKET] 


.,, the most | 


Introducing .. . the new P-K Long-Lok! It’s a new and 
exciting feature . . . an added plus in the regular full-line 
of Parker-Kalon socket screws. Now, in addition to the 
wide range and variety available in the P-K line, you can 
offer P-K PRECISION-MADE SOCKET SCREWS WITH THE NEW 


SELF-LOCKING LONG-LOK INSERT! 


Show it to customers on every call. Sell it for aircraft appli- 
cations, automotive parts and assemblies, tools, appliances, 
engines, heavy machinery. P-K Socket Screws with the new 
Long-Lok insert provide phenomenal resistance to vibra- 


tion—eliminate the need for intricate safety-wiring and 


vt. 


lock washers. 


For stock, P-K Socket Screws come with Polycap (green) nylon 
type inserts. Temperature range from —120°F to +250°F for 


vibration-resistant applications, thread: sealing and applica- 


i 


tions requiring frequent adjustment. On order, furnished with 
Blue-Kel-F® thermoplastic insert for —120°F to —320°F 


and +250°F to +390°F; and for temperature requirements 
from +400°F to +1200°F, P-K will furnish metallic inserts. 


. 
. 
. 
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IF YOU ARE NOT YET A DISTRIBUTOR FOR THE COMPLETE LINE 
OF FAMOUS P-K SOCKET SCREWS..DON’T MISS THIS OPPORTUNITY 
... YOUR INQUIRY IS CORDIALLY INVITED. WRITE TO P-K TODAY ! 


eeeeeeeeeeeeeeeeee 
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SCREWS 


complete line in the industry... 


EVERYTHING YOU NEED 10 


AND SALES AIDS APLENTY! 





BOOST SOCKET SCREW SALES 


SOCKET HEAD We The 
CAP SCREWS ‘ revolutionary 


The P-K y P-K 
PRE-LODE W-POINT* 
(1960 Series) socket set 
with the extra screw that 
bearing surface ) minimizes 
under the head. AY tipping and 
(alsu available wobble. 
in 1936 Series) a» 





SELL ’EM WITH OR WITHOUT THE LONG-LOK INSERT 


SET BUTTON SHOULDER DOWEL 
SCREWS HEADS SCREWS PINS 





» the popular #45 and 
#111 Hex Key Sets 
and in addition... 

5 NEW P-K HEX 

KEY SETS...TO MEET 
EVERY CUSTOMER 
REQUIREMENT! 


and...a full 
range of P-K 
HEX KEYS 

including 


EVERYTHING YOU NEED TO PLEASE 


CUSTOMERS . . . KEEP "EM COMING BACK! 





P-K backs you all the way with advertising that paves the way for 
your calls—helps you sell! What's more, P-K advertising is con- 
tinuous—nationwide—valued by readers for the information it 
brings on new ideas—new P-K products 


The first advertisement announcing P-K Socket Screws now avail- 
able WITH LONG-LOK INSERTS, will appear in the APRIL 
issues of these and other leading publications .. . 


Lo 


ON THEIR WAY TO YOU SOON...LONG-LOK Price Lists... LONG-LOK 
Technical Bulletins . . Ad Pre-Prints .. . 


Product Samplers...a complete promotion to help you move mer- 


Mailing Pieces... 


chandise. P-K SOCKET SCREW DISTRIBUTORS WILL RECEIVE THIS 
SALES-BUILDING PROMOTION KIT IN TIME TO TAKE FULL ADVANTAGE 
OF P-K’S APRIL ANNOUNCEMENT ADVERTISING. Put it to work for 
you... it will build volume on your new LONG-LOK SALES! 


When you sell P-K ...you sell the line that has everything! 
P-K 1S ON THE GO! 


PARKER-KALON 


fasteners 


Parker-Kalon, a division of General American Transportation 
Corporation, Clifton, New Jersey. 
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Key to New and 
Improved Wire Rope Sales 


ROEBLING DISTRIBUTOR (could be you). If you’re not a Roebling 
distributor, the following will clearly point out the definite over- 
all advantages of being a Roebling distributor. 


ROEBLING ROYAL BLUE WIRE ROPE. It’s the strongest wire rope 
made—stronger than anything, for any job, you’ve ever known. 
Royal Blue has gained faster and wider customer acceptance 
than any wire rope ever made by Roebling. 


ROEBLING BLUE CENTER STEEL WIRE ROPE. Another industry 
favorite that applies itself strongly wherever wire rope is used. 


ROEBLING SLINGS. A truly comprehensive range of wire rope 
slings and fittings for every kind of lifting job (there are that 
many, that we’ve prepared a 52-page book on the subject). 


ROEBLING RESEARCH AND TESTING. This is a very real activity 
that goes on in Trenton and in the field to assure that what you 
sell has no equal anywhere. Royal Blue, for example, is the out- 
come of many years of research and testing. The result? See 
Roebling Royal Blue above. 


ROEBLING CUSTOMER ACCEPTANCE. All of the facts stated on 
this page are reasons for this large and contented group. And, 
@ of course, there’s always the important fact that Roebling has 
been making wire rope longer than anybody else in this country 

. call it unparalleled knowledge. 





# ROEBLING ADVERTISING. This, too, is another constant activity 
™ that reaches all possible prospects in every field. Add to this 
merchandising, direct mail, distributor aids and promotions § : 
- and you know that buyers and would-be buyers of Roebling 
products are kept constantly aware and up-to-date on what you 
; have to offer. 


me ROEBLING ENGINEERING. Here, in the form of experienced 
technical help is a strong sales bulwark. Any wire rope problem 
that’s too knotty for you or your close-at-hand Roebling Ware- 
house or Sales Office is turned over to Trenton—where they’ve 
been solved successfully for more than 116 years. 


~? “ 


We will be very interested in having you communicate with us about 
the many and steady advantages of representing Roebling in your area. 
Write Roebling’s Wire Rope Division, Trenton 2, New Jersey. 


ROEBLING 


Branch Offices in Principal Cities 
' John A. Roebling’s Sons Division * The Colorado Fuel and Iron Corporation 
Pig <0 : a 4 . x 
: y Seas Su as Os BO eoh Pa a ER. NO beg BE gs SET 
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Higher profit, 
more turnover than most 
other key lines! 


Everyone you do 
business with is a prospect 
for Permacel tape! 


Sold only 
through jobbers! 


Pre-sold by heavy 
national advertising! 


Backed by extensive 
national warehousing and 


sales organization! TAPES FOR 
EVERY PURPOSE 


PERMACEL 


NEW BRUNSWICK, NEW JERSEY + TAPES+ ELECTRICAL INSULATING MATERIALS « ADHESIVES 





ta 


will pay you 
with Mac-it 


of diminishing profits on 
we emphasize the sale 
wherein the manufacturer 
on prices and 
the distributor a 
Consequently, 
me more of a 
in 1958 than 


r) = ike you icy of exclusive 
the assist- 
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tre 22 CO. swe. ance you give us is also an 
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AGUP meant 
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ceivable there 
her socket screw 
whose personnel pay 
on to the minute 
he Mac-it people 
to give good 


good for 
have had many 
and we know." 


'“* WESTEAN 1RON STORES <o 


Miwaenes 


it's policy of not 
t to OEM's 


Protected territory .. . a pricing policy that assures a 
profit . . . close cooperation and prompt service .. . 
these are some of the reasons why more and more dis- 
tributors are learning that Mac-it is a good company to 
do business with. 

Mac-it offers a complete line of dimensionally con- 
trolled heat-treated Alloy Steel Screws, standard and 
specials. Your territory may be open—it will pay you toin- 
vestigate. Write, wire or phone for complete information. 





MAC-IT PARTS CO. ¢ DEPT. 15, LANCASTER, PA, 


MAC-IT ALLOY STEEL SCREWS 
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HEADLINE NEWS for you and your customers! 


AN EXCEPTIONAL DEVELOPMENT 
IN THE COMPOUNDING OF 
RUBBER CUSHIONED ABRASIVES 


To dealers and their salesmen, the addition of the new 
Semi-Firm GB Binder to the Brightboy line introduces 
new, time-saving rubber cushioned abrasive compounds 
of inimitable formulation and unusual versatility. NEW 
SALES AND PROFIT OPPORTUNITIES! 

GB rounds out the Brightboy line—the only complete, 
comprehensive STOCK LINE of multi-use rubber-bonded 
abrasives. Wheels, sticks, rods and blocks for machine 
and manual operations bring a wide, revolutionary con- 
cept to finishing—work saving applications not previously 
associated with abrasive uses. 

With the introduction of the new Semi-Firm GB 
Binder, the Brightboy line now consists of FOUR BASIC 
RUBBER-CUSHIONED BINDER GROUPS: ST, Soft; 
GB, Semi-Firm; BL, Firm; TT, Tough. New GB com- 
bines the advantages of the Soft ST Binder with the dura- 
bility of the Firm BL. Each of these four basic groups 
is made in an extensive range of Aluminum Oxide and 
Silicon Carbide abrasive grains. An additional binder, 


Fine-Tex, is compounded with pumice abrasive. All are 
available from STOCK. 


Your customers may have employed other methods and 
products in an endeavor to obtain the results which now 
can be achieved by new Semi-Firm GB Binder or other 
Brightboy Abrasives. NOW metal working industries 
can benefit immeasurably from the new GB Binder—or 
other Brightboy Binders. All are JOB-MATCHED in 
speeds and strengths to your customers’ production. 

Fill customers’ orders from your stock or from our 
complete factory stock. FAST DELIVERIES! 


WRITE NOW FOR: 


@ PROFIT-PLUS SALES PLAN 
@ CATALOG LISTING APPLICATION VERSATILITY, 
JOB-MATCHED GRAINS & TEXTURES, MACHINE SPEEDS 


@ SAMPLE BRIGHTBOY HAND TABLET, SURE-FIRE “DOOR OPENER” BRIGHTBOY INDUSTRIAL DIVISION 


WELDON ROBERTS RUBBER CO. 
95 North 13th Street Newark 7, N. J. 


America’s Pioneer Manufacturer of Rubber Bonded Abrasives 


Brightboy 





NATIONALLY KNOWN NATIONALLY DEMANDED NATIONALLY ADVERTISED 
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CONGRATULATIONS 
SCHRADER DISTRIBUTORS 


FOR 1959 PERFORMANCE! 


It’s good to be one of the 96 Schrader Distributors! 
In addition to all the sales support he can use, the 
Schrader lines of air control products are so well -de- 
signed, so filled with quality features, so versatile, 
dependable and famous, that he’s proud to sell them. 
With Schrader, he never sells just a product ... he 
sells a tailored “package” that his customers respect 
for the many benefits they gain from automated pro- 
duction. With every Schrader product he sells, his cus- 
tomers get up-to-date factory-trained assistance. It’s 
real profitable business for him to take full advantage 
of the many services Schrader offers him. 

The need for Schrader products is there . . . ready 
for Distributors to make even greater profits by spend- 
ing the necessary contact time this year. The Schrader 
Distributor Policy is geared to make sure of this growth 
in sales ... exclusively through Industrial Distributors. 

Schrader is out to get more business in 1960. You 


are fortunate if you are a Schrader Distributor! 





CYLINDERS » 


. 
- y 
; 


Te 


~@> 


4 


AIRLINE EQUIPMENT 

















A. SCHRADER’S SON 
Division of Scovill Manufacturing Company, Incorporated 
471 Vanderbilt Avenue, Brooklyn 38, N. Y. 





oe division of SCOVILLE 








QUALITY AIR CONTROL PRODUCTS 
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From Youwr ARO Distributor... 


the ONE-TWO Punch 


£ 


NEW ARO COMPACT 
8300 SERIES VERTICAL GRINDERS 


ARO’s powerful new 8300 Series Grinders are plenty long on 

muscle and hustle . . . to make short work of your toughest Compact, powerful. 

grinding jobs. Yet they weigh in at only seven pounds 4500, 6000, 8000 r.p.m. 
handle with ease—and maintain accurate speed from start Weigh only 7 Ibs. 

to finish. Features include unitized motor, safety throttle, Metatein eccurate 
and low-level noise. Solid ARO quality throughout. Team speed. 

ARO 8300's with quality abrasives to cut your grinding costs. Use with up to 6 

Both are available from one convenient source—your ARO wheels. 

Distributor. Ask him about job-testing an ARO 8300 soon! 


THE RIGHT ABRASIVE WHEELS 


See your ARO Distributor for expert help in choosing the correct 
wheel for each grinding job. He has a complete selection of standard 
cup wheels, depressed-center wheels and sanding discs to give you 
peak efficiency with the new ARO 8300 grinders. Call him today! 


THE ARO EQUIPMENT CORPORATION 


Bryan, Ohio AIR TOOLS 
Aro of California, 3141 S$ Grand Ave Los Angeles 7, Calif. Also Air Hoists, 
Aro Equipment of Canada Ltd, Rexdale (Toronto), Ontario 


Automation Tools 
Offices in All Principal Cities 
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New, bright pattern 


for packaging... 
Butterfield’s 
colorful 


sales-getting 
look! 


This distinctive new package design is 
easy to identify — simplifies inventory 
control too. The colorful blue and white 
pattern on all packaging reminds your 
customers of superior quality Butterfield 
tools with the complete line of drills, 
reamers, taps, dies, counterbores, cutters, 
end mills, hobs and carbide tools. 

The Butterfield shield conspicuously 
displayed on all tools means dependable, 
precision-made products — your 
guarantee of greater profits. Full stocks 
are maintained in Butterfield warehouses 
in Chicago, Detroit, Fort Worth, New York, 
Los Angeles and San Francisco. 


BUTTERFIELD 


100% 
INSPECTED 
TOOLS 


BUTTERFIELD 


DIVISION, Union Twist Drill Company, Derby Line, Vt. 
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Cleveland—your best single source 
for threaded fasteners 


Complete stocks of hexagon 
head cap screws, socket 
screws, machine bolts, and 
hex and square nuts 

for immediate delivery 


Cleveland’s line of threaded fasteners includes a com 
plete selection of hex head cap screws, socket screws, 
machine bolts, and hex and square nuts. And because 
we have the widest range of Boltmakers in the world, 
we can furnish many of these products cold forged. This 
assures finer finish and uninterrupted grain flow in 
heads, threads and fillets, resulting in greater fatigue 
and tensile strength 


, 


Addddddd da 


By combining your orders for package keg truck or Cleveland standard hexagon head cap screws up to 2 in 
- ’ ’ 


ar titi d 4p Sree diameter are stocked for immediate delivery in bright, quenched 
carloaa quantities, you can reduce paperwork, treig and tempered steels (alloy steels available on short notice) 


and handling charges, give customers better service. We specia in extra-large diameters and long lengths 


| ll 


Cleveland socket head products include cap screws, set screws, Standard hex screws and square head machine bolts to 30 in., 


carriage bolts to 20 in., lag screws to 16 in., plow bolts to 3% in. 
pressure plugs—in a wide range of sizes, including miniatures Larger diameters, longer lengths to order. Also high-carbon 
Available in both heat-treated alloy steel and stainless and alloy steel. Complete line of hex and square nuts 


flat heads, button heads, shoulder screws, dowel pins, and 


Cleveland hexagon head cap screws ond socket screw prod- 
ucts can be supplied with the Nylok* self-locking feature 
*T. M. Reg. U. S. Pat. Off.. The Nylok ¢ 


ee THE CLEVELAND CAP SCREW COMPANY 4444-15 Lee Road, Cleveland 28, Ohio 


WAREHOUSES: Chicago « Philadelphia « New York « Los Angeles « San Francisco « Atlanta 
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ALL SET 


for more and better 











SHG ag PE a RUE “er 





Heller nucut 
OQ @ Noweio 
12” x1”.050-10T 


POLO LAL OL POLLO OO LOLOL POS 


Heller High Speed *M*HAX 
© nueul « 12”-14T All Hard 





UNIFORMITY PAYS OFF! Uniform set gives the teeth of every 
Heller blade the clearance needed for straight, fast cutting. 
Uniform shape, spacing and height of teeth distribute 

wear evenly and lengthen life. Uniform temper over 

the full length of every blade adds extra 

resistance against stresses and strains. 


GO AFTER SHOP TESTS! Tell customers that Heller’s uniformity 
within each blade and from blade to blade adds 

up to superior cutting at lower costs. Tell ’em that tests 
prove that no other blade for power or hand use will 
outperform a Heller “Job Tempered” Hack Saw Blade. 

So, talk up Heller on every call. This is your 

“bread and butter” line. 


America’s Oldest File Manufacturer 


HELLER TOOL CO. f NEWCOMERSTOWN, OHIO 


Subsidiary of Simonds Saw and Stee! Co. 


Branch Offices and Warehouses: Newark, N. J. @ Detroit @ Chicago @ Shreveport @ Los Angeles @ Portland, 
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Material Handling Equipment. Designed and engineered 
to give top performance and long maintenance-free life! 
Powerful Alemite Pumps deliver putties, adhesives, food- 
stuffs, and plastics directly from original containers. 
These materials can be sprayed, extruded or applied— 
safely, quickly and efficiently. 
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Portable Service Stations. Alemite portable “lube 
departments” assure fast, efficient lubrication of 
trucks and equipment; cut costly downtime. An 
Alemite service outfit can be job-built to meet 
your needs. Equipment can be mounted on skids 
for easy towing, or for permanent mounting on 
truck bed. 


Paint Spray Equipment. High-pressure airless 
“Hydrastat” Paint Spray units for fast, eas 
paint spraying without waste; plus a complete 
line of heavy-duty, high-volume air-operated 
“Seventy-Eight” Pumps. Also — filters, regula 
tors, air transformers and hose for any paint 
or lacquer. 





ines... 


a complete 
line of 
fast- selling 
industrial 


assure volume delivery through longest A complete line of high-, medium-high 
lubricant systen Alemite offers a and low-pressure hose and couplings. Hose 
omplete line of high-speed air-operated is non-skive type; couplings are reusable. 
pumps, electr pumps, overhead reels Field assembly of hose and coupling is 
and Tote-a-Hose control valves fast and easy, without special tools. Low 
inventory. 





Division 


CORPORATION 


Dept. JJ-30, 1850 Diversey Parkway, Chicago 14, Illinois 
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JUSTRITE 


T Oily Waste Cans 
Improved Plunger Cans = with or without foot lever. De 
Capacity, 1 qt. to 1 gal. Used in all signed for maximum air circulation 
cleaning and sponging applications under bottom and around sides 


for safely dispensing flammable liq- Approved, Underwriters’ Labora 
Bench Can ’ 


% and 1 gal. capacity. For wash- 


ing and cleaning 


Safety Cans * Type 1 proved, Factory Mutuals. 
Capacity, 1 pint to 5 gal. Conventional 
design with short valved spout to pour 
and fill. Approved, Underwriters’ Labo- 
ratories, Factory Mutuals and others. 


The complete dstributor Nine 


vids. Approved, Factory Mutuals. tories, Factory Mutuals and others 


Five sizes, 6 gal. to 40 gol. 
parts. Ap- 


of safety cans 
that meets all requirements! 


JUSTRITE is aut ricut: 


TOP QUALITY IN DESIGN 
UNIVERSALLY APPROVED 
A SIZE FOR EVERY NEED 
DURABLE, LASTING SERVICE 


Nationally Advertised! 


mau) ZJustrite ads appear regularly 
in safety publications from 
coast to coast. We are contin- 
ually urging your customers 
to check their safety cans for 
quality, condition, proper use. 


Build steady, repeat volume on JUSTRITE .. . the qual- 
ity line of safety cans that are universally accepted and 
approved. Top quality in every detail is your assurance of 
customer satisfaction. Our 53 years of manufacturing ex- 
perience is your guarantee of a reliable and continuing 
source of supply. 


Consistent profitable volume! 


Justrite can be a mainstay as a profitable, 
repeat line. Many distributors have han- $ 
dled Justrite exclusively for 20 years and teete 
more. You profit by continuing customer 


satisfaction. 


CHECK YOUR STOCK AND RE-ORD NOW! 
JUSTRITE MFG. CO. CHICAGO geen ee 


world’s standard of safety since 1906 
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big advantages with all 


CLEVELAND 
New Style 


COUNTERSINKS 
SS 


@ Easy feeding 
@ Long tool life 
€ Burr-free holes 
@ Better finish 


Many tests in customers’ plants have proved that the newly 
designed CLEVELAND New Style Countersinks give outstand- 
ing performance in all materials . . . on both machine and 
portable equipment . . . and operate without chatter over a 
wider range of speeds and feeds than ever before possible. 

The High Speed New Style Countersinks (Single Flute and 
Three Flute) are available in body diameters of 4” to 1%”, 
with included angles of 60°, 82°, 90°, 100°, 110° and 120° 
for sizes up to 1”, and angles of 60° and 82° for the 1%” size. 

Che Carbide Tipped New Style Countersinks (Single Flute 
and Three Flute) come in body diameters of 4” to 1”, with 
included angles of 60° and 82°. 


Write for your copy of this Helpful New Folder 


Gives recommendations for countersinking holes in various materials, in 
both portable and machine work. Illustrates methods of regrinding. 
Lists the sizes and point angles of the new Countersinks. 


TELEPHONE YOUR INDUSTRIAL SUPPLY DISTRIBUTOR 


for CLEVELAND } Quality Tools... prompt delivery from stock 


THE CLEVELAND TWIST DRILL CoO. 


1242 East 49th Street - Cleveland 14, Ohio 


Stockrooms: New York « Atlanta « Cleveland « Detroit * Chicago * Dallas * Los Angeles « San Francisco 
This advertisement is currently appearing in the leading metalworking magazines 
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Tuffy Advertising Stresses the 
“Big 4" 
actors in ss aS 
reference 


Advertising research in the indus- 
trial field shows that purchase de- 





Tuffy € Tips 


on safe use of 
Slings and Hoist Lines 


with herma a common havard in 
heavy lifting Hernia claims average 
around 87%) No need to stress the 
wed for hots instead of muscles for 
Iiftimg tasks 





Hoist and Sling Safety Rules 


Use c@ proper size hoist—not human 


Tuffy is famous for “firsts” 9 ==" 


Never use lood chains os slings. Chain 
It’s been that way for more than 30 vears. Union Wire Rope started inks break easily after distortion 
with an idea: that wire rope making should be a specialized field 


And that the many different uses of wire rope needed specialized Use the sling thot's right for the job 


cisions and customer loyalty de- 
pend largely on these four charac- 
teristics of suppliers and products: 


Superior engineering and 
research 

High quality 

Superior service 


Good delivery 


Tuffy advertising consistently 


designs and constructions 

From that specialization have come many Union-developed 
“firsts.” One of the most famous is the Tuffy line of patented 9-part 
machine-braided slings. The combination of extra strength and extra 
flexibility give you the ultimate in sling construction 

What does it mean to you as a sling user? Longer service life 
Dependable operation. Greater safety. And ultimately the lowest 
coat sling you can buy, because of the extra service and efficiency 


Tuffy gives you these extras at no extra cost 


SS ast 


Exclusive 9-part machine-braided 
fabric gives flexibility never found 
in any other sling. It’s next to 
impossible to kink, If a kink 

id occur, it can be anocthed 


Vressed-on metal ferrule gives the 
eve aphoe 100%. of fabric strength 
Applied under tremendous hy 
draulic pressure, it ix also stream 
lined te eliminate projections and 


There's ao Tuffy Sling for every purpose 


When loading slings with more then 
two legs: lood @ Jlegged sling os 
though it hod 2'> legs, load o 4legged 
shag as though it hod 3 legs 


Use Tuffy Hoist Line 
Tuffy Hoist Line and Tuffy Slings are 
the ideal team for efficient, safe hoist 
ing at lowest long-run cost. The extra 
strength, toughness and service life 
we build into the Tuffys results in 
ultimate low cost 


New Tuffy 
Sling Hondbook | 


out easily leaving no damage snags thet might injure hance All about slings from A to 7. including 
types, dimensions and rated loads. Ad 

: ‘ . dress Union Wire Rope Corporation, 
Get in Touch with Your Tuffy Distributor 2100 Manchester Ave., Kansas City 26, 
Whether your sling yobs call for machine braided Tuffy slings, or the new Missouri. Specialists in high carbon 
line of Union 6- and 8-part hand braided slings, your Tuffy distributor ix 
ready with the right item. Look him up in the Yellow Pages 


stresses these four points about 
Tuffy products and Tuffy distrib- 
utors. In addition, every Tuffy ad 
carries more than just a selling 
message. It gives the reader useful 
information on how to get the most 
in service life, safety and economi- 


wire, wire rope, braided wire fabric 
and stress relieved wire and strand 








Subsidiary of ARMCO STEEL CORPORATION 
OTHER SUASIOIARITS AND OrwISIONS Armco Division + Shetield Dwrson + The Natonal Supply Company 
Arco Dramage & Metal Products, Inc + The Armco international Corporation + Southwest Steet Products 


cal operation from slings and wire 
rope that Tuffy distributors sell. 


Readers like that. Four different 
advertising research organizations 
report extraordinarily high reader- 
ship for Tuffy ads. And every ad 
brings the Tuffy distributor into 
the act, and sends customers di- 
rectly to him. 





FREE Tuffy Sling Handbook: This offer in Tuffy adver- 
tising brings in many sales leads. All are turned over to 
Tuffy distributors. For your own free copy of this famous 
sling manual, write Union Wire Rope Corporation, 2236 
Manchester Ave., Kansas City 26, Missouri. 





Subsidiary of ARMCO STEEL CORPORATION 


OTHER SUBSIDIARIES AND DIVISIONS: Armco Division + Sheffield Division *« The National Supply Company 
Armco Drainage & Metal Products, Inc. » The Armco International Corporation *« Southwest Steel Products 
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FORGED STEEL 
FITTINGS, FLANGES / 
and UNIONS | 


MATERIAL 
HANDLING 
ECONOMY 


1 Easy Inventory 
Identification 


2 Easy Handling 


3 Protection Against 
Damage 


Vogt modular designed cartons 
give added handling and storage 
space economies. All dimensions 


are in multiples of 3 inches. 











Vogt 90° ELIS | 


FORGED STEEL 


SOCKET WELD ENOS r 
3000 POUNDS SERVICE SCH, 60 — 


2" Pieces 2 Cotolog No B237 

















y 


Complete product iden- 
tification and data on 
label attached to carton. 


~ 
_ 


— — at 
—_——=~>-—-—- 


Handling and inventory costs are 
held to a minimum with Vogt 
modular packaged forged steel 
fittings, flanges, and unions. The 
small cartons, of restricted weight, 
are appreciated by the distributor 
and user alike for their easy 
eae and the protection given 
the products against damage. 


The label attached to each carton 
completely describes and pictures 
the product and gives the quan- 
tity, size, end type, pressure, and 
catalog number. 


Write for Folder PF-1 for com- 
plete data on quantities and 
weights of the items as packaged 
in various sizes of cartons. 


Address Dept. 24A-FI. 


HENRY VOGT MACHINE CO. 
P.O. Box 1918 Louisville 1, Ky. 


SALES OFFICES 


New York, Chicege, Clevelend, Delles, Comden, N.J., 
St. Lewis. Cherleston, W.Ve., Cincinneti 
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“Torrent” 
Mode! 20-T, 2” 


Torrent” , 
Model 15-T, 1/2” : 
i 7. “Torrent” 
Model 25-T, 2” 


“Torrent” 
Model 30-T, 3” 


; It will pay you 
j to look into this “MAGIC CIRCLE” 


of HALE Pumps 


Why? Because the 8 BASIC MODELS in this “Magic Profit” circle include a 
pump for practically every type of pumping job—whether for moving high vol- 
for constant positive control of seepage; or for trouble-free pumping 

PA cae 


umes fast; 
of high-solid-content water. 


And they can do the job at lowest 
possible cost! 
Exclusive Territories are still open to 
Distributors who want to cash in on the 
sure-fire profit possibilities within this 
“MAGIC CIRCLE” of Hale Industrial- 
‘ontractor Pumps. 
Remember, too, these units are built 
by a company known for over 45 years 
as makers of Quality Pumps. 
Diaphragm 
Type 15DP, 1/2” 


LS, 
, is. 
Diaphragm ; ‘ 
Diaphtagm 
Type 20DP, 2” 


Type 40DP, 4” 


Diaphragm 
Type 30DP, 3” 





TWO GREAT HALE LINES 
The DIAPHRAGM Models 


Designed for trouble-free pumping of high- 


solid-content water. 
Volumes to 8,000 GPH 





The “TORRENT” Models 
Self-priming Centrifugal pumps designed to 
move high volumes of water fast. 








Volumes to 20,000 GPH 
Write Today for Detailed Information on Exclusive Distributor Territories 


HALE FIRE PUMP CO. 


CONSHOHOCKEN, PA. 
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Ss NOW.» Peis BUDGIT. 


“wee ELECTRIC HOIST 


Another outstanding opportunity for sales 
and profit for every Shaw-Box Distributor 


This new portable electric hoist the P:B Budgit has push-button control 
so responsive, loads can be “spotted” fast without needless “jogging.” You can 
sell the hoist on this feature alone but 


It's a safety-plus hoist. Great structural strength in every mechanical com- 
ponent is matched with never-fail load limit stops and the dual safety of TWO 
automatic brakes, each with full-load holding power. You can sell Budgit economy 
as Well as safety because 


Maintenance is easy. Both brakes are self-adjusting. Separate dust and mois- 
ture proof compartments isolate related components: one for electricals, one 
for gearing and load brake, one for motor and motor brake. Add low current 
consumption and it’s easy to see why 


The P:B Budgit is today’s best buy in general-duty electric hoists. Advertising 
in the top business magazines is telling your prospects about the P:B Budgit 
You also have the backing of sales training, sales tools for calls and mailings. 
plus a salesmaking demonstration. And, you can capitalize on the reputation of 
the first hoist to popularize electric lifting the Budgit Electric with pull cord 
control 

Make the most of your sales potential. Cash in on the many wanted features 
of the new P:B Budgit Electric Hoist 
come Vvour Way 


See your prospects and you will see sales 


Only 24 volts 
at the push 
buttons is an 
extra selling 
point on the 
higher voltage 
models 


DEMONSTRATE ~~ 
THE P:B BUDGIT! 


Once a prospect “thumbs” the push-button 
control, he will really know what speed 
and accuracy in spotting can do to keep 
production on the move. So demon 
trate for proht 


mcm BUDGIT ELECTRIC HOISTS 


A product of 


MANNING, MAXWELL & MOORE, INC. 


Shaw-Box Crane & Hoist Division + Muskegon, Michigan 
In Canada: Manning, Maxwell & Moore of Canada, Ltd., Galt, Ontario 


MANNING 
—z 
INI JNOOW 9 


TRADE MARK 
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CONVEYOR and ELEVATOR BELTING 


a 


HO RUBBER FILLS YO 
ORDER QUICKLY... DEPENOABLY 
...with TESTED KNOW-HOW! 


Home Rubber Company fills orders for as little as 5’ of a 
narrow conveyor or elevator be't... quickly and efficiently 
..and we're equally at ‘“‘Home’’ with these smaller-sized 
jobs as with standard orders of one or more rolls 


Home is a job house geared for production of standard and 


non-standard constructions in all widths up to 66 inches 





Standard belts can be shipped from stock the same day. In 
an emergency, a ‘‘special’’, non-standard belt can be ordered 
manufactured and shipped within several working days 


Write Home for descriptive literature 


RUBBER COMPANY 


Plant and Main Office: TRENTON 5, NEW JERSEY 


EXport 4-1176 
New York...WOrth 2-4460 Chicago... CEntral 6-0601 
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Handiest Tool in The Shop 
STARRETT No. 995 UNIVERSAL PRECISION GAGE 


Typical of the wide utility and 
true economy of Starrett tools is the 
No. 995 Universal Precision Gage 
It can be used as shown as a surface 
gage, or height gage, base for a 
Last Word dial indicator, adjust 
able parallel, transfer gage, planer or 
shaper gage and a dozen other uses 
inspectors, toolmakers and ma 
chinists can readily imagine 

It features a fine adjustment for 
accurate slide setting; form ground 
combination flat and ""V”’’ ways to 
eliminate side play; flush surfaces to 
permit use on base, end, top of slide 
or sides; and an in-built level. Ac- 
cessories include: scriber and holder, 


foot” for reaching into 
narrow places or below the base line, 
1” extension and 3” extension 
Craftsmen prefer Starrett tools 
like these not only for their unfailing 
accuracy but because they help them 
work with greater ease and skill. 
Shops buy them to help speed pro- 
duction, encourage greater precision 
in inspection and layout work. Make 
it a point to mention Starrett Tools 
whether you’re selling over the 
counter, by phone or in the field. 
Every shop and mechanic is a pros- 
pect. The L. S. Starrett Company, 
Athol, Massachusetts, U.S. A. 


Starrett Precision Makes Good Products Better 


Visit the Starrett Exhibit — BOOTH 600 — ASTE SHOW 


PRECISION TOOLS . DIAL INDICAT )R . 


starrett 
World's Greatest Toolmakers 


PRECISION TOOLS 


STEEL TAPES + GROUND FLAT STOCK « HACKSAWS + HOLE SAWS + BAND SAWS «+ BAND KNIVES 





FAIRBANKS PATENTED RENEWABLE 
SEAT RING BRONZE GATE VALVES 


One of the finest, surest-sell valves 
ever introduced, this patented Re- 
»wable Seat Ring Bronze Gate 
Valve is sold only by the Fairbanks 
istributor. How your customers go 
r this unique product that makes 
sssible for them to replace the 
illoy seat rings and wedge in 

) minutes—without ever re- 
mre mg the alve body from the line! 
d no special tools or skills are 
needed. This patented Renewable 
Seat Ring Bronze Gate Valve is just 
one of Fairbanks’ full line of bronze 
1 iron body valves. Valves that 
ng specified and installed in 

ever increasing number of the 

"s newest, most modern build 


= to 1¢ 


THE 


A PROVEN SUCCESS—FOR YOU 


FAIRBANKS 
SALES -LEADER - OF -T 
PROGRAM 


BUILDING 


Ui 


BUSINESS 
AND 
PROFITS 
YEAR 
AFTER YEAR 


jr Salesmer 


- MONTH 


FAIRBANKS TWO-WHEEL AND 
PLATFORM HAND TRUCKS 


Sell Fairbanks trucks, and you sell 
the highly acceptable product that’s 
70-years proven to give faster and 
safer handling, longer and more de- 
pendable service. Fairbanks na- 
tional advertising program promot- 
ing the theme “Trucks Are As Tools 
—Job Fitted” is doing a pre-selling 
job on trucks for you. Whateve: 
your customer’s material handling 
problems, there’s a Fairbanks Two- 
Wheel or Platform Hand Truck that 
will do the job for them and give 
them surprisingly large time and 
cost savings. Sure it pays you to fea- 
ture Fairbanks Trucks—with the 
extra sales features that make them 


easier to se 


Fairbanks 


COMPANY 


EXECUTIVE OFFICE 
393 Lafayette St., New York 3. N.Y 


BRANCH OFFICES 
Valves © Dart Unions @ Casters © Trucks © Wheels FACTORIES Bingha 
iT PAYS YOU TO SELL FAIRBANKS PRODUCTS, NEEDED IN EVERY INDUSTRIAL PLANT AND COMMERCIAL ENTERPRISE IN YOUR TERRITORY 
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WITH Pyrex® RED LINE GAUGE GLASSES ...the ones 
that your customers can read from any angle or from a dis- 
tance with ease and accuracy. 

These are benefits your customers need, benefits that are 
easy to sell. Show them how a gauge glass with a red line 
fused to the back is magnified by water, makes a sharp clear 
line that’s easy to read. 


Every plant that uses gauge glasses is a prospect, and 
that’s just about every plant with a smokestack. 

You'll find the whole story on Pyrex Red Line Gauge 
Glasses in your Corning Gauge Glass Bulletin, EG-1. If you 
need more copies, check with your Corning Gauge Glass 
Distributor, or write us at 26 Crystal Street, Corning, N. Y. 


CORNING GLASS WORKS 


CORNING MEANS RESEARCH IN GLASS 
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EXCLUSIVE PRODUCT 


ADVANTAGES 
THAT BUILD 


if DISTRIBUTOR SALES 


BOSTON’S extensive research program creates 
products with easily-demonstrated advantages that 
help you sell successfully. 


You can have unlimited confidence in the quality and 
performance of BOSTON products . . . and their 
ability to serve your customers best. Here are some of 
the research-developed reasons why! 


New PATREX Cover and Tube plus stainless steel 
braid gives Boston Concord Imperial Steam Hose 
unchallenged performance leadership ... up to 
450°F. and 250 psi. 


BALANCED BELT CONSTRUCTION and 
DULON add up to longer belt life and trouble-free 


™ 


& 


service. BBC equalizes ply stress .. . DULON Covers 
increase resistance to abrasion, gouging and oxidation. 


B-228 Process for Oil Suction and Discharge Hose 
more than doubles resistance to sun damage, weather, 
abrasion, and tearing. 


Dacron Tensile Members and Neoprene with 
Fiber-Dispersed Stock are the industry’s most ad- 
vanced developments and are standard in all Boston 
Multiple V-Belts. 


Hypalon Impregnated Dacron Cover for Boston 
Cardinal Plant Protection Hose provides unmatched 
resistance to oils, chemicals, acids and abrasion. 


Distributors find that BOSTON research-developed product 
advantages like these pay off in increased sales and better profits. 


BOSTON WOVEN HOSE & RUBBER COMPANY 


'-tek-gge), | 


Div. OF AMERICAN BILTRITE RUBBER CO., INC. 


BOSTON 3. MASS. 


)) - 


INDUSTRIAL HOSE BELTING V-BELTS 


PACKING MATTING 
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fastest 


service 


on the 


finest taps 
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Here are good reasons for selling Wood & Spencer taps: 
better delivery than that offered by any of our good 
competitors. 

recognized quality our 51 years experience 
stands behind every tap. 

attractive packaging — bright, easy to read, sturdy 
(users tell us it’s the best in our field). 

complete stocks of all standard taps mean you can 
minimize your tap inventory. 

special taps — a Wood & Spencer specialty. Fast, 


expert manufacture helps you win new customers. 


Further details are as close as your telephone. 


The Wood & Spencer Company 
1930 East 61st Street » Cleveland 3, Ohio 
Quality tools since 1909 
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BY JOHNSON 


38 MODELS— 
One Dependable 
Source for All 
Your Needs! 





Write today for your copy of the new 
Johnson Air Compressor Catalog. It describes 

38 power-packed Air Seal and Piston-type models, 
ranging from 14 to % hp. A unit for every 
purpose! Catalog includes a complete line of 
quality accessories. 


Johnson air compressors are the product of 

75 years’ experience in manufacturing precision 
pneumatic equipment. As a result, they outperform 
many larger units, yet are competitively priced. 
Territories now available. Write today. 


RED HEAD 

Operates on 1/3 hp motor 
engine, or power take-off 
Delivers full 3.5 cfm of air 
and 50 psi, yet weighs un 
der 30 pounds 


J JOHNSON S 


COMPRESSOR DIVISION, DEPT. 





POWER AIRE 
Self-contained, compact 
unit has 1/3 hp direct-drive 
motor. Delivers 3.5 cfm 
and 50 psi. Sold complete 
with accessories. 





200 SERIES 

Large capacity piston-type 
compressors handle any 
air requirement up to 90 
psi and in volume up to 
1.6 cfm. Available with or 
without storage tank. 


INDUSTRIAL DISTRIBUTION ¢ MARCH, 1960 





400 SERIES 

Heavy duty piston com- 
pressors deliver up to 2.8 
cfm of air and up to 125 
pounds pressure. Available 
with horizontal or vertical 
storage tank. 


ERVICE CO. 


BH, MILWAUKEE 1, WISCONSIN 





THAIS 
AAIMIONI 


| 
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/ 
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0-B distributors 
sell more valves 


O-B advertises in national trade magazines read 
by the men who order, specify and approve 
valve purchases... the distributor’s customers 
and prospects .. . making the selling job easier. 

Advertising ... plus other O-B sales promo- 
tion... builds recognition and acceptance for 
O-B bronze valves with purchasing agents, 
plant operating men, maintenance personnel, 


0-B valves are pre-sold 


contractors and others with buying influence 
in the distributor’s locality. 

If you are not now an O-B distributor but 
would like to know more about the company’s 
products and policies, write to 


Ou10 Brass CompPANy, 380 North Main Street 
MANSFIELD, OHIO 
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new Wood’s ‘‘MCS’’ solves industry’s 
toughest variable speed drive problems 


Here, for the first time, is a product that puts an 
end to industry’s problems with variable speed 
drives. Wood’s new “MCS” variable speed drive 
maintains constant driven speeds under varying 
torque loads. It won’t freeze or stick due to fretting 
corrosion. Practically no maintenance is required. 


Like the recently introduced Wood’s “MS,” the new 
“MCS” variable speed drive incorporates an entirely 
new and revolutionary design concept which offers 
real benefits to your customers. These two drives 
have excellent sales and profit potential. 


Wood’s “MCS” and “MS” drives, and other new 
products, are part of Wood’s aggressive engineering 
program designed to give you a real competitive 
edge. And there are other important facets of Wood’s 
new plans to assist you . . . fast-acting, expanded, 
regional sales-engineering-management teams .. . 
comprehensive market data to pinpoint product po- 
tential . .. new, liberal, written sales policy ... stepped 
up advertising and sales promotional activities . . . 


MORE OF EVERYTHING TO HELP YOU SELL 
MORE EASILY AND MORE PROFITABLY. 


T. B. WOOD’S SONS COMPANY + CHAMBERSBURG, PENNSYLVANIA 


ATLANTA 


CAMBRIDGE * CHICAGO + CLEVELAND «+ DALLAS 


MCS/160D 
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“We blanket our market area with ads BEARINGS 
in 70 Yellow Pages directories!” SPECIALTY CO. 


COMPLETE BEARING SERVICE 


says E. J. Fischel, President, Bearings Specialty Co., Boston, Massachusetts \aueee-aie ae 


ESTABLISHED 1919 


“TI guess using 70 directories is proof enough of our belief in the value 
of Yellow Pages advertising. Serving all New England, we want to make 
sure of reaching all prospects with our messages. And they’re getting 
the messages all right! Ninety percent of our business comes in by phone. 
“When our salesmen call on prospects, they make it a point to circle 
our Yellow Pages ads in their directories. It makes people aware that 
even if we aren't located in town, we're only minutes away by phone.” 








Reach more buyers and get more business by telling prospects who you 
are, where you are, what you sell. Call the Yellow Pages man at the Bell BOARS Rr ce wale Se nie pour ne ttm 
telephone office today. He'll help you plan a Yellow Pages advertising , 
phone office toda; eth and ow Pages ad 8 THIS DISPLAY AD (reduced) appears in 

program that will build AWHERENESS for your business in your markets the Boston directory. Just one of the 70 

.and build more business for you. Yellow Pages ads used by Bearings 
Specialty Company to cover entire New 
England market. 


























Display this sales-building emblem wherever your prospects can see it. 
The Yellow Pages representative will gladly supply as many as you need. 
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Daring the next 60 days, 2,235,719 copies of leading 
industrial and metal working publications will carry 
this advertisement pointing out the superior features of 
ARMSTRONG Set-Up and Hold Down Tools. 


Continuous and widespread ARMSTRONG advertising 
builds sales and profits for ARMSTRONG Distributors. 








5205 W. ARMSTRONG AVE. 
CHICAGO 46, ILL. 
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WORLD’S LARGEST FAMILY OF 


performance makes the world of difference 


POWELL BRONZE VALVES 


Pictured here are a few valves offered by Powell to meet 
the demand for good, quality Bronze Valves. All kinds 
are available—gate, globe, angle, check, “Y"’, etc.—in 


7 


all required sizes—for pressures from 75 to 2500 pounds. 


The Powell Line includes valves in bronze, iron, steel, 


corrosion-resistant metals and alloys—just the right 
valves in the right sizes and materials to handle every 
flow control requirement, whether water, oil, gas, air, 
steam or corrosive fluids. Consult your Powell Valve 
Distributor—or write to us for illustrated literature. 


Fig. 2433—Bronze Regrinding 
Swing Check Valve for 150 pounds 
at 500F. 225 pounds W.0.G 


Fig. §75—Bronze Gate 
Valvefor 200 pounds at 
500F. 400 pounds W.0.G. 


THE WM. POWELL COMPANY ¢ DEPENDABLE VALVES SINCE 1846 ¢ CINCINNATI 22, OHIO 


a! 


Fig. 2600—Bronzé Full Flow 
Globe Valve for 150 pounds 
at 500F. 300 pgunds W.0.G. 
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can make 


Complete tine (16 models). Wherever you find a 


90° power takeoff requirement in the 3 to 5 hp range, 


and power transmission engineers. In addition, a 4-page insert 
giving complete data on ANGL gear appears in Sweet’s Product 
you can usually solve the problem with ANGLgear Design File. All leads from national advertising are turned 
These standardized right-angle drives are available from over to distributors. 

factory stock in 43, 1, 244 (new) and 5 hp ratings with If you are not now carrying ANGLgear but are interested, 


choice of 1:1 or 2:1 gearing and 2 or 3-way shafting write for further information. There may still be a territory 


Selection like this means that in most instances you can near you that is open. 
recommend a standard model and close the sale quickly 


. With minimum paperwork 


Unlimited market. The market for ANGLgear is 
as broad as industry itself. OEM or replacement, if the 
application involves right-angle drive, you have a po- 


tential sale for ANGL gear. 


Easy to sell. The advantages of ANGLgear over 
other types of drives are immediately apparent to en- 
gineers and production men—advantages such as smaller 
size, lower cost, easier installation, less maintenance, 


greater safety, and ready availability from stock 


Protected distributorships. ANGlgear is 
sold only through established distributors of industrial 
transmission products. It is never sold direct to the user 
Stocking distributors get 100% protection for all the 


) >SS by Ci andle 7 

busine they can handle Addition of the new 2'%4 hp unit (top right) brings the ANGLgear line to a 
2 ‘ total of 4 basic sizes, 16 different models offering a variety of gearing 

Nationally advertised. ANGlgear is adver- 

and shafting options. ANGLgear is an active seller, assuring you profit- 


tised regularly in trade magazines read by product design able use of stockroom space and a quick return on inventory investment. 


Engineered Equipment for Aircraft and Industry 


AIRBORNE ACCESSORIES CORPORATION 


HILLSIDE 5, NEW JERSEY 
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The average vise sales represents $59.50 net billing for Industrial Distributors, 


with an exceptionally long margin of profit! Best of all, nearly every customer is a prospect 


ACCEPTANCE. 


Your customers know Wilton, prefer its features 


a 2 OFS OF & 4 


This is the whole secret! Basically the most modern design, plus th 
50°% added to the weight of Wilton’s vise handles and swivel | 
merchandising new prestige appearan 
that’s why Machinist's Vises... 
. and particularly WILTON Vises... 
are worthy of your investment in sales effort and inventory! 


WILTON 


WILTON TOOL MANUFACTURING CO., INC. / Schiller park, Illinois 
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pewell will maintain its outstanding research 
and development facilities to insure the 
continuance of product quality control and the 
development of new and improved products.” | 


From Capewell’s Published Fundemental Policy for Industrial Distributors 


PERFORMANCE 


In 1959 Capewell’s Research Engineers completed 
development and put into production SPEED- 
BAND®, a new concept in band saw blades which 
is setting production records « « « 


Wma nnaMpMP~$mPMAm»mKCmOm»znvn fl hl OO OOrOOOOOmmnmOmrmMmnaemnodowwwvv-ewvV0 


ON ALL KINDS OF JOBS 


VYVnnNnmnaeaeaesnww vv Pn vv 


ON ALL KINDS OF MACHINES 


WYhynrvre0"”[017»V——n—u<_»yY~*»~*~MmM~»s~ww>~—C—'V'V' 0 


ON ALL KINDS OF MATERIALS 


Tangible evidence like this is attracting and hold- 
ing an increasing number of fine Industrial Distrib- 
utors for Capewell. They recognize that Capewell’s 
unique sales policy and product performance give 
promise of increased profit opportunties in 1960. 




















THE CAPEWELL MFG. CO. Hi HARTFORD 2, CONN. 
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Falk of the Trade 


BROTHER! While he was working with Northeast- 
ern Inc. (Canton, O.) salesman Richard Snyder a 
couple or three months ago, our associate editor 
Don McGill discovered through casual conversation 
that he and Dick were fraternity brothers—Delta 
Upsilon—from opposite ends of the continent. Dick’s 
alma mater is Bowling Green, Don’s is the University 


of B.C. 





ALL IN ‘THE HEAD—Don Powers, Sprayon Prod 
ucts, is a collector of (of all things) caps. His most 
recent acquisition was a New Orleans taxi-driver’s cap, 
a mere thing of white duck and black visor with some 
good old Louisiana dirt. I’ve got a beret from Genoa, 


Italy, Don; how much am | offered? 


ABROAD-—A card postmarked Punta Arenas, Chile, 
was received here from Carl W. Burst, Mill Supply & 
lachinery Co., St. Louis. Mr. and Mrs. Burst were 
aboard the S. S. Rotterdam and Carl wrote, ““l'raveled 
approximately 7,000 miles; an equal amount to go.” 
[hey were en route around the world 


DESIGN FOR WHAT?—Percy Gough, Crosby 
Laughlin Div., has a beef about one particular hotel 
room in New Orleans. The arrangement of the bath 
room adjoining his bedroom must have been designed 
by a cross-eyed architect with astigmatic bi-focals since 
none of the fixtures were located with any thought 
of the customer's convenience. 


Percy bumped. his 
head and arm and dropped his electric shaver which 
smashed on the tile floor. Had to go out unshaven 
and buy a new one. 


MINNESOTA TRAVELER~— Jack Fratzke, salesman 
for W. S. Nott Co., Minneapolis, recently made the 
following calls in one week—Lima, Ohio; Hartford 
City, Ind., and Milwaukee, Wisc. But the long dis 
tance record, as far as I know, is a call made by Dallas 
Neese, Odell Mill Supply, Greensboro, N. C. It was 
Mexico City. 


ANOTHER MARTINI STORY—Bob Hamilton, 
I'he Dumore Co., gave this story as an illustration of 
dual standard of morality, and excellent it is. A man 
walked into a barroom and asked for two martinis, 
side by side, which the puzzled barkeep prov ided. The 
customer picked up the two and sipped simultaneously 
from both. ‘This happened day after day until the 
barkeep was unable to restrain his curiosity and asked, 
“It’s none of my business, sir, but why don’t you order 
a double instead of two?” The customer, unperturbed, 
explained that he and a departed friend had been in 
the habit of having daily martinis together prior to 
the latter's departure. Before the friend’s passing, the 
customer had promised to observe the custom even 
though they were no longer together. The barkeep 
was sympathetic and continued to serve the two mar- 
tinis respectfully. One day the customer walked in 
and ordered only one martini. Disturbed, the bar- 
keep asked, “How about your friend, sir?” as the cus- 
tomer tossed off the one with obvious relish. “That 
one was for him,” the customer replied, “I’m on the 


wagon.” 


A BIT OF LAUREL—Dr. Theodore N. Beckman of 
Ohio State University (He’s directing the NIDA 
SIDA research project on value added by distributors) 
was awarded the American Marketing Association’s 
Paul D. Converse Award for “outstanding contribu- 
tions to the advancement of theory or science in mar- 
keting”. The AMA national jury of scholars selected 
Dr. Beckman in recognition of his book “Whole- 


saling”’ 


SCULPTYRE 
EXHIBIT 





MODERN ART NOTE —Sculptors have become cus- 
tomers of industrial supply firms as witness the output 
of welded art constructions in almost any art museum. 
Now for something new. Hollaender Mfg. Co. re- 
cently held a contest to see who could develop the 
most intriguing use of pipe fittings. Out of oodles 
of entries, the winner was a package of eight fittings 
and eight pieces of pipe which can be assembled into 
a sukkah—a tent-like structure used in Jewish religious 
ceremony of the Harvest Season. J.A.W. 
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METAL WORKING SHOP: 3” x 10” “PG” Wheel, mounted on a shop-made automatic feed machine, is used to blend surface marks 
resulting from weld-removal and reconditioning on farm milk tank bottoms. *“*PG”*’ Wheel replaced set-up wheels; resulted in elimination of 
one operation; cut processing time in half; gives better finish, more uniform appearance, is cleaner to work with. Fast-cutting, smooth 


polishing ““PG*’ Wheels are versatile can be used on all standard equipment; adapt easily to special applications. 


Know...sell...profit with these products of 3M Research... 
PRESSURE-SENSITIVE ADHESIVE TAPES * COATED ABRASIVES * NON-SLIP SURFACING 
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3M LEADS 


THE WAY 10 
MORE SALES 


You'll find selling opportunities for 
“SCOTCH” BRAND Pressure-Sensitive 
Tapes and ‘*3M”” BRAND Coated 
Abrasive Products everywhere you go 

in every industry; in every plant. 
Here are six tried and tested 
ideas to help you turn prospects into 
customers. 


sales 


Six big reasons why it pays 
to be a 3M Distributor, handling and 
promoting 3M-made products : 


1. TOP-QUALITY PRODUCTS always! 3M 
Products are known the world over for quality 
Both “SCOTCH" BRAND Tapes and “3M 
BRAND Abrasives are continuously quality 
checked before they leave our plants 


2. STEADY PROMOTIONAL SUPPORT. A 
well-planned, year-round program of hard-work 
ing advertising helps pave the way to sales for 
you. Both "SCOTCH" and "3M" BRANDS rank 
high in recognition and preference! 


3. CONSTANT SUPPLY OF SALES HELPS 
These range from con 
folders and industry manuals to demonstration 
kits, movies and sound-slide presentations 


prehensive produ 


4. FACTORY TECHNICAL ASSISTANCE 
Factory-trained 3M salesmen work with you ir 
the field to help solve customers’ problems. 3M 
Company technical service is continually provid 
ing your customers with assistance on technical 
product applications and methods 


5. SALES PROTECTION. The distributor is 
key man in our policies and plans. All sales plans 
and programs are distributor oriented you 
get full credit for factory-made sales in your 
territory 


6. NEW PRODUCTS FIRST! Minnesota Mining 
and Manufacturing Company's continuing pro- 
gram of research assures you a line of the newest 
and best products on the market and of 
having them FIRST! 


ZS 
TVMiinnesora Miiainec AND Aanuracrurine COMPANY ta 
Vv 


ALUMINUM FABRICATOR: 3M Coated 
Abrasive Belts replaced set-up wheels; 
boosted production 50°; . Operation is grind- 
ing off gates, risers, and parting lines for the 
final finish of cast aluminum transformer 
heads. 3M Belts give better finish, as well as 
higher production rates 


h 


METAL CABINETS: This customer was 
using a competitive coated abrasive disc for 
removing fabrication marks and surface de- 
fects prior to painting. When he switched to 
3M Type “C” Discs, Grit 100, he achieved 
25°; greater production per disc; cut costs; 
found the ““C”’ Disc conformed better for a 
better finish too. 


ENGINE MANUFACTURER: Salesman’s 
suggestion to use die-cut pieces of ““ScoTCH”™ 
BRAND Masking Tape solved serious produc- 
tion problems for this firm. Die-cut pieces of 
crepe flatback tape are now used to keep 
paint spray, dust, foreign matter out of 
engine parts during assembly. 


ELECTROPLATING: This Midwest com- 
pany needed only one demonstration before 
ordering “ScoTCH” BRAND Plastic Tape No. 
470...using it for stop-off masking and rack 
wrapping applications. Tape offers strength, 
conformability, and a backing that resists 
effects of plating cycles 


CONTAINER USERS: Shippers everywhere 
are getting more container mileage by using 
short strips of “ScortcH’’ BRAND Filament 
Tape to close and/or reinforce all types of 
fibreboard shipping containers made today. 
Inexpensive H-120 hand dispenser eases ap- 
plication problems, too! 


a 


<i 
\ 
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REPUBLIC 


CARRY 
ALMOST 
ANYTHING 


Specifically rec- 


TAN PACKAGE sacs 
CONVEYOR BELT & hg 
CARRIES “THE MAIL” | cere? 


POWER 


Projections soft, pliable 
ond strong deep im- 
pressions and special 
y/ cover design. 
. ‘ 
- 
VA L 


LASTS and LASTS | 


Skim coat, square-cut edges, 
treated for mildew, pure gum 
stock . . . all add to belt life. 




















e We are one of the few 
manufacturers who specialize in 
conveyor belts. In addition to this 

Super Grip Package Conveyor 
Belt, Republic makes many differ- 
ent kinds of belts for every kind 


of service or application. 











SELF 
CLEANING ‘ff Here are some of our well known 
The pliability helps this j brand belts... SUPER EXCELO, 
RECORD MAKER, BUTYL 


belt clean itself. Particles 


fall out. f 
f HOT MATERIAL and CHARIOT. 








SEE YELLOW PAGES 
FOR NEAREST STOCK 
Republic Rubber Distributors, lo- 
cated throughout the country, stock 
SUPER GRIP, as well as other Re- 
public Belting; Air, Water and 
Steam Hose; and Sheet Rubber. 
He is listed under Rubber Products 
in the Yellow Pages. 














REPUBLIC RUBBER DIVISION 


5 EE AUOBER & TIRE CORPORATION . 
Fa ; INDUSTRIAL RUBBER PRODUCTS 
. 
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MARCH, 1960 


Reflections on an Anniversary 


HIS MONTH marks my 15th anniversary as editor of 

INpUSTRIAL DisrripuTion and the field it serves 
While this decade and a half covers a substantial 
chunk of the prime years of one man’s life and thus 
might be a point for sober reflection on the wisdom 
with which they have been used, I'l] not make this 
editorial a personal testament of the wastes and accom 
plishments of Crowder’s life. Rather, I'd like to use 
the occasion to review the progress of our distributor 
industry over the past decade and a half and see if we 
can get some guide for the future from this experience. 

At the outset, I'd say there have been more sub 
stantive programs undertaken and vigorously pursued 
in the last five years than in the preceding ten years 
combined. This is not a case where time has dimmed 
my eves. And, certainly, a lot of the background was 
laid in the first decade for things that have only come 
to fruition in the past several years. I have a feeling, 
however, that much of the effort in the earlier years 
was expended in exhortation and lamentation. By 
contrast, the current programs represent bold attacks 
at grass roots levels on fundamental, recognized prob- 
lems—problems largely springing from weaknesses 
within the distributors’ own organizations but the 
sort of thing about which they can do something on 
their own initiative. I’ve called this endeavor “Opera- 
tion Bootstraps.” 

Here are some of the bootstrap programs distributors 
have underway to help themselves solve their own 
problems and the problems of the industry. Two 
groups of distributor executives have already taken 
the industry sponsored three weeks’ management de- 
velopment course at Harvard and another class is 
scheduled for June 1960. The services of George 
Wilkinson, management consultant, were retained, 
first, to diagnose the ills of the industry and, second, 


to work at the local level on self-improvement pro 


grams. In endorsing and promoting the wider use 
of distribution cost analysis to determine the profit- 
ability of lines and of customers, the industry is en- 


couraging the use of one of the most powerful 
management tools at the disposal of anyone in multi 
product distribution. ‘Taking a leaf from the smart 
thinking in major corporations, the industry is co 
operatively underwriting basic research in distribution 
at Ohio State University 


of the “new look” in distributor programs. 


hese activities are typical 


While in the same commendable category of boot 
strap activities, but deserving of special mention, 
the industry stimulated and supported the establish- 
ment of four-year courses in industrial distribution at 
four colleges—Clarkson, Western Michigan, Bradley 
and Texas A & M. These schools are producing 
trained manpower that could upgrade the calibre of 
the industry over the next score of years. 

As I look back on this anniversary date, I take pride 
in the fact that I have had a hand in promoting and 
stimulating this positive type of industry program— 
the type exemplified by each of these activities. Per- 
haps, more important, I’ve been able to lend the active 
support of InpusrriAL DistripuTion at every forward 
step. Thus, with this important (to me) chunk of my 
years, I feel I’ve participated in worthwhile activities 
that accomplished something solid for my industry. 
That’s good. 

Now, this industry is on the threshold of the rapidly 
changing 60’s and even more will be required of it. 
The lessons of the past have meaning for the future. 
Talk alone won't get things done. Neither can dis- 
tributors wait for someone else to pull their chestnuts 
from the fire. If anything is done to help distrib- 
utors, it’s going to have to be done by distributors 
themselves. Survival and growth are assured if dis- 
tributors, individually and collectively, continue to 
participate aggressively in the present programs and 
launch new ones of the action variety to improve all 
aspects of their operations and equip management to 
do a better job of managing. I hope to be around 
for some time yet with a needle here and an idea there 
to keep this kind of activity going. 


Rott: A Basile 
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Inside Selling 
Can Be CREATIVE 


wi: exactly, should the job of 
the telephone salesman involve? 
For example, should the job em 
phasis be on expediting orders, main 
taining inventory files and per 
routine 
functions which back up the efforts 


of the outside sales force? Or should 


forming other essentially 


the emphasis be on supplementing 
the work of the 


ictively and creatively 


outside force by 
selling” to 
ustomers? And if the telephone 
sell to 


go about it? 


~ 


salesman does actively cus 


tomers, how should he 
Should he 
calls to 


make “missionary” tele 


phone new customers? 
Should he suggest applications? 
Chances are, there is no single 
nswer to the question of what the 
telephone salesman should do and 
how he should do it. since such an 
similarity 
among distributor firms and among 


telephone 


inswer would assume a 


salesmen which simply 


COOPERATION 
i \I 


does not exist. Some firms are large, 


some small. Some specialize, some 
don’t. Some salesmen 
take the part of their 


title seriously, and some don't 


telephone 
“salesman” 


Best Chance For A Sale 


One telephone salesman who does 
take the “selling” aspect of his posi 
tion seriously is Dan Scheuer, in 
side salesman at J.J. Stangel Hard 
ware Co. in Manitowoc, Wisconsin, 
who sums up his basic attitude to 
ward his job in two sentences 

“When a customer calls me, it’s 
the best opportunity for a sale I can 
ask for. Something must be stirring 
or he wouldn't be calling.” 

But in order to take advantage of 
these opportunities to do a creative 
selling job, Mr. Scheuer must have 
the knowledge of particular custom 
ers to understand their problems and 
the knowledge of products and prod 


inside salesman Dan Scheuer do a selling 


n with sales manager George Behringer 
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customer s ill 
jpportumty for a 


DAN SCHEUER—A 
the best 
for 


sale I can ask 
uct applications to solve these prob 


lems. Primarily, he gets this back 
ground by: 

> Working closely with the outside 
Mr. attends 
company sales meetings and_ takes 


every opportunity to 


sales force. Scheuer 


discuss par 
ticular customers and customer prob- 
lems with salesmen who call 
On he 
will visit a customer for a first-hand 
understanding of his operation. 

> Studying catalogs. Mr. Scheuer 
makes it a part of his job to thor 
oughly study each catalog or catalog 
page that comes to his attention, 


relating this product information to 


on 


these customers. occasion 


other products which are either com 
“Sales 
meetings hit the highlights’, he savs, 
“but 


specifics.” 


petitive or supplementary 


catalog pages get down to 


Creative Selling Works 
Mr. Scheuer 


missionary” phone 


Generally, doesn’t 


calls to 
although he 


always discusses products and prob 


initiate 


potential customers 


lems with existing customers when 
calling to, say, announce an impend 


ing price change), so most of his 


selling results from phone calls made 


to him by customers or prospects. 





Here, as examples of how his “crea 
tive” approach can pay off, are three 
recent applications suggested by Mr 
Scheuer as a result of such calls 

P A firm engaged in salvaging lead 
from old automobile batteries called 
to discuss possible ways of doing the 
job faster and more economically 
At the time, this firm had been heat 
ing the batteries to a point where 
the outer casing became malleable 
enough to permit the outer plate to 
be pulled off and the lead removed 
After discussing this problem with 
the customer and with the salesman 
on this account, Mr. Scheuer sug 
gested the following: Set up a band 
saw to saw off the battery plates on 
a production line basis, using a stain 
less steel bed and a neoprene sheet 
to protect both the saw table and 
the lower drive mechanism from 
acid leakage. Result: faster and 
more economical battery salvage and 
a highly satisfied customer 

> A manufacturer of industrial nec 
dles for the cotton and wool trade 
called with a question about a deli 
cate machining operation that had 
to be performed on one type of nee 
die. Specifically, should he use 
“flood” cooling in this operation? 
Mr. Scheuer pointed out that, since 
there was very little friction involved 
in this operation, “mist” cool 
ing would probably be neater, 
cleaner and more economical. Re 
sult: the manufacturer purchased a 
$66 two-nozzle spray unit and will 
continue to be a good repeat cus 
tomer for the mist coolant. 

> Outside salesman Egon Bohrer 
called Mr. Scheuer with a problem: 
One of his customers had to cut 350 
400 lineal feet of hardwood flooring, 
six inches thick, through which was 
driven hundreds of heavy flooring 
nails. Could Dan suggest something 
which would do the job? Mr. 
Scheuer could: a heavy duty recipro 
cating hand saw, using an alloy steel 
metal cutting blade. Result: The 
saw was bought, the flooring cut, the 
customer satisfied. 

Basically, as Mr. Scheuer con 
ceives of his job, it is simply to put 
himself in the callers’ place every 
time he picks up the phone. 








How To Turn Inquiries Into Sales 


As part of his training, each telephone salesman at 
J. J. Stangel Hardware Co. attends a course set up by 
the telephone company to teach ways and means of 
getting the most out of every telephone- and telephone 
sales-dollar. Supplementing this course, which lasts for 
approximately four hours—the telephone company 
periodically sends out bulletins reviewing and updating 
the material covered. 

Here, from one of these bulletins (Telephone Inquiries 
—How To Turn Them Into Sales) are a few suggestions: 


The first 20 seconds may determine the sale: When the 
telephone rings, compose yourself, count three, and 
answer promptly. Give the name of your company—or 
department—and your own name. 


Get and use the prospect’s name: it acts as leverage in 
securing the sale. 


Make every caller feel important: |f you must refer a 
call, locate the proper person immediately. If you arrange 
a call-back, do it as quickly as possible. 


Radiate genuine interest: Be a patient listener and 
don’t interrupt. Do not offer to send a “salesman to call” 
until you have heard the full problem. 


Put your product in action: Stress profit or time saving 
benefits. Keep your explanation simple; technical terms 
can be confusing. 


Get the order: Confirm all essential details and ask for 
the order in closing. Thank the prospect for calling. 


Follow Up: Brief the salesman handling the account: 
see that he is supplied with an accurate report of the 
conversation. Here, for example, is the “verbal quotation 
form” used by Stangel telephone salesmen for this 
purpose: 























Quoted fy: [] Phone [5 Counter [C) Office 
Results of Follow Up:__ 











Return after disposition to ind. Div. Sales Office 
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This distributor executive is saving educational 


institutions in his area thousands of dollars by locating used 


equipment which they can use for instruction 


New Friends from Old Tools 


ALL HIM “catalyst,” “go-between,” “intermediarv,” 
C clearing house’ —it really doesn’t matter. All de 
scribe J. Paul H. Hivelvy in his role as a businessman 
pursuing an active interest in education. Moreover, 
is vice-president of Lowry Electric Co., Williamsport, 
Fa., Hively has found a way of aiding educational in 
stitutions in his area that jibes neatly with his day-to 
day work 

l'o explain: ‘Through his many contacts, Hively is 
vorking earnestly to bridge the widening gap between 
clleges’ fixed income and growing expenses. Both 
private and public institutions are gamely trving to 
pread their income to meet an increasing number of 
ommitments—higher faculty salaries, new buildings, 
new cquipment, et 

But, Hively asked himself not long ago, why does 
the equipment needed by a school or college for in 
tructional purposes have to be new? Why should 
n institution have to dig down in its slimmung purse 
trving to keep up with soaring equipment prices? 

No reason at all, said Hively. As a graduate elec 
trical engineer (Penn State), he knew that used equip 
ment could serve just as well for instruction as new 
he basic principles of electrical engineering, for ex 
imple, can be illustrated quite as effectively with a 
used motor generator set as with a new one. 

Hively knew, too, that used motor generator sets 
and other equipment and supplies) bring next to 
nothing on the scrap market—so why not write them 
off? And why not pass them along to some school 
or college which could sorelv use them. 

\nd that’s how J. Paul Hively became catalyst and 
10-between and intermediary and_ clearing-house. 
When he heard of a school or college needing an elec- 
trical unit, he asked around among his friends and 
customers to locate a unit they were replacing. Soon 
he found himself persuading people to hold off selling 
equipment for scrap until he found an institution that 
needed it 

For example, an official of the local nower company 
told him it was replacing a number of lamp standards 
on Williamsport’s main streets. “What are you doing 


with the old standards?” Hively asked 


“Trving to 


sell them for scrap,” the official replied. But Hivels 
persuaded him to ship a number of the old standards 
to Bucknell University for campus lighting. Other 
standards ended up along the walks of a local hospital. 

\s his project gathered speed, Hively even recruited 


the help of a local scrap dealer, Leon Minkin, who 
readily donated I-beams for motor-generator bases. 


“I’m flattered to be part of such a worthwhile ef 


fort,” he said. When asked if Hively’s activities didn't 
tend to cut into the scrap business, he replied: “Not 
at all—all this equipment will end up in scrap even 
tually, anvway.” 


Besides Bucknell, colleges such as Juniata, Susque 


hanna, Lycoming, and schools like the Williamsport 
Vocational Institute have been recipients of motor 
generators, meters, control panels, turbine generators 


Hively thinks that even used perishable tools can be 


rescued from scrap and donated to education. 


\lost of all, what he'd like to see is the creation of 


a proper clearing house operating on a_ nationwide 


basis to channel the millions of dollars worth of used 


but useable equipment to schools and universities 
l'rom a distributor's standpoint, he thinks there's no 
better answer to the obsolete stock problem. 


L — —— > 


IN HIS SEARCH for used equipment which can be given to 
schools and colleges for teaching purposes, Hively has accumu 
lated bulky file of correspondence with customers and others. 
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DISTRIBUTOR J. Paul H. Hively (right) watches as instructors L. B. Harlan and 


\. Laurenson di tillation of 25 kw. motor g rator he secured for 
\\ unsport Vocational Institute I-beams for base were giv by scrap dealer 
O1L.D LAMP STANDARDS headed f 
rap vard were rescued, donated f 
Bucknell University ampus lighting 


HIVELY found this motor generator 
et for Lycoming College. Physics pro 
fessor J. D. Babcock looks it OVC! 


EVEN a Williamsport scrap dealer, 
Leon Minkin, has joined in project 
He donated girders for motor bases 
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KEEP YOUR 


RISKS 
UNDER CONTROL 


By Richard Sandhusen, Assistant Editor 


mM INDUSTRIAL SUPPLY MAN 
AGERS, alarmed by the continu 
ing inroads of accidents and dam 
age into company physical assets, 
are turning to a new cost control 
weapon designed to turn this ad 
into a retreat. ‘This 
weapon, called risk management, is 


vance hasty 
a continuing program set up to dis 
cover, through inspection and an 
alysis, the full extent of possible loss 
from such risks as fire, theft, and 
legal liability, and cover or assume 
those risks which cannot be either 
averted or abated 

In most big companies, a full-time 
“risk manager’ —usually a top ex 
to draw 


ecutive with authority on 


and utilize all necessary informa 


tion—administers the risk 
ment 


manage 
program. In smaller organ 
izations, however, a risk management 
program can be set up and ad 
ministered on a part-time basis by 
management personnel consulting 
periodically with a reliable insur 
ance agent or broker 

No matter how it’s set up, an ef 
risk 
should tackle the following prob 


lems, as outlined by Russell B. Gal 


fective management program 


lagher, manager of the Corporate 
Insurance Department of the Philco 


Corp. (“Risk Management: New 
Phase of Cost Control” Harvard 
Business Review, Sept.—Oct., 1956) 
How can our company go about 
W hat factors 
What difh 


culties are we likely to encounter? 


analyzing its risks? 
should we look for? 


How can we avert or abate risks? 
W hat kinds of steps are possible? 
W hat are the pitfalls and dangers? 
When should we insure ourselves 


against risks? How should we pur 
chase commercial insurance? How 
can insurance costs be kept to a 
minimum? 


Works for Distributors 


Here are two examples of how in 
dustrial distributors have attempted 
to solve these problems through a 
risk management program 

> Working closely with the insur 
ance carrier representative, the Bar 
rett Hardware Co., Joliet, Illinois 
(“Not a Lost ‘Time Accident in 
Three Years” 1.p., October, 1957) 
set up a safety program aimed at 
minimizing fire hazards and reduc 
ing accidents. Kev features of this 
program are periodic inspections by 
a safety engineer and an aggressive 
safety education program to inform 
employees of the benefits of accident 
prevention. As a result of this pro 
gram, many exposed hazards have 
or eliminated. For 
example, automatic transmissions in 
the 
driver to keep his eyes on the road, 


been reduced 


stalled in delivery trucks allow 


reducing the danger of smashups; 
safety gloves for stock handling per 
sonnel risk of cuts and 
gashes; safety shoes, with built-in 


reduces 


steel tops, eliminate risk of smashed 
toes, and safety glasses for all main 
tenance men using power equipment 
cuts down the flying metal splinter 
hazard. 

In addition, emplovee morale has 
been strengthened (“Thev know 
that we are trving to help them help 
themselves, volunteered 


and have 


many suggestions to aid us im 


establishing efficient and safe pro 
cedures,” says plant superintend 
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HOW could this fire have been prevented? 


ent Robert Leckrone), and 
ance costs—particularly workmen's 


msul 


compensation premiums—have been 
substantially reduced. 

P At the Watkins Co., Wichita. 
Kansas, the risk management pro 
gram is handled through consulta 
tion and inspections with top execu 
tives, the insurance agent, and safety 
engineers. An integral part of this 
program is a safety committee, com 
prising employees from each depart 
ment, which makes inspections and 
recommendations to other employ 
ees and supervisors when a possibly 
uncovered 
This committee meets once a month 
with company executives and the 
safety engineer for the workmen's 
compensation insurance carrier. Pay- 


hazardous condition: is 





A risk management program might | 


off: As exposed risks have been re 
duced, eliminated, or covered, op 
have 


erating costs 


and 
employee morale and_ productivity 


nosediv C d 


have skyrocketed (not a lost 
iccident in 1646 days 


an intelligent appraisal of insurance 


tim«e 


lso, through 


needs, overlapping and unnecessary 


overages have been cut to the bone 


Setting up a Program 
Now 


how a 


tributor 


let’s examine 
hvpothetical industria 
all him John Doc 


up and administer a risk 


igement program 


Not without reason, \Ir. Doe rea 


izes the need for such a program 


He reads about how jurv awards 


and insurance premium costs—ar¢ 


eliminated its cause 


climbing ever skyward. He figures 
the cost of replacing his plant and 
today’s market—and 
knows that the in 


creased traveling of his key execu 


inventory in 
shudders. He 


tives brings increased hazards. He 
is sadly aware of rising indemnifica 
cilings for occupational deaths 
ises. Furthermore, since his 
mall company, he knows that 
factors can slash a lot deeper 
issets than into the resources 

1 General Motors (¢ OT} 
the need for a risk man 


rogram is a good start, but 


CS Doc go trom here? 
' _ 

hould the overall goals 

Who 


How can it 
be implemented? What are the 


W hat 


of such 1 


program be? 


should administer it? 


would definitely have provided for more adequate insurance coverage. 


dangers and pitfalls to be avoided? 
Io answer these questions, Doe 
gets together with his insurance 
agent and management personnel 
who will be concerned with the pro- 
gram his 
problem, delegates authority, evolves 
a basis of action, and develops a 
program to achieve these goals 
Risk Analysis: 


through a continuous program of in 


group discusses the 


lo discover, 


spection and research, the full ex 
tent ot possible loss to property and 
personnel resulting from accident or 
damage of natural or elemental o1 


from ] 


igin, O1 ligent, dishonest, 


neg 
or criminal acts 


Risk Abatement: ‘To 


cooperation of all 


enlist the 
employees in 
in carrying Out a program to either 


Develop Policies, Procedures » 





PERIODIC inspections are part of safety program at Barrett Hardware Co 


cate 


, Johet, 1 


Here John Bedore, insurance company loss prevention manager, inspects safety shoes 


reduce or eliminate exposed hazards. 

Risk Coverage: ‘l’o assume or com- 
mercially insure against those risks 
which cannot be either averted or 
abated. 


Manual Outlines Policies 


effective risk manage- 
ment program calls for the working 
cooperation of everybody, a manual 
is then developed outlining the pol 
icies and programs which will insure 
the achievement of these goals. 
Doe's manual is distributed to all 
employees concerned with the pro- 


Since an 


gram and contains the following in- 
formation on policy, coverage, and 
procedure 

Policy: A clear-cut statement of 
company reasons for either insuring 
or assuming risks and an outline of 
the assignment of responsibility for 
At Doe, 
is authorized to ad 
minister the plan, working closely 
with top 


carrying out the program 
the controller 
executives, department 
heads, and the insurance agent, who 
acts as an advisor 


Coverage: An indexed description 


of the extent and limitations of pres- 
(Ideally, 


none of these coverages should over- 


ent imsurance coverages. 


92 


lap or insure against risks which, for 
reasons discussed later, should be 
assumed by Doe.) 

Procedure: In this section of the 
manual the actual risk management 
program is detailed. This program 
involves the following: 

1. Inspection and _ research to 
pinpoint risk. A_ safety commit- 
tee is set up, with the enthusiastic 
and open support of top manage 
ment, to call attention to potentially 
hazardous conditions as they arise, 
and make recommendations to re- 
duce, isolate, or eliminate these con- 
ditions. For example, as a result 
of such a recommendation at the 
W.N. Pattison Supply Co. in Cleve- 
land, metal containers were substi- 
tuted for wooden and at 
Watkins Inc., Kansas, the recom- 
mendation was adopted that no 
more than two executives be per 
mitted on the same airplane. 

To supplement the work of this 
committee, periodic inspections are 


ones, 


made by rating bureau and insur 
ance company engineers, along with 
the agent and management person 
nel. The purpose of these inspec 
tions: to suggest measures (sprin 
klers, safety equipment, better plant 


housekeeping, a fire brigade, isola 
tion of hazardous operations etc.) 
to reduce or eliminate the exposed 
risks of direct, indirect, or contin 
gent loss. A fire (direct loss) can, 
for example, cancel Doe’s profits (in 
direct loss). If he can’t get rebuild 
ing materials because of another fire 
at the local lumberyard, he suffers 
a contingent loss. 

2. Risk Analysis 


Recommendations. 


and Coverage 
Risks exposed 
by the inspection of premises, finan 
cial statements, future building 
plans, contracts and leases etc. are 
periodically analyzed by the agent 
to determine insurability and poten 
tial frequency, severity, and size of 
loss. In making coverage recom 
mendations, the agent uses reference 
books, survey manuals, and the un 
derwriting facilities of the carriers 
he represents. Always in his mind 
is the question: “What effect will 
an uninsured loss have on the finan 
cial statement?” ‘Thus, he might 
recommend that a glass breakage 
loss be assumed (i.e., a loss reserve 
account set up by Doe) if it would 
be too small to justify the payment 
of premiums. 

An infidelity loss, on the other 
hand, should probably be insured 
against, since it could bankrupt Doe. 
So-called “business risks’ resulting 
from economic factors or unfortu 
nate management decisions (inven 
tory obsolescence, for example ) must 
be assumed because they are unin 
surable. Important considerations 
in determining insurance coverage 
limits and the size of the loss re 
serve account include the present 
day cost of building construction 
and value of inventory, increased 
medical and hospital costs, and in 
flated jury awards. 

The em 
phasis here is on teaching employees 
the safe way to do work and motivat 
ing them to a more positive attitude 
toward safe operations. The M« 
Junkin Corp. in Charleston, West 
Va., provides an excellent example 
of such a program. 


3. Personnel Training. 


Here, safety 
literature, direct pay incentives, sug 
gestion awards, and written and 
verbal expressions of appreciation 
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combine to instill this attitude 

4. The Medical Department. Set 
up to make periodic health examina 
tions, it will also make a continuing 
study of each employees physical 
and emotional suitability for his job 
(For example, low noise tolerance, 
poor visual acuity, or mixed-up emo 
tional attitude can contribute to ac 
cidents and higher workmen’s com 
pensation claims. 

5. Plant Protection. To cut down 
on “shrinkage” (the regular attrition 
of supplies from all causes, including 
theft, negligence, and waste) espe 
cially valuable merchandise is kept 
locked up and order handling is 
rigidly supervised 

Other protective measures taken 
by Doe: each new emplovee is given 
a character and reference check, pay 
roll preparation is independently 
checked, all purchase orders and 
sales slips are serially prenumbered, 
cash collections are carefully super 
vised, negotiable checks are segre 
gated from money and immediately 
stamped “for deposit only’, cash 
collections are carefully supervised, 
quantity, value and disposal of waste 
material is scrutinized, floodlights 
are installed outside the building, 
locks on rugged doors are of the 
mortise deadlock variety with pin- 
tumbler cylinder locks, windows 
contain heavy wired glass, and the 
combination on the fire and bur 
glar resistive safe is changed twice 
a year. A watchman, a_ burglar 
alarm, and adequate police protec 
tion might complete Doe’s protec- 
tion picture. 

6. Construction Planning. Future 
building plans are submitted to the 
first rating bureau for suggestions on 
possible ways to eliminate poten 
tial fire risks. 


Team Effort Needed 


The essence of Doe’s risk man- 
agement program is team effort, 
properly coordinated and directed 
toward reduction of costs through 
reduction or elimination of losses. 
It is an ambitious program, broad 
in scope, which other less hvpothet- 
ical distributors might wish to mod 
ify to suit their particular needs. 








Two Ways to Reduce Your Accident Costs 


One of the major goals of a risk management program is 
to reduce the cost of accidents. Here, from the Small Business 
Administration*, are some ideas on this subject: 


1. Reports and Records: The obvious way to reduce acci- 
dent costs is to reduce accidents, and to do this it is first 
necessary to know how, why, and where these accidents 
occur. An accident investigation and report form, containing 
such information as description and date of accident, reason 
for accident, name, age, and occupation of injured person, 
and preventative measures recommended, will give you this 
information. This form will a!so suggest how conditions similar 
to those causing the accident (excessive lifting, for example) 
can be corrected, and supply data necessary to prepare 
workmen’s compensation papers and plant accident records. 

Correctly prepared, plant accident records will pinpoint 
hazardous conditions, show you how much disabling accidents 
are costing you (rule of thumb: for every dollar of compensa- 
tion and medical costs resulting from a disabling accident, 
there are four dollars of indirect costs), and enable you to 
compare your plant's accident frequency rate with that of 
other distributors listed in the quarterly Injury Frequency 
Rates bulletin issued by the Bureau of Labor Statistics. 

Accident, injury, and cost reports and records can also be used 

P to spur employees to take responsibility for accident pre- 
vention by showing them how much accidents cost 

P to advertise, through charts and graphs, management 
interest in a plant safety program and 

P to prepare annual budgets pointed to the need for pre- 
ventive expenditures. 


2. Safety Committees: The basic idea behind these com- 
mittees is management and employees working together to 
prevent accidents. Committee membership can include both 
supervisory and non-supervisory personnel, representing vari- 
ous departments, who regularly inspect the plant and meet 
to discuss safety conditions, develop accident data and safe 
working methods, investigate accidents, sponsor safety and 
first aid training, advertise safety, and make sure the plant 
has adequate first aid facilities. Although generally of an 
advisory nature, it is often found practical to delegate to 
members with the necessary “know-how” authority to correct 
unsafe conditions immediately. Membership can be rotated, 
or remain the same from year to year (some distributors believe 
committee members become more valuable as their experi- 
ence increases). Once committee size and membership have 
been determined, an overall policy should be drafted, cover- 
ing the range of committee activities, the degree and scope 
of its responsibilities, and the limits of its powers. 

Caution: If you want to get the most out of your com- 
mittee, don’t ignore its recommendations. Rather, let the 
committee know of the action taken on each recommendation. 


*Small Business Administration “Management Aids for Small Business’, 
Nos. seven and twelve, 1952 
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CARRIERS on conveyor hold papers 
firmly, deposit them automatically at 
redetermined location. Svracuse has 


pplied for patent on device. 


A . 


rELEPHONE SALESMAN inserts written order in carrier as it ORDERS are deposited automatically in warehouse 
passes his desk. Carrier's color shows location it will deposit papers shown, Paperveyor can be bent in any direction. 





ORDER f ter | carrier OUTGOING MAIL travels Paperveyor until it reaches 


} 1 at order \ 7 mail desk where it is inserted in envelopes and metered 
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"PAPER-PUSHER" 


Be like Syracuse Supply 


convey your working papers in 


a steady flow from one location to another. The firm designed a “Paperveyor” 
—1,100 feet of conveyor which twists and turns 


unobtrusively through a big modern plant, doing the work of many messengers 


By Don McGill, associate Editor 


HEN Syracuse Supply Co., Syracuse, N. Y., moved 
Wie its big, new building in late 1958, it had the 
ultimate in modern layout and equipment.  Partic 
ularly noteworthy was an overhead conveyor system 
which moved platform trucks in a continuous circuit 
through the warehouse, enabling stock to be expedi 
tiously handled in and out 

But one big problem remained 

Paper! 

Syracuse Supply soon found that the problem of 
“pushing paper” through the 100,000 sq. ft. building 
was almost as big a problem as moving merchandise. 
lhe merchandise moved faster than the paper. 

Of the various methods they considered to speed 
paper flow, management was most in favor of a con 
tinuous conveying system such as had been installed 
in the warehouse. 

But the job of designing a system to carry some 
thing as light as paper was something else again. “It 
would've been easier to design a conveyor to carry ten 
tons,” says Harold B. Torrell, vice-president 

K:ventually, however, the firm was able to devise and 
apply for a patent on a “carrier” which would grasp, 
hold, and release sheets of paper. ‘lhe carriers travel 
on 1,100 feet of conveyor chain running in a circuit 
throughout the office and warehouse. A sheet of 
paper, such as a written order, can be swiftly slipped 
into a carrier as it moves by, then automatically de- 
posited at a receiving station as the carrier is tripped 
open. 

The “Paperveyor,” as Syracuse Supply has named 
the system, is now being sold as a complete installation 
in any length to any firms with paper pushing prob- 
lems. J. Russell & Co., Holyoke, Mass., is one distrib 
utor who has installed the Paperveyor. 

According to Syracuse Supply, the Paperveyor has 
the virtue of flexibility—it can be adapted to almost 
any kind of building layout because it can be made 
to by-pass obstructions, run in any direction, and 
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added to when desired. It is driven by a central 
electric motor, and travels at a rate of 35 feet per 
minute (this speed can be varied if necessary). 

\t Syracuse Supply, the Papervevor connects seven 
locations: telephone sales, order writing, mail depart- 
ment, transmission section of warehouse, general stores 
section of warehouse, receiving department, and in- 
ventory control file. 

Each carrier on the conveyor is marked with a dis 
tinctive color indicating at which location it will de- 
posit its load. For example, a letter or quotation 
inserted in a black carrier will be dropped off automat- 
ically at the mail department. An order for a special 
item written by a telephone salesman will be inserted 
in a red carrier to be dropped off at the order writing 
location. 

I'he color-coded carriers are located in sequence in 
equal numbers on the conveyor. Thus, a telephone 
salesman has only to wait a few seconds for a red 
carrier to come along to take his order to the order 
writing location. 


Time-Saving Advantage 


The time saved by the Paperveyor installation is 
impressive. For example, a customer calls up at 2:30 
for 12 sprockets. The telephone salesman writes the 
order, inserts it in a blue carrier. The order is automat- 
ically unloaded in the power transmission section of 
the warehouse. After the order is picked, copies are 
inserted in a silver carrier which deposits them at the 
inventory control file, where the quantity of 12 sprock 
ets is deducted. The copies then proceed to pricing 
and invoicing. This entire operation is accomplished 
in about 25 minutes. 

Employees have found the Paperveyor simplifying 
and speeding their work. Where piles of paper used 
to be pushed at them in batches delivered by mes- 
sengers, now it arrives in a steady, manageable flow. 
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‘PROFIT IMPROVEMENT 
anned | L. B. Mott ta ) 
\lem! rf incl a t ft): Cha | 


WORKSHOP” of NEIDA, chair 


t r vcar VOTK 


Standard In & Co.; and W.E 











dustrial Supply; John 1 
Hendrickson, Silliter-Holden; Francis | 
McCullough 


Ward 


Parker 


Hurley, Charles C. Lewis Co.; 
Chase, Jr., Chase 
Tracy, Robinson & Williams (¢ 


New England Group Talks “Profitability” 


T" New England Industrial Di 
tributors’ Association held its third 
I tartford, 


January 


convention m 
last week in 


theme of the 


nual 
Conn., the 
Overall 
profitability and steps distributors 
Some 40 


represented, 


mecting was 


could take to improve it 


member firms were 


with attendance reaching a record 
65 


lected association president was 


NIDA PRESIDENT 
NEIDA officer 


president J 


Wallace Campbell, 
President W 
R. Siegel, secretary-treasurer | 


96 


Seattle, 
P. Chatfield, 2nd vice-president Miles Stray, Ist vice 


Wilson P. Chatfield, F. Hallock & 
Co., Derby, succeeding 
James F. Donahue, Chandler & kat 
Boston 

Other officers elected were: Julius 
R. Siegel, Standard Industrial Sup 
ply Co., Springfield 


Conn., 


quhar Co., 


first vice-presi 
H. Butts, Butts & 
Ordway Co., Cambridge, Mass. (sec 
and Miles I. Stray, 
l'empleton, Waterbury, 


dent); Frederic 


retary-treasurer ) ; 
Chas. A 


(second from 1.) visits with new 


Hi. Butts 
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Conn. (second vice-president 
Ihe convention began in the late 
of the first 


session devoted to reports by mem 


afternoon day with a 
bers of the “profit improvement 
workshop.” Under the chairman 
ship of L. B. Mott, H. J. Behn & 
Co., Fairfield, Conn., the five mem 
bers of this group have been meet 
ing through the vear to exchange 
ideas on cost reduction, mainly in 
the office area. 

Among the reports given by this 
group was one on the scheduling of 
direct mail, by Charles 
Standard Industrial 
told of his firm’s savings through 


Purnbull, 
Supply, who 
reducing the number of mailings 
J. T. Hurley, Charles C. Lewis Co 
Springfield, Mass., the 
benefits and mechanics of “ledger 
less bookkeeping” for accounts re 
ceivable. 


described 


\ major portion of the sessions 
the following morning was taken up 
with a discussion of account profit 
ability, by John F. Gibson, J. Rus 
sell & Co., Holyoke, Mass. Refer 
ring to studies 
in cost accounting—Norton Study, 
Gates Study, and “Sosca’”” method 
developed by NIDA (ID June)— 
Gibson 


three well-known 


stressed distributors’ need 





ACCOUNT PROFITABILITY can 
worked out by average distributor, J 
Gibson, J]. Russell & Co., told mec 


for profit performance information 

\fter we began keeping a tally 
said 
that 
forty percent of our accounts wer 
unprofitable.” 


on account profitability,” he 


we were amazed to find out 


Gibson sought to convince mem 
bers present that profitability studies 
are well within the capacity and 
competence of any distributor firm 
Describing the Sosca method 
particular, he asserted that the whole 
system can be set up in a few hours, 
and maintained with relatively little 
trouble thereafter. 

Pursuing the profit angle, Thomas 
W. Norris, Tracy, Robinson & Wil 
liams Co., Hartford, asked: “Is the 
national account a blue chip for dis 
tributors?” His No—it’s 
frequently a red chip account due 
to price bargaining, hand-to-mouth 
buving, excessive entertainment and 
sales expense, etc. 


answer 


On the cost side, the convention 
heard three speakers 

Auto expense—For salesmen who 
travel 15,000 miles or over yearly, it 
pays to lease cars on a two-vear basis, 
said R. L. McLure, Silliter-Holden, 
Hartford. “If salesmen travel under 
that distance,” he said, “a company 
gets a better deal buying cars out 
right.” 

Salesmen’s compensation—Four 
criteria govern a satisfactory com 


pensation scheme, according to 


AUTO LEASE OR BUY? Depends on 
mulea said R. L. Me 
Lure 


salesmen travel 


gC 
Siliter Holde 1, Hartford 


D. Lewis, Charles C 
control. 


Lewis 
incentive, flexibility, 
simplicity. ‘The compensation plan 
shouldn't deprive management of its 
So that com 


pensation can furnish ample incen 


control over salesmen 


tive, management should first know 
its overall sales objectives. Compen 
sation should be flexible, susceptible 
of being adjusted to new sales con 
ditions. Finally, the plan should be 
able to be understood by the sales- 
men. 

Paper flow—Dennis L. Sanford, 
John R Boston, dis- 
cussed the sales order paperwork 
system formulated by Geo. Wilkin 
NIDA’s He 
that distributors 
study their systems carefully for cost 


Parry, Inc., 


son under 


auspices. 
recommended 


saving improvement possibilities. 
A fourth speaker, William K. 
Toole II, William K. Toole Co., 
Pawtucket, R. I., suggested some 
answers to the question: “What do 
sales meetings need?” He criticized 
the average meeting for its lack of 
printed material, or its tendency to 
be too technical, or to neglect con 
Above all, 


however, most meetings are “dead,” 


vincing demonstrations. 


lacking in an enthusiasm, trigger- 
ing enthusiasm in salesmen. 

Che convention concluded with a 
luncheon at which H. D. Ostberg, 
a management 
speaker. 


consultant, was 
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PAPER FLOW SYSTEM 
Geo. D. Wilkinson benefits 
said Dennis Sanford, John R 


devised by 
distributors, 
Parry 


SALESMEN’S COMPENSATION should 
be governed by four criteria, said Larry D 
Lewis, Charles C. Lewis Co 


- CC 
BLUE CHIP? RED CHIP? National ac- 
counts can be headache, asserted T. W. 
Norris, Tracy, Robinson & Williams. 





rABLES for 9 
nanufacturer-suppliers dv 


Nlid-Year Meet 


itilh ii 


SIDA member supply firms were the 
onfcrence period 
» held in New Orleans 


focus of 
feature of the 
\ total of 557 


oe 


a , 
- ‘ 

es 

_ 


distributors, supplier executives and wives attended the three-day 
meeting held at the Rooscvelt Hotel 
turing firms represcited at tix 


There were 152 manufa 
onteren 


Southerners Probe Solutions for the 60's 


W hat 
profit in the 60's? 


lines can you handle at a 
What customers can you afford to 
SCTVICE? 


What will be you selling policies? 


_— and other vital questions 
affecting distribution’s role in to 
morrow’s markets had a full airing 
at the recent Mid-Year Meeting of 
the Distribu 
tors’ Orleans, 


Industrial 
New 


distributors 


Southern 
Association in 
403 and 


where some 


L. D. MONTAGUE, SIDA president, and 
R. L. Hamilton, joint session speaker, dis 
uss final day’s program prior to meeting 


98 


supplier executives met to renew 
contacts and hear reports of group 
efforts to improve the industry's 
efficiency. 

New Orleans’ 
phere failed to affect attendance at 
the 
tributors had just completed their 


carnival atmos 


meetings. Though most dis 


best or second best year in sales 


volume, they had also seen net 
profits further eroded by mounting 
costs and competitive pressures. 


The mood in the corridors was 


PRODUCT profitability studies are under 
way in 54 firms, Paul J. Stine, chairman of 
Profitability committee, reported 
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serious and reflective. There was 
evidence in both distributors’ and 
suppliers’ camps of renewed confi 
the ability to 
solve its problems, come what may 
As one distributor remarked when 
the sessions drew to a close: “I think 
we're finding our sense of direction 
at last. If we hope to make any 
profit at all in tomorrow's markets. 


we have got to face up to these basic 


dence in industry's 


decisions about where we are headed 
and how we will get there.” 

L.. D. Montague, SIDA president, 
and ‘Tom M. Nelms, of SIDA’s Ex 
keynoted the 
meeting's theme in talks stressing 
the vital need for customer profit- 
ability studies and long range plan- 
ning by distributors (see following 
pages). Said Montague: distribu- 
tors have the talent and resources 
to play a much larger role in the 
60's, if they can develop the courage 
to make decisions, and suppliers will 
cooperate more closely toward solu- 
tion of the cost problem. 


ecutive Committee, 


Attendance Sets a Record 


The New Orleans sessions drew 
a record attendance for a SIDA Mid 
Year Meeting—557 distributors, sup- 
plier executives and wives, represent- 





ing 97 supply firms and 152 manu 
facturing companies. 
These were other highlights: 

> Paul J. Stine, Harry P. Leu, Inc., 
Orlando, Fla., reported that 54 
members of the National and South 
ern Industrial Distributors Associa 
tions are now undertaking line 
profitability analysis, and 73 firms 
plan to begin studies soon. Stine is 
chairman of the Joint Relative 
Profitability of Lines Committee. 
> G. R. McCalla, of Industrial Sup 
plies, Inc., Memphis, formerly with 
J. E. Dilworth Co., presented the dis 
tributor associations’ new brochure, 
‘Market Stability the 


which advises distributors on what 


and Law,” 
they can and cannot do in setting 
One from 
the study: both distributors and sup 


price policy conclusion 
pliers have the nght to refuse to 


buy or sell in almost any circum 


stance where collusion to 


restrain 
trade or fix prices is not a factor 

P Joe W. Pitts, of Brown-Roberts 
Hardware & Supply Co., Alexandria, 
La., reported that the first Ohio 
State University Value 
Added by be re 
leased in 


study on 
Distribution will 
and a 
second study, on alternative chan 
nels of distribution, has already been 
started. 

> Charles H. Colvin, The Young & 
Vann Supply Co., Birmingham, 
Ala., revealed that the associations 


book form soon, 


are considering the employment of 
Porter Henry, sales consultant, to 
hold a series of seminars on sales 
meetings. 

P'ihe 


been re-organized into six regions 


Southern Association has 


and has increased its Executive 
Committee membership from six to 
eight. 

> Premicr showing of the new film 
“Supermarket Industry 
held at the New 
sion. ‘This is a joint undertaking of 
the American Supply & Machinery 
Manufacturers ind the 
American \ssocia 


showing in 


for was 


final Orleans ses 


\ssociation 
Manufacturers 
l'\ 


“Industry 


Designed for 
AMA's 
the 


4 rs 
seen on 252 television channels over 


tion 
the 


series, 


on Parade 


15-minute film will be 


the next few months. It shows the 


SPEAKERS Fred C 
hairman; F. A 
Development 


Peterson 
huddle 


association 
prior to the 


major functions of two industrial 


distributors, including how thei 
salesmen work with customers 

Pyohn ¢ Pye-Barker Supply 
Co., urged members who are inter 
ested in the next Harvard course for 
distributor this 
He revealed that 
half those planning to attend so far 


are from the Southern 


Pye, 


executives summer 


to sign up now. 


Association 


‘Moral Fibre’’ Wanted 


Fred C. Emerson, of Spartan Saw 
Works, president of ASMMA, key- 
noted the ASMMA breakfast meet 
ing with an appeal for “new and 
exciting “moral 


leadership” and 


fibre” in setting policies. He re- 


a 
7 
; 


* 


SIDA S« 


left 


retarv-Emeritus E. I 
ciation. Joe W 
Jan. 1, 


vy the ass¢ Pitts 


retary 
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Pugh holds up plaque awarded t 
it right made the 
1960 after 41 vears 


1960 


=. 3.8. S.S. EB. SeRs Ra. 2k.t 7-7 


hg > 


— 


Emerson, ASMMA president; A. S. Boehm, Distribution Forum 
staff; 


manufacturers 


Robert Bale, Institute of Personnel 


breakfast meeting 


and 


ported on progress with ASMMA’s 
distribution analysis of 12 commod 
ity groups and the plans for a new 
survey on salesmen’s compensation. 

Another highlight of the ASMMA 
meeting was a talk by Robert Bale, 
personnel consultant, who chided 
businessmen for being “too busy” 
to focus their attention major 
problems. “As a consultant, I can't 
really tell you anything new that 


on 


you can’t find out for yourself. You 
see articles in trade magazines, and 
you put them aside, to read later. 
You keep on putting this off, until 
finally you've convinced 
you've actually read them. 


yourself 
Then | 


(Continued on page 260) 


a Pe 


ind Mrs 
Pugh retired 


} ] 
himself 


led 


award 
SIDA 


service with 





Power Transmission 


Distributors Organize 


New Association 


Distributors meet in Chicago to form Mechani- 
cal Power Transmission Equipment Distributors’ 
Assn.; convention scheduled for September 


R PRESENTATIVES Of 47 firms met in 
Chicago on January 22 to take 
part in the organization of the Me 
chanical Power ‘Transmission Equip 
To 


be eligible for membership in the 


ment Distributors Association. 
group, a firm, partnership, or indi 
vidual must do at least 50% of his 
total business in four or more prod 
uct categories (gears, couplings, 
V-belt drives, chain and sprockets, 
bearings, motors). Also, a member 
must carry a “representative stock” 
of these items, and be free from 
financial control by any equipment 
manufacturer he represents. 

Warren M. Pike, Warren M. Pike 
Associates, Boston, who reportedly 
launched efforts to start the new as- 
sociation, was elected pro-tem pres- 
ident. Vice-president is William 
Appleby, General Chain & Belt Co., 
New York, and Robert Booth, 
Power Transmission, South Bend, 
Ind., was elected treasurer. 

Directors elected were: 

K. D. Adam, Adam-Hill Co., San 
Francisco; Raymond L. Blair, ‘Trans- 
mission E.quip’t. Co., Wallingford, 
Conn.; Wayne Bodine, Industrial 
Supplies, Inc., Birmingham, Ala.; 
M. H. Borgford, Bearing Sales & 
Service, Seattle; Clayton Cousino, 
Ohio Belting & ‘Transmission, 
Toledo; J. W. Dadmun, A-C Suppl 
Co., Milwaukee; G. G. 
Miller Lakeland, Fla.; 
W.S Allied ‘Transmis 
sion Equip’t., Kansas City, Mo.; 
P. D. Mahoney, ‘Transmission 
Equip't., Pittsburgh; H. C. McKay, 
Harlan C. MecKav Co., Portland 


Etheridge, 
Bearings, 
Garrison, 


100 


Ore.; and S. M. Weiser, Union Bear 
ing & ‘Transmission, Denver. 

Frank W. Jordan, of Noble 
& Jordan Associates, Washington, 
D. C, is executive secretary. 

According to its articles of incor 
poration, the association's objectives 
and purposes include: “To promote 
and advance the science of power 
equipment engineer 
ing,” “to promote activities and pro- 
grams of an educational nature 
within the industry,” “to improve 
business 


transmission 


practices, merchandising 
and service.” Dues for 
annual membership are $200. 

Whether to admit manufacturers 
on the basis of associate membership 
was a question deferred to a later 
meeting. An observer at the meet- 
ing speculated that the question 
might be deferred as long as a couple 
of years. 


programs 


PRO-TEM president and prime organizer 
of new transmission group is Warren M 
Pike, Warren M. Pike Associates, Boston 
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board of directors met 
immediately after the meeting to 
lay plans for a membership drive. It 
has also tentatively 


The new 


scheduled the 
issociation’s first annual convention 
for Chicago in September of this 
vear. The exact date will be an 
nounced later. At that time, future 
association policy will be discussed, 
and a full slate of officers elected 
for the following year. 

The group's legal counsel, Wil 
liam R. Noble, is drawing up by 
laws and taking steps to incorporate 
the new association. 

The list of firms registered for the 
organization meeting: 

Industrial Supplies, Inc., Birming 
ham, Ala. 
Adam-Hill Co.., 
cisco, Calif. 
Transmission Gear & Joint Co., 
Denver; Union Bearing & Transmis- 
sion Co., Denver. 

Transmission Equipment Co., Wal- 
lingford, Conn. 

Miller Bearings, Tampa, Fla. 

Paul ]. Hagerty Equip’t. Co., Peoria; 
Patlyn Gears & Transmission Corp., 
Chicago; Rockford Tool & Trans- 
mission Co., Rockford; Wallin Mfg. 
& Supply Co., Chicago. 

Power Transmission, South Bend, 
Ind.; Trans-Power, Inc., Fort 
Wayne. 

Central Bearings Co., Des Moines, 
la. 

Warren M. Pike Associates, Boston, 
Mass. 

Bard Tool & Equip’t. Co., Kalama- 
zoo, Mich.; Michigan Bearing Co., 
Detroit; Murray Equip't. Co., De- 
troit. 

Arrowhead Bearing Co., Duluth, 
Minn. 

Allied Transmission Equipment 
Co., Kansas City, Mo.; S. D. Calla- 
way Co., Kansas City; ]. B. Flaherty 
& Co., St. Louis; Industrial Bearing 
& Transmission Co., Kansas City; 
Noelling Steel Sales Corp., Kansas 
City. 

Bearings Supply Co., Billings, Mont. 
Bonner & Barnewall, Inc., New 
York, N. Y.; General Chain & Belt 
Co., New York. 

Cincinnati Electric Equip’t. Co., 


South San Fran- 


(Continued on page 267) 





Industrial Distribution presents 


14th ANNUAL SURVEY 


15th Annual Survey of 
Distributor Operations—1959 


Inventory Gross Turn 
Margin Over 





Accounts No. of No. of No. of 
Rec’ble 


NATIONAL PERCENTAGE CHANGES 1959 


+16.6% +16.1% 


Sales per Sales per 


Invoices Employees Sal Employee Salesman 





1959 Sales Climb 20% 


Distributors’ sales again exceed $4 billion mark.—Continued rise foreseen for 1960 


dD” AR SALES Of industrial distributors for 1959 in 
creased 20.5°% over those of 1958, according to re 
turns tabulated in INpusrRiAL DisrripuTion’s 14th 
Annual Survey of Distributor Operations. Sales edged 
up to a total of $4,464 million. Distributors in every 
region reported sales increases, those in East North 
Central leading with a 30°% rise 

Other factors in distributors’ operations for 1959 
showed increases (see chart above While increases 
in inventories did not keep pace with sales increases, 
distributors’ turnover was up appreciably, indicating 
direct shipments or withdrawals from stocks built 
up earlier in the year in anticipation of the steel strike. 

Nationally, distributors maintained their gross mar 
gin—it increased only 1.3°% over 1958’s figure 

Accounts receivable increased 15%, in keeping with 
the general sales increase. When viewed in terms of 
days’ sales, however, receivables were apparently down 
from 1958—38 days compared with 40 days 


Distributors added modestly to their salesmen and 
employees during the year, and consequently showed 
a heartening increase in productivity. Sales for both 
salesmen and employees were up 16%. 

Regional results of the Survey are in the table and 
text on the next three pages. Distributors’ 1960 out- 
look is discussed on pages 105 to 106. 

he various operating ratios presented in this An- 
nual Survey will afford distributors valuable guideposts 
for their own performance. 

For example, a distributor located in a particular re 
gion can compare changes in his 1959 operations with 
the average shown for that region and with that shown 
for the nation as a whole. 

Ihe editors of INpusrriaL DisrrisutTion wish to 
thank the hundreds of distributors who provided con- 
fidential figures for making this survey possible. Their 
cooperation has enabled ID to again publish a re- 
liable statistical picture of the industry. 


Here’s a close-up on 1959> 
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+16.8% a ENGLAND 
oa NORTH CENTRAL +24.1% 



































+29.9% 
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WEST 
NORTH CENTRAL 
+15.6% 
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+18.6% " 
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SOUTH 
ATLANTIC 
+13.7% 











REGIONAL PICTURE: Census region map shows how dis REGIONAL TABLE: This table (below) summarizes percentag« 
tributors’ 1959 sales compared to 1958. From this map, dis- changes which took place in various factors of distributors’ busi 
tributor can find the census region in which he is located. nesses during 1959 compared to 1958 





EAST WEST EAST WEST 
NEW MIDDLE | NORTH NORTH | SOUTH SOUTH SOUTH 
ENGLAND | ATLANTIC) CENTRAL | CENTRAL} ATLANTIC | CENTRAL | CENTRAL PACIFIC 





INVENTORY 
change from ‘58 +37% | +8.2%) +9.9% +224) +5.9% —2% | +84% +1.6%, 





COST OF 


GOODS SOLD +26.4%, | +15.4%|+24.2% | +17.8%) +11.9% +10.3% + 28.2%, 
change from ‘58 





TURNOVER 
(times) 47 44 49 44 . 3.9 : 4] 





GROSS MARGIN a | +20.8%, | | +20.4% 1 
change from ‘58 —A9Y% | +0.5% +5.2% 
ACCOUNTS 


RECEIVABLE 40 36 35 
(days’ sales) 








SALES /EMPLOYEE . 
change from ‘58 +21.8% | +11% 14+22.3% | +15.2%1 +8.5% | +7.9% +18.3%, 





SALES/SALESMAN 
change from ‘58 +24.2% | +5.8% |+22.5% | +11.9%| +8.6% +8% + 25.2% 





AMT./INVOICE . 
change from ‘58 +12.9% | +8.5% 1 +9.9% | +5.6%] +38% | +5.8% +13.4% 





No. SALESMEN 
change from ‘58 F1I% | +105% | +2.9% +48Y, | +3.2% +23% +07% 





No. EMPLOYEES : 
change from ‘58 +3.7% | +5.3% | +3.0% | +18%] +3.3% | +24% +6.7%, 





No. INVOICES 
change from ‘58 +11.9% +78Y |+14.6% | +11.1% | +8.0% +4.5% +11% 
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ef (Current prices) 
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Distributor sales index 


250 


200 Leatusbestististististirl phisiisl 


(Constant 1947-1949 prices) 


1 ! 
li bestastisthsbaabssMeataslastastiatisl hi Lustasertertistestestest 





1950 1951 1952 


DOLLAR SALES ( white lin 
Monthly pattern shows no effect of six-montl 
lin he A ] I ] )47 49 dollars 


il n constant 


1954 


rise during year 
during vear, 


1955 1956 1957 1958 1959 


Thus, physical volume of distributors went up 
ahead of physical production generally which rose 


13% according to Federal Reserve Board index 


1959—Distributors Did Fine 


HE UPWARD SWING in Sales was traced with fair con 
Thiteacs in all regions. East North Central distribu 
tors led the parade; the lowest sales gain (12%) was 
reported by East South Central firms 

The influence of price increases overall was slight. 
\ccording to the ID Index, average prices of items 
handled by distributors rose only about 24° 
1959. 


© during 


I'he largest sales gain was reported by an East North 
Central distributor (62%); the largest sales 
13%) was reported by a West South Central dis 


loss 


tributor. 
[he range of sales gains and losses for individual 
firms is tabulated in the chart at right 


Inventories Trail Sales 


Inventories at January 1, 1960 
higher as against the 20% rise in sales. Indeed, in 
two regions (East South Central, Mountain) distribu- 
tors reported actual decreases in inventories from a 
year ago, while still showing sales increases. 

These figures are borne out by the table on page 
106 showing that 80% of distributors reporting to 
the Survey said they exerted tighter inventory control 
during 1959 (although last year only 30% said they 
intended to). 


were only 6.4% 


1959 Turnover: Up 


lhe ratio of inventories to cost of goods sold (turn- 
over) was 15.5% higher, at 44 times. This again 
proves distributors maintained closer control over 
stocks. West North Central distributors, however, 
actually increased inventories thereby reducing their 
turnover some 5%. Pacific distributors showed a mar- 
ginal 1.6% inventories increase, and therefore a large 
turnover increase (26.4%). 





INCREASE OR 
DECREASE 
IN SALES 


PERCENTAGE OF 
FIRMS REPORTING 
1958 1959 








60.1 
50.1 
40.1 
30.1 
20.1 to 


to 
to 
to 
to 


70% ean 7 
60% 2.9 
50% 2.0 
40% 15.0 
30% 23.0 
10.1 to 20% 5.0 35.4 
O.lto 10% 14.0 15.9 
—0.1 to —10% 25.0 8 
—10.1 to —20% 33.0 3.6 
—20.1 to —30% 15.0 5.1 
—30.1 to —40% 5.0 wy 
—40.1 to —50% 2.0 


.05 
.05 











What of Productivity? > 
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REGION 


SALES 
PER 
SALESMAN 


SALES 
PER 
EMPLOYEE 


AMOUNT 
PER 
INVOICE 





NEW ENGLAND 


$226,276 


$32,480 


$40.89 





MIDDLE ATLANTIC 


205,909 


46,001 


57.16 





EAST NORTH CENTRAL 


226,943 


47,035 


47.59 





WEST NORTH CENTRAL 


193,472 


34,799 


49.68 





SOUTH ATLANTIC 


243,832 


44,209 


48.95 





EAST SOUTH CENTRAL 


238,608 


41,011 


50.97 





WEST SOUTH CENTRAL 


246,543 


38,876 


79.08 





MOUNTAIN 


160,613 


39,432 


54.66 





PACIFIC 


331,920 


53,162 


60.07 





NATIONAL AVERAGE 





$245,122 


$44,444 


$54.62 




















Salesmen, Employees Productive 


Ihe Survey’s turnover ratios do not reflect accu 
rately direct shipments; nevertheless, for distributors 
calculating their own ratios on the same basis, they 
can be a valuable guide. 


Gross Margin: Again It’s Steady 


Nationally, distributors maintained gross margins at 


around 23.4%. Distributors in three regions reported 
slight decreases—New England (.4%), West North 
Central (4.9%), Pacific (4.7%). Distributors in other 
regions reported margin increases up to 5.2%. 

Gross margin ratios ranged from 20.4% (West South 
Central) to 27.4% (Mountain) 


{cecounts Receivable: Problems? 


In the aggregate, distributors’ accounts receivable 
increased in step with sales. In terms of days’ sales, 
they stood at 38, down from 40 in 1958. ‘This decline 
is significant in view of distributors’ expecting collec 
tion difficulties this year because of tight money. 


More Sales Per Employee 


Distributors added conservatively to their payrolls 
during year, reporting only 3% more employees. As 
a result, employees’ productivity (sales per employee) 
was up 16.6% at nearly $45,000. Employees of East 
North Central distributors had largest individual sales: 
$47,035, up 23% from 1958. 


Salesmen’s Productivity Rises 


Similarly, sales per salesmen showed an increase 
of 16.1%, since distributors added only sparingly to 
their sales forces. Middle Atlantic distributors aug 
mented their sales forces by 10.5%; sales per salesmen, 


consequently, rose only 6%. 
Sales per salesmen were highest in the Pacific re 
gion—$ 331,920. 


More Invoices Were Billed 


Distributors billed nearly 12% more invoices, and 
the average amount per invoice rose 8% to $54.62. 
East North Central distributors (who led the sales 
increase parade) had the highest rise in number of 
invoices, the second largest increase in amount per 
invoice (10%) 

Amount per invoice ranged from $60.07 (Pacific) 
to $57.16 (Middle Atlantic). 


What the Results Show 


The slight lead which distributors’ sales volume 
showed over industrial physical production (as indi- 
cated by the Federal Reserve Board index) would sug 
gest that the steel strike’s effect on distributors was 
momentary. ‘Thus, while in the latter days of the 
strike some industrial production was affected by short 
ages and dislocations, most plants continued buying 
MRO items. But before it could have a more lasting 
effect on industry, the strike was settled, and purchas 
ing from the distributors was then resumed at a pre 
strike pace. 

The figures reported to the Annual Survey show 
that distributors continued to hold the sales gain 
they began in 1958’s latter months. The steel strike’s 
effect is evident only in a few scattered sub-regional 
statistics. Distributors are starting this year in sound 
condition, with an evident determination to continue 
prudent management methods learned in the reces 
sion period of 1957-58. 
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HOW DISTRIBUTORS VIEW 1960 
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9% expect 
sales to rise 
1 to 5% 




















12% expect 


sales to rise 
16 to 25% 


61% expect 
sales to rise 
6 to 15% 


.06% expect 
a sales dip 
1 to 10% 


8% expect 
sales to remain 
about the same 


8.5% just don’t 
know what 
to expect 











1960 Distributor Outlook: 


“A Good and Sound Year” 


AST YEAR at this time distributors were just emerging 

from a recession which left them, if not stunned, 
certainly shaken. ‘Thus, when asked by INpusrrRial 
DisrripuTION to forecast the sales outlook for °59, 
they were somewhat cautious, somewhat guarded in 
their optimism. Like the fighter shaking off the 
unexpected right cross, a few doubts had begun to 
creep in—and a few “ifs”. Sure, 1959 would be a 
good year if automobiles sold 
didn’t attack . 
Sputnik . . . if inventories continued to build 

Well, this vear it’s different 

This year, the optimism is still there (only one 


if crippling strikes 
. if the inflationary spiral didn’t follow 


respondent of 157 queried foresees a sales decline in 
60), but this year it’s a different kind of optimism 
his year, the “ifs” have been pretty much replaced 
by the “becauses”’. 

hus (as examples), 1960 will be a good year 

because there will be labor stability (“Big contracts 
won't come up tor renew al in ’60”’ ) 

because “defense spending will continue at a high 
level” 

because there is apparently a sincere desire on the 
part of labor and management, spurred by public opin 
ion, to “hold the line on prices at least until Decem 


ber 1, 1960” (although most respondents expect price 


increases anyway) 

because “1960 is the high tide of the business 
cycle” 

because of “general optimism among business 
leaders”, 


“Contagious Optimism” 


And when all the “becauses” are lumped together, 
the result is a sort of “contagious optimism” which 
manifests itself in many ways. With customers, for 
instance, in “full speed ahead” production schedules, 
mushrooming inventories, a slackening of cautious, 
hand-to-mouth buying, stepped-up capital spending, 
increasing diversification, decentralization and mod- 
ernization. 

With distributors, this optimism is seen in strong 
affirmations of their importance in the economy: 

“The industrial distributor must get across the idea 
that he can be as good a businessman as the manu- 
facturer and, when this situation exists, it should be 
acknowledged by enlarged cooperation and encourage 
ment” 

“The distributor must bring about an understand 
ing with his suppliers that he can’t exist with a 10 per 
cent earning, and they can’t exist without the dis- 
tributor’’. 


This optimism is also seen in an equally strong 
desire to take advantage of “a good and sound year” 
by realistically facing up to the problems which 1960 
will bring. 


60 Will Bring Problems 

Generally speaking, the problems anticipated by 
distributors this year are the same as were anticipated 
last year, although with some shift in emphasis. Thus, 
“higher operating costs” still means, primarily, higher 


What distributors will do » 
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Planned for 1959 Planned for 1960 





Install materials handling equipment 


8% 9% 





Install new office machinery 





Adapt budgeting 





Set up functional accounting 





Start Product profitability studies 





Tighter control over inventory investment 





Reorganized salesmen’s territories 




















Problems: Price. Personnel. Collections 


labor costs, but more frequent mention is made by 
respondents of the increased cost of paperwork and 
transportation 

\nd while “price competition” is still the number 
one problem anticipated—particularly from non or 
small stocking firms—more distributors than ever are 
citing the trend toward “blanket order” purchasing 
is cause for this competition. 

Other problems which distributors seem to antici 
pate will be more pressing this year than in years past 
include high personnel turnover (and the concomi 
tant difficulty in finding “intelligent, eager-to-learn, 
resourceful” personnel), dificult collections (which 
many attribute to “tight” money), proper inventory 
ontrol (particularly with purchasing procedures and 
industrial technology in a state of rapid change) and 
i definite fact of life now—tough foreign competition 
Overdistribution”, “tight margins”, “small orders’ 
and “taxes” are listed in about the same proportions as 
In years past 


How Distributors Will Handle Problems 


What measures will distributors take to increase 
profits in the face of these problems? Here, again, 
certain answers appear more often than in years past, 
ind seem to reflect the changing nature of the dis 
tributor’s problems. For example, “tighter credit con 
trols” and “tighter control over inventory investment”’ 

two very frequent answers this year—reflect the 
pressing needs to speed collections and carry lines that 
will yield higher profits and meet changing customer 
requirements, Improved sales performance is also 
emphasized: roughly a third of respondents will ex 


pand existing sales forces and about a quarter will 


undertake market potential studies to improve market 
penetration. 


Trends in Distributor Operations 


\s a possible indication of trends in distributor 
operations, the table above compares the percentage 
of distributors who planned various measures for 1959 
and those who plan them for 1960. Note that, while 
the percentages are rather close in most categories, 
there is definitely a trend toward larger numbers of 
distributors adapting these measures. In fact, in only 
one instance is the year-to-year percentage down (‘Set 
up functional accounting’), and in two instances 
“Started product profitability studies” and “Tighter 
control over inventory investment’”—the percentages 
are up by at least 13 points. 


Everything Coming Up Roses 


l'o sum up, distributors asked to peer into the eco 
nomic crystal ball this year find that it isn’t nearly 
as fogged-up as it was last year, and high “hopes” have 
been pretty much replaced by high expectations. 

Major problems anticipated include higher operat 
ing costs, price competition, high personnel turnover 

particularly salesmen), difficult collections, proper 
inventory control and increasingly tough foreign com- 
petition. Solutions to these, and other headaches, are 
generally realistic, and include studies to determine 
product, customer and market profitability, more effec- 
tive sales training, tighter credit controls and continu 
ing efforts to nip costs before they nip profits. 

In short, a good sound year, with good sound solu 
tions to problems. 
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Regional Roundup: 


What Distributors Expect in 1960 


North 


FO" out of ten respondents ex 
pect a sales increase in 1960 of 
at least 10% 


reasons for 


East 


, and give a variety of 


their estimates: “‘steel 
strike settled”: “ 


for missiles still high”; 


government budget 
“additional 
capital spending anticipated”; “in 
flux of 
metalworking . . 


new industry”; “upturn in 
textile machinery 
. nonferrous met 
the 


distributor 


electronics . 


als.” Price cutting is easily 


number one gripe (one 
words with three ex 


clamation points 


follows these 
, with foreign im 
ports (particularly machines, tools 
the 


fined techiiques to measure 


and steel need for “more re 
cus 
tomer and product profitability”, 
high personnel turnover, fixed mat 
gins and 


zooming ope rating costs 


also listed. ‘Tightened control over 
inventory investment, installation of 
hudgeting, 
better 
pronht 


often cited 


ofhce machinery, 
market 


sales traiming and product 


new 


potential studies, 


ability studies are most 


ost control measures 


Middle Atlantic 

aM the reasons advanced by 
respondents for the exceedingly 

bright outlook in ’60 out of 


hve expect sales to increase by at 


four 
least 10% over 1959) are: “no major 
strike foreseen”; 
the 


fense’’; 


“more spending by 
Federal Government for de 
“possible price increases” 


more specialization in product 


lines”; “strong optimism”; “consider 


able expansion activity” and “pro 
Listed 


problems include foreign competi 


posed capital expenditures 


tion (“and don’t look for protective 
tarifts”’ 


higher payrolls and traveling costs 


warns onc respondent 
“tight” money, price competition, 
the shortage of “intelligent, capable, 


resourceful” personnel and the need 


to “get across the idea that distrib 
utors can be as good businessmen as 
manufacturers’. Positive measures 
which distributors will take to real 
ize their expectations include taking 
on new salesmen or revising sales 
44% 


inventory 


territories tightening control 
64% 
continuing product 
48° ) making 
é 


market potential studies 36% ), in 


ove! investment 
initiating, OTF 


profitability studies 


stalling new office machinery (28% 
Costs 24' 


up functional accounting (5% 


budgeting and setting 


South Atlantic 
e OUTLOOK in 1960 is optimistic, 
with the 


queried expecting a decline in sales, 
HU « 


none of distributors 


expecting at least a 5% in 
crease, and 20% anticipating an in 
crease from 15% to 20% over 1959 


lurniture, textile and electronics 


should come on strong in 1960, say 
distributors, with paper, mining and 
industries definitely 

Exactly half of the 


respondents list “price cutting” 


metalworking 
on the upswing 
par 
ticularly for large accounts) as the 
major problem in ’60, with the tend 
for suppliers to sell direct o1 
ip distributors indiscriminately 
Other 


major problems listed include high 


nning a close second 


taxes, reduction of cash discounts, 
foreign imports, the high cost of 
vork 
profit margins, and “lack of initiative 


ind 


papel and labor, inadequate 


enthusiasm.” Facing up to 


these problems, six out of ten re 


spondents will undertake, or con 


tinue, product profitability studies 


and tighten control over inventory, 
40% expect to increase sales forces 


or revamp Salesmens’ territories, 


35°@ will budget expenses, 25% 


will imitate product profitability 


studies and a like percentage will in 


stall new ofhice machinery 


East North Central 


F WER STRIKES, the desire to hold 
prices, (and conversely, price in 


creases) more capital 


optimism 


spending, 


general and increased 
or booming-activity in steel manu 
facturing and fabrication, automo 
tive, appliance, electric-electronic, 
paper, transportation, construction, 
machine tools, food processing, and 
tool and die industries are among 
the reasons cited by respondents for 
an average anticipated sales rise of 
1960. Among the stickier 


problems anticipated in ‘60 are ns 


11% in 


Ing Operating costs, price competi 
tion, overdistribution, (“the manu 
facturer that 
he ships excess numbers of direct 


must realize when 
shipments, and allows non- or small 
stocking jobbers, he is handing the 
non-stock boys at 15% extra 
skimpy margins, better 
collections, small order processing, 


least 
discount” 


inflation, “freight absorption by dis 
tributors,”” proper inventory control, 
taxes, tight money, personnel turn 
over, direct selling and unstable 
price quotations. 

Anticipated countermeasures 1n 
clude more aggressive selling with 
expanded sales staffs (“we're empha 
sizing 22 blue chip lines”) tighter 
control over inventories and credit, 
installation of office machinery (one 
distributor is installing a RAMAC 
product profitability studies (by 
33% of respondents ), market poten 
tial studies (22% ), and installation 


of materials handling equipment 


West North Central 
LTHOUGH the outlook is generally 
bright—most respondents expect 
sales to rise from six to ten per cent 
in ‘60—there are some reservations. 
lor example, the farm problem (de 
fined by one distributor as “too little 
profit and too many farmers’) will 


More Regional Roundup > 
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Regional Roundup (Cont'd) 


have a continuing effect in such in- 
dustries as food processing and farm 
equipment, which might be com 
pensated for by increasing diversi- 
fication in these industries and 
perked up demand for steel and 
steel products. On the other hand, 
such industries as electronics, elec- 
trical manufacturing, steel, automo 
tive and sand and gravel are defi 
nitely on the upswing or booming. 
'hree major problems—price com- 
petition, tight margins, and high 
operating costs—are summed up by 
one distributor in one sentence: 
We must bring about an under 
standing with our factories that an 
industrial 
with a 


distributor 
1O% 
exist 
distributor’. 


cannot exist 
earning and factory 
without the industrial 
Other problems listed 
“Increasing 


can't 


include transportation 


costs—particularly outgoing”, 
eign competition”, 


“for 
“collections”, 
“inventory control”, and “getting 
good salesmen.” Solutions? One 
typical distributor is installing more 
efhcient materials handling equip 
ment and improving paperwork pro 
cedures, and at third are 
taking on new salesmen, tighten 
ing control 


least a 
over inventory invest 


ment, initiating product profitabil 
ity studies. 


East South Central 


A I. RESPONDENTS anticipate a sales 
upturn in 1960—with estimates 
ranging from 8 to 25°-—if only be 
cause “conditions should be much 
better with the steel strike ended.” 
Reflecting this optimism, distrib 
utors expect such industries as alu 
minum, zinc, coal, marble, and ce 
ment to definitely perk up, while 
lumber, steel, paper, textile and syn 
thetics boom. Major problem—as 
usual—is price competition, partic 
ularly from short line and “outside” 
firms (“buyers look at the price sav 
ing and fail to consider they cannot 


get service 


these firms’’). 


Other problems include 


from 
getting 
good personnel—and keeping them 
satished,” controlling inventory to 
meet industry needs and still show 


a profit, and “keeping operating 


108 


costs in line with profits.” ‘To meet 
these problems, half the distributors 
queried expect to tighten control 
over inventory 
many 


investment, while 


anticipate more aggressive 
sales training and promotion pro 
grams and a third will initiate mar 


ket studies. 


West South Central 


A” RESPONDENTS see a sales up 
swing in 1960, with estimates 
7x6 


ranging from 4+ to 25% 
age of 11%. 


for an aver 
I'rue, the oil and air 
craft industries are “down” (thanks, 
say distributors, to foreign imports 
and the emphasis in missiles), but 
surging activity in such industries 
as electronics, metal fabricating, 
petro chemicals, automotive, heavy 
construction and grain should more 
than pick up the slack. Major prob 
lems _ include “too 


distributors,” 


small orders, 


many non-stocking 


spiralling operating costs, foreign 
competition, “tight moncy, “get 
ting qualified personnel” (especially 
“ingenious” salesmen) price cutting 
“Eastern and Midwest distributors 
are outbidding us,” groans one re 
spondent), inventory control and 
the trend blanket orders 
(“which in itself might not be bad, 


but tends to set off price cutting” 


toward 


Countermeasures include more ag 
gressive selling (“we're trying to do 
a better job with key lines’) and, 
in order of the number of distrib 
utors listing them, tighter inventory 
control, product profitability studies, 
budgeting, expanded sale forces, re 
vamped sales territories, market po 
tential studies, installation of office 
machinery, 


functional accounting 


and installation of materials han 


dling equipment. 


Mountain 


ISTRIBUTORS queried anticipate, on 
D the average, a 9% 

sales in 1960, with no industry really 
in the doldrums (although some 
agree that tight money will cut hous 
ing construction, and low prices for 


increase in 


base metals will continue to plague 
the mining industry). Best markets 


—which distributors believe will con 
tinue to expand because of the bet 
ter than average population growth 
in this area—include electric util 
ities, industrial and commercial con 
struction and missiles. Major prob 
lems include rising costs, a shortage 
of “willing, eager-to-learn employ 
ees”, low margins, “invasion of for 
eign goods,’ and the “failure of 
suppliers to eliminate non-stocking 
type distributors who conduct an 
opportunistic type enterprise.” Ma 
jor emphasis in 1960 will be on 
reducing internal costs (“we're cut 
ting out all reports that are interest 
ing but not useful’), eliminating 
unprofitable lines and customers, 
tightened control over inventory in 
vestment, deeper market penetra 
tion, tighter credit controls and im 
proved sales training. 


Pacific 


VERALL, distributors in this area 
0 anticipate an average ‘60 sales 
increase of 8 per cent, although 20 
per cent of respondents—mostly im 
the Washington-Oregon area—An 
ticipate no increase at all. “Slump” 
industries—including mining (par 
ticularly lead and zinc), shipbuild 
ing, and aircraft—will most likely 
be balanced by increased—or boom 
activity in missiles, electronics, met 
alworking, lumber and agricultural 
industries, agree most distributors. 
Major problems include getting, and 
Ve're 
using every professional service avail 
able’), price competition, the tend 
ency for many firms to buy direct 
or on a blanket order basis, high 
labor costs, low-cost foreign imports, 
“more credit risks”, tighter margins 
(“Price structure doesn’t reflect 
value added’”’) and small orders. ‘To 
improve profits, one distributor em 
ploys a full time “profit-improve 
ment team” to analyze and stream 
line operations, and at least half of 
the respondents plan to install new 
office machinery, undertake prod 
uct profitability and market poten 
tial studies expand sale staffs, and 
tighten control over inventory in 
vestment. 


training, effective salesmen (“ 
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COTTER PINS 


“NAT” STANDS OUT 


with uniform high quality 


You sell satisfaction when you sell National fasteners. Rigid quality control assures 
uniformly satisfactory performance of all products in National’s most complete line. 
This product superiority is reflected in National’s smart red and black packaging. It 
can brighten your fastener shelves and make your stock handling easier at the same 
time. Labels are color-coded for at-a-glance identification and printed for quick off- 


the-shelf selection of the size the customer wants. 
Standardize on National fasteners—you’ll always be 
sure that this most complete, high-quality line will ' Nitlenal 
stand out in product performance and sales appeal. y) 
aie > ) 
Ask Your Distributor... He Knows o$ 


on & | lp | 
THE NATIONAL SCREW & MFG. COMPANY iF as | VA ee TT sits 
CLEVELAND 4, OHIO aed 
Pacific Coast: National Screw & Mfg. Co. of Cal. d 
3423 South Garfield Ave., Los Angeles 22, Cal. 
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Compared with 
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Compared with 


November 1959 
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Supply Sales Trend 


Final Figures for December 1959 





December 1959 
Compared with 


November 1959 


December 1959 
Compared with 


December 1958 


Jan.-Dee. 1959 
Compared with 


Jan.-Dee. 1958 





NEW ENGLAND: 
Conn., Me., Mass.. 


N. H., R. 1., Vt. (33*) 


+ 9% 
— 3% 


Bridgeport-Hartford-Spring- 


field Area 


MIDDLE ATLANTIC: 
N. J., N. Y., Pa. (58) 


+12% 
—- 1% 


Metropolitan New York- 


northern New Jersey 


Western New York: Buffalo- 
Rochester-Syracuse-Bing- 


+17% 


hamton 


Philadelphia-Trenton-W il- 
mington Area 


+ 7% 


Pittsburgh-W heeling +24% 


Youngstown Area 








+22% 


+13% 
+2] % 
+ 6% 
+27% 
+20% 


+31% 








+24% 


+24% 
+16% 
+12% 
+15% 
+19% 


+21% 
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“Blue Ribbon’ rating for profitability 
given to Yarway line by Republic Supply 





all | 


. ' 4 John J. Pike (left) 
ey matesil President of Republic 
o* Supply Co. of California, 

b | | discusses a stock order of 
; A “ ial . Yarway Impulse Steam 
at ‘ : . Traps and Strainers 

see ™ : with Manager of Purchases 

H. M. Giller. 





‘44 


oedtl dd i “a » | i= 


Republic Supply Company of California are one of the leading distributors nationally 
who have been checking the “‘profitability”’ of their lines. Their findings on the Yarway 
line of Impulse Steam Traps and Fine Screen Strainers :— 


“Yarway fits the ‘Blue Ribbon’ status—not only because of the profit margin, but also 
because of higher value per sale.” 


Republic has handled Yarway steam traps and strainers since 1951, likes Yarway’s 
policy of selective distributorships because it affords Republic salesmen an opportunity to 
do product selling. 


While steam trap and strainer business is highly competitive, even new prospects know 
the Yarway name, respect its reputation for high quality. Yarway line complements other 
pipe, valve and fitting requirements, and is often used as a “‘leader” to selling these other 
related products. 


Note: Do you want to know more about the Yarway line and Selective Distributorship 
policy? Write 


YARNALL-WARING COMPANY, 100 Mermaid Avenue, Philadelphia 18, Pa. 


2 Good way to 
Ache Atcam trapr ¥ 


OVER 1,300,000 YARWAY IMPULSE STEAM TRAPS ALREADY SOLD. 
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December 1959 
Compared with 
November 1959 


December 1959 
Compared with 
December 1958 


Jan.-Dee. 1959 
Compared with 


Jan.-Dec. 1958 





EAST NORTH CENTRAL: 
Iil., Ind., Mich., 
O., Wis. (89) 


Indiana 

Wisconsin 

Chicago Metropolitan Area 
Detroit-Toledo Area 
Cleveland-Akron-Erie Area 
WEST NORTH CENTRAL: 


la.. Kans., Minn.. 
Mo.. Neb.. N. D., S. D. (24) 


Kansas-Western Missouri 


SOUTH ATLANTIC: 
Del., D. C., Fla., Ga., 
Md... N. Cu. S. Coy V Ges 
W. Va. (37) 


EAST SOUTH CENTRAL: 
Ala., Ky., Miss., 
Tenn. (15) 

WEST SOUTH CENTRAL: 
irk., La., Okla., 
Tex. (33) 


Houston 


Dallas-Fort Worth 
MOUNTAIN: 
Ariz., Colo., Id., 


Mont., Nev., N. M.., 
Ut, Wyo. (12) 


PACIFIC: 
Cal., Ore.., 
Wash. (43) 


Los Angeles-San Diego Arez 
Oregon 


Washington 





+ 8% 
+ 6% 
+ 3% 
+ 2% 
+17% 
+12% 


— a 


+ 1% 
+ 1% 
-11% 


+> 4% 
—-11% 


+ 9% 
- 3% 
+ 3% 


+ 3% 
+ 8% 


— 2% 





+16% 
+ 7% 
+19% 
+19% 
+19% 
+27% 


+ 7% 
+11% 


+14% 


ss 1% 
+17% 


+21% 
+22% 


+ 4% 


+ 1% 


— 6% 
+18% 
+ 1% 





+30% 


+23% 
+28% 
+36% 
+36% 
+27% 


+16% 
+11% 

+14% 

+12% 


+21% 


+16% 
+28% 


+19% 


+17% 


+ 9% 
+32% 
+16% 
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CARBIDE 
BLANKS 


|} INSERTS 


BRAZED 
TOOLS 


...wanna get off 


the hook? 


... but there’s no need to let tooling demands 
put you ‘‘on the hook.” V-R Carbide. . . 

plus V-R Tantung . . . plus Ceramic VR-97 

.. . plus the best in toolholders form an 
unbeatable combination for machining 
practically any material at any speed. 


Today’s complex production picture makes it 

difficult for many distributors to have 

the right cutting tools available at the right 

time. Only as a V-R distributor can 

you supply the widest range of cutting tools 
. and you simplify your ordering, 

stocking and pricing by dealing 

with only one source. 


A choice territory may be open in your area. 
Write for complete information. 


CREATING THE METALS THAT SHAPE THE FUTURE 


VASCOLOY -RAMET 


880 MARKET STREET . WAUKEGAN, ILLINOIS 


TANTUNG Am TOOLHOLDERS - : < FACE MILL 
SOLID TOOL BITS OOF SOLID BASE <-.- CUTTERS 
CUT-OFF BLADES YY AND ! WITH 
TIPPED TOOLS 


1 ELEVATOR Ae THROW-AWAY 
CAST-TO-FORM \- TYPE . ae INSERTS 
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The Outlook for Business 


By The Economics Department, McGraw-Hill Publishing Company 


Government Budget Fiscal 1961 


HE MOst important news of the month, as far as 
Tiss business in the United States is concerned, 
omes m a large, dully written document, entitled 
the “Budget of the United States for Fiscal 1961.” 
[his presents the plans of the Eisenhower Adminis 
tration for achieving a substantial surplus during its 
last vear in ofhce 

\s you know, Fiscal 1961 is the vear beginning Jul) 
|, 1960, and ending June 30, 1961, six months after 


\iIr. Eisenhower leaves office 


| lowever, since our federal government moves slowly 
in all matters, what happens in federal finance over 


this relatively long period, depends on how the Demo 


rat-controlled Congress handles the Budget presented 
by the President and Robert Anderson, Secretary of 
the ‘Treasury. Hence, it will pay to examine carefull 


hat Messrs. Eisenhower and Anderson are proposing 


Budget Surplus For Dollar Stability 


lhe Budget calls for the federal government to col 
ect $6 billion more in revenues than it pays out for 
expenditures, the largest 


[his surplus is important because it symbolizes a new 
forces that are likelv to give the United States 


b] bility of both prices and pro 


ish surplus in several vears 


Crapdly greatc! 
over the next few vears than anyone had 
v, this push for stability comes 


time when many people expected inflation 


1 good 


push from the recent steel strike 
enters around the reported 41] « 
1 by the steel workers. But a 


that the steel settlement is less 


inflationary than first thought The costs are con 


iderablv less than the 1956 settlement Also money 


redit are too tight. ‘lhe Federal Reserve's strict 
1 sense, compulsory, in order to 


unst the withdrawal of foreign 


Bud yomuses to restrain inflation simply 
takin MO! none 


out of the cconomy via taxes 


+] ’ ] | 
hand 7] 1] aeral 


W hat 


pending 
dent proposed in his message to 
1 St billion surplus in the “administrative 
which totals up the revenues of the various 


idimuinistrative dlepartments But since there would 


be additional surplus collected by various government 
trust funds for social security, highwavs, etc., then ac 
cording to this Budget, the federal government would 
collect nearly $6 billion more than it spends 

It is believed, particularly in Wall Street, that the 
surplus will not only counter business and consumer 
credit, but will actually knock inflation dead, if not 
cause a little deflation before Fiscal 1961 is over. Such 
was the case when we last had a large cash surplus in 
1956-1957. 

In view of some other developments, notably the 
lessening but still significant push exerted by wage 
agreements as in the steel industry, a large anti-infla 
tionary surplus, or at least the proposal of such a sur 
plus, may be exactly what is needed now 

Uhe history of past attempts to keep Congress from 
spending all the available tax revenue suggests that 
such attempts had better begin early if they are to 
have any success, especially in election veat Ihe 
President, as he showed in 1959, can use his veto to 
block any wild spending schemes. And he is putting 
Congress on notice that he will use his veto power 
again 1f necessary 


Congress Ready In Case of Surplus 


If Mr. Eisenhower's budget medicine proves too 
strong, there will be plenty of antidotes, that is pro 
posals for more spending or for tax cuts, in both this 
Congress and the next one. What seems important 
is that the federal government is moving strongl\ 
iwainst inflation now, hence making it extremely difh 
cult for a speculative boom to get going in 1960 

While there is no doubt about the Administration's 
objective, or its determination to get there, the exact 
numbers used in the Budget for expenditures and 
revenues remain pretty much of a guessing game. ‘The 
President may have underestimated some expendi 
tures, notably defense and post office. Also Congress 
nay not renew all the excise taxes, as Mr. Eisenhower 
isked. On the other hand, he appears to have under 
estimated income tax receipts. Depending on how 
all these items work out, the cash surplus might be as 
little as $5 billion, or as much as $7.5 billion. But in 
any case, it will be large, if Congress accepts Mr. Eisen 
hower’s basic program. 
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Stanley Cold Chisels 
and Punches 


a 9 NEW QUALITY LINES 
<— i JOB-TESTED FOR INDUSTRY 
RS SOURCE TO SUPPLY ALL 

YOUR CUSTOMERS’ NEEDS 


Using a Stanley Center Punch to accurately and swiftly 
locate holes before starting drilling job on iron plate. 


Quickly cutting off large rivet head with one 
of Stanley's precision-made Cape Chisels. 


700 Highest quality service tools built 
for mechanics and industrial us- 

LINE ers. Alloy steel, hexagon stock. 
Midnight blue with polished land 
and bit. 


400 Quality tools made to sell at com- 
petitive prices. Hi-carbon steel, 

LINE square stock. Chrome-plated 
finish with polished bit. 


Stock the full line. Stanley offers you one 
source of supply to fill all your customers’ re- 
quirements. Immediate shipments from New 
Britain, Conn. Ask for new salesman’s cata- 

Choose from the most complete line of quality chisels and log page. Write: Stanley Tools, Div. of The 
punches—80 types and sizes for all your requirements. yee rae Dept. 4803, New Britain, 
onnecticut. 


RICA BurLOS BETTER ANDO Lives BETTER withH STANLEY 

—Sy dod trademark distinguishes over 20,000 quality products of The Stanley Works, New Britain, Conn.—hand ont 7 electric 

= * builders hardware * industrial hardware * drapery hardware * avtomoatic door controls * alumi do 

prings * coatings * strip steel © steel strapping—made in 24 plants in the United States, Canada, England ad Soume 
CANADIAN PLANTS: HAMILTON, ONTARIO AND ROXTON POND, P. Q 





REG. U.S. PAT. OFF 
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what's new 


in supplier 


BUSTER KEATON stars 
t f Wholesalers’ me Th 


as deadpan devil in National Associa- 
Devil to Pay 


Piqued becaus¢ vows vengeance, su 


a misguided Earth missile plunges into his planet “Haydes,” he 
eeds in snarling Earth’s distribution system 


Middleman" Myth Attacked 


In New Wholesaler Film 


i National Association of Whole 
salers has produced a 16mm. black 
ind white sound movie depicting 
the role of wholesaling in the U.S 
Vitled “The Devil to 

film stars old-time come 
dian Keaton as 
] 


devil bent on destroving the 


econom\ 
Pay,” the 
Buster a vengeful 
“mid 
dleman.’ 

According to the NAW 
was produced for T\ 
clubs, and other 
the attitude 


ing is a costly parasitic pursuit 


the film 
audiences, 
SCTVICE groups to 


counter! that wholesal 


Misguided Missile 


I'he film story is a fantasy telling 
what happened to Explorer II, the 
satellite rocket that disappeared and 
presumably disintegrated. Actually, 
according to the NAW film version, 
Explorer II plunged into a small 
planet “Havdes,” home of the Devil 


116 


So piqued is he by this intrusion, 
the Devil vows to show the people 
of Earth 
reckoned with. 


He 


group that is determined to elimi 


he is still a force to be 


stumbles into a ladies’ civic 
“middleman,” and they un 


aid. At this 
point, the film reviews the wholesal 


nate the 


wittingly enlist his 


ing function in some detail, both 
for the benefit of the viewing au 
dience and of the devil, himself. 
Realizing the wholesaler is a key 
link in the 


devil clever 


modern distribution, 


discovers a fiendishly 
way of striking back at Earth. Thus, 
he uses his power to persuade prac 
the 
their Congressmen, urging them to 
Washington, 


of course, yields to the people’s will, 


tically whole nation to write 


eliminate middlemen 
and chaos ensues. 


Manufacturers install new and ex 
pensive packaging equipment, cler 


INDUSTRIAL DISTRIBUTION ¢ MARCH, 1960 


ical and credit personnel overload 
payrolls, shipment are delayed for 
credit investigations and clearances, 
skyrocket, 
tomer relations disintegrate, the in 


distribution costs cus 
troduction of new products ceases, 
sales staffs 


S1ZC, 


to unmanageable 
flare as 


grow 
tempers customers 


queue up for scarce sizes, etc., etc. 


Devil’s Come-uppance 


Finally, the public rebels at the 
ridiculous late 
Retailers are ruined and their busi 


situation—but too 
nesses captured by a few huge op 
erators demanding exorbitant prices. 
Ihe country sinks in despair, but 
then the devil is tricked into per 
forming another miracle which re 
stores the wholesaler. 

The NAW say the film can also 
be used for employee and customer 
indoctrination. 





Lunkenheimer, Pacific Valves 
Team Marketing Efforts 

C.. 
Valves, 


will 


Lunkenheimer 
and Pacific 
Beach, Calif., 
sales efforts in California 


Cincinnati, 
Inc., Long 
combine their 
Because 
their valve lines are “complementary 
the 
firms decided to work together in 
Pacific 


tures stainless steel valves 


rather than competitive,” two 


developing sales. manufac 


\ statement issued jointly by the 
“Pacific 


tain complete warehouse stocks of 


two firms states will main 
their own products and Lunken 
heimer products in Long Beach and 
San Francisco and sales organi 
zations will work together to render 
efhicient sales and technical services 
to California distributors, users, and 
prospects for their products 
Ducommun Metals & Supply Co 
and Metropolitan Supply Co. of 
Angeles, and Marshall-Newell 
Supply Co., San Francisco 
time Lukenheimer distributors 
Pacific 


Lunkenheimer 


Los 
long 

will 
Other 


else 


now Carry valves 


distributor 
where in the country are expected 
to be handling Pacific valves, accord 
ing to company sources 

New distributors will be enrolled 
California 


two firms are 


in “strategic” 
where the 


locations 


not pres 


ently represented 


Pop Rivets Buttons Up 
Case for Distributors 


Where 


manufacturer's sales program? Esp« 


do distributors fit in a 
cially when the firm’s product is a 
hit in the market and 
plenty of sales leads? 


there are 
There’s a temptation, says 
Charles E. Heilig, Jr., sales manager 
of the Pop Rivet Div., United Shoe 
Machinery Corp., Boston, to decide 
against distributors in this instance, 
“and keep the sales and profits in 
the family.” 

But in Pop Rivet’s case, says 
Heilig, the firm found that a net 
work of distributors provides that 
“second wind,” enabling the manu 
facturer to achieve thorough cover 


We chose 


regretted 


Riv 


distributors—never 
t ays Charles E. Heilig, Jr., Pop 
D iles manager. He show it 


trator kit for distributor 


age and immediate attention to 


hot’ 
Pop rivets were first introduced 


in the { 


prospects 


S. in 1953, and received im 
mediate acceptance from many basic 
for 


Nevertheless, Heilig says, 


industries its “blind” fastening 
reature 

ill of the marketing genius in the 
the 


can’t sell a product which 


world and largest distributor 


1 


network 


trends and 





sales aids 


doesn’t prove its advantages.” 

Accordingly, Heilig set up expe 
rienced fastener salesmen in key 
areas. Sales promotion activity cen 
tered on advertising and publicity 
beamed at design and production 
engineers. Result: more leads than 
salesmen could handle. Demonstra- 
tions at trade shows and direct mail 
campaigns added to the deluge. 

\t this point, the company had to 
decide whether to extend its own 
field force or sign up distributors. 
“We chose the 
Heilig. “And we never regretted it.” 


latter course,” says 

I'he field men were instructed to 
set up new distributors, and when 
thev were trained and stocked they 
took the Sales 
doubled the first year of the distrib 


ove! sales leads. 


utor program—‘“and have doubled 


every vear since.” In some areas, 


distributor sales account for 90% 
ot the gTOss 

Now promotional effort is aimed 
ilmost entirely at distributor sales 
men. Pop Rivet’s own sales engi 
neers spend most of their time work 


ing with and training these men. 


—_ 


(Continued on page 268) 





Distributor Salesman’s “Wind-Saver” 


ALLIS-CHALMERS Mfg. Co., 


Milwaukee, has developed this transparent plastic model] 
for salesmen selling compressors to industry 


Ihe device, says A-C, enables a salesman 


to demonstrate the compressor’s stator blade control feature “without going into a windy 


discourse 


pressor 1s in operation 
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The 50-lb. model has a handle for showing blade angles while the com 
Degree of blade angle change registers on a scale on the base. 
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To Norton Distributor Salesmen: 


NOW... 
right in your pocke 


Always an indispensable sales tool, the 
Norton Distributors’ Manual is now packed 
with more selling power to the cubic inch 
than ever before. 

Through the years, this recognized ‘“‘Book 
of Abrasive Knowledge’”’ naturally grew to 
be larger and heavier than any big city 
phone directory. Today, retaining every es- 
sential sales fact it ever had, it has been 
tailored to fit right into your pocket and 
right into your program for giving customers 
the right answers to tough questions. 

The new Norton Distributors’ Manual, 
just one item in a steady stream of selling 
aids, shows you how packing power as com- 
pactly as possible can be a modern miracle 
in engineering sales as well as products. It 


New Norton Manual 
is the most compact, 
most powerful 
“Book of Abrasive 
Knowledge’’ 

ever printed. 


also shows you how Norton keeps way out 
front in sales by pioneering the latest ad- 
vancements in distributor relationships. 

The Norton Distributor Advisory Coun- 
cil, composed of rotating memberships from 
distributor firms, meets regularly in Wor- 
cester to discuss strategy with Norton 
management. Norton distributor salesmen 
attend the school of grinding at Norton 
headquarters. A wealth of printed matter, 
including Grits and Grinds, the nationally 
known Norton technical magazine, is sup- 
plied to distributors and to their customers. 
And the Norton Sales Agreement backs 
the cooperation that benefits all who share 
in it. NORTON COMPANY, General Offices, 
Worcester 6, Massachusetts. 


ABRASIVES 


W-1960 


75 years of... Making better products 


. to make your products better 
NORTON PRODUCTS: Abrasives + Grinding Wheels + Machine Tools - 


Retractories + Electro-Chemicals — BEHR-MANNING DIVISION: Coated Abrasives + Sharpening Stones + Pressure-Sensitive Tapes 
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MeCalla 
MeCalla, Wells Join 


Industrial Supplies, Inc. 


Raymond G. 


Raymond G. MecCalla, president 
of J. E. Dilworth Co., 


lenn., for four years, resigned and 


\lemphis, 


was named president of Industrial 
Also 
going from the Dilworth company 


Supplies, Inc. of the same cits 


to Industrial Supplies was Max I 
Wells, as executive vice president. 
Mr. Wells was vice president of 
sales at Dilworth’s 

Mr 
years, succeeds R. D. Van Dyke, Jr., 
is president of Industrial Supplies 
Mr. Van Dyke retired after 29 vears 
with the firm. Mr McCalla was a 
salesman, branch manager and ex 
ecutive vice president before becom 
ing president of the Dilworth Com 
Mr. Wells had 


Dilworth for 22 vears 


pany with 


been 
Interest 


MeCalla and Mr. Wells 


financial 


Financial 
Both Mr 


have a 


Own 


interest in Indus 
Other 
ficers of Industrial Supplies, Inc. are 
John R. Rother Fletcher B. 


Perry, vice Ellis 


Palmer 


trial Supplies, Inc new of 
and 
presidents and 
Ihorn, secretary-treasuret 
is Chairman of the 
board of directors 

Mr. McCalla is a member of the 
Southern Distributors’ 


Association executive committee. 


Brown remains 


Industrial 
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McCalla, with Dilworth 26 | 


* NEWS « 


Henry Hamscher Jr. 
Fitler Vice President 
Retires After 56 Years 


Henry Hamscher, Jr., vice presi 
dent and secretary of The Edwin 
H. Fitler Co., a division of Colum 
bian Rope, retired 

NIr. 


the company since 


associated with 
1903, will con 


tinue in a consulting capacity. 


Hamscher, 


Henry Hamscher’s 
14 vears short of his father’s record 
945 atter 
hese two men were pré 


Adam 


who retired in 70 vears 
of service 

ceded by 
the 
Vhis brings to 106 the num 
the Hamscher famil\ 
has been with Edwin H. Fitler Co 


Hamscher 
joined 
1854 


ber of vears 





Norwalk Named A Director 
Of Star Machinery Co. 


Star Machinery Co. Seattle, 


of the firm. He is presently general 
sales manager of the company. 

Mr. Norwalk joined the company 
in 1951, 
equipment 


1952. 


and became industrial 


division manager in 
In 1956 he was appointed 
Seattle district sales manager, and 
in 1958 general sales manager. 


Mr. Norwalk 


branch manager for | 


formerly was a 


. S. Starrett 











Robert J. Norwalk 
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56 vears falls | 


who 
Hitler organization in | 


named Robert J. Norwalk a director 
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George W. Steinmetz 


Pratt & Whitney Appoints 
Distribution Manager 


W. 
pointed manager of industrial dis 
tribution for Pratt & Whitney Co., 

West Hartford, Conn.), it 
announced by James H. W 


Conklin, general sales manager. 


George Stemmetz was ap 


Inc., 


Was 


\ nationally known manufacturer 
of precision machine tools, gages 
and cutting tools, Pratt & Whitney 
previously made all of its products 
available to customers on a direct 
basis through its own sales represen 
tatives operating from Pratt & Whit 
ney branch offices. 

The appointment of Mr. Stein 
metz marks one of the first steps in 
Pratt & Whitney's plans to sell its 
cutting tools and conventional gages 
through selected industrial distribu 
tors. 

Mr. Steinmetz has many years of 
practical experience in _ selling 
through industrial distributors. He 
for 
and prior 


formerly was sales manager 
W. H. Nicholson & Co., 
to that was assistant sales manager 
for Standard Tool Co. 





Triple Mill Convention 
I'he 


Convention is scheduled to be held 
at the Conrad Hilton Hotel in Chi 


cago, Illinois, May 23-25. 


Triple Industrial Supply 





Wellford Assumes 
Dilworth Presidency 
Davis, Richardson Promoted 


Walker Wellford, Jr., chairman 
of J. kt. Dilworth Co., Memphis 
lenn., has assumed the presidency 
\Ir. Wellford, a 
principal owner of the firm, 
Raymond NlcCalla, 
signed to accept the presiden Vv of 
city 
the 


all 


of the ¢ ompany 
Suu 


ceeds who re 


Industrial Supplies, of the sam« 
Keith I. Davis, who 


hrm in 1946, and became sales 


joined 
igcr recently, was promoted to gen 
cral Managel 
1). Richardson. for 
Dilworth br hi 

Vicksburg 


chasing 


il} 
Nh 
until 


md 
went hi 


omcc 


or inte 


pomtment as 
1} imed Managcl 
ThonsS 


Nii 


tion ot 


Wellford will retain th 
hairman of the compan 
Ninth Annual Courses 


Arranged By NAW 


lhe National \ss 
W hok ilers moun ed 
ot 


nual 


Ni 


hxecutive 


wrangements for it 


W holesal« 


igement Courses to be he 


\lan 
m three 
leading university campu 

Lhe Ohio State | 


ot Commerce 


1hIV¢ 1v' 

lege ind Admunisti 
12-8): the I 

I he W harton S hool 


ind 


tion (June 
Pennsvlvania, 
Commer June 
Standford 
School « 
1-17 I] 


COUTSCS 


| Mince 
19-25); 
the 


“ ptember 


ind 
Graduate 


sent the 


Sylvania Named Viebranz 
Marketing Vice President 

Alfred C. Viebranz 
vice president of marketing services 
of Sylvania Electric Products, 


a subsidiary of General ‘Velephone & 


1} imed 


was 
Inc . 
Electronics Corp 


Mir 


sibility 


Viebranz will have 
fol 


services including 


respon 
corporate 
advertising, sales 
promotion, market research, distri 
bution and _ sales 


Services manage 


ment development 


marketing | 


| Skil Appoints DeBacher and Beauregard 


| 


| 
| 
| 


J. R. DeBacher 


DeBacher was ippointed 
ice president and Charles 
rard Was 
Skil 

DeBacher 
nt of the Speedwa 


ho 


ippointed treas 
Corp 


vas executive 


th 


vice 
Division 
lool Co.. and 


president in the 


Power 


Dal 


had been 
ist April. He 1s 


regard omp 


a CCI 


Geo. Worthington Buys 
Schaberg-Dietrich 


Geo. Worthington Co 

nd purchased Schaberg 
Dietrich Co 
Michigan 


Uhe Lansing distributor, founded 


Hardware Lansing, 


in | 
in | 


mel 


23, emplovs ipproximately 100 
14 field sales 


including met 


and has 
All the 
h indis¢ 


by W 
\ll present Schaberg Dietrich per 


assets 


inventory were acquired 


orthington 
sonnel will be retained except five 
rctiring members, thev are: Simeon 
R. Dietrich, president; John H. Die 
trich, vice president; Martin J. Die 
trich, a director; William M. Die 
trich, Sr., Arthur R 


Schaberg, secretary 


treasurer, and 


Three members of the Schaberg 
Dietrich families will remain, they 
are: Robert W. Dietrich, who will | 
be president; his brother G. Walter | 
Dietrich, secretary, and Ernest W. | 
Schaberg who will continue as vice 
president of purchasing. 
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Charles R. Beauregard 


accountant and was 
Niven, Baile 
vears 
McConville, a director 
executive 


tified public 
with ‘Touche, 
Smart for 12 


Edwin B 


and 


and vice president, was 
named to the new post of executive 
Ic€ president of finance. 


Ralph KR. Brundett, 


treasurer, will assume the duties of 


formerl\ 


special advisor in financial affairs, 


vorking with Mr. McConville 





J. W. Minder Co. Elects 
Wagner President 


S. V. Wagner was elected presi 
dent of the J. W. Minder Chain & 
Gear Co., 
Ik. A. Minder, who resigned 

Mir 
with the firm for the past twenty 
Most he was vice 
president and manager of the Port 


Los Angeles, succeeding 


Wagner has been associated 


vears recently 


land, Oregon branch. 
Rodney 

trict acting 

manager of the Portland branch 


Anderson, Oregon dis 


sales manager, is now 





Marine Suppliers 
Announce Show 


lhe National 
Suppliers 


Associated Marine 
Association, announced 
that their second annual marine sup- 
plies and equipment show will be 
held at the Hotel Roosevelt, New 
York Citv, November 16-18. 

(he National Associated Marine 
Suppliers, Inc. is an association of 
marine manufacturers and suppliers. 
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Harold M. Tidwell 
Well Machinery Appoints 
Tidwell Sales Manager 
Harold M 


sales 


l'idwell was appointed 
manager of Well Machiner 
and Supply Co., Fort Worth, ‘Texas. 

Mr. ‘Tidwell has been associated 
with the industrial supply business 
for 29 years. He served previousl 
Kllfeldt Ma 


chinery and Supply Co 


is sales manager of 
, and as a 
vice president of the Oklahoma City 
Marshall Supply 


i.quipment Co 


division of and 


Hewitt-Robins Appoints 

Executive Vice President 
Ellis 

executive vice president of Hewitt 

Robins In Mr. Gardner 

in 1946 

1955, Mh 


the company 


B. Gardner was appointed 


joined 
the company 


Since Gardner headed 
foam products divi 


sion Prior to that he 


became con 
troller in 1950 and vice president 
ind treasurer in 1950. Before join 
ing Hewitt-Robins, he was associated 
with General Electric Co 
with Mi 


promotion, Pitt B 


Concurrent Gardner’s 


Harris was ap 


pointed acting general manager, 


foam products division, responsible 


tor operations of the polyurethane 
foam plant at Franklin, N. J., and 
the sale of all foam products made 
at Franklin and Fremont, Ohio. 

Mir. Harris started with the com 
pany in 1947 as a field 


He later became regional sales man 


salesman 


ager and then sales manager of the 


foam products division. 
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Edward R. Resch Named 
New Head Of Ohio Pipe, 
Valves, & Fittings, Inc. 


A new Cleveland distributor firm 
was established to distribute na 
tionally known brands of pipe, valve 
and fittings for industrial uses, under 
the name Ohio Pipe, Valves, & Fit 
tings, Inc. ‘lhe company will also 
handle fabricating of pipe and tub 
ing under the name Ohio Pipe 
Bending and Fabricating Co. 

Edward R. Resch, who recently 
resigned as sales vice president for 
the Sawhill Tubular Products Co., 
will be the president of the firm 
Mr. Resch’s father, E. G. Resch, 
will be and Mrs. FE. R 
Resch will be secretary. 


treasurer 


he family purc hased a plant con 


sisting of five buildings at 3900 
I'rent Ave., Cleveland, from the 


Pipe Bending & Machine Co 





Hajoca Corp. 
Adds Another Branch 


Hajoca Corp., Ardmore, Pa., brings 
to twenty-three the number of its 
operating branches with the acquisi 
tion of Crane Company's ‘I'renton, 
N. J. branch. 

With the purchase of real estate, 
inventory, furniture and equipment, 
Hajoca will now service the ‘Trenton 
area with a complete line of Crane 
valves through its 
branch located at 50 Escher Street 

EL. J. 


Crane’s 


and fixtures 
Bock, a former manager of 
lrenton branch, and more 
recently, manager of Crane’s Phila 
delphia branch, has been appointed 
manager. All former personnel of 
the Crane branch will be retained. 





Frank Zahniser Appointed 
Haverstick Sales Manager 


Frank §. Zahniser was appointed 
sales manager of Haverstick & Co., 
Rochester, New York. 

For the last five years, Mr. Zahn 
iser has been manager of Haver 
stick’s Niagara Falls branch. Before 
that he was a sales specialist with 


Grinnell Co. 





Clarence A. Warden, Jr. 


Warden Elected A Director 
Of Williams And Co. 


Clarence A. Warden, president 
and director of Superior ‘Tube Co., 
was elected to the board of directors 
of Williams and Co., Inc., industrial 
suppliers in Pittsburgh 

Mir. Warden, who is 


on other corporations as 


a director 
well, is 
president of Bryn Mawr Hospital, 
Pa., and chairman of the Hospital 
\ssociation of Philadelphia. 





Crane Co. Buys Swartwout 
Obtains 7-year Credit 


Crane Co. purchased the business 
and assets of the Swartwout Co., 


Cleveland manufacturer of elec 
tronic controls. 

Swartwout will operate as a divi 
sion of Crane Co. and will continuc 
under the guidance of Kenyon and 
Charles Swartwout. 

Ihe acquisition is seen as an im 
portant factor in advancing Cranc 
into the fields of automation and 


automatic valving 
17 Banks Extend Credit 
I’. M. Evans, Crane chairman, an- 
$45.000.000 
agreement with 17 leading banks. 
Che initial amount of $20,000,000 
will be borrowed for the acquisition 
of National-U. S. Radiator Corp. 
business. ‘The remaining $25,000, 


nounced a seven-yeal 


000 will be available during the next 
20 months for capital and expansion 
purposes. 
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Wilson, Dunlap & Noll 
Are New Sales Personnel 
At Steinman Hardware 

John D. Wilson, Thomas J. Dun 
lap, and William J. Noll, Jr., 


the 
sales personnel of Steinman Hard 


were 


introduced to directors and 


ware, Lancaster, Pa., at a_ recent 
dinner 


Mr. Wilson, the new 


sales 


industrial 
Hard 
resigned a product 
the Standard 
Pressed Steel Co., to accept his new 


manager of Steinman 


ware, recently 
managership with 
post 

Thomas J. Dunlap and William 
J. Noll, Jr Wil 


son’s salesmen 


, will round out M1 
staff of field 
along with Steinman veterans Al 
Groff and Wesley Davis 

Mr. Dunlap formerly was with 
Dodge Mfg. Co 
manager, as a district sales manager 
with Dayton Rubber Co., and 
worked with New Holland Machine 
Co 

Mr. Noll brings to his new job 


15 years of varied selling experience 


sales 


as Eastern district 


In addition, he 


agent for 34 


was a purchasing 
with the U.S 


Indiantown Gap 


vears 
Government at 
plus another 14 years experience as 
a wholesale buyer of plumbing and 
heating supplies 

J. Robert Moore, president of 
Steinman Hardware spoke to thos« 
“Tlow We Can 


Governmental, 


in attendance on, 


Local 


and 


Influence 


Commercial Industrial Buvers 
a Larger Percentage of 


Needs \rea 


l'’o Purchase 


heir Hardware rom 
Sources.” 

Mr. Moore outlined the steps of 
an aggressive sales program to safe 
guard and speed the circulation of 
business within thei 


MOrTe own 


area 





Foreign Steel Prices Down 


Foreign-made stecl, with its cost 
dropping one to two dollars per ton 
a week, may become competitive 
with domestic steel which soon will 
feel the effect of post-strike hidden 
increases, reports Purchasing Week, 
McGraw-Hill Publication 











Twenty Years Of Growth For R. B. Birge 


Nii res Mrs 
of R. B 
( OnN., 


de ade 


Ravmond B. 
Birge Co., Bridgeport, 
have just started their third 


2 ’ 
Birge, 


together in the industrial 
supply business 

Mr. Birge started his firm in 1939, 
working out of his own house, whil¢ 


Mrs. Birge took care of bookkeep 


ing and administrative work 

‘he Co. 
outside salesmen, a total of twenty 
employees 


Birge now has seven 
he company is com 
pleting an expansion program which 
has doubled the size of the ware 
ofhce facilities of the 


Bridgeport firm 


house and 





Riechman Crosby Hays Co. 
Plans 1960 Industrial Show 


Riechman Crosby Co.. 
Memphis, that 
final plans have been formulated for 
their 1969 Industrial Supply Show 
to be fourth floor of 
their building in Memphis from 
March 4-6, 1960 


hirtv-six manufacturers have re 


Hays 


l'enn., announced 


held on the 


served display booth space, and invi 
tations were sent to more than 5800 


peTsons 





Towne Industrial Equipment 
Elects Towne And Taylor 


F. I 


man of 


lowne was elected chait 
fowne Industrial Equip 

Dallas. Succeeding Mr. 
l’owne as president is Ernest ‘Taylor, 


Ji 


ment Co., 


Mr. ‘lavlor became associated 
with the firm in 1950 as a salesman. 
He was elected a vice president in 
1955, and a board member in 1956. 
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Chandler-Boyd Absorbed 
By McJunkin Corp. 


Chandler-Boyd, Pa., 
since 1957 operating as a wholly 
subsidiary of McJunkin 
Charleston, W. Va., has 
been completely absorbed, and will 
\MicJunkin’s Pittsburgh 


Leetsdale, 


owned 


Corp., 


operate as 
branch 

McJunkin is an independent dis 
tributor of tubular goods, valves, 
fittings and related items. Chandler- 
Boyd added more than 30,000 sq. 
ft. of warehouse space and two acres 
of pipe yard area in the Buncher 
Industrial District at Leetsdale. 

There are no changes contem- 
plated in personnel or sales coverage 
of the Leetsdale operation. William 
H. Beegle, Pennsylvania district 
manager for McJunkin, will now be 
in charge of the branch. 

McJunkin Corp., celebrating its 
40th year in business, plans to open 
a new branch warehouse this year 
in Cincinnati. 





W. D. Jenkins 

Elected President Of 

Wholesalers Association 
V 


saler, was elected president of the 
National of Whole 
salers 

The NAW 


national wholesale associations with 


D. Jenkins, electronics whole 
Association 
is a federation of 2] 
a combined membership. of 


10,000 wholesalers. 


Jenkins, president of Radio 


more 
than 

Mi 
Supply Co., Richmond, Virginia, is 


National 


\ssociation 


a past president of the 
Distributors 
and of the Electronic 


i lectronic 


Industrv Show 


Milwaukee Electric Elects 
R. L. Siebert President 


R. | 


ident 


Siebert was elected pres 


of Milwaukee 


succeeding his 


and treasurer 
Electric l'ool Corp., 
father A. F. Siebert 
January 11, 1960 

R. L. Siebert 


president and secretary of the com 


who died on 


was executive vice 
He and his father started the 
firm in 1924. Both were previously 
associated with A. H. Peterson Mfg 
Co., which they acquired in that 
vear. A. F. Siebert 
ind only president of the firm 

Other 
Lester H 


vho was elected secretary 


pany 


was the founder 
appointments included 
Erickson, vice president, 
and will 
continue on as 


general manager, 


ind Jack R. Jaeger, to comptroller 


ind assistant secretary and treasurer 


R. L. Siebert 





Hardware Merchants Honor Franz T. Stone 
| : fe 


Stone 


hairman, Jury of 


eives the 


Award 


Franz ‘1 
Ill 


enter) rec 


Looking 


\t the seventy-fourth annual ban 
quet of the Hardware Merchants & 
Manufacturers Association of Phila 
delphia, Franz ‘I’. Stone, president of 
Columbus McKinnon Chain Corp., 
was awarded with the Gold Medal 
and Scroll for 1960 


given annually to an outstanding in 


[his award 1s 


dividual connected with the in 


dustrv, who bv his activities has 


reflected credit upon American 
business. 

\t the banquet D. Rumsey Plumb 
of Favette R 
president, introduced the new pres 
ident, John R. Gnffith of Shields 
& Brother 

Other officers installed were: At 
thur P. Goldsmith, Wickwire 
Spencer Steel Colorado 
Fuel & Iron Corp., vice president 
Thomas A Sec 
l'reasurer. Newly elected di 


Edward K. 


I'rvon Co.: 


Plumb, Inc. retiring 


Division, 
and Fernley, Jr., 
retary 


I'rvon, 3rd, 


Ray P 


rectors arc 


Edward K 


Far 


1960 Gold Medal and Scroll from E. K 


n . 
on 1 


‘T ryvon, 


D. Rumsey Plumb retiring president 


Wim 
Supplee-Biddle 
Weber, Disston 


rington, Potts-Farrington Co.; 
Geo. Steltz, Jr. 
Steltz Co.; C. E. 
Division, H. K. Porter Company, 
Inc.; Fred C. Thies, Frank W 
Winne & Son, Inc.; and D. Rumsey 
Plumb, Fayette R 

Mi 


industry in 


Plumb, Inc 
Stone entered the hardware 
1934, after 


banking and finance. 


being in 


Ile served on the executive com 
of the 
Manufacturers 


mittee American Hardware 
Association and the 
Machinery 


American Supply and 


Manufacturers Association, follow 
ing which he was president of the 
former from 1954 to 1955; and pres 
ident of ASSMA from 1950 to 1951. 
He continues as an advisory board 
member of both organizations. 
During World War II and the 
Korean War, Mr. Stone served his 
country by working with the Office 
of Production Management and the 


War Production Board. 





W. H. Kiefaber Co. 
Appoints Uschold And West 


Paul Uschold was named sales 
manage! Donald West office 
manager of the plumbing division of 
W. H. Kiefaber Co., Dayton, Ohio. 

Mr. Uschold joined the company 


and 


in 1945 as a pricing clerk and sales 
Mr. West, with the firm six 
years, was office manager of the in 


man 


dustrial division. 





Five Officers Appointed 
By Harry W. Taylor Co. 


Harry W. Taylor Co., Detroit and 
Kalamazoo, announced the appoint 
ment of five executives. 

Victor H. Taylor is vice president, 
John R. Montcalm, vice president, 
Cole, 


president, sales; Norman C. Smith, 


Kalamazoo; James V. vice 
vice president, purchasing, and John 


H. Baldwin, treasurer. 


ADDITIONAL NEWS STARTS ON PAGE 181 





Distributors for Yale Hoists 
have a set of built-in advan- 
tages in approaching their 
market. For example, they can 
sell from the fullest line of 
hand, air and electric hoists; 
hand and motorized trolleys, 
in models and capacities 
geared to any specific or gen- 
eral use. With the fullest line, 
they find that they can size 
up a customer’s needs faster, 
and make a recommendation 
that will save him money. In 
addition, Yale’s informative 
booklets and materials, sales 
training programs, and the 
products themselves, help the 
distributor do a more effective 
selling job. 

An example of Yale’s leader- 
ship in the hoist field is this 
Yale Cable King Electric Hoist. 
It combines exclusive Yale 
Positive Lubrication of the 
load brake with the exclusive 
Yale Air-Cooling System, mini- 
mizing heat and wear. The 
Cable King is durable — with 
an enviable no-breakdown 
record — another reason why 
a Yale Distributor can say “If 
it’s Yale, it sells best.” 








IFIT'SY | 
ITSELLS BEST! XALE 


The Yale & Towne Manufacturing Co., Philadelphia 15, Pa. — Hand, air, and electric hoists; hand- and motor-driven trolleys. YALE & TOWN E 
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Price Index for 19 Product Classes 


(1947-49100) 
(> Change 


: : ae ee a Jan. Dec. Jan. From 
4 4 » e 
NAME OF PRODUCT CLASS 60 <9 ‘= 9 ny ei 
(preliminary ) 


Abrasive Products 143.: 143.2 145.4 
Cutting Tools 173.6 160.2 
Fans and Blowers 182.2 2.4 183.5 
Fasteners 201.2 203. 197.5 
Incandescent Lamps 190.0 r 159.6 
Industrial Rubber Products 152.9 52. 149.4 
Lubricants 96.8 . 89.0 
Materials Handling Equipment 173.4 3. 168.5 


Mechanics Hand Tools : 185.0 


(Files, saw blades) 
Metalworking Accessories 174.5 4.: 170.9 
Motors 108.5 , 110.4 
Paint 128.3 28.5 128.2 
Portable Power Tools 143.5 143.1 i 
Power Transmission Equipment 181.0 131.0 2 
Precision Measuring Tools 147.9 147.9 3.5 


Pumps and Compressors 179.72 180.2 178.5 


Steel Products 186.8 186.8 137.0 


(Pipes, bars, nails, wire rope. 
Valves and Fittings 169.0 168.9 161.9 


Welding Machines 151.4 151.4 153.6 
(Equipment, Rods) 


Total Index (weighted average) 166.2 166.2 162.0 


Bureau of Labor Statistics and Industrial Distribution 
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SO EASY TO USE 


STORE IT? | (2 
STACK IT? 7 

RACK IT? . 
CART IT? 


7 recur A 


t 
« 
. 
a 
a 
‘ 











0 © 
PROBLEM ? ASSEMBLE 


Remember the erector set you enjoyed as a kid 
—all the different things you made—ladders, Another New Product 
bridges, carts, windmills and dozens of others? Profit Opportunity 


Lyon Slotted Angle brings you that same ver- for Lyon Dealers! 
satility and simplicity in slotted lengths of cold WRITE FOR 
rolled steel angles— with heavy galvanized finish— SLOTTED ANGLE 
ready to handle an endless list of man-sized jobs! CATALOG 180 

You don’t need an engineering degree to use 
Slotted Angle. Just make a rough sketch, indicat- 
ing the length of each part you need. Cutting 
angles to size is a breeze because there’s a guide 
mark every 3 inches. A couple of wrenches is all 
you need for easy, on-the-site assembly. 


Catalog #180 tells the complete story. Drop us 
a note and your copy will be on its way, pronto. 


LYON METAL PRODUCTS, INC. 


General Offices: Monroe Ave., Aurora, Illinois 
Factories in Aurora, Ill.— York, Pa.—Los Angeles 


A PARTIAL LIST OF LYON PRODUCTS 


B F jing Chairs r 


Tool Stands 
1 Boxe: 


. 
7 
® Parts Cases 
* 


Cabinet Benches Display Equipr 
ar Laleliale Or. 1. 
i fehaccie me Wale! 
folelemm a dela tlalem =tclalelal: 


. . . . 
. . > . 
7 © Work e[ * 
~ . 7 . 


Coa 
Shelv 
Bir 
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ON THE MARKET..... 


HERE ARE THIS MONTH’S NEW AND IMPROVED PRODUCTS 


AG@ 


Electronic Auto-Collimator 


Reads angles directly to a 
sensitivity approaching 1/50 second 


Electronic auto collimator meas 


ures the tilt of a reflective surface 
with respect to the auto-collimator 
ixis, 18 ideal for checking flatness of 
surface plates, monitoring drift of 
gyros, checking straightness of ma 
hine tool ways and checking run 
out of pre maker 


ision bearings, 


laims. Components include a sens 
ng unit, a power amplifier and an 
indicator 


Keuffel & Ess 
N. ] 


Hoboken, 


Flexible Shaft Handpiece 


Ideal for reaching difficult 
and otherwise inaccessible spots 


\ngle type handpiece, No. 55, has 
1 latch-type tool holder, hardened 
steel gears and chromium finish. At 
taches to any of company’s flexible 


shaft machines. Equipped with 2 


mandrels, can be used with standard 


inmounted accessories and very 


small dental-type burs, drills, abra 


ive points etc. for deburring, grind 
ing, polishing etc. For applications 
in electronics, instrument, and met 
ilworking industries 
] ctrie 


I oredom 
Bethel, Conn 


Cio. Inc., 


128 


Synthetic Fiber Rope 


Light weight, high strength, excellent 
durability and chemical resistance 


Rope is made of Prolene, a multi 
filament type of polypropylene pro 
duced in both staple and continuous 
hlament form and said to impart 
following 


characteristics to rope 


greater ease of handling, 

strength, good elasticity 

bilitv. 
Plymouth 


outh, Mass 


higher 


ind dura 


Cordage Co., Plvm 





Preassembled Fastener 


Combines spring washer with hex nut 
in single unit which can be hopper fed 


Preassembled fastener, called the 
l'enz-Nut, is said to combine effec 
tiveness of a spring washer with a 
standard hex nut in a single unit 
which can be hopper fed on auto 
mated assembly svstems. Reactive 
spring pressure achieved by use of 
cupped-type washer. Spring washer 
is free to turn on device, vet is firmls 
attached to nut and won't come off, 
Other claims 
Start, 


“washer” 


maker claims devices 


are casicr to the 
flared the 


literally “funnel” 


sice ATC 


on end, and 


onto threaded 
bolts and studs; spring washer ex 
certs tension over a greater reactive 
range than other types of preassem 
bled cupped-type 
washer doesn’t mar surface to which 


nuts, washers; 
it is applied, can be filled with mas 
tic and used as sealing washer. 

Reliance Div., Eaton Mfg. Co., 
Massillon, Ohio 
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Vibrating Feeder 


Feeds wide range of bulk materials at 
a uniform rate from bins, hoppers, etc. 


MC 


vibrating feeder has single phase 


motorized counterweight 


motor, is available for cable suspen 
sion or floor mounting. Said to even 
out surge loads, require minimum 
maintenance 

Also announced: complete line of 
MC 


motor vibrator drives which can be 


vibrating feeders with twin 
cable suspended or floor mounted 
to feedbulk materials at tonnages up 
to 1700 t.p.h 
Link-Belt Co., 


Chicago 1, III. 


Prudential Plaza 


Incline Conveyor Belt 


Can carry objects up incline as steep 
as 45-deg., some up 50-deg. incline 

Incline conveyor belt, called Dut 
\-Lift, has top cover of parallel, 
transverse, inverted “V” ridges, of 
Dulon, to 
smooth, rough or slippery objects 
without sliding. 


wear resistant convey 
Resistant to abra 
sion, tearing and oxidation. In 3 
or 4 ply 28 ounce duck. Made in 
48-in wide rolls 500 ft long, and may 
be cut to other widths. 

Boston Woven Hose & Rubber 
Co., Cambridge, Mass. 





TODAY 


PRODUCTS WITH SALES POSSIBILITIES FOR INDUSTRIAL DISTRIBUTORS 


Platform Ladder 


Has aluminum platform with abrasive 
type surface to cut down slipping 
Platform ladder ha 
tform of knurled 


h make 


Manual Hoist-Puller 


Weighs only 7/2 Ibs., allows one ma 
to lift, lower or move over 3000 Ibs 


Improved 14 ton capacity “Ps 
Pull” manual hoist-puller, with in 
pre formed aircraft cable, has feature 


which permits complete cable 1 


placement in field in minutes with 
] 


only a hex socket wrench neede 
to remove a set screw. Frames arc 
steel, stress points high tensile man 
ganese bronze 

American Gage & Mfg. Co., 125 
Bayard St., Dayton 1, Ohio 


Flexible Rubber Seal 


Weighs less than two lIbs., allows a 
new control design for missiles 
- 
rubber sea 


Hacksaw Blade 


Contributes as much as 59% 
in blade cost to the user 
High-speed hacksaw blade, called 
Silver Streak, is said to have twice 
the cutting efhciency of other blades 
lue to improved metallurgical con 
trol im high-speed steel which pro 
Tubing Cutter ides more durable cutting edg¢ 
Atkins Saw Di Borg-W arner 
conduit aoe ta, cae ke Corp., Indianapolis 


1 
Wnp 


Wich 


ARAAAA 


a4ddH 4 bbb 


Clamp 


For use with 34-in wide and up 
channels, 4-in and/or “I’’ members 
Fastening device, called Junior 
Beam Clamp, is said to fasten easily 
and quickly in any position. Maker 
claims it can be adapted for a wide 
varicty of applications, including s¢ 
curing conduits, switch boxes. pipes 
ctc. onto “I” beams, ceiling chan 
ncls, web joists or any type of build 
ing framework requiring lightweight, 
Hush-mounted fastening 

Paine Co., 38 Westgate Road, 
\ddison, Ill 
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OPO OV ECP AAR AAs 


spiral pointed 
taps 
by 


¥ Ferre TT er Tere 






‘ naseaead®) 





% 






WITH BALANCED ACTION 


. 


YY ¢ a !xX Winter Spiral Pointed Taps are preferred by metal workers for almost every 
f*\ r+ type of through-hole tapping. Short Flute Spiral Pointed Taps provide added 
ee rigidity and strength for tapping thinner sections in soft, stringy materials. 


7s 


EXACT FLUTE SPACING Exclusive Balanced Action is built into every Winter Tap by painstaking 


attention to manufacturing detail. This inherent ‘plus-value’ assures your 


eA ; i i 
AS ; customers of top performance from Winter Spiral Pointed Taps, as well 
a oS aa yn 
wom 1-+ \ f as lower cost-per-hole. 
ACCURATE AND PRECISION CHIP When you sell Winter Balanced Action Taps, your customers know they 
CONCENTRIC CHAMFERS DRIVER CONTOURS 


are getting the best taps available for every tapping job, every material! 


All Winter 


advertisements say at af. WINTER BROTHERS COMPANY 
“CALL YOUR ROCHESTER, MICHIGAN, U.S.A. 
WINTER DISTRIBUTOR” Distributors in principal cities. Branches in New York © Detroit ¢ Chicago ¢ Dallas ¢ San Francisco © Los Angeles 








tools plus... 





self-thinned 
heavy duty 


drills 








The engineering staff at National is constantly alert to your customers’ needs NATIONAL 
for tools that save time, lower costs. Patented self-thinned heavy duty drills 
are a specific example of this conscientious research program. Thinning 
operations have been built right into flute contours to save time when 
resharpening and maintain contour accuracy throughout the life of the drill. 
TWIST DRILLS « REAMERS 


This is just one of the many added values you can offer your customers COUNTERSORES ¢ END MILLS 
MILLING CUTTERS * HOBS 


CARBIDE AND SPECIAL TOOLS 
= 
NATIONAL TWIST DRILL & TOOL COMPANY Rene 


ROCHESTER, MICHIGAN, U.S.A. J J cau YOUR NATIONAL 
Distributors in principal cities. Branches in New York © Detroit ¢ Chicago * Dallas © San Francisco © Los Angeles DISTRIBUTOR” 


with National . . . the tools plus! They’re building profitable repeat sales 


for distributors everywhere! 





2K JUST ONE OF NATIONAL’S PARADE OF PLUS PRODUCTS 


j AWA 


4 
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On the Market Today (Cont’d.) 
Coatings 


Dry in less 

than 30 minutes 

Speedy-Dry” coatings are said to 
provide a durable, fast drving film 
for use in maintenance and produc 
tion applications on both metal and 
wood surfaces. May be applied b 
brush, spray or dipping. Colors in 
clude a semi-gloss primer, gloss 


Wiping Cloth finishes in green, black, chrome, 


navy grav, silver grav, caterpillar 
For washing or wiping off glass, metal 


; vellow and safety vellow 
plastic, tile or ceramic surfaces 


~ =, 


Rust-Oleum Corp., 2799 Oakton 
loths, called 903 Wash "N Wipe gy _ Evanston. III 
ire made of non-woven cot 
and rayon fibers and recom 
mended for applications in general Attachment 
industrv, automotive and marine 
trades. Maker claims the cloth to 


be lint-free, highly water and mois 


Pyrometer Unit For holding printed circuit boards 


in production and assembly operations 
Will measure temperatures in ranges 


from 0 to 200, up to 1100-degrees F \ttachment, No. 369, consists of 


ture absorbent, soft and pliable even 


} two slotted vertical holders ach 


horizontal b hich at I 

; onzontal Dar on which are mounted 

ifter repeated uses. Of natural tan Stated features of Velotron low 
24+-in sizes. Can be range Pyrometer system include 


olor in IS x 


vertical arm has a set screw that al 
used with soaps, detergents, wash- sensitivity at low temperature 


lows it to be adjusted to any desired 
ig powders and common cleaning’ direct reading charts and scales, in 


width. ‘The lower side of the hor 
wents in hot and cold water. Can  terchangeable head units and auto 


| zontal bar has a stud which fits int 
hand or machine washed matic ambient temperature compen 


ompanvs Model 344 work pos 
Permacel, New Brunswick N ] ition. In operation, the PvI ymecter | ! 
tioner. Since attachment is open at 
hted on the surface to be 
ae top, there 1s no limit to board height 
mcasured, DV Us of an eve-piece 
. : re which it can hold, maker claims 
Walton Tool \fg Co.. Inc.. 9525 


Irving Park Rd., Schiller Park, II] 


unit 1s 


lhermo oupl output 
tery 


rometer unit 1s nput to a 


strument, which auto 


cts for ambici 

TC ord orrect 
Knob dy stment on 
rects for cmussivity Of 


Positive Drive Belt 


measured Rec 


ipplications include tem Built on tooth grip principle 


measurement, recording high horsepower to weight ratio 


ntrol with such products as Positive drive belt is said to pro 


tiles, chemical flows, textiles 





vide unusually versatile applications 
foundry molds et« on drives to 600 HP and from speeds 

Bristol Co., Waterbury 20, Coun under 100 FPM to more than 10,000 

Hydraulic Rams IPM. Combines advantages of the 


Compact, Neltusialt; cllew con chain and the gear with the advan 
application of hydraulic power tages of the belt, maker claims 


l ' uses» SY Molded teeth of belt make posi 
Wic ©O Mmte-CyV HCC slmIgiCed 


athe” . "9 tive cngagement with mating axial 
hydraulic rams available 


grooves on pulleys. Stated advan 
17¢ from a ram 


; r tages include climination of slip 
with g-in stroke to a 20}-n ng ram 


' page, negligible friction, no need for 
ith 134-in stroke. Capacities from 


; lubrication, wide range of constant 
50 ton with maximum working 
. speed 
yressures Of S650 and 10 100 psi 
5—5 ’ ) ’ 71- o=7 
Owatonna Tool Co. 373 Ceda Durkee-Atwood Co., 215 NE 7th 


, Te St., Minneapolis, Minn 
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Cleaner 


Has oil free base, high solvency, 
a flash point above 80 degrees F. 
Oil free, high solvency cleaner is 
des'gued for the complete cleaning 
of inetal, glass and masonry surfaces 
prior to the application of W eather 
ban brand curtain wall and building 
maintenance sealers and other two 
part liquid polysulphide type sc i] 
ers. Cleaner is also designed for fast 
removal of wet polysulphide sealers 
and priming agents from building 
surfaces and applicator tools. Stated 
advantages: won't stain surfaces, 1s 
fast acting in dissolving oil, dirt 
grease, asphalts, coal tar and other 
contaminants 
Abrasives and Coatings Div., Min 
Mining & Mfg. Co. 900 
Ave., St. Paul 6, Miiinesota 


nesota 


Bush 





Machinists’ Vises 


Feature guaranteed unbreakable 
malleable iron castings 

Line of machinists’ vises are avail 
3, 34, 4, 44, 5, 6 and 
8-in jaw widths—in both stationary 
Stationar\ 
vises can be converted to swivel base 


able in 7 sizes 


and swivel base types 


operation by addition of a swivel 
kit, reputed to be an innovation in 
vise design. Swivel bases move 360 
deg. and a forged steel, tapered-geat 
lock bolt prevents slippage. Fea 
tures include longer back jaw body, 
precision machined nut and key 
way, front jaw beam which covers 
and protects cold-rolled steel screw, 
malleable iron from jaw reinforced 
with heavy internal ribs and replace 
able hardened tool steel ““T”” jaw 
faces 

Columbian Vise & Mfg. Co 
9023 Bessemer Ave., Cleveland 4, 
Ohio 





V-Belt Display Dispenser 


Designed for wa| 
or counter dispa 
Display dispenser for made-to-or 
der V-belts is said to contain ever 
thing needed to make up V-belts in 
length: two 50 ft. rolls of popn 
size \V-belting of 
V-belt 
imple application tools 
Flexible Steel Lacing Co 
Lexington, Chicago 4, II] 


CTOSS-Wwoven 
onstruction, fasteners and 


4607 


Air Chisel 


Doesn’t create 
explosion or fire ha ard 
\ir driven chisel, called the “Slug 
ger’, is designed to shear metal, cut 
metal, cut rivets, drive rivets, scrape 
metal, break welds, punch sheet 
metal holes, split nuts, shear bolts, 
pull pins, drive bearing races and 
pressed bearings, and crimp sheet 
metal making a stronz. neat joint 
Has one piece barrel without parts 
and cast iron handle for long lite 
Albertson & Co., Inc., Sioux City, 
lowa 


(Continued on page 134) 
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KEYWAY BROACH KITS 
For cutting keyways from 4” to 1” 
in any bore from \” to 3” in one 
minute for as little as one cent. 





WUinute an 
— ne 
SQUARE BROACHES 


For finishing \” to 4%” square holes 
in one pass in cast or drilled bore. 


HEXAGON BROACHES 


For finishing 4” to %” hexagonal 
holes in one pass in cast or drilled 
bore. 


—— OOP OPO POP OOOO POUT ET 





ROUND BROACHES 


For finishing 4” to 1” round holes 
in one pass in drilled bore. 





a _ _s 


& 
duMONT TOOL BITS 


Hold a keener cutting edge longer 
due to “balanced”’ toughness, red 
hardness and wear resistance. High 
speed, groundsquare and rectangular. 





Winute Wan 
MAGNETIC BASES 


Hold dial indicator gages 

~ save set up time. Al- 
nico magnet has 50 Ib. 
grip on all four sides. 
360° horizontal swing, 
180° vertical swing. 








For complete information on these fast 
selling, high profit tools, get in touch with 


The duMONT CORPORATION 


Greenfield, Massachusetts 








po ante NY 
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Franchise features designed for profit 





Temperature Control Valves 


For sensitive control of 

rugged pressure drops 

Piloted temperature control valves 
in 4-2-in sizes are recommended 
for such imdustrial applications as 


controlling temperatures of instan 





taneous heaters, oil preheaters, stor 
age heaters and process heating and 
cooling applications. Sliding gate, 
elf-lapping, self-cleaning seats in 
sure positive tight shut-off during 
lock up and accurate regulation dur 





ing Operation, maker claims Avail 
ible in ductile iron (No. 1180) and 
bronze ( No. 1280) bodies. Suitable 


Specialized aid for pressures to 250 psi and temps 


to 500-deg. F. ‘Ten temperature con 
h d ° trol ranges from 35 to 450-deg. | 
W ©rih \ OU nee 1t Capacities from 12 to 6600 pounds 


f steam per hour or | to 175 gpm 


, ; of water, depending on pressures 
At no cost to you, Allis-Chalmers offers assistance in three Said to be capable of accurate con 
areas of operation: (1) sales, (2) engineering, (3) finance. 

Direct assistance is available to your salesmen on sales we 
calls. Your A-C representative considers it part of his assign- cross seats of 125 psi. ‘Thermal sys 
ment to make calls at your request. Your sales force will find tems available in copper, stauiless 
his specialized product knowledge highly valuable. steel, carbon stecl, monel, lead 

For the unusual application, A-C provides all the engi- oated or plastic coated 
neering assistance you need, Factory application engineers OPW -Jordan, 6013 Wiehe Road, 
are brought in as required to study the application and rec- Cincinnati 13, Ohio 
ommend special product designs or modifications. 

Since profits may depend on your financial procedures, 

Allis-Chalmers Treasurer’s Representatives are at your serv- 

ice to analyze your accounting problems and make recom- , ‘ 

mendations that can mean the difference between being in Portab’e Winch-Hoist 

the “black” or “red.” 


trol with a pressure differential 


Has rated capacity of 1000 Ibs., 


e guidance services cost nothing. They are just one yet weighs only seven pounds 


more A-C contribution to its distribution organization. ~ 
Model 1000-15 portable winch 


hoist, equipped with 15 workable 

S§ feet of 4,-in diam., 7 x 19 construc 
ALLIS-CHALM tein diam, 

LLI Hi i ERS tion, 133 strand aircraft cable, is 


CO ‘nded for g. lowering, 
sae recommended for lifting ering 
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pulling, stretching and bending ap 
plications. Said to operate smoothly 
when rigged right side up, upside 
down, horizontally, or at any angle 
Available in stana.rd or marine 
grade (for use where excessive cor 
rosion problems exist, and includes 
stainless steel cable, anodized alu 
minum castings etc.), and with or 
without a cable re-wind crank. Hich 
strength aluminum alloy frame. In 
ter-locking pawl svstem 


Lug-All Co., Haverford, Pa. 


Soldering Dispenser 


Assures clean so!der, 
eliminates fauity connections 


Wire solder dispenser tool, called 


Kormat, has push button feeder 
which adjusts the nght amount of 
solder for each and every application 
maker claims. Feeds solder wir 
from .028 to .074-in diam 

Products For Industry, 220 South 
Rose St., Los Angeles, Cal 


it 
> 





Product lines designed for profit 


New low voltage line 
broadens your market 


for Allis-Chalmers control 


There’s powerful sales inducement in this new Size 0 to 4 low 
voltage motor control line, designed to stimulate buyer interest 
and distributor profits. There’s a controller for every motor 
and application. 

These controllers are sales-primed because of exceptional 
performance characteristics proved in millions of “life test” 
operations. Their versatility is a customer-pleaser because they 
can be modified on the job quickly and inexpensively. 

When you take on this new line you get the pulling power 
of a full line of standard control for industrial and commercial 
applications. The wide range of industrial control includes low 
voltage control through Size 9, high voltage equipment, dc 
control, special devices and control systems. 

Profitable opportunities are still open. For information, call 
your nearby A-C office, or write to Allis-Chalmers, General 
Products Division, Milwaukee 1, Wisconsin. 


ALLIS-CHALMERS 


A-1177 
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the fastest, 
safest and 
Surest way to 


a Leakproof 
Hose 
Connection 


al OI Ned =-9 Mme) -4 
HOSE CLAMPS 


Stock-Sell-Proftit with Punch-Lok Hose Clamps 


Get Facts Now! 
#B O 


The Sign of a GOOD Hose Clamp 


PuUNehelLor 
(Company 


Dept. U, 321 North Justine Street, Chicago 7, Illinois 
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Steam Traps 


Fast air and 
condensate removal 
Bellows thermostatic steam traps, 
tor steam systems and equipment re 
quiring fast heat-up and continuous 
drainage, are designed for steam 
pressures from 0 to 300 PSI, tem 
peratures to 500-deg. F. Standard 
sizes—from 4 to 2-in—are available 
in cast iron (ASTM Class 35), cast 
steel and cast brass. Orifice in trap 
operates over entire pressure range 
O gage to maximum rated) auto 
matically. 
Clark Mfg. Co., 1830 East 38th 
St., Cleveland 14, Ohio 


Bandsaw Blade 


Exceptional cutting power, abrasion 
and fatigue resis‘ance, flexibility 


Bandsaw blade, named Jet Band, 
is made from entirely new alloy steel 
which contains a high proportion of 
Vanadium Carbide, said to be 
harder than the aluminum oxide in 
grinding wheels and twice as hard 
as carbon bandsaw blades 

Millers Falls Co., Greenfield, 
Mass. 





Right now you have an exclusive — 
the only all-new socket cap screw—so... 


You're in a very good spot. You have the only socket cap screw that’s 
new throughout—the UNBRAKO pHd* Hi-Life. It’s not just stronger 
in the head. It’s also stronger in the thread. And you alone have it— 
a cap screw with both these features. 

You'll want to make the most of this clear competitive edge. And 
that’s just where an UNBRAKO sales meeting fits in. It can stimulate 
increased sales, which, of course, means extra profits. What’s more, an 
UNBRAKO sales meeting can help make your selling easier because it 
offers a good opportunity to become thoroughly acquainted with the 
persuasive sales tools shown here. Your UNBRAKO representative 
will be contacting you shortly to help arrange a meeting. 








The title is specific. Here, in a brand- 
new booklet, is a crisp, graphic presen- 
tation of the evolution in socket screw 
design ... an evolution culminating in 
UNBRAKO pHd Hi-Life. Use this book- 
let to convert prospects into customers. 


CATALOG 
UNBRAKO SOCKET SCREW 
and ENGINEERING STANDARDS 





Called "seeing the BIG change,” this 
4-page folder lets you take a good hard 
look—through the penetrating eve of 
the polariscope—at the difference in 
stresses on a Hi-Life thread root as 
opposed to the root of a conventional 
cap screw thread. 


The all-new 82-page UNBRAKO catalog provides a new dimension in selling. 


INDUSTRIAL FASTENER Division Another ideal source of sales meeting 
discussion material is this booklet, 

JENKINTOWN 13, PENNSYLVANIA entitled “The Root of the Thread.” 
Thorough, yet easy to understand, it 

where reliability replaces probability is basic to a really sound concept of 


*pHd stands for “proper head design” (1960 series the importance of correct thread de- 
a factor in higher product reliability 


sign, especially as concerns fatigue. 
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Acetic Acid « Acetic Ether + Ace 
Banana Oil + Barium Sulphate 
« Boiler Feed Water + Borax « 
Butene + Buty! Acetate » Calciu 
« Carbon Dioxide + Car’ 
Chlorine + Chiore 

Oil + Creos¢ 

Ethylene 

« Hyd 


Liquor , 


« Methy, 


Oleic Acid + Olec . , 


s 
Ether « Phenol + Phosphoric A 


Hydroxide + Potassium Sulphide + ¥ 


bonate + Sodium Bisulfite» Sodium Carbonate 


» + Alum - 


Ammonia « A 


° Bleact 
‘ . Butadiene - 
Risulfide 
halk « 


onseed 


Alcohol « 


+ Kerosene « Kraft 

Acetate + Methyl Alcohol 

nphtha «+ Nicotine + Nitric Acid -« 
Petroleum 


mPentane + Petroleum - 


Potassium Cyanide + Potassium 
4 > —_ re tm % 


“ “i te 


Silicate + Sodium Sulfate + Sodium Sulfide - Sodium 


Stearic Acid + Sulphuric Acid + Sulphur Dioxide + Tannic Acie 


chloride + Tetrachlorethane + Toluol + Tri-Sodium Phosphate + Trichlorethylene « Turpentine « 


SIMPLIFY INVENTORY 


with the all-purpose gasket material 


You keep customer good will when 
you sell DURABLA gaskets. He buys 
gaskets of a single material that can 
be used with proved safety for over 
120 chemicals, and their thousands 
of variations. 

You serve him quickly .. . exactly. 
That kind of customer service brings 
him back for more. In addition, there 
is less chance of making mistakes in 
filling orders, and at inventory time. 

Built-up of a thoroughly digested 
mixture of carded asbestos fibre with 
a small amount of special compound, 


DURABLA Homogeneous Sheet 
Packing is used for sealing of practi- 
cally all oils, gases, alkalies, acids and 
hydrocarbons. It is suitable for a wide 
range of temperature-pressure 
combinations. 

DURABLA Sheet Packing comes 
in eight gauges. Gaskets are supplied 
in all sizes and shapes, accurately 
machine cut. 

Send for price list. samples and 
descriptive bulletin ID30. 


DURABLA MANUFACTURING COMPANY 


114 Liberty Street, New York 6, N. Y. 


DURAB 


Manutacturers of DURABLA Pump Valves and Check Valves 
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Portable Elevating Trucks 


Minimum number of exposed wells 
for improved appearance, operation 


‘Safewav" portable —clevating 
trucks, both manual-lift and batter 
powered models, have been rede 


signed to unprove operation and 


ippearance, reduce maintenance 
Stated improvements include: clos 
tolerance assembly of carriage rollers 
and alloy-steel mast channels climi 
nates need for lubrication; improved 
rigidity of lifting-chains cross-head 
eliminates rocking action due to off 


center loading; lifting = cvlinder 
+ 


mounting casier to get at; clear 
ance between handle and floer-lock 
lever increased to prevent bruised 
knuckles 

American Pulley Co., 4200 Wi 


sahickon Ave., Philadelphia, Pa 


Portable Shaper 


Uses bits, cutters and enchors to 
perform many operations with po-ver 
Portable shaper, for performing 
operations with power that previ 
ously could only be done by hand, 
comes equipped with beading bits 
in five sizes, inlay cutters, spindle 
carving cutter arbors, rounding over 
ind radius cutters. Particularly 


ipplicable among furniture mam 
ppli g iture manu 


facturers, pattern shops and_ boat 
maker states. 


Black & Decker Mfg. Co., ‘Tow 
on +, Md 


Duiders 





the WALWORTH CUSTOMER 
looks for specialized durability in 
BRONZE, IRON, STEEL, LPV, PLASTIC and 
PRESSURE-SEAL VALVES 
. and here’s how he gets it 


When the Walworth Customer selects valves for special investigates plastic valves and in Walworth PVC Valves 
needs in fluid flow control, he insists on knowing that and Fittings he finds his answer. For PVC cannot cor- 
each type will do its job for a long time, with minimum rode. Problems in extreme pressure and temperature 
maintenance. In Walworth Bronze Valves, for example, lead the Walworth Customer to Pressure Seal valves. He 
he finds generous wall thickness, and extra-large stems learns that in the Walworth Pressure Seal Cast Steel 
with extra-deep threads. Valves all pressure containing castings are radiographed 
In Iron Body Gate Valves, the Walworth Customer to assure their complete soundness. 
checks fully open valves for the free flow of fluids. He In his persistent quest for hard facts about materials, 
finds streamlined ports in the Walworth Cast Steel Gate workmanship and high quality in the special valves he 
Valves to fight turbulence and pressure drop. buys, the Walworth Customer gets his decisive answers 
Tight and fast closures are on his mind when he in products bearing the Walworth name. If you, too, 
decides on an LPV, and he finds 100% tight closure in insist on verifying solid quality for yourself whenever 
the Walworth Lubricated Plug Valve. It is lubricant- you buy valves, we want you, too, for a Walworth Cus- 
sealed against leakage, opens or closes with a quarter tomer. For the newest literature on any type of 
turn, and can be serviced under pressure. Walworth Valves get in touch with your Walworth 
To control corrosive fluids the Walworth customer Distributor. 


Or write Dh neeshenaatenelngedl Ee" EE 750 Third Avenue, New York 17, N. Y; 


DISTRIBUTORS IN TERS THOUGHOUT THE WORLD 


WALWORTH SUBSIDIARIES: ALLOY STEEL PRODUCTS CO ° CONOFLOW CORPORATION . GROVE VALVE AND REGULATOR CO, 
M&H VALVE & FITTINGS CO. SOUTHWEST FABRICATING & WELDING CO., INC. ° WALWORTH COMPANY OF CANADA, LTD. 
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Safety Kit 


For radial-arm 

power tools 

Safetv kit consists of two guards 
one for straight grinding, bufhng 
and wire wheels to 6-in diam. and 
one cup wheels to 4-in diam. Guards 
are installed by removing saw blade 
from the arbor shaft, attaching the 
desired wheel, fitting guards ove 
wheel and clamping to motor end 
bell using motor stud and wing nut 


LOWEST COST De Walt Div., American Machin 


& Foundry Co., Lancaster, Pa 


me PANDY = ee OO) © Or- 0 a) a an 


Famous ROCKET” hammers are not the “cheapest” — but they 


fotel- i Miaalelciall ||) Blsidal-Blelalel allele sial-ie Maalela Midal-\\m-la-Bdal-—1-ti-1 ia 


J] alelel oT - lel leldellaleMl. 1@1@1.4—MMlal-lalell Mil Mi- Wlelalcelaal-Iiel[-t¢-lo M0] ol- Me) 
loleldelals-lile) me ic-1-) Mel igelale! 11am) -lalaal- lel Mm @t_la 14011) Mi ielge|-lo Mh leat 
lola lela tale Mial-\gel-lal-lelial-1-teMEL- due! -Ideal-tal-labaiy] locked icommal-talell— 

fot-Tal Mi lelel|-lalelahil\Molssmmeol’iclalMal-lelela-lal-lidlel_[aleill_lallelalelalol-lel-1.4-] 


Siem lalele: Sms olaManiiloMh. 1. alel@ilc|a' Mie al lallelleh/-leMlal- tale! 


1 @)@1 4 Mal - |i al-leslenl-la Milalelel-la Mm: lale Ml el-1iMel-jlal-@t-la-Miaal-\el- Mila lr-| 

ve -lal-)3'Mel mh. -lielals Miiel@l- lM dlalel Miel Ml |-ladlet_ Mil -1-lelalial-( Miel-ts-lala-le| 

nO) O14 mre! -TilelaMaal-taieal-1¢-) Mi m@eleli(_t_idlelgelial-la'Mal-taalaal-[a-Maal- lal] 

sient) Sa @)), |e ne 0.0800 Oils mmel | SME @lolalc- loi dih'lol¥ am iael- MM E-lealel-lalar | . 

folVE-lial-\iell \daleleicels Taper Pin Connectors 


For more re:iable and 
flexible wiring systems 


Zinc die cast taper pin connector 
small pin and socket tvpe con 


nectors used to solve electrical and 





electronic circuit problems in estab 
lishing reliable electrical connec 
tions, speeding wiring of electrical 
harness and systems, and meeting 


limited space requirements. Suited 
WRITE FOR FREE CATALOG “TOOLS FOR INDUSTRY" 


to applications in computers, tape 
True Temper, 1623 Euclid Avenue, Cleveland 15, Ohio 


recorders, business machines et 
TRUE THE RIGHT TOOL Gries Reproducer Corp., 165 
RUE L[EMPER FOR THE RIGHT JOB Beechwood Ave., New Rochelle, 


N.Y. 
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COPPER FLOTATION... 
Matching problems eliminated 


SAND & GRAVEL PUMP... 
beit stretch eliminated 


GAS COMPRESSOR... 
Dependable operation 





GENERATOR DRIVE... 
Saves space on crusher 


I | i 
@ ELIMINATES “MATCHING” 
PROBLEMS 
A SINGLE UNIT across full width of 


theave—NOT an assembly of 


SEVERAL V-BELTS 
GRANITE CUTTER... 


Poly-V minimizes take-up 


VACUUM PUMP... 
Poly-V reduces belt inventories Poly-V 


WV 


V-Belts 


Sane 











® MORE UNIFORM POWER 
@ IN LESS SPACE 


Uninterrupted strength member full 
width of sheave provides higher 
horsepower capacity with less stretch 


a i 
—in less space. 


Over X00,000 Installations Prove = (*«:/ a 
R/M Poly-V’ Drive “Best Seller” 


Just four years ago R/M’s patented Poly-V* Drive was the pioneer of a new 
concept in heavy duty power transmission—today it’s the proved standard 
for top drive performance in every industry! Unique design features of 
Poly-V explain its best selling record. R/\. Poly-V Drive gives users more 
power in /ess space—distributes load evenly over a single V-ribbed belt 
that provides higher horsepower capacity per square inch of drive width 
than ever possible with a V-belt drive! 





FULL 
LOAD 
TONO 
LOAD 


@ MAINTAINS GROOVE SHAPE 
@ COMPLETE CONTACT-PRESSURE 
@ MORE CONSTANT SPEED RATIO 


Single unit belt design reduces equipment downtime for belt take-up and 
replacement — provides a real solution to customers’ belt “length-matching”’ 
problems. Also, as only two Poly-V belt cross-sections meet every heavy duty 
power requirement, belt and sheave inventories can be kept to a minimum. 


Show your customers and prospects the proved design features of R/M 
Poly-V Drive ...each one has a selling feature to help you do business. 


Write for Bulletin M141. 


*Poly-V is a registered Raybestos-Manhattan trademark. 


BELTS © HOSE «© ROLL COVERINGS «© TANK LININGS © INDUSTRIAL RUBBER SPECIALTIES 





Sheave grooves do not wear out of 
shape. Full and complete contact- 
pressure of rubber-to-sheave main- 
tains groove profile. Maintains con- 
stant pitch and speed ratio. 


--»“‘MORE USE PER DOLLAR” 





MANHATTAN RUBBER DIVISION — PASSAIC, NEW JERSEY 


RAYBESTOS-MANHATTAN, 


INC. 


Other R/M products: Abrasive and Diamond Wheels ® Brake Blocks and Linings @ Clutch Facings @ Asbestos Textiles ¢ Mechanical 
Packings @ Engineered Plastics © Sintered Metal Products © Industrial Adhesives © Laundry Pads and Covers @ Bowling Balls 
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SERIES ‘‘69”" Diamond Arrow ball 
bearing casters. Easy swiveling. 
For wood or metal chairs. 


Schools 


nn] 
a) 


The school market is not only big, but flourish- 
ng. You ¢an get substantial new business as 
well as constant repeat business. 
What they want? Emphasize floor protection 
and easier mobility of furniture and teaching 
materials. Bassick glides and casters also cut 
maintenance costs, a sales point of constant 
interest to school systems. 
What they buy? Feature glides, desk shoes, 
furniture and truck casters. Look around this 
page, and you'll see the easy adaptability of 
the Bassick line that lets you offer solutions to 
ny different problems. 
Who to see. If the problem you can solve is in 
the classroom, cafeteria, gymnasium or shop 
try to see the Principal first. For maintenance 
see the custodian — specially in the 
school systems. 23 


The Bassick Company 
Bridgeport 5, Conn. 
In Canada: Belleville, Ont. 








Bassick 


A OlVisSION OF 

















STEWART-WARNER CORPORATION 








Les 


RUBBER CUSHION GLIDES designed for both 
wood and tubular furniture. 
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SERIES “68" Diamond Arrow 
Casters with ‘‘BACO”’ wheels for 
light-duty trucks and dollies. 


& 


PIANO CASTERS. Series “00” 
heavy-duty, double-wheel casters. 
Available in stem or plate types. 


% 


RUBBER DESK SHOES for square 
desk or table legs. 





a 


wie = 


For marine, sporting goods, 
home decorator trade 


Rope, called “Colorope”, is mad 
of light-weight 


shades of red, white, vellow, bluc 


polvethylene in 


and green, color combinations of 
red and white, green and white 
blue and white, orange and black 
and vellow and black. Said to be 
60 per cent stronger than manila 
float on water, be moisture and rot 
proof. In 50 ft., 100 ft., 600 ft. and 
1200 ft. coils 

New Bedford Cordage Co., New 
Bedford, Mass 7 


Tank and Sump Drains 


Keep compressor receiver tanks 
free of sludge accumulation 
Models 5100-4 and 5105-8 float 
operated tank and sump drains arc 
designed to collect and automat 
ically discharge large volumes of 
moisture and sludge from com 
pressed air systems. Flow of ai 
through unit is not required for 
operation and contamination will be 
automatically drained as long as 10) 
psi air pressure Or more remains im 
air system. Maximum _ operating 
pressure on both units is 250 psi, and 
they are available in pipe sizes of 4 
and |-in. The 5101-8 can collect, dis 
charge 500 gals. per hour. 
Wilkerson Corp., 1687 West 


Girard, Englewood, Colorado 





To meet the challenge of the GOs 


UF KIN 


Valk, ML 2-1, ML od 


Why Lufkin is the new leader in merchandising aids 


Couple this with Lufkin’s leadership in precision tool 
design and craftsmanship and you have a powerful 
selling force working full time for you 


Your customers will appreciate and use the wall 


charts we have prepared for you. And whenever 


they glance at the “‘Decima! Equivalent,” the “How 


to Read a Mike,” and other charts, they are 


bound to think of you and those good Lufkin tools. 
Add to wall charts Lufkin’s interesting catalogs, 

folders, mailing pieces, souvenirs (no need to list them 

ill), and you have at your service the most complete 

sales-promotion package in the industry. 

Call your Lufkin representative today, or 


write to LurKin, Saginaw, Michigan. 
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PUT Gruul 


IN THIS PICTURE 


SELLING SOSSNER TAPS! 


You'll have strong support from two allies — 


PRODUCT FEATURES LIKE THIS... 


TRIPLE TEMPERED TAPS 


T T The extra toughness built-in by triple 
tempering gives longer life plus greater 
T resistance to chipping and breaking. 


THE NEW SOSSNER PRESENTATION 


An entirely new concept in tap merchandising. Sossner dealers all over 
the country are using their mew presentation book (shown above) to tell 
the Sossner story effectively, and get results. It’s the only sales rool of its 
kind in this market. 


YOU CAN GET INTO THIS PICTURE 


It’s a good picture — one with many profit possibilities. 
If you’re not now a Sossner dealer, Se one! Drop me 


a line for full details. — Daal 
SOSSNER o- —. 2 €@)@) Me @l@) -1-10)-F-U ale). 


FACTORY WAREHOUSES IN NEW YORK « LOS ANGELES « ST. LOUIS + DALLAS 
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Hose Adapter Fitting 
Eliminates need 
for costly hose ends 
Split flange hose adapter fitting 
is said to permit easy replacement of 
OFM hose assemblies for pump 
and valve connections with S.A.F 
flanged “O” ring outlets. Use with 
1 standard female swivel end. In 
straight, +5-deg., and 90-deg. elbow 
sizes, cach in five standard sizes from 
; to 2-in tube size 
Weatherhead Co., 128 W. Wash 
ington Blvd., Fort Wayne, Ind 


Chucker Chuck 


Small overall diameter, large bore 
capacity, high lever ratio of 6:1 
\ir operated chuck, designed espe 
cially for use on automatic chuckers, 
is said to have ample cross section 
for strength and precision perform 
ance, jaw bearing surface in line 
with workpiece grip. 
Cushman Chuck Co., Hartford, 
Conn. 





DEPENDABLE AIR is supplied by three 5 hp Ingersoll-Rand compressors in small industrial plant. W 


reputation sells air compressors 


Throughout your territory—wherever there is a need for dependable air power—- 
men in industry know Ingersoll-Rand compressors. Machines that have been proving 
their superiority for nearly 90 years. 


MOTORPUMPS 


& die 


\ 


INGERSOLL-RAND 
DISTRIBUTOR SALES: 


ELECTRIC 
IMPACTOOLS 


PACKAGED 
AIR COMPRESSORS 


the first word in performance 


The packaged, air-cooled Air Compressor is a com- 
bination of time-tested features and modern engi- 
neering that delivers more air per horsepower. 
Smooth, quiet operation minimizes vibration, assures 
longer, trouble-free service. 


These Ingersoll-Rand Air Compressors are available 
bare, baseplate or receiver mounted, from 12 through 
20 hp to meet the exact requirements of your 
customers. 


constant preselling 


A steady, strong promotional program presells your 
prospects through extensive advertising in national 
publications, direct mail advertising and promo- 
tional pieces that direct sales action to you! 


To learn how you can qualify as an Ingersoll-Rand 
Distributor, write today to Sales Manager, Merchan- 
dising Division, Ingersoll-Rand Co., 11 Broadway, 
New York 4, N. Y. 


3-865 


Ing ersoll-Rand. 


Merchandising Division 


the last word in workmanship 11 Broadway, New York 4, N. Y. 
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NOW... 


select from a complete 
range of capacities 
and speeds...1/8 to 

2 tons and 8 to 6O fpm. 


LODESTAR FEATURES 
INCLUDE: 


Safe, Heavy Duty 
Performance 

Lowest Headroom 

Push Button Control 

Fully Enclosed Components 


Self-Adjusting Magnetic 
Brake 


Ultra-Modern Electric 
Braking 


CM-ALLOY Fiexible 
Link Chain 


Minimum - Maintenance 
Operation 


Lifetime Lubrication 


Request catalog 
and name of 

local stocking 
Oistrivutor. 


HOISTS 


important 
new models 


of the 


electric 
hoist 


NEW MODELS 
in 1/2, 1 and 
2 tons 


LARGER CAPACITY and FASTER SPEEDS 


... for speedier, lower cost 
materials handling 


@ Here’s your opportunity to slash 
lifting and handling costs. Put these new 
Lodestars to work where their 
increased speeds and capacity match 
your maximum requirements. 

Many thousands already in service 
demonstrate that you, too, can 

benefit from more efficient handling, 
lowered costs and increased 
productivity. 


CHISHOLM-MOORE HOIST DIVISION 

Co/umbus McKinnon Chain Corporation 
TONAWANDA, N.Y. 

NEW YORK e CHICAGO e CLEVELAND 


In Canada: McKinnon Columbus Chain Ltd., 
St. Catharines, Ont. 
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Shim Stock 


Pre-measured and calibrated to 
enforce economical in-plant usage 
Each coil of “P.M.C.”’ stainless 

steel shim stock is calibrated in 4 
and |-in increments through its full 
60-in length, thus assuring econom- 
ical usage and automatically main- 
taining a_ stock 
maker claims. 


count, 
Applications include 
shimming jigs, tools, fixtures, pat 
terns and 


inventory 


machinery, stampings, 
In 9 
from .002 through 
010-in material thickness. Of tvpe 
302 stainless steel, rolled full hard- 
spring temper. 

Roblinger Co., Boston, Mass 


washers, electronic _ parts. 


standard sizes 


Helicoid Gage 


Simple cam and roller design 
movement has no teeth to wear out 
Helicoid gage, a high precision 
pressure instrument, has wear-resist 
ant movement fitted with rigidized 
Teflon bushings, said to provide low 
static and kinetic friction, greater 
compressive strength and resistance 
to cold flow. Also will withstand 
chemical attack by all materials and 
acids except molten alkali, maker 
claims. Can be used in tempera 
ture range from minus 65-deg. F. 
To plus 300-deg. F. 
Helicoid Gage Div., American 
Chain & Cable Co., Inc., Bridge- 
port 2, Conn. 




















aal-t-tal-m ela -lorl-jiela| 


where you need it most 
. at the work 
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PENBERTHY direct reading gages are used in quantity wherever 
accurate measurements of fluid levels and/or observation of liquids are 
required. They are recognized as a top value by chemical, power 

and petroleum plants. Other industries are also profitable prospects 
The Penberthy line includes both REFLEX (3 pressure groups 

to 3000 psig) and TRANSPARENT TYPES (4 pressure groups to 
10,000 psig) as well as special service gages. Exclusive features 
provide quickly recognized competitive advantages. Advertising and 

promotion back-up selling effort 


We'll be glad to tell you more about Penberthy. Your inquiry 
will receive prompt, personal attention 


PENBERTHY MANUFACTURING COMPANY 


Division of Buffalo-Eclipse Corporation 
PROPHETSTOWN, ILLINOIS 


There's Certain Satisfaction in Products by 


IY 
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Gages 

Gage Valves 
Ejectors 
Injectors 
Sump Pumps 





Drum Lathe 


Occupies only 

two square feet 

Vertical-type brake drum _ lathe, 
called model 301 “Re-T'ru” lathe, is 
especially designed for service sta 
tions, brake shops, car and light 
truck dealers and garages with lim 


ited work space and_ personnel 


Lathe has automatic feed and shut 
off, controls for positioning tool bar 
into drum, a built-in drum microme 
ter, and universal equipment to pre 
cision machine cars and_ trucks 
Equipped with a 4 HP motor, 
switch and necessary belts and 
wrenches. 

Van Norman Machine Co., 
Springfield, Mass. 


Couplings 


Have only three components: two cast 
flanges and a one-piece rubber sleeve 

Low cost Junior line of “Sure 
Flex” couplings available in three 
sizes: 3] for stock bores from 2 
through 3-in; 4], for stock bores 
from 4 to l-in; and 5], for stock 
bores from % to l}-in. Peak HP 
ratings at 1750 RPM are: 3], 1.5 
HP: 4], 3.0 HP and 5], 6.0 HP. 

Also announced: a No. 14 cou 
pling, added to regular “Sure-Flex” 
line, which is rated at 500 HP at 
1750 RPM, will accommodate shafts 
from | through 3}3-in. 

I. B. Wood’s Sons Co., Cham- 


bersburg, Pa. 





To help you do YOUR job better... 
PROTO performs these functions: 


@ Gives you a broad line of more than 2,200 guaranteed hand service tools. 


@ Helps your customers break production bottlenecks, speed repair and servicing 
by producing hundreds of “specials” to their specifications. 


@ Gives you on-the-spot, expert help through field specialists maintained in your area. 
@ Gives you new “door openers” through a busy research and development department. 
e Gives you products of the highest quality: reliable, understandable policies. 


@ Places millions of dollars in Proto-sold business through Proto distributors 
every year. 


@ Makes available to you and to your customers a continuing supply of catalogs, 
price lists, and new product literature. 


@ Saves your selling time by telling your customers about new developments 
through intensive advertising in the magazines they read. 


For example, some of 
your customers are 
reading this ad, now! 








Special feature: Even under 
heavy hammer blows, the full- 
swivel Perma-Pad won't come 
off. Spindle Screw designed for 
extra strength, with specially cut 
threads for easier turning under 
heavy loads. 


Purchasing Agents Watching Replacement Costs Specify PROTO C-Clamps 


Available from your Proto distributor in a full 7 sizes up to 12” capacity, 
Proto’s 400-Series all-purpose C-Clamps feature: Forged alloy steel— 
Regular or Spatter-resistant (Cadmium plated) finishes—extra-deep 
throat — Minimum proof test 3300 to 9300 Ibs. ome 
Meet Fed. Spec. GGG-C-406a. Soon to come— PROTO TOOLS 
100-Series medium-service type. _ gy 


2214 Santa Fe Ave., Los Angeles 54, California * 514 Allen Street, Jamestown, New York « 1714 Oxford East, London, Ontario, Canada 
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The nearsighted Mister Magoo says: 








By George, Sir... any 


“Money Saver” 
make you 





©1960 UPA PICTURES, INC 


1. Here’s what you use: 


yg “MONEY SAVER” CONTEST 
<<)" == — SPEARHEADS THE DRIVE 


Here's a guessing contest for your lamp users. It’s fun for your 
customer and a great way for your salesmen to register an im- 


portant sales point . . . sell more lamps . . . and win prizes, too. 





Contest folder shows how G-E Power Groove* Lamps save 
investment cash—and explains the contest, based on this fact. 


Covers Premium 3 and F-40 as well. 


*General Electric trademark for its non-circular cross section fluorescent lamp. 








5 BRAND NEW, HARD-HITTING Jog 
LAMP PROGRESS REPORTS . =="! =» 


“7 “cacy, 8 /117/facaiion 
Cover the technical aspects of General Electric sane ye Gouin aici es 000 Somme Sor? 


Lamp superiority. They give salesmen the fact- kon \ Sg Ss 


packed story on the new F-40, 40-watt fluores- 
cent... the T10 and T10J, outdoor fluorescents 
. the deluxe phosphors . . . and, of course, the 


new G-E Power Groove Lamps. 
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way you figure it This G-E 
Campaign is designed to 
more money... easier! 





2. Here are additional 3. Here’s what G. E. is 
envelope-size sales tools: doing to back you up: 


3 SOLID MONTHS 
OF HARD-SELL ADS 
IN LEADING 
= BUSINESS MAGAZINES! 


ee) alee 
quctant 
cxnenat Qeueerese 
peat we LUORESS 
Anemnsrmng the 1280 OF Pleameess Lamp 


."MONEY 

Big schedule of carefully SAVER 
selected magazines in- CONTEST” 
cludes TIME, NEWS- 

WEEK, BUSINESSWEEK, “**"*'s* 

and U.S. NEWS. Mister  , Or 

Magoo insert in color oo 

(Top) Deluxe Phosphor Folder — stresses Genera! Electric's folds oe demonstrate \ RED CENT 

xclusive complete line of fluorescents with deluxe General Electric Power mola Hani 
phosphors. Contains actual phosphor sample. Groove Lamps (extra re- 

(Center) Cost of Light Mailer—shows how the latest G-E os eee ane pena 

fluorescents have cut the cost of light. we ae See 


: ad devoted exclusively to 
(Bottom ) heroangd Folder — Compares a Pow er kicking off the MONEY 
we -amps with competing ign intensity SAVER CONTEST. Bal- 
fluorescents. Aap air: 
ance of series hammers 
- lete line of away at the money G-E 
ou bane te ie Lamps can save uses. 
econ edie + advertising and promotional Free reprints. 
material. : les 
= hing’s set for bigger lamp sates. 
pp to your books by using this Progress /s Our Most /mportant Product 


nition! General Electric Co., Large Lamp 
” GENERAL @@ ELECTRIC 


Dept. C-016, Nela Park, Cleveland 12, Ohio. 
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“When we say sales, 


we mean EXJRA sales!” 


Cutting new sales patterns with your cutting tool customers 
works 2 ways when you recommend WENDT-SONIs Tool 
Holders with “Throw-Away” Carbide Inserts. 


First, the built-in repeat sales feature does a long-term selling 
job for you. Secondly, your customers gain the kind of pro- 
duction economy that pays off in good will toward your firm. 


AND HERE'S HOW THOSE EXTRA 
SALES ARE PUT TOGETHER 


1 Tool holder of heat-treated steel provides 
support for extra-heavy cuts. 


2 Carbide inserts are 
“Utility ground" for general 
use; "Precision ground’ 


for indexing to plus or a 
, 001 WENDT-SONIS 
minus .Uvi. TOOL HOLDER 
with '‘Throw-Away”™ 


—_— . . Carbide Inserts 
3 Eliminate expensive diamond Se tod eultiun adaee 
wheels. 


4 Solid carbide shims protect the tool holder 
from excessive loading damage. 


5 Mechanical carbide chip breakers prevent erosion 
of holder, eliminate expensive diamond grinding. 


6 Clamp of forged steel quickly and positively locks the 
insert like a vise. 


WENDT-SONIS builds lasting precision and performance into its complete 
line of cutting tools, including single points and rounds. Put W-S “Extras” 
to work for you now. 





WENDT-SONIS COMPANY 


Hannibal, Missouri ¢ Rogers, Arkansas 


s 
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Industrial Compressors 


Install in minimum space without 
special machinery rooms, foundations 
Industrial compressors are com 
pletely enclosed, have no exposed 
belts or couplings, are quiet and vi 
brationless and possess 50 per cent 
fewer working parts than many com 
pressors of similar capacities, maker 
claims. Other stated claims: only a 
small outlet is needed for the 180 
deg. discharge air; option of air ot 
water cooled units. Illustrated: 40 
HIP unit. 


Davey Compressor Co., Kent, 
Ohio 


Inexpensive, light weight, can be worn 
all day, even over prescription glasses 

Features of goggle, called VS3 
Visitor Spec, include one-piece con 
struction of brow rest and .080-in 
thick lens; library type temples fitted 
for any size or shape of head. Rec- 
ommended for protecting eyes of 
plant visitors and for eye protection 
in spot welding, buffing woodwork 
ing operations etc. Available with 
green or clear lens. 

Willson Products Div., Ray-O- 
Vac Co., 212 E. Washington Ave., 
Madison 10, Wis. 
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they get the facts that sell 


One of the many comments we hear about Rex Distributor 
Salesmen is “they know what they're talking about.” 
That’s a big advantage to have because it means cus- 
tomer confidence...an ability to sense the customer needs 


and answer them efficiently. 


What's the reason for this know-how? Naturally the 
most important part is the native ability of the men. But 
another important part is the Rex Distributor Sales Train- 
ing Schools held at the factory. In these regularly sched- 
uled sessions, conducted by full-time, seasoned instruc- 
tors, distributor men get all the product, market, and 
sales technique facts... 


facts that help them sell and serv- 
ice customer needs. These training schools are backed 


up by refresher courses and new product sessions held 
in the distributors’ offices. 


This is another example of teamwork in action...the 
close cooperation between distributor and manufacturer 
that results in more efficient, profitable operation for 
both. CHAIN Belt Company, 4622 W. Greenfield Ave., 
Milwaukee 1, Wis. 





CHAIN BELT COMPANY 


re —_ 
REABUET 
te 












REDDY - FIT EYES 
take only a frac- 
tion of the time 
to fit the tool as 
compared to the 
old style, over- 
sized eye—a big 
rYoll-t MumeolohZeliliolel-) 
to you and your 


customers 


l 
4] 
| af 


il : 
@Seeeev jececee-- 

i 
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The Handle That 
Stays Put on 
the Tool, but Not 
on the Sheif! 


THINK 
AND YOU’LL 


HANDLE 


\Y 

ACCURATELY GRADED 
and CLEARLY LABELED, 
handles individually 
identified as to name, 
pattern number and 
weight tool they fit. It's 
easy to order the han- 
die you want and get 
what you order. 


SCIENTIFIC DESIGN 
takes up shock in the 
handle — not in the 
hand. Made from finest 
second growth hickory. 


WALL CHARTS make it 
easy on you and your 
customer to order your 
needs. Full size repro- 
duction of eye end of 
handles so tool can 
be compared for per- 
fect fit. 


PROVEN DISTRIBUTOR 
SALES and Merchandis- 
ing Program will show 
you and your salesmen 
that here's a line you 
can sell. 


Write today for your free copy 
of *‘A Handle Program For 

the Industrial Distributor," 
sample handle, Catalog A 
and Wall Chart. 


OPLINK 


HANDLE COMPANY 


Manufacturers of 
America's Finest Handles 


SALEM, INDIANA 
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Utility Vises 


For production, 
tooling, maintenance 
Line of utility. vises includes 
swivel-tilt and angle vises, Swivel 
tilt vises (Nos. 4992 A and 4993 A 
combine swivel base and angle head 
for compound angle setups, are de 
signed for quick and accurate mill 
ing, drilling, grinding and for check 
lavout work. No. 4992 A has 
jaw width and jaw opening of 24-in 
No. 4993 A has jaw width and jaw 
opening of three inches 
Angle vises (Nos. 3992 A and 
3993 A) can be adjusted to a full 
90-deg. or lowered and used as ordi 
nary vises when lowered to a hori 
zontal position. Accurate gracua 
tions indicate angle which may be 
quickly locked in position with 
thumb screw. No. 3992 A has a jaw 
width and opening of 2}-in. No 
3993 A has jaw width and opening 
of 3-in 
Stanley Works, 195 Lake St., New 
Britain, Conn. 


Heat Reactive Tubing 


Shrinks under heat to form tight 
electrical insulating armor 


Hleat-reactive vinyl tubing con- 
tracts at temperatures over 275-deg. 
F to form electrical insulating 
“armor” for rods, tubes or contoured 
shapes. In 25 sizes to cover objects 

to 5-in. in diam. Abrasion and 
chemical resistant 

\linnesota Mining & Mfg. Co., 

Bush Ave., St. Paul 6, Minn. 





LET’S TALK 


ABOUT 


WIRE ROPE 


DISTRIBUTION! 


You and your associates probably have discussed adding a 
wire rope line many times and, because Macwhyte special- 
izes in the manufacture and sale of wire rope, we thought 
you’d be interested in knowing of our services to distributors. 


We have long been a leading wire 
rope manufacturer, in business since 
1896. We make a complete line of 
quality wire rope, slings, and cable 
assemblies in our own wire and rope 
mills. There are large Macwhyte 
warehouse stocks in locations across 
the country to support distributors’ 
stocks — assuring prompt delivery 
to you of the best wire rope products 


to meet your customers’ demands. 
Macwhyte distributors get full 
cooperation from factory district 
representatives to help increase and 
maintain sales. A constant national 
advertising campaign furnishes dis- 
tributors with strong selling support. 
Imprinted catalogs and circulars are 
readily supplied without charge as 
sales aids for all products. 


Let us tell you about Macwhyte distributor cooperation. 
Our district representative would appreciate an opportunity 


to discuss the advantages of selling Macwhyte Wire Rope. 
Ask for him to call. - 


— Be sure to look us up at our booth at the Triple Industrial Supply Convention! 


MACWHYTE Wie ane COMPANY 


2900 Fourteenth Avenue, Kenosha, Wisconsin, U. S. A. 
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GET READY FOR THE 


SELLING SIXTIES! 


with the BOND PROFIT LINE! 


MANUFACTURERS of the leading basic line of ; ' 
POWER TRANSMISSION EQUIPMENT | Thermostatic control unit for close, 


stepless control of temperature 

ALWAYS IN READY SUPPLY * COMPETITIVELY PRICED! Bi metallic thermostat in hot plates 

has a permanent magnet that length 

SPEED REDUCERS <= ens contact life by aiding in the 
Wide range of worm gear speed re- ‘make and break” of the contacts 
ducers. Vertical and horizontal units. |} and by “blowing out” anv arc that 
Single and double reductions; ratios - | may form l'emperature stabilizes 
5:1 to 3264.1 for 1/30 to over 11 oo anickly and initial overshoot is neg 
H.P. input. ligible, maker claims. ‘Thermostat 
holds any temperature in the hot 


Hot Plates 


STOCK GEARS < plate’s range (from 10-deg. above 
Complete line of stock gears: Spur, .\\ = ambient to 700-deg. F 
Mitre, Bevel, Worm Gears and Worms. 
Also, gears made-to-order to your cus- 
tomers’ specifications. 


within plus 
or minus 5-deg. F. ‘Type 220 hot 
plate consists of four models in two 
sizes, 12 x 12-in and 12 x 24-in, each 
for either 115 V or 230 V opera 


tion. Recommended for laboratory 


SPROCKETS AND CHAINS 

Cut Cast Iron and Steel Sprockets 
suitable for light or heavy drives— 
available from STOCK. Special sprock- heat source 

ets to order per your specifications. Thermo Electric Mtg 


and production applications requi 


ing a precisely controlled, rehabl 


e's SOS 


FLEXIBLE COUPLINGS ce ee 
5 Types—Nearly 100 different sizes. 

For any drive up to 500 H.-P. at 100 

R.P.M. Each has only 3 parts—re- 

quires no adjustments or lubrication. 

Available in iron or aluminum. 


UNIVERSAL JOINTS COLLARS PILLOW BLOCKS 


" <a = 


eS (a = (0) 


7 | — 


All of the above items in our broad line 
ARE CARRIED IN STOCK. 


Write today for the facts on how Bond dealers earn 
DEALER high profits with off-the-shelf sales. Choice territories Aluminum Hat 
available. Bond's marketing program works for you to 


Formed in one piece from a tough 
aluminum alloy, ribbed for strength 


CHARLES BOND COMPANY / 617-623 ARCH STREET ¢ PHILA. 6, PA. 
Gentlemen: Please send me Light-weight aluminum safety hat 
Facts on profitable Bond dealerships is constructed with full brim for 

] Catalog No. 100 on Bond’s Complete Line | added protection to neck, ears, and 

| shoulders. Edges are rolled for extra 

NAME COMPANY rigidity in brim. Said to be com 


ADDRESS - " pletely sun reflecting, suspended to 
dissipate impact shock over wide 
Ep CHARLES BOND COMPANY area of head. 
Willson Products Div., Reading, 
617-23 ARCH STREET * PHILADELPHIA 6, PENNSYLVANIA Pa 
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FLEXCO’ 


HEAVY-DUTY 
CONVEYOR BELT 
FASTENERS 
and 
RIP PLATES 


(9 sizes for belts V4” 
to 1%" thick) 


FLEXCO "25-PAK" 


(Economy Package) 


~o 


CONVENIENT 
SHIPPING CARTON 


POWER TOOLS 


ff 


(Use with air or electric impact 
tools for fast application) 


FAR-PUL BELT CLAMPS 


3 MODELS . 


BELT 








For years, ALLIGATOR and FLEXCO belt fas- 
teners have been “going around in the best 
circles” — in coal and metal mines, crushed 
rock and sand & gravel plants, steel mills, 
chemical plants & mines, and others — wher- 
ever conveyor belts and V-belt drives are in 
operation. But there are still some belt main- 
tenance crews not yet acquainted with the 
complete Flexible line. Don't miss these op- 
portunities for greater sales. 


Remember: Flexible’s field representatives 
are factory-trained belt fastener specialists 
. ready to serve you and your customers. 


NEW! BULLETIN NO. V-227 


“CUSTOM MADE V-BELTS INANY LENGTH 
WITH ALLIGATOR V-BELT FASTENERS” 


""FOR THE SPLICE OF A LIFETIME'' 


Hortble LACING COMPANY 


4633 LEXINGTON ST. ° CHICAGO 44, ILLINOIS 








FLEXCO 
HINGED 


500X, 250X & 375 
CONVEYOR BELT 
FASTENERS 
and 
NYLON HINGE PIN 


= 2 


ve 


500X3 500X1 250X 


CARTONS OF 
COMPLETE JOINTS 


a 


— 


(Sizes to fit all common 
belt widths.) 


TURTLE’ 


BELT FASTENERS 


(DRIVE-ON TYPE) 


| PERSUADER 


7 = ae 


ONE SIZE —for quick repair of 
rips in conveyor belts. 


ALLIGATOR’ 


WIDE BELT CUTTER 


ALLIGATOR* | 
CONVEYOR BELT LACING 


Available in STEEL, STAINLESS, MONEL, EVERDUR for 





. FOR BELTS THRU 36” WIDTHS. 


belt widths 14”-60”. 
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Worth more 
to you=— 
four 

ways! 


NATIONAL 
NK 


SPRING WASHERS 





1. Complete Customer Acceptance C24 


Easier to sell because National has earned a reputation 
for extra-dependability throughout general industry and 
on the railroads. Your customers know the line by name! 


2. Convenient Standard Packaging 


Attractive, extra-strength standard packs are easy to gf 
store, clearly labeled and resist damage. Yourstocks “Se 
are easily-catalogued, neat appearing at all times! 


3. Sales Stimulating Literature 


National catalogs help make sales. These informative 
bulletins are available for counter stacks or distribution 
to your customers. National backs you up at point-of-sale! 


4. Mutual-interest Distributor Policy 


A liberal sales plan that has you in mind. With National 
you have a quality line, full sales cooperation, excellent 
service everywhere and maximum profits assured! 


SEND FOR COMPLETE INFORMATION—Ask National for the 
details on the Spring washer line and sales policy, now. 
Just call or write; your inquiry will receive prompt attention. 


The NATIONAL 
LOCK WASHER COMPANY 


NEWARK 5, NEW JERSEY @¢ MILWAUKEE 2, WISCONSIN 


Representatives in Principal Cities in the United States and Canada 


158 
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Lavoratory Recorder 


Measures such variables as tempera- 
ture, pressure, motion, flow, density, pH 


Laboratory model of company's 
Dynamastet Potentiometer Re 
corder has special input selection 
switches and span adjustments for 
maximum flexibility. b our p 
input selector switch provides for 
millivolt, volt, microampere, or mil 
liampere input. Five-position span 
selector offers ranges 0-2, 0-5, 0-10, 
0-25 and 0-50. Among the attach 
ments offered: dual-speed chart 
drive or multi chart-drive (six 
speeds); a time-pen for marking ref 
erence points in testing; chart-foot 
age indicator (shows amount of un 
used chart); manual chart-rewind; 
manual or electric pen-lifters; re 
transmitting slidewires 

Bristol Co., Waterbury 20, Conn 


Pipe Protection Tape 


Can be applied at 
temperatures as low as —5 deg. F. 
Polyvinyl chloride pressure-sensi 
tive pipe protection tape, called 
“Scotchrap” tape No. 40, requires 
no heat tools or special skills to 
apply and gives positive protection 
of joints, tees, couplings and other 
irregular shapes, maker claims. Also, 
has high insulation resistance, elec 
tric strength, and resists acids, alka 
lies, salts, petroleum oils etc. 
Minnesota Mining and Mfg. Co., 
900 Bush Ave., St. Paul 6, Minn. 





AMERICAN PULLEY 
is jumping through hoops... 


. .. to assure bigger profits for distributors. American’s unique “‘Bill of Rights’’ 


spells out a brand new policy of 100% cooperation in inventory, 
sales and promotion programs. Nothing else like it in the 
industry .. . this startling declaration covers 
everything that interests you most. For example, 
Article VI states that slow-moving stock is 
returnable. And there are 10 points in all 
. with every one assuring greater sales 
and profit opportunities for you. If you’re already 4 


an American Distributor, you’ve seen how 





it works. If not . . . ask for the full 


MATERIALS — POWER 
HANDLING 7 TRANSMISSION 


story as it appeared in INDUSTRIAL BD EQUIPMENT 7 EQUIPMENT 


THE mf AMERICAN PULLEY COMPANY 


4200 WISSAHICKON AVENUE - PHILADELPHIA 29, PA 


DISTRIBUTION in August and September. 





DISTRIBUTORS 
PROSPER AS 
8&S OFFERS 
THE ONLY 
COMPLETE 
CUTTING TOOL 
SERVICE! 


In addition to a line of over 3000 off-the-shelf 
“standards” and superiority of cutter design— 


pays off in 4 other ways that make B&S Dis- 
tributors . . . and Customers prosper! 
World’s largest line of Carbide, Carbide Tipped 


and High Speed Steel Cutting Tools for milling 
machines. 








Local Cutter Engineering Service—like having 
a B&S Cutter Engineer in your customer's shop. 


Strategically located Cutter Maintenance, Modifi- 
cation and Regrinding Service. 


Stocked and sold by the most successful group 
of Distributors in the world because they offer 
the only complete METAL CUTTING TOOL 
SERVICE! 


Brown & Sharpe 


HIGH SPEED STEEL CUTTERS 
NELCO CARBIDE TOOLS 
END MILLS 


PROGRESS IN PRECISION FOR OVER 125 YEARS 
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Jet Pump Motor 


Design eliminates usual adapter 
casting and pump stub shaft 
Fractional horsepower jet pump 
motor combines true integration 
with the pump it drives and the pro 
tection, accessibility and streamlin 
ing of its functioning parts, make 
claims. Called “Smithseal” motor 
it has a sealed cavity in its drive end 
casting to permit the pump impelle: 
to couple directly to its shaft 
A. O. Smith Corp., Electric Mo 
tor Div., Tipp City, Ohio 


Safety Paint 


Up to four times brighter than 
non-fluorescent safety paint 
Fluorescent industrial safety paint 
is available in two kits: kit No. S-3, 
designed for spray applications 
holds three 16-0z. aerosol cans con 
taining white primer, “Hi-Viz 
color and sealer. Kit No. S-20 offers 
these three items plus qtr. pints of 
all 8 “Hi-Viz” colors in alkvd 
enamel, white primer and protective 
sealer. Applications include fire pro 
tection apparatus, lift-trucks, dan 
gerous parts of machinery, elevator 
doors, low beams, pipe coding ct« 
Can be brushed, sprayed or rolled 
on 
Lawter Chemicals  Inc., 


louhy Ave., Chicago 45, III. 








THE 

IMPROVED 
ALL-SYNTHETIC 
BELT 





Send for Bulletin R-360 


Manufactured by 


L.H. SHINGLE COMPANY 

World's largest manufacturer of Industrial Leather Products 

Camden 3, N.J. e Worcester 4, Mass. 

Available through all of our Sales Divisions and Their Distributors 


INDUSTRIAL DISTRIBUTION ¢ MARCH, 1960 





‘ \ | 4 
we 


-BUNTING- 
-BEARI 


Bringing the most modern bearings : Plunger-Type Toggle Clamp 


to the small lot and occasional buyer Use where clearence requirements 
don’t permit use of conventional clamps 





Today your local Bunting Distributor can give you all the advantages Plunger-ty pe toggle clamp, Model 
of the most advanced bearing metallurgy. Available instantly from 
distributor stocks are finished bearings and bars made of Bunting om 
Cast Bronze and Sintered Bronze, and Bunting Bearing Aluminum ol) degree arc and can be fixin in 


Bars. any position within this arc by a 


606, has handle which swivels in a 


The many hundreds of stock sizes of Bunting finished bearings and lock-nut located on the axis of ro- 
bars in these most modern metals meet practically every mechanical 


tation. Rated holding pressure is 450 
and cost requirement for machinery production and maintenance. 


lbs. ‘lapped hole in plunger allows 


MACHINE SHOP SERVICE use of an adjusting spindle for ex 


tending its reach. Base has 6 holes 
Small lots of special design bearings, not obtainable from stock, 


can be procured immediately from fully equipped machine shops : 
in Bunting branches. The wide range of sizes of Bunting Stock Cast and aircraft industry assembly 
Bronze and Sintered Bronze Bearings makes the alteration of a stock 
item to a special bearing easy and economical. Bunting Cast and troke 13 

Sintered Bronze and Bunting Bearing Aluminum Bars provide the UES aes n 
materials for special sizes which cannot be made from stock bear- Detroit Stamping Co., 340 Mid 
ings. Your local Bunting Distributor can arrange for such work. land Ave., Detroit 3, Mich 


for positioning on standard tooling 


plates. Plunger travel on complete 


1. Typical & case In poin 
Cast % ntin ng VEEL 
Bronze ; 





Insulating Sheet Material 


Combines light weight 
and structural strength 


Inorganic insulating sheet mate 


rial, called Unarcoboard, is said to 
2. Sintered Bronze 3. Sintered Bronze 4. Sintered Bronz 
Stock Flange Stock Thrust stock Plain ; , 
Bearing Bearing Bearing be used for ovens, ceilings, parti 
earing Bearing 
tions, back-up-board for pre-laid tile 


Ask for Catalogs: or brick facing, duct work, firewalls, 


be 100 per cent incombustible, can 


; hng structural steel, heat 
No. 158—Complete listing of No. 258—Complete No. 46—Technology of Bunting hreproohing struct . , 
sizes of Bunting Cast Bronze listing of Cast Bearing Aluminum. A_ technical screens, housings and _ breechings 
and Sintered Bronze Bearings Bronze Electric Mo treatise on the composition, ma- ; . , . iwed 
and Bars, and Bunting Bearing tor Bearings for all chining and use of this new bearing etc. Can be machined, sawed, 
Aluminum Bars. Pocket size makes and sizes of metal. Ask your local Bunting sanded, cut, drilled and planed to 


edition. electric motors. Distributor. 001 accuracy and won't rot, mold 


or sustain vermin, maker claims. In 
sheets up to 4 x 8-ft. in size. 


tue BUNTING Brass and Bronze Company 


TOLEDO 1, OHIO * BRANCHES IN PRINCIPAL CITIES Union Asbestos and Rubber Co., 


Fibrous Products Div., Blooming 
BEARINGS, BUSHINGS, BARS & SPECIAL PARTS OF CAST BRONZE, SINTERED METALS OR ALUMINUM ALLOYS 


THIS ADVERTISEMENT APPEARS IN MILL & FACTORY e@ MACHINERY @ AMERICAN MACHINIST e ton. Ill. 
PURCHASING @ MACHINE & TOOL BLUE BOOK e SOUTHERN POWER & INDUSTRY 
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“But, Mr. D., you never tried 
to sell me shelving!” 





This is one of your good accounts talk- 
ing. You’ve been selling him industrial 
supplies for years. Mostly low profit items 
—not shelving or shop equipment. But 
when that big order for shelving came 
along, you weren’t even asked to quote. 
What happened ? 


Simply this: you didn’t keep trying to sell 
them shelving, so when the time came for 
them to buy you were not one of the 
sources they called in. It’s tough, but with 
shelving, like everything else, you have 
to keep on telling them to sell them. 
You'll profit most when you show them 
the many advantages of... 


HALLOWELL ERECTOMATIC™ SHELVING 


Easiest To Sell! Erectomatic is a whole 
new concept in storage efficiency ... has 
more features than any other shelving. 
Finest, most complete, most versatile line 
in the industry. Goes up faster... saves 
up to 40% in erecting costs. Independent 
shelf positioning saves up to 25% in space. 
Saves time for years to come—thanks to 
exclusive quick shelf changing. 

Selective Distribution gives you greater 
dollar return for time expended. 


More Profitable—Greater profit margin 
than many other items you sell! 


Big Reorder Potential—Customers that 
start with Erectomatic stay with Erecto- 
matic. 

Heavily Promoted — Hallowell presells 
strongly through advertising, backs you 
with good local sales aids. 


Finest Catalog— Hallowell Catalogs are 
regarded as the best in the field. They’re 
great sales openers, and free to you. 


COLUMBIA-HALLOWELL Division § JENKINTOWN 13, PA. « SPS WESTERN, SANTA ANA, CAL. 


where reliability replaces probability 
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FULL LI 


Jig Saws 


“Angle blade” design for improved 
chip clearance, increased cutting speed 


Two power jig saws added to 
company’s line have following 
stated features: Model 560 (top): 
two-way reversible shoe and _ rotat- 
able blade for close-quarters cut- 
ting; cool-running, ball bearing 
motor with full 2.5 amp power rat 
ing; non-slip plastic knob with 
blade-changing hex key fixed in base; 
complete selection of 8 wood and 
metal cutting blades. Model 360 
has self-lubricating bronze bearings, 
6 ft., 2-conductor cord and is sup- 
keeps chain sales coming your way | plied with a blade for cutting wood 

. and a blade for cutting metal. Both 
saws convert to rigid bench units 
with a heavy-gage steel table 

Millers Falls Co., Greenfield, 
Mass 


You'll satisfy every customer's needs —get the biggest share of the 
chain business in your area with Taylor's complete line. National 
advertising . . . effective sales helps . . . up-to-the-minute packaging 
make this profitable business come easier. And Taylor's 86-year-old 
reputation for top, uniform quality assures complete customer satis- 
faction—strong repeat sales for you/ 


Illuminated Push Button 


Combines in a single device a push 
button and a pilot light to save space 


I}luminated push button features 
pressure connectors to eliminate in- 
FREE! CHAIN ,/ ternal wiring, terminals clearly 
SAMPLE BOOK. oat S —_ . . Bad , 
Scnetin, Be cinaiiien ae oil single-hole mounting as other oil 
actual-size reproduc- a ae tight units. Available with button 
tions of all types and ere i ‘ 
sizes of welded and : guard to prevent accidental opera 


ade ee Sa —— 7 tion. Full range of voltage ratings 


available. 
CHAIN since $&.G. TAYLOR CHAIN CO., INC. Square D Co., 6060 Rivard St., 
1873 Hammond, Indiana Detroit 11, Mich. 
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WHITMAN s BARNES 


MAKERS OF FINE TOOLS SINCE 1848 


DRILLS ano REAMERS 








which drill 


Based on results, drills “‘A’’ and ‘‘B” 
(center and right, above) should cost 
43% and 39% less than W & B drills 
(left, above)—instead, they can be 
purchased at only about 20% less. Your 
customers will want to watch those initial 
costs—they may be costly! 


PARTNERS IN PRODUCTION PROGRESS 


WHITMAN & BARNES 





really costs less? 


COMPARATIVE DRILLING PERFORMANCE 


General Purpose 
Jobbers Drills 


* ; i i 
No. of holes per drill size 7a Total No. Efficiency 


W & B Drills 
“A” Drills 
“B" Drills 114 


Thickness of 


%" ° ” Material: Heat treated 
plate : 


L | | chrome nickel steel 


*In each drill size, five drills of each brand were tested 
and each drill was resharpened three times as required 


Many drill performance tests similar to this one have been 
made. However, W & B will gladly conduct comparative drill 
tests at your customers’ plants and under their conditions. No 
obligation, of course. 


40000 PLYMOUTH ROAD @© PLYMOUTH, MICHIGAN 


DRILLS ¢ REAMERS +¢ END MILLS * COUNTERSORES *¢ COUNTERSINKS + CARBIDE TOOLS * SPECIAL TOOLS 








Form No. A-932 


inding Wheels, Coated Abrasives, Files, 
Ono and Band Sew Blades 


Carboley Cutting 


Pr 


Tools, 
Portable Electric and Preumatic : 
“aie Cylinders and Controls 


Machine Tools and Accessories, Sheet Metal Tools 


nd Woodworking Machines 
Dae ae on ein Toons 


Lubricating Del 








Master Key 


to Your 


Complete Line 


vour stock so big it ealls for a 1000-page catalog 
ike the Young & Vann book shown above? 
more specialized? —Fewer items, maybe, 
‘tant problems of selling display? 
the Donnelley Unit System of Com- 
‘ve to build an economical and efficient 
YOUR needs and selling methods. And 
the least possible drain on your time. 
ling tool to put new drive into your sales 
, why not begin with a letter or phone call 
todav? Get the full story. Talking it over with 


| not commit you in the slightest. 


Drills, +, End Mills, Taps and Dies, Threading D 
Tools, Tool Holders, Clomps, Vises ¢; ’ 


ecision Tools, Counters Marking Devices, Hand Toi, 


guide 


genet Fittings, Welding Fittings, Bross and Copper Fittings 
Valves, Cocks, Water Service Products 


Regulating ond Reducing Vatves, Steam 
“oilers and ym 


insulation, Babbitt and Lead Products, Welders, 
Protective Clothing 





ing. Gaskets, Hose, Hose A ies, Fire Exti 9 


pock 


Belting and Belting Accessories, itil 
Fatnir Transmission Products 


Conveyors, Manila and Wire RB. Hoi. 
Hand Trucks ond Comen 


Contractors’ Tools ond Equipment 


Point, Brushes, Lodders, Paint Spray Guns, Compressors 








Catalog Compiling Department 
R. R. DONNELLEY & SONS COMPANY 
The Lakeside Press 


350 East Twenty-second Street, Chicago 16 
Telephone: CAlumet 5-2121 

SALES OFFICES ALSO Al 

120 Lexington Ave., New York 16 

MUrray Hill 6-8181 


3460 Wilshire Blvd., 


DUnkirk 5-2946 
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PACK IN PROFITS 
WITH 


PALMETTO® 
PACKINGS 


Parallel Groove Clamps 
NEW! PORTER SPRING WINDER 


Easy to operate. Makes springs up to 144” 1.0. 
Widely used to wind springs for repairs, experi- 
mental work and small production runs. 


Interlocking fingers on connector body 
halves prevent rotation mismatching 





\luminum parallel groove clamps, 
idditions to company’s “Tapit” | 
line, are designated as UCG and ac- | 4. ae ROLLER PRY TRUCK 
lat li 2 l Raises and rolls loads up 
commodate Copper, aluminum, arn to 22 tons. Two will 
ACSR from No. 8 through 


move heavy crates and cases. 
Other stated features of conductors | 











RAILWAY CAR MOVER 

| Move heaviest cars safely 
“V"" spurs grip rail edges 
A model for every job 


lude gripping edges on the hex 
Put the all new Palmetto Packing literature to head bolt and square surfaces on 
work for you. . . Just off the press, this con 
cise, clear, easy to look at—easy to use refer | connector body for simple two 
ence material was planned and prepared for allatic 
you—is yours for the asking! Request quantities 
desired now! Qual shank for simple sing WARRANTY — full manufacturers’ guarantee 


_ : Parning 
il, Hnon-tul li 


istallation and etched d WRITE FOR: 


REENE. TWEED: | oated ontact surta es for high con pry 


2 nd — _ ] ‘ys | — ADVANCE CAR MOVER CO. 
N Oo RTH W AL 3  ¥ | ; F Appleton, Wisconsin 
See us at Booth 712 13th ASMMA CONFERENCE | 





BLACKHAWK’S 


... introduces another product family tor 
a specific user group... portable hydraulic 


tools for machinery maintenance 


Marketing Approach Plan No. 2 is another in Black YOUR BLACKHAWK TERRITORY 
hawk’s series of profit programs for distributors .. . MANAGER has a booklet ex- 
based on the proven concept of product-family, user-group plaining MAP No. 2 in detail. 
selling. Its user group consists of machinery maintenance Also, new Catalog/Manual L- 
men. And the Blackhawk product family includes: 300 containing complete data 

1. a full line of Holl-O-Ram pullers on Blackhawk’'s family of port- 
able hydraulic tools for ma- 
chinery maintenance. Contact 
him today for your free copies. 


2. handy, versatile maintenance kits 
3. low-cost shop presses 


Not only does MAP No. 2 pin-point the market and supply 
a made-to-order product family. It also provides field 
sales help, comprehensive direct mail, new catalogs 

all the concentrated sales assistance you need to get your 
share of maintenance dollars in the ‘Soaring Sixties” 


se BLACKHAWK 
MAP No. 1 is producing results! A high rate of inquiries testi- 


fies to the wide-spread interest in MAP No. 1's ‘family’ of portable BLACKHAWK INDUSTRIAL DIVISION 


lifting equipment for maintenance: mechanical jacks, hydraulic jacks . - 
remote control jacks, mobile cranes. 13320 W. Reichert Place, Butler, Wisconsin 
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STEEL CITY 
SLOTTED ANGLE in 3 sizes 


A Size, Weight and Strength 
for EVERY Job! 


Steel City’s RIGHT ANGLE* is Light Duty 
fabricated in three sizes for max- res “ B08] 
imum economy and utility .. . all 

sizes interchangeable within the 

same structure. The exclusive 

slot-and-hole pattern, recurring 

every three inches, provides the 

erector with a rigid method of 


- Zone ntr 
securing joints. RIGHT ANGLE ) Control Valve 


is structural quality steel, electro- For use on hydronic heating, cooling 


galvanized after processing for systems and for steam up to 10 psi 
complete protection Motorized zone control valve, 
ner eee called the Hvydrozone motorized 
valve, features four body types fot 
varying job conditions. Other stated 


features include visual valve stem 
ss indicator easily set for manual op 
<_< : 


eration in case of power failure; spc 


Qe ' ‘ cial Viton “O” ring to eliminate 


b- leaking at stem; 100 per cent shut 
& ew | 3 Extra Heavy Duty P f: | | | | } 
% RA-300 12 gauge off; angle body pattern which pet 
3g” x 104 
odes : mits flow-through in any direction. 
ny P 
Available in 3, 1 and 1}-in sizes 
% 
we 











Maximum temperature of liquid 


250 deg. F. 
One-Man Carry” Package i ( 
The RIGHT ANGLE method of forming a : e Cash-Acme, P.O. Box 191, Deca 
r re j 7 asses 7 "eaeiad Package | tur, Il. 
Ue Ully ty Number Weight 











a Vertical Chain Oiler 

RA-225-10 | 

RA-225-12 | 6 Flexible, adaptable to all types 
RA-300-10 | 7 of chain drives and operating speeds 
RA-300-12 | Chain oiling system, for lubrica 
sty Ne" 9 tion of vertical chain drives, consists 
of a brush applicator, an oil dis 
penser, and copper tubing connect 
ing the two components. A brush 
is mounted horizontally on an alu 
minum body attached to a steel 
mounting bracket. OiJl is fed to the 
| Ree ara eT top of the brush, seeps through and 
Sold through il ik lan alia is spread evenly in a thin film on 


the chain. Four sizes: 3-in, 1-in, 
l 


“ and 14-in diams; and one for 2 by 
STEEL CITY ELECTRIC COMPANY | >... . | 


2}-in rectangular brush. 


our catalog in Sweet's files 


A Subsidiary of American-Marietta Company 


Oil-Rite Corp., 2385 Waldo 
PITTSBURGH 35, PA. Boulevard, Manitowoc, Wisc. 
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THIS 
IS 
ONE 
METHOD 
OF SELLING 


BUT HERE’S THE WAY TO INCREASE SALES 


For the lasting gratitude of all your present and prospective customers and a resultant sales increase, 
why not recommend Plastic Steel and the other Devcon Industrial Products? Tell your customers how 
Devcon Industrial Products complete all inplant repair jobs . . . makes dies, patterns, etc... . quickly, 
easily, and at a fraction of normal costs. As A. J. Schuette, Industrial Sales Representative for Bossert 
Company, Kansas City, Mo., says: ‘‘We feel we are rendering our customers a real service when we 
introduce Plastic Steel to them; and our company finds it a wonderful door opener to new and 


prospective customers.'’ »« « « « « DEVCON CORPORATION y Danvers, Massachusetts 


a complete line of DEVCON QUALITY PRODUCTS for industry 
+ PLASTIC STEEL® A — Putty Type « PLASTIC STEEL® B — Liquid Type » DEVCON F — 


KS ga Aluminum Putty » DEVCON F-2 — Liquid Aluminum « DEVCON WR — Liquid 
a \ Type Wear Resistant Material « DEVCON WR-2 — Putty Type Wear Re- 
i had 5 sistant Material » DEVCON ERK — Emergency Repair Kit 


7h 
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ere’s Good News for {NORTON 


ABRASIVES 








NORTON COMPANY 


TER MASSACIIUS 


Mr, Charles Mill, Publisher January 29, 1960 
Purchasing Week 

330 West 42nd Street 

New York 36, New York 


You Can Produce Greater 
Ss s T Cc B 

This is the theme of a new series of advertisements 
which Norton Company inaugurated in 1959 -- a series which 
oints out to the purchasing agent and to the production san 
that the true measure of savings on materials bought for 
production is the cost-per-price produced, Naturally, 
PURCHASING WEEK was an immediste choice as one of the publi- 
cations to carry the series, 





That the series was a succese and that it made a 
reel impression on P,A.'s was well demonstrated by the 
outstanding Reader Feedback revorts which resulted from its 

ISSE appearance in PURCHASING WEFK. The advertisements are 
RUSSEL A. REED continuing in 1960 and on an increased schedule in your 
Assistant Advertising Manager publication. 

Abrasives and Grinding Wheels Distributors ere most important in the sales program 

NORTON COMPANY for Norton grinding wheels and Norton Company has always been 
e firm believer in backing the distributors’ salee efforts with 
strong advertising, not only a substantial schedule in the 
business publications but also a generous supply of mailing 
pieces, information booklets, catalogs and other types of 
promotional material, 


We have always considered it vitally importent 
thet our advertising reach the purchasing agent who is a 
most important factor in the buying of grinding wheels and 
other abrasive products. 
NORTON COMPANY | 
/ 
YY { Len 
R, A, heed Assistant Advertising Manager 
278 Abrasives and Crinding Wheels 


aleking better products. . .fomake your products better 











National Business Paper Advertising 


wortee < 
remembe’s 











. . 
istributors e e e “Distributors are most important in the sales 


program for Norton grinding wheels and Norton 
Company has always been a firm believer in 
backing the distributors sales efforts with strong 
advertising...’ So writes Russel A. Reed, As- 
sistant Advertising Manager, Abrasives and 
Grinding Wheels, Norton Company about the 
continuing program of advertising and promo- 
tional efforts put forth by Norton to help their 
distributors “presell’” their customers and in- 
crease sales. 


A number of the catalogs, booklets and mailing 
pieces which Norton supplies to their distribu- 
tors and customers are shown here along with 
some of the advertisements which were placed in 
PURCHASING WEEK and other business papers. 


Mr. Reed has this to say about the ads which 
Norton ran in PURCHASING WEEK and which 
carried the theme, You Can Produce Greater 
Savings Than You Can Buy. “This is the theme 
of a new series of advertisements which Norton 
Company inaugurated in 1959 —a series which 
points out to the purchasing agent and to the 
production man that the true measure of sav- 
ings on materials bought for production is the 
cost-per-price produced. Naturally, PURCHASING 
WEEK was an immediate choice as one of the 
publications to carry the series. 


“That the series was a success and that it made 
a real impression on P.A.’s was well demon- 
strated by the outstanding Reader Feedback 
reports which resulted from its appearance in 
PURCHASING WEEK. The advertisements are con- 
tinuing in 1960 and on an increased schedule. . .”’ 


Suppliers to industry, in rapidly increasing 
numbers, are advertising in PURCHASING WEEK. 


" ? Here are some of the reasons why: 
Catalogs and Technical Magazines 


1. To make contact with 25,000 key Purchas- 
ing Executives throughout industry and 
business. 


Envelope Stuffers and Folders 


2. To give sound reasons why their products, 
materials or services should be bought— 
through you. 





3. To support your local selling efforts. 


4. To help you to reduce sales costs and in- 
crease profits. 


These are the very same reasons why it will 
benefit you to encourage your suppliers to ad- 
vertise regularly in PURCHASING WEEK. 


\Purchasing Week 


MEGRAW-HILL'S NATIONAL NEWSPAPER OF PURCHASING 


330 W. 42d ST., NEW YORK 36, N.Y. (> 








HELP 
YOUR CUSTOMERS 
CUT COSTS... 
MINIMIZE REJECTS 


with 


challenge 


PRECISION SURFACES 


for LAYOUT e MANUFACTURE 
INSPECTION e ASSEMBLY 


More and more manufacturers 
are, as you know, faced with the 
need to hold closer tolerances in 
their manufacturing operations. 


Challenge offers over 300 
standard items of Granite and 
Meehanite Precision Surface 
Equipment items for this pur- 
It will pay to bring these 

attention of 


pose. 
to the 
tomers. 


your cus- 


And if they have any special 
needs, we can handle those for 
you too. 


USE THE CHALLENGE INFO-BOOK 


Put this handy 
guide to types, sizes 
and prices of Chal- 
lenge Precision Sur- 
face Equipment in 
the hands of 
customers. 


= =e 
. 

ae 

— {= 
x 


Publication 
839 


your 


SE-123 





The CHALLENGE MACHINERY COMPANY 
Grand Haven, Michigan 


Portable Hydraulic Presses 


Punch holes to center of 
web on 24 inch |-Beams 





| Portable hydraulic punches punch 
holes up to 1 ;'y-in diam. in §-in mild 
steel holes 
| through heavier thicknesses, maker 


claims. 


and smaller diam. 


Punches, which 
“deep throat” design for punching 
web 


to center of wide-flange 


| I-beams and channels, also use cut 


on 


| awa) tools to permit punching up 


close to the leg. Pushbutton opera 


tion controls 


“start”, “‘re 
In 20, 30, 


“stop”, 


| verse” or “jogging” 


by model numbers 721, 
771 and 79) 


731, 751, 


| 
| 
| 
| 
| 70 and 90-ton capacities, designated 
| 


Short cycle time varies 


| from 12 seconds in the 721 to 19 | 


Vhroat depth 


=9) 
ranges from 54 to 25-in. 

W. A. Whitney Mfg. Co., 
Race St., Rockford, IIl. 


| seconds in the 


636 


Screw Machine Stock Alloy 


Superior machinability, corrosion 
resistance, fiinishing characteristics 


screw machine products industry, 
replacing, in some or all applica 
tions, 6061, 2017, 2024 and 2011, 
TS8 and 
T9 tempers. -T'S temper has ten 
sile strength of 58,000 PSI, yield 
strength of 56,000 PSI, elongation 
of 14%. 9 temper has tensile 
strength of 62,000 PSI, elongation 
of 10%. 

Aluminum Co. of America, 150] 
Alcoa Bldg., Pittsburgh 19, Pa. 


maker claims. Available in 
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Screw machine stock alloy, X6262, 
promises to become standard in the 





CHICAGO -LATROBE 


[SEE AD ON OPPOSITE PAGE | 





MAGAZINE CIRCULATION 


American 


Machinist 39,462 


Automatic 
Machining amt 


Buyers Purch. 74,399 
Digest 
Machine & Tool 


Blue Book 48,914 





Machinery 29,887 


Metalworking 31,541 


Mill & Factory 60,030 


Modern 


Machine Shop 328 


Production 29,050 


Purchasing 


Week 25,089 


Tool Engineer 40,401 


446,254 
BUYERS 


reminded to buy Drills 
and Reamers from 
CHICAGO-LATROBE 
DISTRIBUTORS 














In March and April... 








REAMING TIPS 
YOU CAN USE 


SECONDARY CHAMFER 


Grinding a secondary chamfer 
angle as illustrated (A) is often 
recommended. It is useful in ap- 
plications where a fine finish or 
close tolerance is required. (B) 
is the regular chamfer. 


KEEP IT SHARP 


A chucking reamer is an end cut- 
ting tool. The cutting edges are 
produced by the chamfers at 
the ends of the lands. (A) To ob- 
tain maximum performance, the 
chamfers and clearance relief 
should be reground before ex- 
cessive wear develops. Each 
chamfer should be ground ex- 
actly even or the tool may cut 
oversize. 


OVERCOMING CHATTER 


f 
To end chatter in 


reaming, try Chi- 
cago-Latrobe's Duo- 
Spiral Reamer. The 
alternate left and 
right hand helixes 
tend to dampen cut- 
ting vibration; elim- 
inate hogging; 
produce more ac- 
curate, better finished holes. 


a 


GOT A PROBLEM ? 


Arrange a consultation with a 
Chicago-Latrobe Sales or Serv- 
ice Engineer. His experience in 
hundreds of plants can lead toa 
quick solution of your problem 


Bost tip off alll. 


ASK YOUR 
DISTRIBUTOR 
FOR...» 


DRILLS *« REAMERS « END MILLS 
COUNTERSINKS « COUNTERBORES 


CARBIDE TOOLS « SPECIAL TOOLS and 


“LO-TORK”" CHIP BREAKER DRILLS 


Latrobe or call your distributor 
for CATALOG No. 59. Sixty-eight pages of illustrated 


listings and specifications— including prices. 


Chicago 10, Illinois 
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Reaching the 
METAL 
WORKING 
MARKET! 


Hard hitting Product Ads . 
Appearing Monthly... 


In the leading Trade 
Publications... 


Reaching THESE Metalworking 
Buying Influences. 


Purchasing Production Engineer 


a 


“BO50 CHESTER AVENUE CLEVELAND 14 on 


BRANCH WAREHOUSES IN. NEW YORK - DETROIT - CHICAGO - DALLAS - LOS ANGELES - SAN FRANCISCO 
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1960 


Lift Truck 


For handling, stacking of heavier loads 
in intermittent duty cycle operations 
Lift truck, called “Stacker Work 
saver, Rider-Walkie” truck, has 
4000 Ib. capacity and contains many 
design advantages recently intro 
duced on company’s heavier duty 
gas and electric trucks, maker claims. 
Among them: interlocking design 
of I-beam mast permits mounting 
widely spaced channel rollers paral 
lel to the web of the beam so that 
all pressures are taken on the strong 
est roller dimension and scrubbing 
action is eliminated; 10 side thrust 
rollers—six widely spaced on up 
rights and four on fork carriages, 
resist off center loading; tilt cylin 
ders are mounted high for faster 
tilting; hydraulic oil tank of 1100 
cubic inch capacity provides ample 
reservoir of cool oil. Forks adjust 
able from 124 to 374-in in width 
Yale & Towne Mfg. Co., 11000 
Roosevelt Blvd., Philadelphia 15 


Single-Stage Compressor 


New model gives company three single- 
stage compressor models in 20 sizes 

Vertical, .single-stage compressor, 
the WG-9H, has piston displace 
ments from 633 to 1630 cfm with 
maximum pressures to 125 psi and 
horsepower ratings to 150. 

Joy Mfg. Co., Henry W. Oliver 
Building, Pittsburgh 22, Pa. 





' ‘Ups 


How to take some of the 


Year-round selling means year-round profits—and 
that’s what vou get with cold coatings and coal tar 
paint from Allied Chemical. 

These products sell well because they perform well. 
Cold Coating 34Yc, for example, has proved itself 
for any surface exposed to highly corrosive conditions, 
extreme moisture, acid and alkali fumes. Coal Tar 


Paint 110 is ideal for outdoor frames and posts, 


and 
downs’ 


safety and sprinkler piping, general railroad work. 

But product performance, year-round sales, aren't all 
you get. Allied Chemical Cold Coatings are backed up 
with a complete sales package: advertising to your prime 
prospects — sales literature — direct mail — meetings. 

A technical background isn’t needed to sell these 
products which have been used and accepted for a 
quarter of a century. So write today. 


out of business ! 


¢ 


34Yc COLD COATING for tanks, piling, structural steel, underground pipes and units, such as septic tanks 


COAL TAR PAINT 110 for outdoor frames and posts, safety and sprinkler piping, transmission towers, general railroad work 


PLASTICS AND COAL CHEMICALS DIVISION 


llied 
hemical 


40 Rector Street, New York 6, N 
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>» Wes 
>= Z 
STYLE 100 SUPRENE STYLE 25 SUPRENE 


white or black white, 25-ounce duck 


_ _ Variety, adaptability of 
Victor Suprene belting brings 
orders from many industries 


Complete line offers choice of 3 weights, many 
plies and surfaces... helps simplify your selling! 


Orders and re-orders for Victor Suprene Belting 
come from many sources. Year in, year out, this ver- 
satile, adaptable Neoprene belting is specified for 
conveying, elevating, power transmission for effi- 
cient handling of materials from flour to asphalt tile. 


One line meets many needs. Engineered for wide 
adaptability, Victor Suprene Belting comes in three 
basic weights or styles. A big variety of ply thick- 
nesses and surfaces matches your customers’ exact 
needs ... per loads, materials, speeds or pulley 
sizes. Suprene can be vulcanized endless or laced 
with standard fasteners. Available in widths to 60”, 
it’s made with square edges and can be cut to any 
width wanted, on the job. 

Outstanding quality features are standard on all 
Victor Suprene Belting. Heavy, best-grade tightly- 
woven duck is impregnated with a special Victor- 
developed Neoprene compound. Exclusive Victor 
application processes give Suprene exceptional re- 
sistance to water, acids, oils. High-friction ply con- 
struction permits tight flexing without separation. 
Rapid shipment and expert service — from factory 
representatives serving all key industrial areas — 
assure customer satisfaction and confidence. 


tetor 


Batata & Textile Betting Co. 


53 Park Place, New York 7 © 300-6 W. Hubbard Street, Chicago 10 


Factory: Easton, Pa 
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Hour Clocks 


Easy to read, precision built; for flush 
panel mounting in instrument board 
Model 4003 conventional dial 

tvpe 24 hour clock has following 
features: case and mounting flange 
are black anodized aluminum (also 
furnished in grey or other colors to 
match equipment); main figures ar¢ 
}-in high, conforming to MIL spec 
33558 ASG: outside diam. of flange 
is 6,,-in, bolt circle is 6in and dial 
face 5-in in diam. Synchronous tim 
ing motors available are 50, 60, 400 
and 500 cycle 110 volt AC. 

Also, Model 4003 A, called “Navy 
Brass”, which has a polished brass 
flange, black hands, black figures 
against white background. 

Haydon Instrument Co., 165 
West Liberty St., Waterbury 20, 


Conn 


Switching Transistor 


Performs electrical switching in one 

and one half billionths of a second 

“Avalanche Mode” silicon tran 
sistor has applications in comput 
ers, sampling oscilloscopes, klystron 
pulsing and other advanced equip 
ment where switching capacity of 
transistors limits speed and efh 
ciency of equipment itself. Called 
model 2N1468, this NPN device 
can operate at temperatures to 125 
deg. C. Its average turn-on-time is 
four millimicroseconds while switch 
ing 40 watts peak power with aver 
age power dissipation of 250 milli 
watts, maker claims. 

Semiconductor Div., Raytheon 
Co., 215 First Ave., Needham 
Heights, Mass. 





sioux alr SIUC 
SIOUX Gil 
DOES |0! JOBS 
IN HALF THE TIME! 








oo METAL CUTTER— 
CUTS METAL SMOOTH & FAST! 
—moves accurately and cleanly 
through sheet metal with excellent 
maneuverability and on any 
cutting radius. 


'CHISEL—SHEARS BOLTS, SPLITS NUTS, 


pulls pins, breaks spot welds. 


MT fever suster—SHEARS ALL TYPES OF 
RIVETS 


PUNCH—PUNCHES OUT PINS, BOLTS, 


studs, rivets, bearing races, and pressed bearings. 


SCRAPER—SCRAPES AWAY RUB- 
_1 BER COATING, insulation or al- 
SHEET METAL PUNCH—PUNCHES PERFECT HOLES most anything without damage to metal. 
FOR METAL SCREWS—A precision made sheet 
metal punch that will punch perfect holes for is GY cers at 
metal screws faster than you can put them EXTENSION THOSE ‘HARD TO REACH”’ 
in place. CHISEL PLACES and shears bolts, rivets, 
pins, breaks spot welds. 


~ BREAKER 
CRIMPER— 


BREAKS SPOT WELDS QUICKLY, easily, inex- MAKES A STRONG NEAT, SHEET METAL JOINT, 
pensively. A hardened tool that will take long, means faster, neater, better work, and more 
hard, punishing use. profit. 





The SIOUX Air Slugger is one of the most useful of air tools. It will not create the hazard of 
fire or explosion and will save cost of torches and gas. Design features include a one piece barrel 
with no parts to get misaligned or wear out; and a cast iron handle that will survive the roughest 
treatment. It’s light, sturdy, and Sroux dependable. 











Look for stoux Tools in the yellow pages under ‘‘TOOLS, ELECTRIC” 


ALBERTSON & CO., INC. 


SIOUX CITY, IOWA, U.S.A. 


AIR IMPACT WRENCHES AIR SCREWDRIVERS « ELECTRIC IMPACT WRENCHES « DRILLS e SCREWDRIVERS 
© GRINDERS» SANDERS « POLISHERS e FLEXIBLE SHAFTS e PORTABLE SAWS « VALVE GRINDING MACHINES 
e ABRASIVE DISCS. 
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A Personal Message 


from 


VINCENT K. 
ALEXANDER 
V.P. and Sales Mgr. 


Manheim Manufacturing 
and Belting Company 


= one of our Veelos distrib- 
utors was telling me about the 
detailed records his company keeps 
on all lines they handle. 

Among the facts they have learned 
are these: (1) Veelos adjustable 
v-belt is one of their two highest 
profit lines, (2) Veelos is their second 
biggest line in dollar volume, (3) it 
costs them less to process an order 
for Veelos than for any other line 
they handle and (4) their turnover 
of Veelos is better than eight times a 
year—one of the fastest of all 
their lines. 

This distributor has accurate 
records because his company has 
installed a machine bookkeeping and 
cost accounting system which sup- 
plies detailed data for each line 
they represent. 

The records of this distributor 
prove what I’ve been “‘preaching’’ 
for over 20 years: that Veelos offers 
an unusually high profit opportunity 
and that, with a little sales effort, 
any distributor can really cash in on 
this opportunity! I don’t believe 
there is another line that offers a 
distributor so many benefits: high 
profit margin (3214 on cost), fast 
turnover, small inventory invest- 
ment, important sales volume, low 
handling cost, convenience of unit 
packaging, minimum storage space 
required, uniform quality, and an 
almost unlimited market. 

If you’re not now really selling 
Veelos, I'll be glad to give you 
detailed reasons why you should be! 
Drop me a line 


One Altparnlee/ 


eeeeeeeeeeeee ee eeeeeeeeee 


. 
. 
NEW! VEELOS — ° 
Just a squeeze 
ind a twist and > — # 
any link-ty ° = 
v-belt can Be 
coupled or uncoupled fast and 
easy. This new Veelos tool is an 
excellent item to help increase 


your link v-belt business, too 
Send for illustrated bulletin 


eeeneeeeaeene 


THE BALANCED 


LINK V-BELT 


MANHEIM MANUFACTURING & BELTING CO 
MANHEIM 10, PA 











en 


New Material Handling distributor Ameri 


in Materials Handling Equipment Co 


American Pulley's 


Distribution Approach 


lhe American Materials Handling 
K.quipment Co., New York City, 
warchousing distributor for middle 
weight materials handling equip 
ment, had its formal opening. 
Materials Handling 


Equipment will stock, service, and 


American 


sell all materials handling equip 
ment from lightweight 2-wheel hand 
to 6000 Ib. skid and pallet trucks. 
\ccording to William Appleby, 
president of the new firm, “This 
represents an entirely new approach 


to the distribution of middle-weight 
materials handling equipment. Pre 
viously it has been the industry's 
practice to purchase such equipment 
it best, 


utor of heavy motorized equipment 


from a catalog, o1 a distrib 


might carry one or two items in 
stock as a 


customers 


onvenience item for his 
Consequently, either be 
cause of a lack of knowledge on 
the part of the salesmen, or the un 
truck, 


many people purchase the wrong 


availability of the correct 


William Appleby, president of the new firm, demonstrates an elevating truck. Watch- 
ing are Bob Miller, manager, and Bill McCormick, American Pulley representativ: 
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equipment fo1 their particular ap 
plication, a practice which we intend 
to correct lo the best of ow 
knowledge,” continued Mr. Appleby 
“there has never been a warehousing 
distributor devoted exclusively to 
middle-weight materials handling 
equipment.” 

I'he American Materials Handling 
k.quipment Co occupies two floors 
at 226 Lafavette St., N. Y. ¢ lhe 
first floor covering some 2500 sq 
ft. is divided into offices and a 
large showroom where every item 
on display can be demonstrated im 
mediately to potential users Lhe 
warehousing and service department 
covering 5000 Sq. it. is onnected 
to the showroom by an elevator 


Ihe service department is also an 


innovation in this freld. ¢ 
most service when needed 
formed by jobbers having 
nection with the original manu 
turer of the equipment Although 
there will be little or no need of 
service for the equipment now being 
sold by the Oompa the CTVICE 
department will enable users of 
older American Equipment to have 
it repaired or reconditioned quickly 
with factory guaranteed part 
Walter C. Bass, sales manager of 
the American Pulley Co., chief sup 
plier, commented on the de 
ment As a manufacturer 
lieve this type operation will serve 
a useful and necessary function 
both to the manufacturer and to the 
ultimate user. The practice of tak 
ing orders out of a catalogs not 
conducive to creative selling 


“The main purpose of mate 


handling equipment, according to 


Mr. Bass, is to produce cost savings 
[he potential savings can be better 
visualized when the product is dem 
onstrated 

Mr. Bass said, “distributors in 
New York City area are encouraged 
to make full use of the facilities of 
American Materials Handling for 
rapid delivery and on-the-spot dem 
onstrations. Many distributor sales 
men can benefit by visiting the 
showrooms. ‘This will result in bet 
ter informed salesmen who will b 
capable of creative selling rather 


than simply taking orders 


| THREE WAYS BETTER THAN ANY 
Se EXPANSION BOLT... 


WE J 7 
RATES FIRST FOR: 
e quality and strength 





e ease of installation 


e economy 


FASTENS ALL TYPES OF FIXTURES 
IN MASONRY, STONE, CONCRETE, 
PLASTIC, STEEL AND OTHER 
NON-FRANGIBLE MATERIALS. 


[he time-proved WEJ-IT expansion 
bolt gives you all you’ve ever wanted 
in an anchoring device. Strength up 
to 4 times greater than any other 
fastener. Ease of installation that re- 
duces labor time up to 90%. Economy; 
complete unit costs less than any 
other make. Eliminates bothersome 
marking operations. Simply drill 
through the base of the fixture or 
machine to be installed making the 
hole the same diameter size as the 
WE]-IT; insert the bolt and wrench- 
tighten; WEJ-IT expands to provide 
a perfect, lasting anchor. Available 
in sizes ranging from 14” O.D. x 134” 
long to 34” O.D. x 12” long. Write 
today for complete details and name 
of nearest supplier. 


DISTRIBUTOR INQUIRIES INVITED 














EXPANSION BOLT 


A PRODUCT OF KINGSTON, N. Y. 











S. Patents and Patents Pending 


Foreign Patents and Patents Pending in All Principal Countries 


In Canada: W. R. Watkins Co., Ltd., Toronto, Canada 
United Kingdom Licensee: T. J. Brooks (Autos) Ltd., Leicester, England 
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HOW EASY 


IT IS TO GET 


HAYS 
ep 
stops, valves, fittings 
from 
YOUR complete inventory 
Complete Quality line 
Complete range of sizes 


Complete variety of types 


Complete ‘‘one source 
service’ available for 
prompt delivery 


One of more than 3500 products 
in the HAYS line 


GENERAL PRODUCTS DIVISION 


HAYS MFG. CO. 


ERIE, PA. 


In the foreground is Borje Rosaen 
’. Kippax, sales representatives; J 
d Tense prod 





Manager 


Ihe hydraulics division of Brown 
& Sharpe Mfg. Co., announced the 
organization of a sales force for serv 
ice to OFM and distributors for the 


company $ line of gear, vane and 





centrifugal pumps. 
the of Borje 
Rosaen, general sales manager of the 


Under direction 
division, this group will have com 
plete responsibility for pump and 
defense products sales. 

Product distribution through hy- 
draulic representatives and indus 
trial distributors will be maintained 


to provide local availability of stock 





| 
| 


Rear, left to right; Edwin R. Weeden and Robert 
Arthur Lord, product sales manager; Lynn Carter, 
ip and William ‘1 


Nystrom, distributor sales manager 


J. Arthur Lord who was named 
product sales manager and technical 
sales consultant, will maintain con 
tact in the Southern, Southwestern 
and West Coast territories. 

William Nystrom formerly di 
rector of sales for the company’s in 
dustrial products division was ap 
pointed distributor sales manager 
and will also be responsible for sales 


and technical assistance in New Eng- 


land and Canada. 

Edwin R. Weeden and Robert I 
Kippax will cover the Mid-Atlantic 
and Mid-West areas respectively. 





i= GARRET 


riy compant 


it Garrett Supply Co., 


trucks matches the color 
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Ready To Roll At Garrett Supply 


Shiny new trucks, painted bright yellow with black lettering, have added a gay touch 


Los Angeles, a division of Garrett Corp. The decor of the 
scheme on the cover 


of Garrett's stock catalog. 








NEWS © 


(Starts on page 





Glen H. Treslar 


Glen Treslar Named Head 


Of Black & Decker Sales 


Glen H. ‘Treslar was named gen 
eral sales manager of Black & Deck 
er’s industrial-automotive division 


Mr. ‘Treslar started his electri 


tool career in 1926 as a salesman | 


with the Van Dorn Electric Tool 
Co. When Van Dorn was put 


chased by Black & Decker in 1928, 


he was named Cleveland branch | 


manager. He was most recently 


Northeastern regional manager 


Name Three Sales Managers 


Arthur S. Bochm was appointed | 


sales manager, castern region; f01 


merly product manager of the sam« 


division. ‘Thomas H. Maddux was | 


appointed sales manager Central | 


region; formerly Pittsburgh district 
manager of the same division. Lester 
C. Kaefer was appointed sales man 


ager, Pacific region 


Per Capita Investment Down 


Average capital invested per pro 
duction worker in manufacturing in 
dustries in the United States, 
declined slightly to an estimated 
$17,800 during the first half of 1959 
from a record high of $17,900 in 
1958, the National Industrial Con 
ference Board reports. 








Here’s why 
INDUSTRIAL 
DISTRIBUTORS 
FIND IT EASY 
TO SELL 


ACME 
ROLLER CHAINS 


Design New 


1 my 
‘Ce 1 imbernan tse 


eee 


3 429, 528 ACME CHAIN ADVERTISEMENTS 
will appear in these publications during 1960 


They will pre-sell your market on the advantage of using ACME 
CHAIN’s complete line of roller chains, conveyor chains, sprock- 
ets, special attachments and other ACME accessories. 

Thousands of inquiries generated by these ads are being con- 
stantly relayed to ACME Distributors for follow-up and sales. 

Take advantage of the interest created in ACME CHAIN’s 
national advertising campaign and direct mail literature to win 
new customers and increase your sales. 


If you are not now selling ACME CHAIN Power Transmission products, 


we invite you to write today for full information on available distributor- 
ship in your area. 


Write Dept. 15-P 
for new 100-page 
illustrated technical 


catalog including new 

engineering section 

showing 36 methods of 

chain adjustments. anposailion 


OY ou 
MASSACHUSETTS 





COMPLETE LINE OF ROLLER CHAINS AND SPROCKETS + DOUBLE PITCH 
CONVEYOR CHAINS «+ STAINLESS STEEL CHAINS + CABLE CHAINS > 
FLEXIBLE COUPLINGS + STANDARD AND SPECIAL ATTACHMENTS 
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Profit-minded dealers agree... 


RAMSET FASTENING SYSTEM 
MEANS BIG VOLUME... 
REPEAT BUSINESS 





a Dealers handling 
Ramset are accus- 
tomed to quick turnover 
and consistently big volume 
Ramset powder-actuated 
heavy-duty fastening tools and 
Shure-Set hammer-powered light- 
fastening tools can set a variety of 
fasteners into steel, concrete and other 
hard materials up to 15 times faster! 
Once a contractor buys a Ramset or 
Shure-Set tool, experience proves he comes 
back again and again to repeat and increase 
: his orders for fasteners and powder charges 
Ramset, the best-known and most widely used 
system in the world, is heavily-advertised, offering 
dealers a ready-made market in the booming 
construction and maintenance fields 

It will certainly pay you to look into the Ramset line 

Write direct for further information 





Donald M. Munroe 


Donald Munroe Retires 
After 43 Years Service 


Donald M. Munroe, vice presi 
dent of Carey Machinery and Sup 
ply Co., Baltimore, Md., retired 
after 43 years with the company 
He will continue with the company 
as a consultant. 

Mr. Munroe started with Carey in 
1917 as an assistant purchasing 
agent. He was purchasing agent for 
several years and became a salesman 
in 1923. In 1942 he was promoted 
to assistant sales manager. In 1945 
he was named sales manager and 
in 1947 became vice president in 
charge of sales. 

Mr. Munroe’s duties were as 
sumed by W. G. Hoffman, indus 
trial sales manager, and G. Cheston 
Carey, Jr., sales manager, industrial 
tools. 


Read Elected Marketing VP 
Of Alan Wood Steel Co. 


Howard W. Read was elected 
vice president, marketing, of Alan 
Wood Steel Co. Mr. Read suc 
ceeds Perry L. Francis new senior 
vice president and marketing con 
sultant. 

Mr. Read will be responsible for 
the company’s entire marketing ac 
tivities, including field sales efforts, 
promotion and research, as well as 
customer complaints and claims. 

Mr. Read joined Alan Wood in 
1937. He was named assistant treas 
urer in 1949, comptroller in 1952, 
vice president and comptroller in 
1955, and chairman of the executive 
committee in 1957. 











DETROIT 





om 





' sg \ we", 


FORT eS UTD 


LUT D) 


SAN FRANCISCO rte, 


ie. .. network covers your area 


NEW YORK 








wie. .. contact helps you build sales 





In Union's nation-wide network, the factory, branch sales offices, and fully stocked 
warehouses at key locations are all interconnected with TWX teletype. Contact the 


one nearest you for UNION cutting tools drills, reamers, end mills, milling cutters, 


gear cutters, inserted blade cutters, hobs and carbide tools as fast as you need them. 
In many additional locations Union Sales Engineers are ready with technical service 


to help you please old customers and get new ones... This coast-to-coast, one-contact 


combination of supply and service backs every Union Distributor. Gp 
(Gea) 


UNION 


UNION TWIST DRILL COMPANY, Athol, Massachusetts 
S. W. Card Division, Mansfield, Mass. Butterfield Division, Derby Line, Vt. 
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SEALING 
BANDING 
LABELING... cue colors! 


John H. Price 
John Price Joins 
Standard Shannon Co. 


John H. Price has joined the put 
chasing staff of Standard Shannon 
Supply Co., Philadelphia 

A veteran of the industrial distri 
bution field, Mr. Price brings 26 
vears of business experience to his 
new company. He started as a mes 
senger with another Philadelphia 
distributor and advanced to the posi 
tion of purchasing agent before re 
signing to join the Standard Shan 





non Organization. 


a 
Shuford - Bates Named OTC 
SHURTAPE | District Sales Manager 


Benard Bates, was named Owa 


pn re tonna Tool Company’s district sales 
RP an 48 | manager for Virginia, Maryland, 


Delaware, and District of Colum 


High strength, Flatback Paper Tape bia. 


; : Mr. Bates has been an industrial 
Use strong SHURTAPE RP-48 to secure doors and drawers 


of “white goods” in transit ... to seal packages of kraft 
paper, film, cartons... and for banding and identifying 
purposes. 


engineer with OTC the past year 


Available in white, red, orange, blue, yellow and green, 
high quality SHURTAPE RP-48 is a rope paper backed, 
rubber impregnated tape with stain-resistant adhesive. 
Also features excellent resistance to water and abra- 
sion. Releases easily from the roll... adheres instantly, 
holds fast. 


Write for full information to 














World’s largest manufacturer of cotton cordage = Bernard Bates 
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CAPITOL rorGeD STEEL UNIONS 


... With any other union you may be using! 





EACH INDIVIDUALLY PRESSURE TESTED 








| DEFINITE OCTAGON FOR 4 HEAVY WALL TO 
BETTER WRENCHING EXCEED 3000# 
SURFACE PRESSURE DEMANDS 


2 BURNISHED » 5 EXTRA THREADS 
FEMALE SEAT 
ASSURES LEAK- ie 6 — ZINC 
PROOF JOINT 


3 CAP TRADE MARK 
— SIZE AND 
PRESSURE MARKED 


1 PHOSPHATE COATED 


MANUFACTURING CO. 


DIVISION OF HARSCO CORP. 


COLUMBUS, OHIO 








A COMPLETE LINE OF SKINNER 


SOFT BLANK TOP JAWS 
AVAILABLE FROM NEARBY DISTRIBUTOR STOCKS 


.--- all manufactured to American Standard dimensions 


Save time and tool costs 
Furnished in distinctive black 


Cost less to buy 
/ than to make yourself 


ya Now you can save time, money and delays by selecting from 

7 \\ Ln Skinner’s complete line of Soft Blank Top Jaws for all chucks 
’ 4 made to American Standard dimensions. Take advantage of 
fast, one-source service at your nearest distributor, His stocks 


are complete in all sizes and shapes. Call him today! 


TONGUE AND GROOVE TYPE 


MEDIUM DUTY—For Self-Centering Scroll 
Chucks, Independent Chucks and Combination 
Scroll Chucks. 

HEAVY DUTY—For Power, Independent and 
Self-Centering Scroll Chucks. 

These jaws can be used as supplied or shaped 
to meet specific requirements. Made from low 
carbon steel which can be easily carburized and 
hardened. Extra-high heavy duty top jaws are 
also available. The Long Pointed Jaws are de- 
signed so that points meet at center of work, 
permitting full use of chuck capacity. 


SERRATED JAW TYPE and Master Keys 


For Heavy Duty Power and Scroll Chucks 
These jaws also can be used as supplied or 
shaped to meet specific requirements. They are 
processed to resist rust and can be easily 
shaped, carburized and hardened. Screw is sup- 
plied when jaw and corresponding key are pur- 
chased together—permitting key and jaw to be 
stored assembled as a matched set. 





Serrated Master Keys: Precision-machined from HEAT TREATING INSTRUCTIONS INCLUDED 
top quality, hardened steel. Serrations are so ma- WITH ALL BLANK JAWS 

chined that by reversing master key 180°, the top 

jaw can be adjusted to % the pitch of the serra- Ask your distributor for folder showing complete 
tions. This feature permits easy adjustment of the range of sizes and shapes or write to the address 
top jaws in reference to the work. below, Department 123. 


Se re THE SKINNER CHUCK COMPANY e¢ NEW BRITAIN, CONNECTICUT 
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imeem 


THIS 
SKINNER AD 
IS WORKING 
FOR YOU 


in the March 


issues of... 


American Machinist 
Machinery 

Production 

Tool Engineer 

Mill And Factory 

Machine And Tool Blue Book 
Modern Machine Shop 


Sc ee 


It informs your customer 
of a new low-priced line of 
soft blank top jaws available 


from Distributors Stocks. 


i 


There is profit in this for 
you—a ready market— 
a Skinner quality product 
—and a national promo- 
tion program. See your 
Skinner Representative 
and have him give you 
the details of this new 
program — or write to 
us today. 


W. C. Wallis To Speak 
At NEMA Exposition 


W. C. Wallis, Southern Supply 
Co., Jackson, Tenn., will speak at 
the first National Electric House 
Heating Exposition of the National 
\ssociation of Electrical Distribu 
tors, on March 21, 1960, in Chi 
cago’s Sherman Hotel. Mr. Wallis’s 
topic will be, “The Merchandising 
of Electric Heat—Whose Responsi 
bility? 

Ihe exposition is sponsored by 
the Electric House Heating Equip 
ment Section of the National Ele 
trical Manufacturers Association 

Other speakers at the symposium 
Herbert G. Blumberg, Cad 
illac Electric Supply Co., Detroit 
Mich., “Can The Electrical Distrib 
utor Afford To Lose The Electrical 
Heating Market?”; and Phil M. 
Furbay, Furbay Electric Supply 
Co., Canton, Ohio., “An Electrical 
Distributor Speaks On 
Heat 


vill be 
1] 


Electric 


Stanley Names Taggart 
L. A. Warehouse Manager 
George D 


anager, Los 


‘Taggart was named 
Angeles office and 
varchouse, for the Stanley Works. 
He succeeds Harvey A, Clark who 
became manager of the San Fran 

o ofhce and warehouse 

Mr. Taggart joined the marketing 
staff of the Stanley Works last vear 
following thirteen years with the 


W. Atlee Burpee Co., Philadelphia. 


George D. Taggart 
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NOW you can 
serve PROFITABLY 


customers’ special 
requirements in 


CORROSION - RESISTANT 
WIRE ROPE & CABLES... 


HACKENSACK 


CABLE CORPORATION 


specializes in helping 
you meet your custom- 
er demands for spec- 
ial grades, sizes and 
constructions .. . 

right from our com- 
plete stock of 


STAINLESS 

BRONZE 

MONEL 

GALVANIZED 

AND NYLON OR 
PLASTIC-COATED 
WIRE ROPE & CABLES 


Now HACKENSACK puts you ina 
highly competitive position on or- 
ders for corrosion-resistant prod- 
ucts that go beyond your present 
stock and sources. You can depend 
on our prompt recommendations 
and prices for special require- 
ments, plus good delivery. 
Demand for  corrosion-resistant 
products is at an all-time high... 
and tomorrow’s potential for this 
market is even greater. You can 
profit from this demand by catalog- 
ing and serving your customers 
with our quality products. WRITE 
FOR SPECIFICATIONS DATA 
FOR YOUR FILES TODAY. 


HACKENSACK 
CABLE CORPORATION 


109 ORCHARD STREET, HACKENSACK, N. J. 
HUbbard 7-1100 





SERIES 


COFFING HOISTS 


188 


EFFICIENT 
LIFTING! 


IT’S EASY to raise or lower loads 

}) while pulling a trolley mounted 
Coffing Quik-Lift Electric Hoist. 
The pistol-grip control station 
and the combination strain cable 
and control cord makes this pos- 
sible. The light but strong alumi- 
num housing provides ease of 
portability. Changing voltages, 
limit switch, type of suspension 
or chain is quick because the 
housing is in sections. 


De tee ee ee Re ee Se 


JF 


Tg i gg i ht te he ee 


235 


FOR SAFETY the control station is made of non- 
conducting plastic in which the voltage is reduced 
to 115 volts and the push-buttons are interlocked. 
The V-type brake which provides maximum brak- 
ing surface and positive control of loads is another 
safety measure. 
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FOR EFFICIENCY this hoist has been designed 
to bring heavy-duty performance plus durability 
to the portable hoist field. It will pay you to 
specify Coffing Quik-Lift. Twenty models—ca- 
pacities range from 4 to 2 tons. Ask our repre- 
sentative for details or write for Bulletin ADH-65. 


DUFF-NORTON COMPANY 


806 Walter Street * Danville, Illinois 
COFFING HOISTS DUFF-NORTON JACKS 


Ratchet Lever *« Air DUFF-NORTON Ratchet * Screw 





Hand Chain * Electric =” Hydraulic * Worm Gear 
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Wisco Hardware Sponsors 
Merchandising School 


About 1,500 hardware wholesal 
ers and factory representatives from 
15 midwestern states attended the 
3-day merchandising school and 
sales show held by the Wisco Hard 
ware Co., in Madison, Wisconsin. 

Speakers at the school-show, the 
33rd annual sponsored by the dealer- 
owned firm, were U. S. Representa 
tive Walter Judd of Minnesota, and 
University of Wisconsin president 
Conrad Elvehjem. 

I'he sessions were co-sponsored by 
the University of Wisconsin’s school 
ot commerce. 


Diamond Tool 
Appoints Satterfield 
Charles Satterfield was appointed 
to represent Diamond Tool and 
Horseshoe Co., in the territory con 
sisting of Maryland, Delaware, 
Virginia, and District of Columbia 
Mr. Satterfield was formerly with 
Wm. G. Scarlett & Co., and Hard 
ware Fair, both in Baltimore. 


Lunkenheimer Names 
MeDade Representative 
Richard A. McDade was named 
sales representative for Lunken 
heimer Co., in Jacksonville, Florida. 
Mr. McDade has an extensive 
background in industrial sales and 
sale promotion in the Ohio area. 


R. A. McDade 





“Distributor Only” 
sales Policy 





THE KEYSTONE OF STOCKHAM’S POLICY IS 
SELLING ONLY THROUGH DISTRIBUTORS 


Stockham’s strict adherence to this policy is one of 
the reasons distributors find the Stockham lines of 
valves and fittings unusually profitable. Many manu- 
facturers claim to have such a policy, yet don’t hesi- 
tate to take business direct whenever the opportunity 
presents itself. This not only cuts the distributor out 
of much-needed profits, it leaves him constantly 
wondering with whom he’s competing. Too often, it’s 
his own source of supply. With Stockham you get 
every sale ... all sales. You get more profits. 


STOCKHAM IS NOW THE ONLY COMPLETE 
LINE VALVE AND FITTING MANUFACTURER 


Stockham manufactures a complete line of quality valves and 
fittings ncluding cast iron, ductile iron, malleable iron pipe 
fittings; bronze, cast iron, ductile iron, cast and forged steel 
valves; Wedgeplug non-lubricated plug valves. This complete 
line enables you to have one source of supply saves time and 
money when ordering 

The rest of the Stockham story is worth hearing: To get all the 
facts, write today to Distributor Coordinator, 


STOCKHAM 


VALVES <4 FITTINGS 


General Offices and Plant 
4000 North 10th Avenue Birmingham 2, Alabama 
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socket screw 


products 


This salesmaker works hard 
for you...costs you nothing! 


The new ALLEN Catalog —G60 

has been completely revised to 
make it more useful to your cus- 
tomers, prospects—and to you! 
This compact book gives com- 
plete information on Allen and 
Allen products. It has been ar- 
ranged to give you any and every 
fact you want quickly and easily. 
Tables of dimension standards 
are easy to read, and are keyed 
to big, clear blue print drawings. 
There are many suggested appli- 
cations, well illustrated, and in- 
side the back cover is a hancy 


ALLEN MANUFACTURING COMPANY 


Selector Chart, listing 1457 
STANDARD STOCK ALLEN 
PRODUCTS. Throughout the 
book, your customers and pro- 
spects will find convincing evi- 
dence that Allen Socket Screw 
Products will save on assembly 
costs—and will stay tighter, 
longer! 

If you haven’t a copy, write 
to our Advertising Department. 
We'll send a copy promptly, and 
we'll include further informa- 
tion on putting this salesmaker to 
work for you. 


mm 1910-1960 


HARTFORD 1, CONNECTICUT, U.S.A. 
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Fort Wayne Pipe & Supply 
To Distribute German Pipe 


Fort Wayne Pipe & Supply Co., 
Fort Wayne, Ind., entered into a 
contract with Toledo Marine Ter 
minals naming the latter as a dis 
tribution warehouse for 2,400 tons 
of pipe imported from Germany. 

The pipe, ranging from six inches 
to one-half inch, will be shipped di 
rectly from Toledo to customers. 
\dditional shipments are scheduled 
via the St. Lawrence Seaway this 
spring. 


Ingersoll Products Division 
Elects Lueas Vice President 

Blaz A. Lucas, Jr., was named vice 
president in charge of sales for 
Ingersoll Products Division of Borg 
Warner Corp. 

Mr. Lucas joined the division in 
1956, serving first as procurement 
director, then factory manager and 
later as manager of sales. 

Before joining Borg-Warner, Mr 
Lucas was with Studebaker-Packard 
Corp. and United States Steel Corp. 


Minnesota Bearing Co. 
Elects Weiser, President 


Robert D. Weiser, sales manager 
of Minnesota Bearing Co., Minne 
ipolis, Minn., was elected president 
to succeed his father, J. K. Weiser. 

Minnesota Bearing is afhliated 
with Dalton Gear Co., and Thomas 
Machine, both of Minneapolis. 

nee 


YB bs 
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a 


Robert D. Weiser 





Charles W. Haines 
N. Y. Rubber Names Haines 


Assistant To Chairman 


Charles W. Haines was appointed 


W. 
chairman of the board, New 
Rubber Co 

Mr. Haines has a background in 


assistant to Edward Upton, 


York 


marketing activities directed to in 
dustry particularly to the petroleum 
industry. 

From 1953 to 1958, he was man 
ager of petroleum industry sales de 
velopment for Hewitt-Robins In 
Before that he was in the sales dc 
partment of the Shell Oil Co. Most 
recently, he was New York and New 
Ingland district 
National Petroleum 
Graw-Hill Publication 


manager for 


News, a Mc- 


Platzman Forms New 


Ultrasonic Company 


Paul Martin Platzman, New York 
industrialist announced the forma 
tion of Ultrasonic Industries, Inc. at 
Albertson, Long Island. 

The new organization acquired a 
temporary 5,000 sq. ft. facility at 141 
Albertson Ave., Albertson, L. | 

The company plans to build a 
36,000 sq. ft. building in 1960 
to Mr. Platzman, the 
objective of the new venture will 


According 


be to bring the price of ultrasonic 
cleaners down to a realistically low 
level by employing the merchandis 
ing and manufacturing techniques 
which have proven so successful for 
other mass-produced items. 


makes 











This ALLEN service 


sales for you, too! 


The publications in the ALLEN TECHNICAL LIBRARY 
give you a wealth of accurate, highly useful socket 
screw data to offer your customers and prospects. 
Here are quick answers to questions on specifi- 
cations, dimensions, special alloys, finishes, surface 
treatments, strength characteristics, and many 
other points. 


Designers, engineers, production men, draftsmen, 
mechanics, have all told us that this ALLEN 
Hex Socket Screw Handbook (G 23) is the greatest 
single source of essential technical data on socket 
screws available anywhere today. Vest-pocket 
size, with 112 fact-filled pages. 


ALLEN Dimension Standards (G 27) 
includes in easy-reference form sock- 
et screw dimensions, specifications, 
tolerances, and other standards as 
approved by the Socket Screw Man- 
ufacturers Technical Committee. 
Gives specifications for ’36 Series 
Cap Screws, as well as new ’60 Series. 


a 


ALLEN Metal Finishing Standards 
G 20) presents complete information 
on finishes and surface treatments. 
Platings and coatings are compared 
according to advantages, limitations, 
applications, appearance. Included 
are corrosion resistance tables, thread 
size before and after plating, quality 
requirements and other information. 


ALLEN Stainless Steel Data (G 22) 
compares stainless alloys according 
to advantages, limitations, and ap- 
plications. Lists chemical composi- 
tion and mechanical properties of 
40 widely used stainless alloys. Gives 
comparative corrosion resistance to 
various media, elevated temperature 
service data, and other characteris-. 
tics of stainless steels. 


Write for your copy of each of these 
items—you’ll see that they pack 
plenty of selling power. 


ALLEN MANUFACTURING COMPANY 


HARTFORD 1 


INDUSTRIAL DISTRIBUTION 


CONNECTICUT, U.S.A 
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No. 420 


Hundreds of thousands of tool users ' 
buy this plier every year... 


NEAR ‘> * 


eee’ © 


\\ 
DO THEY | 
BUY IT FROM 


YOU ? 





Every year, hundreds of 
thousands of tool users... 
including your customers... 
lay their money on the line for 
the Channellock No. 420. They 
say no other plier does so many 
jobs so well. That’s why it will 
pay you to stock it. . . catalog 
. display it up front. You'll 
like the fast turnover and the 
extra profits of America’s 
fastest selling plier. Send for 
our new catalog. 


CHAMPION DeARMENT 


TOOL COMPANY MEADVILLE, PENNSYLVANIA 


IT’S EASIER ” STOCK JUST ONE LINE OF PLIERS 


/] AY Wy fp Ay yA 


IT'S PROFIT-WISE TO STOCK ba GENUINE conmmauses LINE 


4 
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Williams Steel & Supply 
Promotes Gerald Mintz 


Gerald W. Mintz, sales manager 
of Williams Steel & Supply Co., was 
appointed vice president in charge 
of sales. 

Mr. Mintz, 


with the company 
fourteen vears 


3, Was named sales man 
ager in 1950. 


Woodhead Power Co. 
Moves To New Building 
Woodhead Equipment 


Co., Minneapolis, is moving to a 
new building 


Power 


with 10,000 square 
feet of floor space, at 700 South 
Florida Ave. 

William Woodhead is president 
of the engine distributing firm, and 
Clifford C. Moulton is manager of 
the company. 


Campbell Chain Co. 
Appoints Ruffin 


David A. Ruffin was appointed 
district manager for Campbell Chain 
Co. in Alabama, Arkansas, Louisiana, 


Mississippi, Oklahoma, 


l’ennessee 
and Texas. 

Mr. Ruffin will be in charge of 
industrial and automo 
tive sales, working with Walter J. 
Jacobs and C. W. Massey. He will 
continue to maintain a sales terri 
tory in Oklahoma and parts of At 
kansas, Louisiana and ‘Texas. 

Before joining Campbell Chain in 
1958, Mr. Ruffin was associated with 
the John K. Wilson Co., hardware 
and industrial supply manufacturers’ 


commercial, 


representatives 


David A. Ruffin 
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Ten Morse exclusives 


under one roof.. 


mean broader applications, unmatched selling power for you 


Morse Chain Company, the one complete source for mechanical 
power transmission products, brings you more product exclusives, 
plus the most complete line assembled under one roof 


BASIC DRIVES: H-E Roller Chain; A.S.A. Standard Roller Chain; 


Double Pitch; Implement and Attachments; Leaf Chain; Morse 


Rocker Joint Silent Chain; Hy-Vo® Drives: Morse ‘“Timing’’® Belts; 
Sprockets; Morse Taper Lock . . . stock and made to order 


FLEXIBLE COUPLINGS: Morse Morflex, with pre-loaded neoprene 


biscuits, single and double; Morflex Radial; Morflex Drive Shafts; 
High Torque Nylon; Flexible Roller and Silent Chains. 


SPEED REDUCERS: Eberhardt-Denver PoweRgear®; Worm Gear; 
Helical; Gearmotors; Conveyor Drives; Miter Boxes. 


CLUTCHES: Morse-Rockford Pullmore; Over-center; Over running; 
Morse Torque Limiters, Morse-Matic Centrifugal. 


REMEMBER: No one can offer as much selling power or 
as many exclusives as Morse Chain the company that 
assumes full responsibility for power transmission drives 
Get the profitable facts, today! Write: Morse Chain Co.. 
Dept. 23-30, Ithaca, N. Y. Export Sales: Borg-Warner 
International, Chicago 3, Ill. In Canada: Morse Chain 
of Canada, Ltd., Simcoe, Ontario. 

See us at the Industrial Supply Convention, 

Booths 754-56 in Chicago, May 21 to 25. 


BW 


A BORG-WARNER INDUSTRY 
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Thackston-Davis Holds 
Annual Sales Meeting 
lhackston-Davis Supply Co., Co 


lumbia, South Carolina, held its an 


for Industrial Maintenance }) bss 's‘ciisuss * 


Hamilton Osborne, vice president 
and sales manager of the company, 
Y presided at the meeting. 

Guest speakers were: John A 
Martin, Whitney Chain Co.; John 
l’. Paradise and John Morrison, 
SKF Industries; C. D. Capelle, Cut 
ler-Hammer, Inc., and William 
Hamil of Best Mfg. Co 
5 EEE RE TI EE TIO Ei I OE Thackston-Davis Supply Co., pg 
host at a banquet honoring the off 


Brushes to Fit All Floor Machines |<‘ s'o 2 thsi wives 


Skil Corp. Appoints 
MeKeracher Vice President 


Donald S. McKeracher was ap 
pointed vice president and general 
manager of Skiltools, Ltd., ‘Toronto, 
Canada. 

Mr. McKeracher, formerly with 
Black & Decker for 33 years, will 


now direct all manufacturing and 
Your customers can put complete trust in Flo-Pac floor machine replace- : _ ; , 
ment brushes. Flo-Pac brushes are guaranteed finest quality available sales activities of Skiltools, Ltd 
backed by nearly SO years of brush manufacturing experience. Flo-Pac 
offers a complete line in every style every size forevery floor machine Na E M 
y st! J , ~~ E - anage 
requirement. Besides floor machine brushes, we solicit your inquiry for all —_ arapoan anager 
maintenance brush requirements also for new products we offer engi- Emil A. Widmer was appointed 
neering facilities to help solve special brush problems for your customers ‘ dS ap] : 
Kuropean sales manager of Skil 
Corp. 

(Ze Mr. Widmer, a native of Zurich, 

cS . 
Switzerland, was associated with ¢ 

LUMATHREAD 


The Sitetiins handle | W. Schnyder Inc., Swiss manufac 


threaded tip 


a a 


SR a 


2 


. 


. 


tent ee 


_ 


j 


Re 


turer and distributor of power tools, 
and Cosa Corp., New York machine 


tool importer and distributor 


Sales Promotion Aids For the last ix years, Mec Wid 


Years of building brush sales exclusively 
through distributors have developed many 
profitable promotion ideas. All are available 
free to Flo-Pac distributors. Shown here are 
a few business builders 


Write for details 


PACIFIC COAST 
BRUSH COMPANY 
2030 East 7t Street 


Los Angeles 21, Ca 


FLOUR CITY BRUSH CO., 1501 - 4th Ave. S., Minneapolis 4, Minn 





Donald S. McKeracher 
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Vour Best = <cam 


Inches Size 
Ae 12x12 


Source Is wens 


hy 36 x 36" 
Va 48 x 48" 
Ye 


Yq & Up 
* Con be furnished 
in Ya sheets 
Emil A. Widmer 
mer has been vice president and gen 
eral manager of Machine Interna ’ i ey \ 
' = HERE’S WHY: You can ( DiaMeTER INCHES 


tional Inc., Chicago 








“eo 


i“ 


order in quantity and in | bp . 
a wide variety of sizes- 


: : Y 1% 
and be certain of complete| 1% 


Name Sales Training Head 


" : . 1” 
Harry L. Bullock was named di uniformity throughout. 1% 


rector of sales training for Skil Corp., 2 

Cl Mr. Bullock will admit | 2% 
NCaEO. i- re K will admin assures you thoroughly 2% 

ister and develop sale ining pro 3 


non-porous Teflon— Other diameters 
grams to mect present on specification 


Our strict density control 


free from any flaws which 
expanding sales needs ’ 


Mr. Bullock formeriv ¥ _ might possibly affect 
district sales manager for Bla your end use or product. 
Decker Dimensions are accurate 


to your most critical 
. ; TYPICAL SIZES 
Lubrication Engineers tolerances—no rejects, INCHES 
Hold 15th Annual Meeting waste of material or loss 0. 8. “ 
° 4 
’ of time. You get product % 
Ihe 15th Annual Meeting and ; Tef E 
Lubrication Exhibit of the Amer —_- efion at its 
ican Society of Lubrication Engi best in every one of its —S 


neers will be held in Cincinnati. remarkable characteristics. 


Ohio at the Netherland Hilton Ho Delivery is prompt— you TUBI 


tel, April 19-21 get the quantity you Characteristics of Teflon 
I'wo thousand top industrial ex want when you want it. CHEMICAL 
~: . ane Completely inert. 
' Since the availability of eLSCTRICAL 
are expected to attend, to hear more oat ps : ” 
- lefion, “John Crane Very high dielectric strength. 
than 50 lubrication experts sched 


; Extremely low power factor. 
uled to speak during the 3-day event engineers have worked THERMAL 


7 . . — Temperature range 
with Industry to successfully 300° te +500" F. 
, . solve innumerable problems and MECHANICAL 
Varner & Associates ne basin eng 
To Represent Warren Tool develop new applications. You can resistent. 
benefit from their experience LOW COEFFICIENT OF FRICTION 
Absolutely non-stick. 
and know-how. . 
Hf. A. Varner and R. E. Cox repre DuPont Trademork 
; > as Oklahoma, 
sentatives 1 lexa 4 kl ihe ! Request full information and ask for our bulletin, The Best in Teflon 
Arkansas 


Crane Packing Co., 6459 Oakton St., Morton Grove, Ill. 
They will operate under the part (Chicago Suburb) 





ecutives and lubrication engineers 


Warren ‘Tool Corp appointed 


Louisiana, and 


nership name of H. A Varner and | In Canada: Crane Packing Co., Ltd., Hamilton, Ont. 


Associates, with offices in Dallas 


and Houston, ‘Texas it CRANE PACKING COMPANY 
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performance determines demand and 


MORE INDUSTRIES 
DEMAND JOHNSON 


Because industrial buyers know they get the most 
efficient, economical performance from Johnson 
Gas Burning Equipment. They rely on Johnson's 
consistent quality— proved dependability in over 
58 years of operation. They know they get 
advantages from Johnson equipment that 
no other line can give them. 


For information on Johnson’s complete line of quality Gas 
Burning Equipment write today for the new Johnson Catalog. 


If it burns gas » look to 


JOHNSON GAS 


«++ Since 1901 


APPLIANCE CO., 588 E Avenue NW, Cedar Rapids, lowa 
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Ducommun Expands 
Berkley Metals Center 


Ducommun Metals & Supply Co 
plant at Berkeley California added 
complete inventories of carbon steel 
plate, sheet, bars and _ structurals 
The plant is now an_ integrated 
service center covering Northern 
Calif. 

Recent expansion at Berkeley in 
cludes construction of two new 80 
foot wide warehouse bays, adding 
70,000 sq. ft. of warehouse space. 


NSMPA Elects 


Five New Members 


The National Screw Machine 
Products Association clected five 
new members, ‘They are Weins 
Screw Products Ltd., Burlington, 
Ontario; Freeman Mfg., Milwaukee; 
B & T Bimatic Mfg. Co., Portland, 
Oregon; Ferco Screw and Machine 
Co., Philadelphia, and Fasteners, 
Inc., East Boston, Mass. 

NSMPA is the trade association 
for more than 270 producers of 
screw machine products, who. pro 
duce about 70% of national pro 
duction. 


Bay State Abrasive 
Names Slawson 

Robert S. Slawson joined the 
Chicago sales organization of Bay 
State Abrasive Products Co. 

Mr. Slawson formerly was em 
ploved by the Screw Machine 
Supply Co. and the Tallmar Rob 


bins Co., Chicago. 


Robert S. Slawson 





FEATURES 


OUTSTANDING 
FEATURES 
FOR EVERYBODY 


you...your salesmen...your customers 


CHECK THEM 





ADVANTAGES FOR... 





DISTRIBUTOR 


DISTRIBUTOR SALESMAN 


CHAIN USER 





INSWELL ELECTRIC WELDING 


the superior weld with the distinctive 
shape... proved and improved in 35 
yeors of service 


An exclusive quality 
feature that builds and 
retains customer 
confidence. 


A strong, tangible 
sales point. 


A proved, 
dependable weld 
preferred by 
experienced chain 
users. 





LIFETIME I[OENTIFICATION 
chain permanently branded by Make and Grade 


@e 


Even after months 
of service, you have the 
answer to these 
questions: 

Who made it? 

What grade is it? 


Another valuable 
and visible sales point 
..a CM “first”. 


Provides positive 
knowledge of a chain’s 
Grade (strength) 

..a definite safety 
feature. 





CONVENIENT COLOR MARKS 


ot exact 5 foot intervals for quick identification 
ond fast, accurate measuring 


You can fill orders 
faster and with less 
chance of error. 


A plus to discuss. 
Paint marks can be 
placed accurately 
even at link 
juncture points. 


More efficient 
dispensing from 
stock room. 





HANDY PACKAGING 


LEVER-PAK FIBER DRUMS for 
CM Chain in larger quontities 


CM DEALER DRUMS for chain 


in smaller sizes and quantities. 


Dispenser-type “Bin-Pack” cartons for 
Liberty Coil, Liberty Machine and Pass- 
ing Link Chain 


Keeps chains clean 
and dry. Simplifies 
storage and 
handling. Saves time 
and money. 

Labels are color 
coded. 


A definite sales 
feature for your 
customers who 
purchase chain in 
larger quantities. 


Same advantages 
in storage and 
handling as‘for 
Distributor. 





SUPERB HERC-ALLOY 


the original alloy steel chein...intro- 
duced in 1933...for heavy lifting 
where there should be no compro- 
mise with quality or safety, Herc- 
Alloy is the chain to use 


This chain has an 
outstanding reputation and 
is widely used throughout 
industry. It is heavily 
advertised in leading trade 
publications 





Many superior features 
lighter, therefore easier 
to handle...long wearing 
high resistance to impact 
loading... Inswell welded 
all fittings of Herc-Alloy 
125,000 p.s.i. tensile 
strength steel. (See Data 
Book 100 for other 
sales features) 


Herc-Alloy’s outstanding 
features and time-tested 
dependability 


Data Book 100 a valuable 


guide on sling chain care, 
use and inspection. 


A large wall chart for 


shop use showing Working 
Load Limits. 





HAM MERLOK ig ¢irsy 
coupling link offered by ao chain 
manufacture for assembling 
sling chains at the point of use 


Makes it possible for 
distributor to fill “custom” 
sling chain orders from 
stock. Widely advertised 


Hammerlok design 
features and fast service are 
strong selling points 


Enables customer to get 
delivery for new or repaired 
slings without delay. 


A handy chart gives complete 
instructions for the 
assembly of sling chains. 





COMPLETE LINE 


Inswell Proof Coil, BBB, High Test, Herc-Alloy ond 
other welded link grades. Master links, rings, hooks 
of all types and other attachments 








Can fill all orders with 
one high quality, well-known 
unquestioned brand. 





Complete high quality line 
to talk about. Attractively 
catalogued with individual 
loose-leaf bulletins on 

the various chain grades 
and attachments. 





Provides a single, 
dependable source of 
quality chain 





COLUMBUS McKINNON CHAIN CORPORATION 


Tonawanda, New York 
Regional Offices: New York, Chicago, Cleveland, 
San Francisco, Los Angeles 
Warehouses: Dixon, Illinois; San Francisco, 
Los Angeles, Portland, Salt Lake City 
In Canada: McKinnon Columbus Chain Ltd., 
St. Catharines, Ontario 


You profit... your customers 
benefit...through these 
special CH chain features 
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= for a top line...and a top name- 
| REMEMBER 


* Production Brushes for power use 
* Production Brushes for hand use 


¢ Brushes for various maintenance needs 


INDUSTRIAL 


BRUSHES 


and you'll always have 
the right answer 


Here distributors have quality 

that is proved through the years 
Price that is right all the way- 

Profit that is excellent. 

Simplify your selling job by fea- 


turing Milwaukee = Industrial 
Brushes. Quantities of any type, 
purchased any time, are uniform 
throughout. Here you get full 
cooperation to smooth the way 
to sales—here is your logical 
source of supply whether for 


standard or special types. 


Write for 


descriptive literature 


THE MILWAUKEE BRUSH MANUFACTURING CO. 


2212-36 NORTH 30th STREET 


MILWAUKEE 45, WISCONSIN 
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Republic Supply 
Earnings Up 


Sales and earnings of Republic 
Supply Co. of California, Los An 
geles, were up sharply compared 
with the last fiscal year. 

Karnings were $794,700 equal to 
$1.93 per share, compared with 
$234,600 or 57 cents for last 

Sales totaled $34,090,000 
$24,600,000 a vear ago. 


— 


Veal 


against 


U. S. Rubber Subsidiary 


Opens New Hose Plant 


North British Rubber Co., sub 
sidiary of United States Rubber Co., 
opened a new hose factory in Edin 
burgh, Scotland, and the final phase 
of an $8.5 million expansion and 
modernization begun in 1956 

Ihe new structure has $4,000 sq 
ft. of manufacturing space, and em 
ploys 3,500 people. 

North British was established in 
1856 and associated 
U.S. 1946. 
later the American firm became the 
stockholder. 


became with 


Rubber in len vears 


majority 


Manheim Mfg. Co. 
Promotes Alexander 


Vincent K. Alexander was named 
vice president of Manheim Mfg. 
and Belting Co. 

Mr. 


nected with company for 23 years 


Alexander has been con 
For the past 16 years he has been 
sales manager. He will continue to 


serve as sales manager. 


Vincent K. Alexander 
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The swiftest jet cannot transport you to as many international markets as you 
can cover in one day's tour of the 4th Annual U. S. World Trade Fair at the New 
York Coliseum. For here, under one roof, over 3,000 leading foreign manufac- 


turers, suppliers, exporters and government representatives are exhibiting the 
best the world has to offer: 


| 
The Wide Wert. Under One Roof! 


: 
’ 
' 
{ Commodities and services from 64 countries featuring MACHINERY, MACHINE 
| TOOLS, HARDWARE AND TOOLS, ELECTRONICS, ELECTRICAL EQUIPMENT, 


FIXTURES AND APPLIANCES, OFFICE MACHINES AND EQUIPMENT, RAW 
MATERIALS. 





THIS IS THE FOREMOST EVENT OF THE COMMERCIAL CALENDAR—highlight- 
ing exclusive high profit, new product lines. . many being shown for the first 


time. If it is worth importing, you will see it first, buy it first at the greatest 
international trade fair in the Western Hemisphere. 














The Fair last year attracted 162,000 businessmen and buyers. Plan now to 
attend the outstanding merchandising event of the year! 














4TH ANNUAL 


REGISTRATION COUPON FOR THE TRADE ONLY 
Save time by registering NOW. Fill in and mail this registration coupon 
— to the address below and your admission credentials will be mailed to you. 


There is no registration fee. Please check below if you wish us to make 
hotel reservations for you. 


NEW YORK rom PLEASE PRINT 
COLISEUM FIRM 


STREET. 
CITY. 


TYPE OF BUSINESS. 
Send oday -; para PRODUCTS MFG’D OR SOLD 


Please check below the classification of your business. 




















an quananananenenananend 











' } (1) Wholesaler 0 Exporter 0) Dept. and Chain 
Bice LS 1) Importer 0 Mfrs.’ Agent Store Buyer 
FOR YOUR FREE aA 0 Retailer O Manufacturer 0 Other 


ADMISSION CREDENTIALS 0) Please send us your hotel reservation blank 
UNITED STATES WORLD TRADE FAIR, 331 Madison Ave., N. Y. 17, N. Y. 


Minors under 18 years will not be admitted during trade sessions. 
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RPOWERING 





with Caagefle. compressors 


DEPENDABILITY 
DICTATES USE 
IN VITAL Pines Seo 


- F Bostwick-Braun Elects 
Humphries Operations VP 


D. Marshall Humphries was 
elected vice president operations by 
the Bostwick Braun Co., Toledo, 
Ohio. 

Mr. Humphries has been with 
Bostwick-Braun since 1951. He 
served in positions of personnel di 
rector and operations manager, and 
has been a board member since 


956. 

NEW FIRE ALARM CENTER IN ce keuae aT 
ST. LOUIS SELECTS CURTIS | os 
EQUIPMENT “TO RING THE BELL” nn ga iN 88 


With Cook Bros. Equipment 


New facility acts as high- 
speed communications 
al-y-leleltl- lacie mlelg 
metropolitan fire and 
disaster control. 
Architects: 

Helimuth, 

Obata & Kassabaum 
Consulting Engineer. 

John O. Falvey 


wece cee coe oe oe ew oe <== -- ee 


(he Challenge Manufacturing 
Co., manufacturer of construction 
equipment and Cook Bros. Equip 
ment Co., distributor and producer 
of heavy duty construction and hau! 





Goes es oe cc —— | ing equipment have combined, ac 
center.’ By pressurizing cables that contain cording to a joint announcement by 
1,172 miles of underground telephone and — the two companies. 

telegraph circuits, communications are pro- 
tected against water or other damage. 
Another Curtis compressor powers eight _— — ' . 
cleaning jets located at key points inside Pull line of comprescere J. Ross Castendyck, formerly Chal 
the Center. available 1/4 to 50 H. P. | lenge Mfg. Co. owner. Howard F. 


Your primary prospects are pre-sold on Curtis compressors. They know the Cook will serve as associate chair 
Curtis reputation for dependable, high quality equipment. All tanks meet ASME man. Howard F. and Charles E. 
specifications: units have Curtis-Seal Crankcase, Adjustable Timken Tapered Cook were owners of Cook Bros. 
Roller Main Bearings, Self Centro-Ring Oiling, Air Cooling (no cooling water 
required). Write for Free Catalogs covering the complete Curtis line. 


Ihe chairman of the new group, 
Challenge-Cook Bros., will be 


Joseph E. Hall, former executive 
vice president of Cook Bros., was 


named president of Challenge-Cook 
. . ! . . . 
THE COMPLETE LINE OF HORIZONTAL AND VERTICAL COMPRESSORS « AIR CYLINDERS * PENDANT AIR HOISTS Bros. R. E. Swarthout ceecutive 


a vice president of Challenge, will be- 
come first vice president; and Evan 


MANUFACTURING COMPANY S. Prichard will be vice president 
PNEUMATIC DIVISION ¢ DEPT. 43, ST. LOUIS 33, Mo. @ Established in 1854 of engineering. 
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BIG! 
FROM 
BRISTOL! 
Fenchking 


as 
- hed | 











new 
profit-maker 





for Bristol 
Distributors! 


reatest end-wrench improvement 
of nuts and bolts, is yours to sell! 


HOW IT WORKS: door-opener that will help you sell every product 


1. Slip wrench on nut in Distribute. And, it’s a big sales-maker in its own right! 
pre Ba — vm Brought to you by Bristol—originators of the famous 


Multiple-Spline socket screw — WRENCHKING is the first really 

2. WRENCHKING pawl basic end-wrench improvement in years. It provides fast, true 

Seen wan . oo om ratchet action . . . can save your customers up to 70% in 

sition. work time. Yet it requires no more clearance than a 
conventional end wrench And its new three-way action—a 
totally new design principie—gives it gripping power that’s 
unmatched by any conventional end-wrench its size! You'll 
have to see it to believe the way WRENCHKING turns nuts that 
are so rounded ordinary wrenches can’t even grip them! 





3. After turning the 

hopes ge = Ao Get your stock of WRENCHKING wrenches today. As a 

like this. Bristol Fastener Division Distributor, you'll market them 
to the industrial market. The Bristol Company, Fastener 


4. WRENCHKING locks Division, 185 Bristol Road, Waterbury 20, Conn. a.o.4 
again for next turn. To 


loosen nut, simply turn 


amin ade Distributor opportunities are still open in a few areas. 


Inquiries welcomed. Manufactured by Royal Tools, Inc. Patents Pending 


is RIS ’ Oo L Precision instrument and socket screw manufacturers since 1889 
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NEWS FROM WELLS MFG. CORP. 


HORIZONTAL BAND SAW PIONEERS 





A CONVERTIBLE BAND SAW 


that will give you the capacity 
you've been looking for in a compact, 
modestly priced machine. 


As a horizontal cut-off saw 


As an upright saw 


The new WELLS MODEL 58- B 


Double Duty — Double Value Band Saw 


e Here’s the all new metal saw you have been asking for . . . Wells 
Model 58-B . . . designed and built to give you double duty—double 
value. It’s a compact, rugged, well guarded, extremely versatile unit at 
an economical price. 

As a horizontal cut-off saw, Model 58-B features ages action vise 
(swivels to 45 degrees), automatic shut-off and adjustable guides. 

For vertical use, just swing head into upright position and install 
work table. 

To give it complete mobility, a wheel-handle unit is available as 
optional equipment. 

If you cut metal in the shop or on construction jobs, check the profit 
building advantages of Wells Model 58-B. Call your nearby Wellsaw 
Dealer or write for descriptive literature. 


SPECIFICATIONS 


Capacity: 
Rectangular 
Round 
45° Angle 
Speeds, F.p.m. ........cc000 

Blade Size 


Floor Space 

Height (Frame Vertical) 

Height (Frame Horizontal) 
..76—141—268 
"x 025 x 93" 


Vertical Capacity: 
Work Table 
Throat Height 
Throat Depth 
Net Weight (Approx.).................. 220 Ibs. 


The Pioneers of Horizontal 


METAL CUTTING 


WELLS MANUFACTURING CORPORATION 
606 Adams Street Three Rivers, Michigan 
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Switzer Bros. Appoints 
Executive Vice President 


Col. Elmo S. Mathews (Ret.) 
was appointed executive vice presi- 
den of Switzer Bros., to expe 
dite the company’s expansion pro- 
gram. 

Col. Mathews was with Sheffield 
Corp. He was commander of the 
Watervliet Arsenal at Watervliet, 
N. Y. He programmed the pro 
curement of weapons and fire-con- 
trol for the Army. He was also com- 
manding officer of Jefferson Proving 
Ground at Madison, Ind. 


Inc., 


Frank M. Ryan Retires 


From Norton International 


Frank M. Ryan, vice president 
and general manager of Norton In- 
ternational Norton Co.'s ex 
port division, retired after 46 vears 

Mr. Ryan started with the grind 
ing wheel division during school 
vacation in 1911. In 1919 he was 
appointed a_ production 
with Norton of Canada. 

He was appointed assistant man 


Inc., 


engineer 


ager of Norton’s foreign division in 
1946. He was named vice president 
of the reorganized foreign division 
known as Norton Behr-Manning 


Overseas Inc. in 1951. 


Name Chief Sales Engineer 


Malcom M. Maynes was ap- 
pointed chief sales engineer of abra- 
sives for Norton Co. 

Mr. Maynes joined the company 
in 1937 and worked in various de- 
partments of the company. 


Sales Increase Over 1958 


It was reported that total sales in- 
creased from $150,722,000 of a year 
ago to $175,635,000 in 1959. This 
was about $1,000,000 less than the 
record year of 1957. 


Opens New Branch 


Jeffrey Mfg. Co. announced the 
opening of a new branch office at 
Los Angeles. Mr. Keith Beachler, 
formerly with the San Francisco dis- 
trict office will head the new branch 
located at 2119 South Atlantic 
Boulevard. 





ae 


No other manufacturer has 
ever told us how to reduce 
inventory and sell more ee 


A direct quotation from an important distributor indi- 
cates the enthusiasm given to the new 


WILCOX-CRITTENDEN 
“UNI-SEMBLE” PLAN 
for drop forged turnbuckles 





This unique new controlled buying program offers these 
benefits: — 


An Assures sizeable reduction in turnbuckle inventory. 
2. Gives flexibility of stock never before possible. 

4 Speeds up service to customers. 

4. Increases sales potentials substantially. 


By applying a lot of common sense to a distributor's 
stock and turnover problems, Wilcox-Crittenden has de- 
veloped the “Uni-semble” Plan which has met with quick 
and enthusiastic favor by Industrial Distributors. 


We urge you to look into this gilt-edge merchandising 
plan now. See for yourself how simple it is and how profit- 
able. We’ll be glad to go over it in detail with you. In the 
meantime, why not send for descriptive folder. 


SSSSSSSSSSSSSSSSSSSSSSSSSS$F 
WILCOX-CRITTENDEN 


Division, North & Judd Manufacturing Co. 
101 South Main St., Middletown, Conn. 


We would be delighted to find a way to sell more with less inventory. 


Tell us about the Wilcox-Crittenden “Uni-semble” Plan for drop- 
forged turnbuckles. 


$ 
$ 
$ 
$ 
$ 
Se $ 
I a iiecsincisshisiniscicitssnitieisnpitisitisiaiapidaacaie , $ 

$ 

$ 

$ 


Address 


SFSFSFSSSFSHSFSSFSSSSSHSSSSSSSSSSSSS 
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This distributor salesman is 


eering with R/M 


to reduce a customer’s inventory problems 


“Seveneering” has been enthusias- 
tically received by both R/M pack- 
ing distributor salesmen and packing 
customers. They know that the Big 
7 Types will meet 95% of all pack- 
ing needs and frequently three or 
four types will satisfy all needs with- 
out compromise in performance. 
This greatly reduces inventory prob- 


lems and eliminates selection error. 


Equally important is the fact that 
Big 7 Packings are engineered to do 
custom jobs effectively; reduce down- 
time; lower maintenance costs; and 
permit preventive maintenance. 

R/M has published a Packing- 
Selection Chart in ready reference 
form to help your customers select 
the right Big 7 packing type quickly. 
If you have not gotten a supply, 
write for your copies today. 


R/M's Big 7 packing types meet 95% of all packing needs, 
are sold exclusively through authorized R/M distributors 


BIG 7 PACKINGS 


RAYBESTOS-MANHATTAN, 


INC. 


PACKING DIVISION, PASSAIC, N. J. 
MECHANICAL PACKINGS AND GASKET MATERIALS 
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Apex Pipe & Supply 
Is New Houston Firm 


Apex Pipe & Supply Co. was in- 
corporated in Houston at 821] First 
City Bank Building, with J. S. 
Pinion as president. 

Apex is an oil country tubular 
goods distributor in the Gulf Coast 
and Mid-Continent areas. 

Associated with Mr. Pinion will 
be ‘T. C. Terrell. Mr. Terrell and 
Mr. Pinion were formerly with Beth- 
lehem Steel Supply Division. 


National Lock 
Names Heimert 


Glen M. Heimert was assigned to 
the Los Angeles office of the Na- 
tional Lock Co., as industrial divi- 
sion sales representative for South- 
ern California. 


Worthington Corp. Elects 
General Sales Manager 


A. William elected 
vice president and general sales man 
ager of Worthington Corp. He had 
been general marketing manager. 

Mr. Fraser joined Worthington in 
1929 as a sales engineer. 


Fraser was 


He was 
district office manager in Chicago 
from 1937 to 1945, when he went 
to Paris as general European man- 
ager. He returned to Chicago in 
1951 as Midwest regional sales man 
ager, where he remained until he 
was appointed general marketing 
manager in 1957. 


A. William Fraser 








Mir. Distributor: Here’s what we’re telling your 
customers in National Advertising. 


Investigate the complete line of Besly Cutting Tools and 
Gages and learn how you can profit from Besly nation-wide 
acceptance, backed by strong advertising support. 





BESLY-WELLES CORPORATION 


120 Dearborn Avenue, South Beloit, Illinois 


Taps - X-Press Taps* + Drills . Reamers e End Mills 
Tool Bits * Gages e¢ Carbide Tipped Tools, Blanks, Inserts and Holders 
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A PROFITABLE DOOR OPENER! 


New Peerless 


SAFETY LATCH 
converts standard hooks 
to safety hooks in minutes 


Here’s a new safety device that is a 
profitable door opener for you. It per- 
mits your customers to make all hooks 
on their hoisting equipment safety 
hooks in minutes with simple tools. 
And it gives you an opportunity to tell 
them about the full line of Harrington- 
Peerless hoist products. 

Write for full particulars about the 


THE HARRINGTON COMPANY 


new Peerless Safety Latch that costs 
less installed than machining a con- 
ventional safety hook, can be applied 
to any make of hook on any type of 
hoist or sling, has finger lugs to pro- 
tect the hoist operator. And ask us 
about the full Harrington-Peerless line 
of hoist products. A few territories are 
still open. 


Plymouth Meeting 11, Pa. 


Hand Chain Hoists (1/4 to 60 tons) 


Trolley Hoists (1/4 to 12 tons) 


e Electric Hoists (170 to 4000 Ib.) 
|-Beam Trolleys (1/4 to 20 tons) 
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Bigelow-Gibson Appoints 
Joseph Larkins 


Joseph W. Larkins joined Bige 
low-Gibson Inc., Toledo, Ohio, as a 
sales engineer, in Ohio and southern 
Michigan. 

Mr. Larkins formerly was with 
Uland Rubber & Supply Co., Louis 
ville, Ky., and also with Hydraulics 
Inc., Anchor Packing Co. and Per 
macel, Inc. 


G. E. Names Searff To Head 
Large Lamp Department 
Donald D. Scarff was appointed 


the 
Electric Company's large lamp de 


general manager of General 
partment 

Mr. Scarff, formerly 
gion sales manager of the large lamp 


department, replaces Mr. Weiss who 


western rc 


was serving as acting general man 
ager since December 14, 1959. 

As general manager, Mr. Scarff is 
responsible for the development, 
manufacture, distribution and mar 
keting of lamps 

Mr. Scarff jomed G. EF. in 194] 
He was engaged in sales work in 
New 1946. Tle 
named manager of the Puget Sound 
sales district in 1953, and manager 
of the Pacific sales district in 1955 


England in 


Was 


In 1957 he was appointed manager 
of the Western sales region. 


Heli-Coil Corp. Elects 
Morgan & Fasano 

John Fasano and David B. Mor- 
gan, Jr. were elected vice-presidents 
of the Heli-Coil Corp. 

Mr. Fasano, sales manager since 
1956, started with the company in 
1951 as a sales consultant. 

Mr. Morgan, director of indus 
trial and public relations has been 
with the firm since 1952 


John Fasano D. B. Morgan Jr. 





NEW SALES AID 

FOR THE MEN 

WHO SELL 
RUBBER PRODUCTS 
TO INDUSTRY 
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MAINTENANCE NEWS is a quarterly publication of 
the Du Pont Elastomer Chemicals Department. It’s Gy POND SYNTHETIC RUBBER 
packed with selling information on maintenance rubber NEOPRENE HYPALON® VITON® ADIPRENE® 
goods made from Du Pont neoprene and HypaLon®. rate tas sa 


Better Things for Better Living . . . through Chemistry 
MAINTENANCE NEWS features important case his- 
tories, information on new products, new ideas, new 
uses. Also included are significant developments with 
Du Pont’s newer special-purpose synthetic rubbers, 
Viton® and Adiprene® L. Your salesmen will find such 
information helpful when calling on purchasing agents 
and plant engineers who buy and specify rubber main- 
tenance goods. 
MAINTENANCE NEWS shows graphically how belts, 
gasketing, hose and other maintenance items made with 
neoprene and HypaLon® are increasing service life, 
lowering maintenance costs, and outperforming products 
made of other materials. 


MAINTENANCE NEWS has been designed for your 
salesmen. You can start your free subscription now by 
filling in the coupon. 


SS = ee 
E. |. du Pont de Nemours & Co. (Inc.) 

Elastomer Chemicals Department ID-3 

Wilmington 98, Delaware 


Please put us on the MAINTENANCE NEWS subscription list. 


We would like at copies of every issue. 


Name 





Position 


Company 





Street 








INDUSTRIAL DISTRIBUTION ¢ MARCH, 1960 





ACTUAL 


NEW MIDGET 
CHAIN NOSE! 


Specially designed for deli- 
cate electronic subminia- 
ture assembly, this new 
midget chain nose is the 
first plier of its size and 
kind. Developed at the re- 
quest of professionals in 
the electronic industry, 
it’s the latest addition to 
Utica’s line of over 1,000 
different types of pliers. 
Utica offers not only the 
greatest variety but the 
highest professional qual- 
ity for electrical work, 
maintenance and general 
industrial usage. If you 
sell pliers, send for our 
brand new tool catalog. 


Utica Drop Forge & Tool 
Division, Kelsey-Hayes 


Company, Utica 4, N. Y. 








Rust-Oleum Awards Given 
To General Trading Co. 


J. Weaver Welch, president, Gen- 
eral ‘Trading Co., St. Paul, Minn., 
was awarded two plaques for out 
standing service on behalf of Rust 
Oleum Corp., by V. J. Barton of 
Rust-Oleum. 

Ihe first plaque was the Gold 
Roval Scot award in recognition of 
15 vears as a Rust-Oleum distributor, 
and the second was the Silver Royal 
Scot award for outstanding sales 
achievement 


Chicksan Names Powers 
Sales Manager 


J. F. Powers, Jr. was appointed 
vice president and sales managet 
of Chicksan Co. He joined the 
firm in 1951, in the sales depart 
ment. 

In his new position, Mr. Powers 
will be at the firm’s headquarters in 
Brea, California 


Jones & Lamson Opens 
Marketing Services 


Jones & Lamson Machine Co., an 
nounced a marketing services de 
partment, with Jordan D. Wood as 
head 

Ihe new department will be re 
sponsible for marketing research, ad 
vertising, sales promotion and train 
ing and public relations 

Mr. Wood, the head of the new 
department, has been the advertis 
ing manager. Before joimmg Jones 
& Lamson in 1951, he operated his 
own agency in Portland, Maine 


tools the experts use! | 


Jordan D. Wood 
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1) | Ce a 
INCREASED SALES AND PROFITS 


“Philadelphia” has everything it takes to give Distributors and their salesmen a continuing source 
of profitable business in every market requiring quality hoisting equipment. 


COMPLETE LINE—Styles and capacities to meet every 
hoisting need. The products described here are merely 
representative of the full line. Write for Catalog No. 1159R 


WIDE ACCEPTANCE—The name “Philadelphia” means 
quality of product and performance to users in all 
industry. It will open doors to more sales, every- 
where. 

RELIABLE QUALITY—AIl! hoists completely engineered 
by “Philadelphia” craftsmen—made from best suitable 
materials—thoroughly tested before shipment. Avail- 
able in spark-resistant metals metals where required. 


FULL COOPERATION—Advertising in leading business 
papers and directories—competent sales and engineer- 
ing assistance from the factory or sales offices through- 
out the country. 
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MODEL R 
LIGHTWEIGHT 


CLOSE HEADROOM 
ALUMINUM TROLLEY 


TIMKEN BEARING 
SPUR GEAR HOIST 


DIFFERENTIAL 
HOIST 


LOW HEADROOM 
TROLLEY HOIST 


SPUR GEAR HOIST 


Especially designed for 


Built to meet broadest 
requirements with maxi- 
mum strength, durability 


exceptionally close 
Timken Model 
Hyatt 


Plain, sturdy construc- For 
tion combining light headroom 
weight, portability and Spur Gear Hoist 
price. For shops, garages, Bearing Trolley Self Ac- 
farms, boatyards, etc tuating Load Brake CA- 
CAPACITIES: ‘4 to i'2 PACITIES: | to 24 TONS 


Heavy duty yet light in weight 
exceptional portability fully adjustable to wide range of 
low headroom faster i-beams and patent track mono and ease of operation 
hoisting and greater ease ail systems: less headroom than CAPACITIES: ', to 25 
of operation standard Army Type Hoists. Made TONS 

CAPACITIES: ‘2 to 10 of aluminum but available ir 

TONS spark-resistant metals Convert 

ible from push type to geared 

CAPACITIES 2 to 10 TONS 


" 
. 


“PHILADELPHIA” 
GEARED TROLLEY 
1-Beam carrier of 
strength and easy operation. 
Axles are steel. Wheel flanges 


on one side geared and meshed 
with pinion, operated by hand 


“PHILADELPHIA” § wheel and chain. Also available 
TWIN HOOK HOIST \/ ta ———_— = 


DIVISION 


INDUSTRIAL ENTERPRISES, INC. 
DOYLE and HAMILTON STREETS + DOYLESTOWN, PA. 
SALES OFFICES and WAREHOUSES IN NEW YORK + CHICAGO + LOS ANGELES 


ADJUSTABLE END TRUCK 


6 


om Quickly, easily as- 
sembied 


to 12 
CAPACITIES: ‘2 to 2 


t y pt Push type crane assembly Trucks 
\ z ¢ eadily adjustable to standard |-Beams 
4 fro 


superior 
TONS 


For toads of unusual length and bulk 
which cannot be adequately handled with 
regular single chain type hoists Strong 
durable, easily operated CAPACITIES 
‘4 te 10 TONS 
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LADISH 


SAW BLADES 


PROMPT SERVICE IN A COMPLETE LINE OF TYPES AND SIZES 
UNUSUAL RECORD OF SALES GROWTH—WIDE ACCEPTANCE 
RECOGNIZED AS A STANDARD FOR PERFORMANCE 


BACKED BY INDUSTRY'S MOST EXTENSIVE SAWING EXPERIENCE 


POWER — Solid High Speed Steel and Welded-Edge 


12” thru 36” Sizes 1804-7-1 


18 x 1% x .075-4T 


2% to 14 teeth HIGH-SPEED 
per inch STEEL 


BAND — Carbon Steel (Metal Cutting) and High Speed Steel 
(Raker and Wavy Set, Skip-tooth, Positive Rake) 


Yq" thru 1”’ Sizes 
in Carbon Steel 
(Metal Cutting) 


Yo" thru 114” Sizes 
in High d 
Steel Blades 


HAND — Moly Flex and All Hard (18-4-1) 


MF 1218-2 
LADISH MOL YBDENUM 


HIGH-SPEED FLEXIBLE 


10” and 12” Sizes 
14 to 32 teeth s 
per inch 


HANDY POCKET SIZE HANDBOOK 
Helps distributor salesmen 

solve cutting problems... provides 
quick reference to complete line 

of types and sizes. Write for Bulletin 578 


and information on distributorships available. 


LADISH CO. 


CUDAHY ( MILWAUKEE suBURB ) WISCONSIN 
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Cooper Alloy Appoints 
Blum Sales Manager 


Albert Blum was appointed sales 
manager, special products division 
by the Cooper Alloy Corp. 

Mr. Blum will be responsible for 
the sale of the company’s new ma 
rine hardware products and will as 
sume a smilar responsibility for fu 
ture new products. 

Since 1952 Mr. Blum has been di 
rector of industrial relations. He 
joined Cooper Alloy in 1948 as per 
sonnel manager. 


Carpenter Appoints Lynch 
To Special Products Sales 


John W. Lynch was appointed 
manager of special products sales of 
the Carpenter Steel Co. 

Mr. Lynch will work with the 
products sales managers and the 
field sales force in developing new 
business for the company’s vacuum 
melting facilities. 


Nystrom Appointed 
Hydraulics Sales Manager 

William T. Nystrom was appoin- 
ted distributor sales manager, hy- 
draulics division of the Brown & 
Sharpe Mfg Co. 

Formerly Mr. Nystrom was di- 
rector of precision tool and gage 
sales for the industrial products di- 
vision of the company. 


William T. Nystrom 





NEW KEYSTONE RT FITTING replaces conventional relief plugs. Speeds lubrication of anti-friction 
bearings in motors, machines, pillow blocks. Snaps open and shut with just a flip of the finger. 


Facts to help you sell.New Keystone RT Fittings 


“FLIP OPEN” CAP swivels 
to any position. Internally 
flared body speeds dis- 
Charge of excess grease. 
Keystone RT Fitting cover- 
ed by Patent No. 2770507. 


Here’s a brand new Keystone development — the 
RT “Flip Open” Fitting that’s revolutionizing 
lubrication methods. Sell this money-maker 
now! A big time saver in bearing lubrication, it 
is rapidly replacing conventional relief plugs. 


Conventional relief plugs hike maintenance costs 
—especially when sheaves, pulleys and sprockets 


make them hard to reach or when corroded 
plugs are hard to remove. New, patented 
Keystone RT Fitting lets you do the job in 
seconds. No wrenches or special tools required. 
No danger of cap being dropped or lost. 


Because it does away with stubborn plugs that 
cause neglect, the Keystone RT Fitting helps 
prevent over-lubrication and resultant contam- 
ination of windings. “‘Flip open” feature re- 
duces lubrication time to as little as 23 seconds 
under actual test conditions. 


Our new Technical Bulletin BU-61 contains 
complete information and specifications on 
Keystone RT Fittings. Review 
your copy now and be ready 
to answer inquiries developed 
by Keystone trade journal 


advertising. LUBRICANTS 
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KEYSTONE LUBRICATING COMPANY ; 21st and Lippincott Streets + Philadelphia 32, Penna. + Established 1884 
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INTRODUCING THE 


aq 


Made in four types to accommodate a broad 


range of applications: 


Flush © Snap-off e Rod Hanger e Tie Wire 


For 30 years Arro has developed masonry 
anchoring and drilling devices for all types 


of tradesmen. 


Good reason why they have 


come to rely on Arro’s broad line of quality 


products, 


The SILVER KING is another example of this 


continuing program, 


THE BEWARROSS> LINE OF MASONRY 
ANCHORING AND DRILLING DEVICES 


vt? 


A-C-E EXPANSION SHIELD 


O-£ EXPANSION SHIELD 


HOLD-IT EXPANSION SHIELD 


pan eS 


DOUBLE EXPANSION SHIELD 


LAG SCREW EXPANSION SHIELD 


mf 


TWO WING TOGGLE BOLT 


TUMBLE TYPE 


TOGGLE BOLT 


=e = 


SILVER KING 
SELF DRILLING SHIELD 


=) 


MACHINE SCREW ANCHOR 


EXPANDER HAMMERLESS SETTING FOOL 


-=-=8 


MAL-LEAD BOLT ANCHOR 


fed ~ 


STUD BOLT ANCHOR 


SPIRAL-DRIVE NAIL ANCHOR 


LEAD SCREW ANCHOR 


JUTE PLUG 


ARRO-CORE MASONRY DRILL 


<_ 
ARROFLUTE CARBIDE MASONRY DRILL 


= 


FOUR-FLUTE HAND STAR DRILL 


FOUR-FLUTE DRILL POINT 


eS — 


TWIST DRILL POINT 


RUBBERGRIP DRILL POINT HOLDER 


Oe=<) 


LITTLE MAJOR TURNBUCKLE 


DISTRIBUTORS 
This Advertisement Appears 
in Leading Publications Di- 
rected to Your Customers 


ARRO EXPANSION BOLT COMPANY 


DEPARTMENT C, P. O. BOX 388, MARION, OHIO 


INDUSTRIAL DISTRIBUTION ¢ MARCH, 





1960 





"| mre 


160-4 


et eae 
TRAae Se 2h EO SO 
MATERIAL HANDLING equipment 
orders in November dipped nearly seven 
points the Material Handling Institute's 
Booking Index reveals. The index is 
now about 22 per cent better than the 
same eleven month period last year 








Harris Calorific 
Appoints Richard Peck 


Richard M. Peck was appointed 
west coast district manager for the 
Harris Calorific Co., with headquar- 
ters in Berkeley, California. 

Mr. Peck has been associated 
with Harris for the past 21 years. 


Barry Controls Appoints 
Avery To West Coast 


Charles W. Avery was appointed 
machinery mount field engineer by 
the Western division of Barry Con 
trols, Inc. 

A sales specialist for more than 
30 vears, he has been associated with 
the machine tool field since 1941. 
For five years before his association 
with Barry, he was industrial sales 
engineer for the Die Supply divi- 
sion, E. W. Bliss Co. 


Charles W. Avery 





IETS) CATALOGUE OF BEST SELLERS 


























No. C-4E Electronics Scissors 

These tough, sharp scissors are perfect 
for the electronics industry for cutting 
light wire and filament. 


No. 625 Filament Cutters 
These perfectly designed scissors are 
widely used in the electronics field... cut 
light wire and filament. 


No. 175-E Electrician's Scissors 

Extra hard blades stressed for point-cut- 
ting of light wire and insulation strip- 
ping. Small in size but very powerful. 


























No. 20W Upholstery Shears 

Extra heavy-duty raised blade shears for 
upholstery and carpet cutting. Also used 
successfully by tailors. 


No. 765 Mill Scissors 

These scissors have double sharp points. 
Oval pattern, ring handles. Complete 
range of sizes from 3144” to 6”. 


No. 2-DA Florist’s Shears 

Florists’ or light wire cutting shears, long 
handles, short blades. One blade ser- 
rated. Nickel plated blades. 





VQ 























No. 1-DS Metal-Cutting Shears 

Extra long handles and short blades give 
increased cutting leverage. Used for light 
metal cutting, upholstery trimming. 


No. 36 Industrial Trimmers 

Inlaid Blade Straight Trimmers. For 
heavy industrial trimming operations. 
Complete range of sizes from 6” to 10”. 


No. 908 Multi-Purpose, Plastics — Poultry 
These pruners are practically indispen- 
sable in many fields such as plastics 
poultry, venetian blinds industries. 


> 


J. WISS & SONS CO., NEWARK 7, N. J. 


World's Largest Manufacturer of Shears, Scissors, Pinking Shears, Skalloping Shears, Metal Cutting Snips and Garden Shears 
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to increase repeat profits on every call...remember... 


they 
always 
need 
more 


OSBOR® 


maintenance 


brushes 


Extra income for the asking . .. because 
Osborn helps you make it 3 ways easier 
to build a steady volume of repeat orders 
that guarantee you steady repeat profits. 
Buyers know the Osborn brand... its 
acceptance helps you sell faster, more 
effectively. And Osborn advertising pene- 
tration paves the way for every call you 
make. 

Buyers respect genuine value... because 
quality is still the best buy in the long 
run. Buyers and users both rate Osborn 
brushes as superior buys. 


You assure repeat orders . . . with 
Osborn’s line of quality brushing tools 
because satisfied buyers always come 
back for more. 


Add it up—extra profit is yours for 
the asking because Osborn Brushes are 
in steady demand everywhere. Get your 
share of this high-profit Osborn business. 
The Osborn Manufacturing Company, 
5401 Hamilton Avenue, Cleveland 14, Ohio. 


Osher Brus 


METAL FINISHING MACHINES...AND METHODS 


INDUSTRIAL BRUSHES +- FOUNDRY PRODUCTION MACHINERY 
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W. Sullivan D. Cameron 


W. Roth R. Morrison 


Lufkin Rule Names Five 


Additional Representatives 


Lufkin Rule Co. appointed 
Wavne Sullivan, David Cameron, 
William A. Roth, Richard Morrison 
ind Raymond Garlick as additional 
sales representatives. 

Mr. Sullivan, appointed to the 
Kansas City area, formerly spent 
three vears with the Richard & Con 
over Steel & Supply Co., Kansas 
City, as a salesman 

Mr. Cameron named to the De 
troit area, had been with Somers, 
Fitler & Todd Co., Pittsburgh, as 
an industrial salesman 

Mr. Roth, in the Pittsburgh area 
for Lufkin, was formerly a 
trainee with the Sun Oil Co. 

Mr. Morrison, spent twelve years 
with The C. W. Marwedel Co., 
Lufkin Rule Co. 


serve in the San Francisco area. 


sales 


be 


fore joining to 

Mr. Garlick spent four years as a 
salesman with the Sandvik Saw & 
Tool division of Sandvik Steel, Inc 
He will serve Lufkin in the Cleve 
land, Ohio area. 


Efron Appoints Berger 
Sales Vice President 


Bernard Berger was appointed 
vice president in charge of sales by 
Theodore Efron Mfg. Co. (Chi 
cago). 

Wayne R. Yohn, a district sales 
manager for the firm, was appointed 
sales manager. 





Carbide Tipped Saws. These outstanding saws are 
precision-crafted by Disston to maintain their keen 
cutting edges 30 to 50 times longer than ordinary 
steel saws. The carbide tips are brazed (not silver 
soldered) under the most rigid controls to insure 
maximum strength. Packaged in special protective 
reusable containers to insure safe shipment and 
storage. Made in all popular styles and sizes to fill 
the needs of the wood, plastic, and metal cutting trades. 


quality in 
cutting edges 
that counts 
with industry 


Whatever your customers’ needs, you can 
satisfy them with Disston’s quality cutting 
tools. They’re expertly crafted in complete 
lines to tackle any job and do a better job of 
it. Also, Disston backs you up with consistent 
national trade advertising. And remember, 
it’s Disston’s policy to sell through indus- 
trial distributors. Write for Disston tool cata- 
logs to Disston Division, H. K. Porter Company, 
Inc., 246 Tacony, Philadelphia 35, Pa. In 
Canada, Box 530, Acton, Ont. 


DISSTON DIVISION 


Hard Edge Flexible Back Band Saws. 
Lancer tooth is specially designed 
with a 10 degree positive hook and 
uniformity of set to enable each 
tooth to produce a fully formed 
chip. This positive rake cuts much 
faster than standard skip tooth 
blades . . . resulting in economical, 
high-speed production cutting of 
non-ferrous metal, plastic and 
wood. Regular pattern bands sup- 
plied in both Raker and Group 
tooth set for ferrous metals. 


Machine Hack Saw Blades. Disston’s 
complete line includes: High Speed 
Steel for precision-cutting of tool 
steels and high abrasive steels; 
Di-Mol, a high speed all-hard blade 
with maximum toughness, for gen- 
eral shop work where it’s necessary 
to take abuse, and nest-cutting is 
required; Super Safe High Speed 
Steel Welded Blades . . . tough, 
shatterproof ... withstand heavy 
strains or feeds at maximum oper- 
ating speeds. Available from stock 
in all popular lengths and tooth 
spacings. Also available for hand 
use in 10’ and 12” length. 


Philbrick Generated Knife Type Head. 
You don’t have to throw part of the 
knife away with this cutter head. 
Knives sit down in the head body so 
that they can be ground much 
further back. And they hold just as 
firm when worn as when new . . 
maintaining their pattern for life. 
One set of head bodies can be used 
with different sets of knives for a 
variety of patterns. 


Dissteel Thin Planer Knife. Specially 
designed dense high chrome steel 
knife for cutting soft abrasive 
woods. Turns out a better quality 
product at lower cost. Stays sharp 
longer between grinds. Runs longer 
between jointings. Takes care of 
75% of all types of planing. 


A] H.K.PORTER COMPANY, INC. 


PORTER SERVES INDUSTRY: with Rubber and Friction Products—THERMOID DIVISION; Electrical Equipment—DELTA-STAR ELECTRIC DIVISION, NATIONAL ELECTRIC DIVISION, 
PEERLESS ELECTRIC DIVISION; Specialty Alloys—RIVERSIDE-ALLOY METAL DIVISION; Refractories — REFRACTORIES DIVISION: Electric Furnace Steel —CONNORS STEEL DIVISION, 
VULCAN-KIDD STEEL DIVISION; Fabricated Products —DISSTON DIVISION, FORGE AND FITTINGS DIVISION, LESCHEN WIRE ROPE DIVISION, MOULDINGS DIVISION, H. K. 
PORTER COMPANY de MEXICO, S.A.; and in Canada, Refractories, “Disston” Tools, “Federal” Wires and Cabies, “Nepcoduct” Systems—H. K. PORTER COMPANY (CANADA) LTD. 


INDUSTRIAL DISTRIBUTION ¢ MARCH, 


1960 


215 





[uiney puts POWER 
INTO COMPRESSOR SALES! 


SAFE-Q-LUBE Pressure lubrication 
LOADLESS STARTING 

QUIET CUSHIONED STEEL VALVES 
LYNITE CONNECTING RODS 

FINNED COPPER TUBE INTERCOOLER 
TIMKEN ROLLER BEARINGS 





\ These are just 
AT a few of ‘a Clifford B. Votaw 
Quincy features 


that mean real : ; * - 
sales power. Stocking the 1960 “Q-LINE 


means gaining new compres- 

sor customers... and 

because of QUINCY’s per- 

formance and reliability, 

those customers will be with 

you to stay! Get details on 
uincy QUINCY COMPRESSORS 
mney now. 


QUINCY COMPRESSOR CO., Quincy, Illinois 





feature by feature.. .@ Reber M. Cole 
Industry's Most “ti panes Wee, cas 
Efficient Variable e : Clifford B. Votaw was elected a 
Speed Pulley \\ WS . vice president, and Robert M. Cole 


nah This was elected secretary of the Oliver 

1. ae sides of ne etre aoe H. Van Horn Co., Inc., Fort Worth. 
disk open simultaneously "AN and STTEls ads em , 

and equally to give con- Mr. Votaw, with the company 
stant belt alignment. i eee appearing in since 1937, has served as secretary 

.Power is transmitted : 


R ae and office manager since 1950. He 
through sides of the belt HN 24 NATIONAL 


‘ AN will continue as office manager 
to a grooved sheave to in- nA 


sure maximum efficiency Hk PUBLICATIONS Mr. Cole has been sales manager 


and prevent slippage. since 1954, and will continue in that 
. Each side of the driving disc is independently actu- HELP capacity. 


ated by its own spring, eliminating ratchets, cogs, gears 


or other moving parts subject to constant mainte- YOU SELL Addition To Sales Group 


nance and wear. 





. Oilite bronze bushings on fractional hp. units provide \mos Murrey joined the firm in 


life-time lubrication. LOVEJOY December, to work in the Dallas 


. Curved pulley faces maintain full contact with belt area. He has been in the industrial 

sides at all times, greatly increasing overall efficiency. COUPLINGS supply and machinerv business in 
Pulleys are available in a complete range of sizes, frac- 
tional to 15 hp.— full 3 to 1 ratio. Immediate delivery 
from stock. 


Request recommend: ations for your application. Ask for Acme Metal Molding Moves 
Catalog P-58. 


Dallas for the past ten years. 


The Acme Metal Molding Co., 


mmm, 1 (VEIOY FLEXIBLE COUPLING CO. formerly of Maywood, N. J., has 


FIRST NAME . ame opened its new plant at 110 West 
IN VARIABLE 4879 West Lake Street, Chicago 44, Illinois 


SPEED PULLEYS Telephone: EStebrook 9 3010 Commercial Ave., Moonachie, N. J. 
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RUBBER HERE 
PREVENTS 
PLY SEPARATION 


EXCLUSIVE “COLEDGE” CONSTRUCTION 


Quaker 

ives Mii 
gives 
Unique “‘Coledge”’ construction puts more rubber at the 
edges where it’s needed, prevents ply separation, makes 
a more flexible and wear resistant edge where abrasion 
is greatest. Punishment at the edges—especially the 
tough use dealt out in mining—can kill most conveyor 
belting in a fraction of the lifetime of Thermoid- 
Quaker belting. 

Tests show Thermoid-Quaker “Coledge’’ construc- 
tion lasts and lasts on the same jobs where other belting 
fails. ‘““‘Coledge’’ construction is available on all grades 


*Patent Applied For 


THERMOID DIVISION ) 


Conveyor Belting extra life where it counts 


of Thermoid-Quaker belting. 

What’s more, all Thermoid-Quaker conveyor belting 
is prestressed in manufacture, so that the belt is actually 
in compression when you get it—ready for the heaviest 
load without strain. 

Examine Thermoid-Quaker Belting with the exclu- 
sive “‘Coledge’’ construction at your Thermoid dis- 
tributor’s, or write for further information to Thermoid 
Division, H. K. Porter Company, Inc., Tacony & 
Comly Streets, Philadelphia 24, Pa. 


H.K.PORTER COMPANY, INC. 


PORTER SERVES INDUSTRY: with Rubber and Friction Products—THERMOID DIVISION; Electrical Equipment—DELTA-STAR ELECTRIC DIVISION, NATIONAL ELECTRIC DIVISION, 
PEERLESS ELECTRIC DIVISION; Specialty Alloys—RIVERSIDE-ALLOY METAL DIVISION; Refractories — REFRACTORIES DIVISION: Electric Furnace Steel -CONNORS STEEL DIVISION, 
VULCAN-KIDD STEEL DIVISION; Fabricated Products—DISSTON DIVISION, FORGE AND FITTINGS DIVISION, LESCHEN WIRE ROPE DIVISION, MOULDINGS DIVISION, H. K 
PORTER COMPANY de MEXICO, S.A.; and in Canada, Refractories, “Disston” Tools, “Federal” Wires and Cables, “Nepcoduct” Systems —H. K. PORTER COMPANY (CANADA) LTD 
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Pick the one that’s 
right for your job! 


THE PARKER 


DOUBLE 
SWIVEL VISE 


Frederic G. Syburg 


It pays 
to specify 


DRILLS 
REAMERS 
BLANKS 


Carbide Tipped and Solid Carbide 


Premium Quality High Speed Steel 


BLANK SETS 


Uniformly hardened high 
speed steel reamer and drill 
blanks precision ground to 
new close tolerance limits, 


DRILL SETS 
Standard stock sets include Fractional, Wire and Letter 


size drills, packaged in venient folding index cases 


Call your local distributor today —or write Ace 


direct for latest catalog and price information. 


ACE DRILL 
yw Adrian, Michigan 


ORIGINATORS OF ‘GROUND-FROM.THE-SOLID” DRILLS 





Chain Belt Appoints Syburg 


International Head 


lredene G, Svburg was appointed 
vice president im charge of interna 
tional operations by Chain Belt Co 
Hle will also serve as president ot 
Rex International 8S, A., Chain Belt's 
recently organized foreign sales com 
pany 

In this position, Mr. Svburg will 
have corporate responsibility for all 
operations outside the U.S. and 
Canada, Tle will also direct” the 
operations of Rex International a 
Panamanian company, established to 
handle sales of Rex Regina 8. p. A 
of Italy, Chain Belt (Japan) Ltd. 
and Rex Spanall International S. A 
of Panama, as well as export sales 
of Chain Belt 


Federal Pacifie Names 
Three To Marketing Posts 


Mederal Pacifie appoimted Ralph 
J. Weiger industrial sales manager; 
Armond J. Bisignam, Jr., marketing 
manager, general products depart 
ment; and Walter Hl. Niemann mar 
keting manager, laboratory switch 
boards 

Mr. Weiger will have staff respon 
sibility for promoting company 
products im the industrial market 
He formerly was with Square D Co 

Mr. Bisignam will be responsible 
for products of more than one of 
the company’s divisions of plants 

Mir. Niemann will be responsible 
for sales of specialized products to 
schools, industry, government lab 


oratories, and similar uses 
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REDUCES TOOL ROOM 
AND MACHINE SHOP 
LABOR COSTS! 


Your customers will want this versatile 
new vise, The extra handling required 
to remove a part from a vise, turn 
and reclamp to work on another sec 
tion of the same part is eliminated 
by Parker's Double Swivel Vise. Two 
swivels 


operate independently — of 


each other, allowing the work to 


be swung into any position without 


being removed from the vise 


Check and be sure your stock of this 
and other Parker Vises is complete! 
Tool men and Machinists will be ask 
ing for them 


A PARKER VISE has 
MORE features than any 
other yet COST NO MORE! 


Positive Swivel Lock 
Armor Protected Jaws 
Deepest Throat for More 
Work Space 


Tension Spring, No-Pinch 
Handle 


360 Swivel Base 


The CHARLES PARKER CO. 
50 HANOVER $1 
MERIDEN, CONN 
Established 1632 














MORE BUSINESS 
FOR YOU 


LUBRIPLATE 


in Grease Gun Cartridges opens up sale opportunities 
for the Industrial Supply Salesman who sells the line of 
LUBRIPLATE Lubricants. The column to the right is a copy 
of an advertisement currently running in Industrial, Con- 
struction, Automotive Farm and Marine publications. 


LUBRICANTS 

packed in cartridges for use in grease guns are growing 
in popularity. Now that you can offer LUBRIPLATE 630-2 
Multi-Purpose Grease in cartridges, you have o triple in 
on this new business. You can sell them LUBRIPLATE, 
cartridges and grease guns. 


GREASE GUN CARTRIDGES 


offer an excellent way of introducing your customers to 
LUBRIPLATE Lubricants . 
they'll always use them. LUBRIPLATE Lubricants give 


and once they use them, 


greater all around satisfaction than any other oils or 
greases. They reduce friction to an unbelievable minimum, 
prevent progressive wear and positively protect bearings 
and other metal parts against rust and corrosion. 


LUBRIPLATE SALES POLICY 


protects the Industrial Supply Salesman’s territory. Com- 
petent factory representatives are always available to help 
him serve his customers. Good persuasive literature and 
loads of hard hitting advertising all contribute to build- 
ing up the Industrial Supply Salesman’s sale volume in 
LUBRIPLATE Products. 


LUBRIPLATE 


THE. MODERN LUBRICANT 
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CONVENIENT 


LUBRIPLATE 
No. 630- : 


PACKED IN 





Lubriplate No. 630-2 is a high tem- 
perature, extreme pressure, water- 
repellent, grease type lubricant. 
Ideal for the general lubrication of 
Industrial, Automotive, Construc- 
tion, Farm and Marine Equip- 
ment. Lubriplate Grease Gun Car- 
tridges provide an easy, quick, 
economical means of application. 
Prevent the waste and mess of 
hand filling. Packed 10 Cartridges 
in a handy carrying carton. 


REGARDLESS OF THE SIZE AND 
TYPE OF YOUR MACHINERY, 
LUBRIPLATE Lusricants 


WILL IMPROVE ITS OPERATION 
AND REDUCE MAINTENANCE 





For nearest LUBRIPLATE distributor 
see Classified Telephone Directory. 
Write for free ““LUBRIPLATE DATA 
Book’’. . . a valuable treatise on lubri- 
cation. LUBRIPLATE DIVISION, 
Fiske Brothers Refining Company, 
Newark 5, N. J. or Toledo 5, Ohio. 


Weng ne 


THE MODERN LUBRICANT 


FISKE : BROTHERS REFINING, oe 








INDUSTRIAL Pet 


BRUSHES and BROOMS 


Best for All Industrial Needs 


Management is always interested in equipment that gives them 
full value for the money. This in turn makes your selling profit- 
able. Your markets are in 


Aviation @ Metal 
Working, Packing 
and Power Plants 
@ Paper and Tex- 
tile Mills @ Mines 
@ Dairies @ Hotels 
@ Schools @ Ga- 
rages @ Railroads 
@ Airports @ 
Warehouses @ Pub- 
lic Buildings @ etc. 
@ We urge users to 
buy thru their local 
distributor 


INDIANAPOLIS 


BRUSH AND BROOM MANUFACTURING CO. 
CORNER BRUSH AND BROOM STS. Est. 1890 INDIANAPOLIS 7, IND 





J 








Best ou the market! 


CAST BRASS 





| 
| 
| 


| 


HOSE COUPLINGS: 


Clean Cut Threads @ Used extensively for 


Simplified design air or steam 
Easy To Use @ Straight Iron Pipe 
Thread 


White for Catalog 


Large, smooth-bored 
Waterway 


Uniform Corrugations 


WROUGHT BRASS 
RUST PROOF 
H..B. SHERMAN HOSE CLAMPS 


MANUFACTURING CO. 


BATTLE CREEK, MICHIGAN 





WORLD'S STANDARD 
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Charles Pincus 


Stanley Awards Pincus 
For Fifty Years Service 


Charles Pincus, New York re 
gional manager for the Stanley 
Hardware Division, completed 50 
continuous years of service with the 
Stanley Works and was presented 
with his fifty vear award, at the divi 
sion’s sales conference attended by 
the entire national sales force 


Marketing Head For Europe 


Warwick M. Dingley was ap 
pointed director of marketing in 
Kurope. He has been a sales di 
rector of Stanley Works (Great 
Britain) Ltd., and has been with 
the firm for 20 vears 

Mr. Dingley will have headquar 
ters in Zurich, Switzerland, from 
which he will control regional organ 
izations in northern, central and 
southern Europe. 


Move Canada Sales Office 


he sales office of The Stanley 


Warwick M. Dingley 





Theodore Molchan 


l'ool Co., Canada, Ltd., was moved 
to the factory im Roxton Pond, 
P. Q., and Theodore Molchan was 
ippointed sales manager of the com 
pany 

Mr. Molchan has been on special 
assignment at the main office since 
last April. He previously served in 
the Los Angeles and Southeast tet 


ritories as a Sales representative 


Standard Serew Co. 
Appoints John Eberhardt 


John A. Eberhardt was appoimted 
i salesman in the western New 
York and western Pennsylvania tet 
ritorv for Standard Screw Co 

Mir. Eberhardt’s business expe 
rience includes marketing and met 
chandising research for the Hearst 
Advertising Service and two years 
of selling for a large insurance com 


pany 


U. S. Chamber Of Commerce 
To Sponsor Conference 


(he Chamber of Commerce of 
the United States will sponsor a 
National Construction Industry 
Conference, March 10-11, at the 
Chamber building in Washington 
[he purpose will be to discuss ways 
to promote progress in the 1960's 

Persons wishing to attend should 
write the Chamber's Construction 
Depart 
ment, Chamber of Commerce of 
the U.S., 1615 H St.. N. W., Wash 
ington 6, D. C. 


ind Civic Development 





FORGED for long life 
PACKAGED for convenience 


The ‘‘Forged”’ in W-S Forged Fittings means dependability under the 
toughest piping-job conditions. ‘‘Forged”’ gives you the added resist- 
ance to pressure, heat, corrosion, shock and vibration needed to make 
your installations long-lived and safe. And W-S Fittings are easily 
installed, with tight fits and perfect alignment ...thanks to W-S 
precision machining methods and quality forging techniques. 
Packaging, too, is a W-S brand advantage. Virtually any ‘“mix’”’ of 
fitting types and sizes can be packed in a convenient W-S Case or 
Half-case ... each type and size in its own carton. 

Specify W-S on your next order. For specifications and Distributor 
locations, write Forge and Fittings Division, H. K. Porter Company, 
Inc., Box 95, Roselle, New Jerse y. 


FORGE AND FITTINGS DIVISION 


H.K.PORTER COMPANY, INC. 


PORTER SERVES INDUSTRY: with Rubber and Friction Products—THERMOID DIVISION : Electrical Equipment—DELTA- 


| STAR ELECTRIC DIVISION, NATIONAL ELECTRIC DIVISION, PEERLESS ELECTRIC DIVISION; Specialty Alloys— 


RIVERSIDE-ALLOY METAL DIVISION ; Refractories—REFRACTORIES DIVISION; Electric Furnace Steel-CONNORS STEEL 
DIVISION, VULCAN-KIDD STEEL DIVISION; Fabricated Products—DISSTON DIVISION, FORGE AND FITTINGS DIVI- 
SION, LESCHEN WIRE ROPE DIVISION, MOULDINGS DIVISION, H. K. PORTER COMPANY de MEXICO, S. A; 
and in Canada, Refractories, “‘Disston” Tools, “Federal” Wires and Cables, “Nepcoduct” Systems— 
H. K. PORTER COMPANY (CANADA) LTD 
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GET 
PROFITABLE 
FACTS ON 
CHICAGO LOCKS 


The ACE Padiock 


Maximum security lock used by U.S. Secret Service 


Write for catalog 
sheet MS-101 and 
sample of envelope 


stuffer P-104 


Chicago Utility Lock 


Get literature for specifications. 


Chicago Lock Handles 


Ask for bulletin DH-1 for 
complete data. 


Whatever your requirements, there's a rugged 
Chicago Lock that's right for the job. 








CHICAGO LOCK CO. 
2030 North Racine Ave. + Chicago 14, Illinois 








R. A. Green 


Bay State Abrasive Names 
Detroit District Manager 


Robert A. Green, was promoted 
to Detroit district manager by Bay 
State Abrasive Co. 
an abrasive specialist. 

Prior to joining Bay State in 1948, 
Mr. held and 


sales positions with Norton, Heald 


He had been 


Green engineering 
Machine and Sleep Hartley Com 
panies. 

Mr. Green will replace $. Gordon 
Saunders with 


who is remaining 


Bay States as a sales consultant 


Promote John Anderson 


John R. Anderson was promoted 
to regional abrasive specialist for 
West Coast area 


1956, he has been an abrasive spe 


the entire Since 


cialist in the Northwest. 
Mr 
the new Long Beach, Calif. head 


Anderson will operate out of 


quarters of Bay State Abrasive. 


Rubber Mfr.’s Elect Mullen 


Technical Committee Head 


Carl Mullen, vice president of re 
search and development for Gates 
Rubber Co., was elected chairman 
of the ‘Technical Committee of the 
Rubber Manufacturers Association, 
Industrial Rubber Products Divi 
sion. 


Mr. Mullen 


head an advisory group which re 


As chairman, will 


views and recommends specifica 


tions covering industrial rubber 
products for industry, government 


and private business. 


Opens New Division 


The Diamond Saw Works, Inc., 


has established a larger and more 
central division headquarters at 


5454 West Chicago Ave., Chicago. 





| 
| 
| 
| 


HARRISBURG 
COUPLINGS 


Harrisburg Seamless Steel 
Pipe Couplings are manufac- 
tured to A.P.I. and A.I.S.I. 
specifications for petroleum 
and other industries. The 
Harrisburg developed pro- 
cess assures uniformity of 
threading unsurpassed in ac- 
curacy of form, height, angle 
and lead. Order the best — 
order Harrisburg couplings. 


More than o Century in Harrisburg 18, Pa 


HARRISBURG STEEL CO. 


Division of HARSCO CORPORATION 


ZZ © 


FLANGES 





TRANSPORTS 
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CUTTING 


ELECTRIC! 


- _ Rep para St ee 
ie we 


New LONGYEAR Diamond Drills 
at Prices and Profits that Make Sense! 


or” in a great while a new product presents a fast- 
er, less expensive way of handling some difficult 
and widespread problem. The Longyear industrial 
diamond drill is that kind of product. Holes in rein- 
forced concrete which once took hours to cut are 
now completed in minutes. Holes in concrete, brick, 
stone, and tile are clean and even instead of jagged 
and irregular. 

GROWING BY MILLIONS ANNUALLY: The sale of 
diamond drilling equipment is growing by millions 
of dollars each year, and good authorities predict 
a market of 25 to 30 million dollars within ten years. 
The word is spreading fast among all kinds of gen- 
eral and mechanical contractors. Mill and plant 
engineers are proving to be enthusiastic users. So 


are gas and electric companies, municipal street 
water and sewage departments. New applications 
for diamond drilling equipment are increasing the 
number of customers daily. 

LONGYEAR IS TAKING THE LEAD: Longyear is one 
of the world’s most experienced manufacturers of 
diamond drilling equipment for mineral exploration 
and industry. Its new line of drilling equipment 
challenges all others. Good prices and discounts have 
been established, and selling efforts are being given 
solid support through advertising and sales promo- 
tion. Take this opportunity to look into the potential 
of this equipment. Complete literature on the equip- 
ment and its applications will be rushed to you. 


Good distributor opportunities in many areas! 


E.J. LONGYEAR COMPANY 


76 South 8th Street 


Phone: Federal 9-7631 
Minneapolis 2, Minnesota 
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SLEEVES and SOCKETS 


and a complete line of Collets 


STANDARD 
TYPE 


COLLIS Taper Tools are made by men skilled in this type of manufacture. Users 
get long satisfactory service from Collis Equipment and find the answers to all 


drilling, reaming, and tapping needs in the Collis Line 


We can give prompt service on orders for Lathe Centers, Arbors, Drill Drifts 


and Magic Type Chucks as well as on Sleeves and Sockets and Collets 


"Call Collis for Service” 
mn7#! THE COLLIS COMPANY gam 


DEPT. A, CLINTON, IOWA 











insist on 


VIKING We 


ROTARY PUMPS similar ads 


In your own best interests, insist upon are appearing 
Vikings, the POSITIVE DISPLACEMENT 


pumps. Using them, you can eliminate in 32 LEADING 
slow priming, vapor locks, spasmodic 


delivery and partial emptying of tanks PUBLICATIONS 
Units feature the new helical gear drive 
and are equipped with heavy-duty pumps T0 HELP 
which deliver from 17 to 164 gallons 


per minute YOU SELL 


Five interchangeable speed reducers VIKING 
permit easy change of pump speeds for 
handling thick or thin liquids. Maximum 
pressure is 200 PSI on lubricating liquids PUMPS 
100 PS! on non-lubricating liquids 


For complete information, send for 
catalog CMM, pages 27-28. 


VIKING PUMP COMPANY 


Cedar Falls, lowa, U.S.A 
In Canada, It's ‘‘ROTO-KING’’ Pumps 
See Our Catalog in Sweet's Plant Engineers File 
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John R. Warnock 


Richard L. Campbell 


George F. Butterfield 


Detroit Controls Names 
Three Vice Presidents 


Detroit Controls Division — of 
American-Standard elevated three 
top executives to vice president 
hey are John R. Warnock, general 
manager of marketing; Richard L. 
Campbell, director of engineering; 





and George F. Butterfield, general 
manager of manufacturing 

Mr. Warnock joined American 
Standard in 1936. He was a sales 
man and operation manager before 
joining the Detroit Controls division 
in 1937. He was appointed market 
ing general manager in 1959 

Mr. Campbell began with Amer 
ican-Standard in 1925. In 1933 he 
was transferred to Detroit Controls, 
and became director of engineering 
in 1959. 

Mr. Butterfield joined Detroit 
Controls in 1958 as general manage 
of manufacturing. 


Firth Sterling Appoints 
Lohmeyer And Markley 


William J. Lohmever was named 
manager of high speed steel sales, 
and Zane H. Markley was named 
carbide products sales engineer in 
Utah. 

Before joining Firth Sterling M1 
Lohmevyer was a manufacturer's rep 
resentative and associated with Jes 
sop Steel Co. 

Mr. Markley had been a 


engineer with Kenna-metal. 


Capewell Promotes Hopkins 
Appoints Stark 


R. Kingsley Hopkins, Jr. was pro 
moted to district manager in Cleve 
land by Capewell Mfg. Co He 
will supervise the sales areas of Ohio, 
Michigan, and western Pennsy] 
vania. 

Karol Stark was appointed sales 
engineer to succeed Mr. Hopkins 
in the New York area. Prior to join 
ing Capewell, Mr. Stark was asso 
ciated with the American Saw & 


Mfg. Co. 


aim 


R. K. Hopkins Karol Stark 


'Olsl-melae|-lemelsl-m-ie) sige 
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THERE ARE BOLTS 


‘Aye 


“cc 


You’ll find a big difference between ‘‘just any bolt’’ and 
the repeatedly accepted products made by Screw and 
Bolt Corporation. 


Your customer knows he’s getting big extras for his 
money when he buys our fasteners: 

wealth of design experience 

engineered to quality specifications 

sampling and inspection throughout 

entire manufacturing schedule 

rigid standards for lot-to-lot uniformity 

technical customer assistance 

personal attention to orders, handling 


and on-time delivery 


All these extras keep customers sold and satisfied—and 
you'll be satisfied too. vMa-6oee 


SCREW AND BOLT CORPORATION <® 


ves THE NATION 


OF AMERICA << 


P. O. Box 1708 . Pittsburgh 30, Pennsylvania 
DIVISIONS: Pittsburgh e Gary e¢ Southington Hardware « American Equipment 


AMERICA'S MOST COMPLETE LINE OF INDUSTRIAL FAS 
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MELLOWES 
Lock Washers 


ARE BACKED 
BY 
MONEY- SAVING 


Service Policies 


In addition to modern functional 
packaging Mellowes has established 
Customer-Service- Policies that save 
valuable time for users and distribu- 
tors. For example: 


MELLOWES GQ) 
prepays the 
freight on 
shipments of 

200 Ibs. or more 


You save money, too, on 
shipments of less than 200 
lbs. because all shipments 
are made from the nearest 
Mellowes warehouse. 


MELLOWES 
accepts orders 
Long Distance 
COLLECT! 


MELLOWES 
simplifies 
your paper 
work 


MELLOWES SHIPS 
from 3 convenient 
warehouse 


locations (WEST COAST 9x 
MID-WEST AND 


EAST COAST 


MELLOWES 
handles 
orders 
FAST 


Orders for Mellowes Lock 

Washers are usually 

shipped the same day re 

ceived, via fast carrier, 

from the Mellowes warehouse nearest you! 
Ample stocks of Mellowes Lock Washers 
in all standard sizes assure prompt ship 
ment of your orders 


Mellowes customer-service-policies are de- 

signed to make it easier and less costly to 

buy your lock washers from Mellowes . . . 

the ih yy ae | of 

col JOB- 

). PAK and other forms 

of Modern Functional 
Packaging. 


Write for Latest 
Distributor Prices 


LOCK WASHERS 


THE 222 5zH 200. 


129 &. Nash St. © Mit 12, Wi 


Manufacturers of a Complete Line of Lock 
Washers in all Stondard and Special Sizes, 
Non-Fferrous and Picted in Bulk, Conventional 
ond Special Packoges, Coin-Pok and Job-Pok. 











Perrin 


M. Jj. 


Hartford Machine Promotes 


Miller And Perrin 


J. F. Miller was appointed vice 
president of sales, and M. J. Perrin 
appointed vice president of 
manufacturing for the Hartford Ma 
chine Screw Co 


Was 


, a division of Stand 
ard Screw Co. 

Mr. Miller had been general sales 
manager since 1954. 

Mr. 
tory manager 
Hartford 
1934 


had been fac 
1956, 
ScTew 


Perrin, who 
joined 


Co.. in 


since 
Machine 


Ray N. Ring Co. 
Established Division 
Ray M. Ring Co 


a new division for their bearing and 


. has established 


power transmission equipment. 
called 
division 


his new division will be 
Bearing Headquarters Co., 
of Ray M. Ring, with headquarters 


in Chicago. 
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MELLOWES 


Lock Washers 


PACKAGED 
as YOU 
want them 


é COIN PAK _ 


9 Popular Sizes 
of M-C Lock 
Washers, plain 
steel and plated, 
Machine Pack- 
aged and Count- 
ed in crimped- 
end tubes... the 
most compact 
method ever de- 
vised for packag- 
ing lock washers. | 
Saves valuable 
shelf space, elim- 
inates waste, pre- 
vents spilling and 
mixing of sizes. Tubes are packaged in 
colorfui, 2-label Telescope Cartons for con- 
ventional or upside-down stacking. Sold 
only through recognized distributors 


‘ Patent 
Pending 


| Co Standard Packages 


1000, 500 or 
100 loose lock 
washers per 
carton 


M-C Lock Wash- 

ers in colorful, 2- 

label, telescope 

cartons with leg- 

ible, right-side- 

up end label 

whether + a black bottom up for mod 

ern upside-down stacki or yellow top 
up for conventional stacking. 


| ene JOB PAK 


— the Modern, Functional Bulk Package 
at No Extra Cost! The contents of a 
Keg in ONE ates Container . 
divided into 6 equal inner cartons which 
are the same as a distributor package. 


ta BULK 


Volume users who pre- 
fer to buy lock washers 
in bulk may order M-C 
Lock Washers in keg 
size bulk shipping con- 
tainers. plain 
steel, plated steel or 
non-ferrous. 


Packaged for the Distributor 
Maiowss offers you, the distributor, lock 
rs in a wider choice of modern 
ieutienal packaging than any other man- 

ufacturer. 

Write for 
latest Distributor 

Price Lists 





LOCK WASHERS 
THE - yyda' VZZZACO. 


129" E. Nash St. © Milwaukee 12, Wisconsin 








Robert K. Vaughan 


Dayton Industrial Places 
Vaughan In Southeast 


Robert K. Vaughan was appointed 
district sales manager in the South 
eastern United States by Dayton In 
dustrial Products Co., 
Ihe Dayton Rubber Co 

Mr. Vaughan will work out of the 
regional warehouse and offices in 
Atlanta, Georgia. 


division of 


New Minneapolis Salesman 
W._E 


man in the Minneapolis area for the 


Sanvik was named a sales 


industrial wholesaler division of Day 
ton Industrial. 

Mr. Sanvik joins Dayton from the 
American Insur 
ance Co., where he was a field super 
visor. 


Hardware Mutual 


Corning Glass Appoints 
Two Sales Engineers 


Clifford E. Sisler was appointed 
for the 
technical products division of Corn 
Richard 
Ross was appointed a sales engi 
neer in the Midwest for the indus 
trial components department. 

Mr. Sisler will represent the 
company in an area including Colo- 
trado, Wyoming, and the western 
sections of North Dakota, South 
Dakota, Nebraska, and Kansas. He 
has been with Corning since 1954. 

Mr. Ross, who joined Corning in 
1955 as a junior engineer, will work 
out of the Chicago office. 


sales engineer in Denver 


ing Glass works, and A. 
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> Money Tree 
Includes 


KENNEDY Tool Boxes 


... the tool box line with a Profit Plan for YOU! 


SEND 





Kenned 


KENNEDY MANUFACTURING CO. 
DEPT. 111, VAN WERT, OHIO 
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FOR YOUR KENNEDY PROFIT PLAN 


Cee ee 


You offer industrial mainte- 
nance men and other tool 
users a full-range choice 
when you display Kennedy 
Tool Boxes. Kennedy pro- 
vides the selection that fits 
every need...from the 
smallest tool kits to the larg- 
est mechanics’ chests. 


The Kennedy Profit Plan helps you harvest a bumper crop of 
tool box sales. It eliminates oversize inventory problems and 
helps you capitalize on the universally accepted quality of 
these fine boxes without additional work or expense, 


The Kennedy Profit Plan also 
shows you how to tie-in your 
tool lines with your display 
of tool kits—and your money 
tree pays off in faster tool 
sales, too. Start cultivating 
multiple sales and profits 
now! 


TODAY! 


Please send me complete details about the 
Kennedy Profit Plan. 


Business nome 





Requested by___ 


Address 





City 








OVER 60 YEARS’ EXPERIENCE IN 
SOLDER AND FLUX MANUFACTURING 


Industry 
votes a solid 


Kester 


Solder 


Unanimous acceptance of 
KESTER SOLDER makes this a 
“must” line for the successful 
distributor. It works like this: 
When you sell Kester, you’re 
giving your customers what they 
want... and by keeping them 
satisfied, you’re sure to get that 
profitable repeat business. Capi- 
talize on this demand prefer- 
ence... sell KESTER! 


—— 


so 


i 


i 
Hitt 


AA 


tt? 


hs 
M 
\ 


7 
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GET THE DETAILS on profit- 
making with Kester. Get in touch 
with us today! 


Kester Sovper Company 


4214 Wrightwood Ave., 
Chicago 39, Ill 
Newark 5, N. J. Ancheim, Calif. 
Brantford, Canada 


Wheeling COUPLINGS 


for the “Right Connections’ 


‘i 


Indeed, the ‘right connections’ 

for SERVICE and QUALITY! 

Service because . . . your orders are 
shipped the same day we receive 
them. Quality because . . . Wheeling 
“X-L” Pipe Couplings are 
quality-controlled and precision 
engineered to A.I.S.I., A.P.I, 

A.A.R., or other specifications 

in diameters %"’ to 16” in all types. 
Send for our free condensed 

catalog today. Remember, 

Wheeling Couplings have 

eXceL-ed since 1918. 


WHEELING MACHINE PropucTS Co. 
WHEELING, WEST VIRGINIA 
West Coast Factory - - Woodlake, California 
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Francis J. Stiefvater 
Francis Stiefvater 
Given Service Award 


Francis J. Stiefvater, who covers 
western New York and Pennsyl 
vania and W. Va. for Utica Tools, 
was recently awarded a 35-year serv 
ice pin. 

Mr. Stiefvater joined the firm in 
1924. From 1936 to 1940, he travel 
led all 48 states towing a walk-in 
trailer This the first 
mobile display unit of pliers 

During World War II he was 
an assistant the 


house was 


sales manager i 


home office 


Milwaukee Electric Tool 
Promotes Morrie Halvorsen 


Morrie E. Halvorsen was pro- 
moted to the post of sales manager 
of Milwaukee Electric Tool. 

Mr. Halvorsen joined the com 
pany in 1955 and has served as assist 


ant sales manager since 1958. 


Morrie E. Halvorsen 





Don K. Lambert NG ’ 4 


Here’s irrefutable proof of greater bolt 
strength! The Robert W. Hunt Com- 
pany tested Harper Stainless Steel 
Machine Bolts in comparison with sim- 





ilar bolts of three other leading manu- 
facturers. The results—Harper bolts had 
35% greater tensile strength; 15% 
greater shear strength; 26% greater 


Pg hE b yield strength! Get the facts in a com- 


plete report prepared for you. 


b i } Harper Distributors are everywhere! 
, see your Yellow Pages! 
v4 . 


P.S.1. 
& THOUSANDS O 10 20 30 40 50 60 70 80 90 100 


Anton R. Peroutka HARPER 





Falk Corp. Appoints Lambert 
: @ TENSILE 
Manager Of Export Sales 
Don K. Lambert, former man 
ager of distributor sales for Falk 





Corp., was appointed manager of 





export sales, in a series of sales 
changes. 
Succeeding him is Anton R 





Peroutka, former assistant managet 





of distributor sales. He is a member 
of the American Supply & Machin & 
ery Manufacturers’ Association | # > °° 


Franklin C. Williams was named CORROSION-RESISTANT 


manager of the marketing division ap FASTENINGS 

He entered the Falk sales training pp ar oe 
*eeeeceee® 

program in 1946 = y 


Clifford W. Dorman who joined 
the company 1m 1945, became man 








ager of standard product sales. 


H. M. HARPER COMPANY 
Power Tool Clinic ~ 8212 Lehigh Avenue * Morton Grove, Illinois 


A power tool clinic of Delta 7s ~ Gentlemen: 
Pow CT Tools was held January 14 ] 5 Please send me your report on “Greater 
at Riechman Crosby Hays Co., Bolt Strength" at no cost or obligation. 


Memphis, ‘Tennessee. » TrITTTTTiTTTyirttitftiiitT 
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no other drivers 

“feel” quite right 

after you've sold 
them Xcelite ! 


. . and easy te promote 
all kinds of sales 
aids for mill supply 
salesmen and 
industrial distributor 
showrooms 


they're regularly 
advertised 

to industry 

thru Mill & Factory, 
Industrial 
Equipment News 
and New Equipment 
Digest 


a wide selection of 
screwdrivers 
nutdrivers 
pliers 
wrenches aos 
special tools 14) emHp pana 


Write for Catalog , Pre) 
and price lists ‘3 Fy ulate 
' wii 


P) 


INDUSTRIAL 
HAND TOOLS 


XCELITE, INC. © ORCHARD PARK, N.Y. 


Canada: Charles W. Pointon, Ltd., Toronto, Ont. 


230 
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Harold B. Schott 


Joseph E. Kochhan 


Brown & Sharp Appoints 
Assistant To President 
Harold B. Schott was named as 
sistant to the president of Brown & 
Sharpe Mfg. Co. Joseph E. Koch 
han Mr 
Schott as general sales manager of 


was named to succeed 
the industrial products division. 
Mr. Schott will be responsible for 
the tightening of central coordina 
tion in the company’s divisional sales 
efforts 
Mr 


pany’s selling efforts for precision 


Kochhan will direct the com 


tools, inspection and gaging equip 
ment, machine shop accessories and 
screw machine tools 


Kobe Appoints Fesler 


M. H 
Inc’s Western industrial sales repre 
sentative, headquarters in 
Huntington Park, California. 


Fesler was named Kobe, 


with 








1960 


[REPEAT — 


REPEAT 
REPEAT 


BUSINESS COMES YOUR WAY... 
when you handle the Desmond 
line, backed by selling ads like 
this in a dozen trade papers. 
336,000 circulation . . . to your 
prospects and customers. 


| Low cost way To | 


CUT I 
GRINDING! 


COSTS 


\ 


) 


When you dress grinding wheels 
regularly you clean loaded pores, 
uncover fresh abrasive grains — 
GET NEW PERFORMANCE AGAIN 
AND AGAIN. Dressing makes 
every wheel more efficient. In the 
complete Desmond line there is 
a dresser to meet your require- 
ment—at low cost. A typical Des- 
mond-Huntington dresser* costs 
less than $3.00: replaceable cut- 
ter sets average 36c. Ask your 
Desmond distributor's advice. 


The only complete line of 
grinding wheel dressers and cutters 


aie seal 





. 
Small Units for Big Jobs! 
EATON 


| DYNA-ToR{) 


MAGNETIC-FRICTION 
CLUTCHES and BRAKES 


Now Available in a Full Line 
from 1%” to 15” Diameter 


Eaton Dyna-torQ Magnetic- Friction Clutches 


and Brakes provide a simple, accurate, responsive 
method of controlling power and motion in 
today’s complex production and processing ma- 
chines. 


The smaller sizes and advanced design types of 

Dyna-torQ Stationary-Field Clutches and Brakes 

enable Eaton to offer a well rounded line, includ- 

natn. ing flange-mounted and bearing-mounted clutches, 

BEARING-MOUNTED and replaceable-face brakes. Unique features of 

DYNA-TORQ CLUTCH design and construction result in worthwhile 

maintenance cost savings. Dyna-torQ units, easily 

Dyna-torQ Magnetic-Friction and quickly installed on new machines or existing 

Equipment Offers these plant equipment, deliver many highly desirable 
Important Advantages: advantages. 


Accurate power control 


Send for this illustrated bulletin 
giving complete description and 
Rapid response specifications covering Dyna- 
torQ Stationary-Field Clutches 
Easy “‘built-in”’ installation and Replaceable-Face Brakes. 


Dependable motion control 


Low maintenance costs 


Compact plug-in type controls—may be 
remotely mounted 


Inter-changeability of parts 


Dyna-torQ Equipment is Available through Dynamatic Distributors in all Leading Cities 


DYNAMATIC DIVISION 
MANUFACTURING COMPANY 
3307 FOURTEENTH AVENUE *« KENOSHA, WISCONSIN 
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GOING BIG—COAST TO COAST 


“LOWEST 
SALES Cost” 
“Customers sell th 
em- 
” selves rj 
LOVE IT to “ ~ Sprayon catalog.” 
~itting crume on ~Midwest distributor.* 
$3, ine.” 
ne Sprayon Tn&: 
west Coast 
distributor. 





James H. Wyres 


i 
“LOVE THAT 


JET-PAK” 


“The self-powered 
Spray gun is a 
natural. They 
make their own 
aerosols with 
any liquid.” 
—New England 
distributor.* 


*Name on request 


James E. Ocello 





Forge & Fittings 
Consolidates Sales Forces 


Sales forces of Forge & Fittings 
Division, H. K. Porter Company, 
Inc., have been consolidated for bet 
ter service to customers. 

James H. Wyres was named gen 
eral sales manager of the division, 
heading the sales activities of W-S 
Fittings Works and Cleveland 
Works. He was formerly W-S Fit 
tings Works sales manager. 

l'o assist Mr. Wyres in specific 
market and product area, four new 
positions were created and _ filled 
from within the division. 

James E.. Ocello, formerly Eastern 
sales manager, was appointed man 


ager of distributor sales. ‘IT’. Bruce 
FULL L 


nation are reporting success with the Sprayon line—a single source and a single Cox, a sales engineer, was named 
advertised brand for virtually every aerosol product used in industry, from wire manager of new product sales. For 
rope lubricant to blue layout fluid...47 different peor oy sna deena — mer manager of catalog sales E. H. 
in self-spraying containers. No quality worries—fully laboratory tested and w [- ae 7” a ; : 
ranted. Heavy national advertising in purchasing and industrial magazines. Made Kyle became manager of industrial 
by the oldest and leading custom-loader of aerosol specialties. Sprayon Aerosols and truck hardware sales, and W. I. 
for Industry are distributed on a selective basis through industrial distributors Dresing was appointed manager of 
only. Call tocay for your Sprayon representative. Industrial Supply Division, ; ET 

Sprayon Products, Inc., 2075 East 65th Street, Cleveland 3, Ohio. ommiercial forging sales, 
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Only Super’s new 
ROTO BLADE 

throw away Carbide 
Insert Milling Cutters 
offer these 

exclusive features 


¢ Throwaway solid carbide inserts eliminate cutter grinding. 


* Indexing of blade allows eight cutting edges without grinding. 
I 


* Maximum wedge contact assures greater holding ability and minimizes 
breakage in heavy cuts. 
—— 


* Full support on two edges of carbide insert assures precision indexing with 
maximum strength. 


~~” 


* Safety Protection — Wedges positioned behind the insert. In the event of 


faulty operation, wedges fail first, protecting expensive cutter body. 
—_—_— 


* Maintenance costs cut drastically. Back-up ring can be rotated to secure 


new insert seat when wear occurs, eliminating necessity for grinding new 
pocket. 


For additional information contact your local Super Tool distributor. 


AVAILABLE IN CARBIDE GRADES FOR STEEL AND NON-FERROUS MATERIALS 


WAREHOUSES 
CHICAGO 
DETROIT SUPER TOOL COMPANY 
NEW YORK Division of Van Norman Industries, Inc. 
LOS ANGELES 21650 Hoover Rd., Detroit 13, Michigan 


Gentlemen: Please send literature describing Milling Cutters to: 


Name_ — 


Company 
Address__ 


2 


_ _Zone. 


|! am also interested in Standard Carbide: [Drills [) Stub Screw Ma- 
chine Reamers [) End Mills [1] Other Reamers [) Special Carbide Tools 
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OUTSTANDING 
PERFORMANCE, 
COST-SAVINGS 

and SERVICE=— 

Shop Men who 
Try Them Specify 
and Buy 


MILFORD 





Metal-Cutting Products 
Manufactured by 


THOMPSON 


of NEW HAVEN 
CONNECTICUT 


— that’s good reason why you'll build 


your sales and your profits when you 


stock and sell the complete line 
of Milford Products. Available 
exclusively through selected 


industrial distributors. 


SERVING 
INDUSTRY 
ECONOMICALLY 
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C. Earl Weber 


Robert Brady 


Hardware Sales Manager 
Named By Disston 


C. Earl Weber was appointed 
Hlardware sales manager for the Dis 
ston Division, H. K. Porter Com 
pany, In¢ 

\Ir. Weber has been in Disston 
hardware sales for 47 years. He is 
1 member of the Hardware Met 
hants and Manufacturers Associa 
hion 

Robert Brady was appointed to 
the new post of manager of powe1 
tool sales and will serve directly 
under Mr. Weber. 

Lester A. Spangenberg, Disston 
salesman in Philadelphia the past 
five years, was moved to Mr. Brady’s 
former post of district manager of 
the New York and New England 
area. ‘The district comprising Penn 
svylvania, New Jersey, Maryland and 
Delaware will also be managed by 
\lr. Spangenberg. 





General Trading Co. 
Appoints Sales Supervisor 


Gordon Erichsen was appointed 
sales supervisor in South Dakota and 
southwestern Minnesota for Gen 
eral ‘l'rading Co., St. Paul, Minn 

Mr. Erichsen, who was manage1 
of the Jamestown, N. D. branch, 
will have his headquarters at Water 
town, S. D. 

Delbert Carvell was promoted to 
Jamestown branch managet TC 
place Mr. Erichsen, while Orlin 
l'angren was transferred from Mi 
not, N. D., to handle Jamestown 
citv and country sale 








Fafnir Bearing Co. 
Appoints Hetzler 


red HH. Hetzler was appointed 
purchasing agent for Fafnir Bearing 
Co L« succeeds Herbert P 
Knowles who retired December 31, 
1959 

Mr. Hetzler has been associated 
with the firm since 1944. For sey 
eral years he was principal buyer of 
production material and supplies 
Last September he was named as 


sistant purchasing agent 


Alemite Promotes 


Robb And Fiene 


Leonard L. Robb was promoted 
to assistant general manager of the 
Alemite and Instrument Division, 
Stewart-Warner Corp., and Earl A 
Fiene was named to succeed him 
as manager in OEM sales 

Mr. Robb joined Stewart-Warner 
in 1928 and served in various cot 
porate posts prior to taking over 
OEM sales in 1952 

Mr. Fiene, with the corporation 
since 1937, worked in production BULLDOG “Gold Digger” drill/anchors 
and public relations before entering | are being advertised in these leading 
sales work in 195] | trade magazines...to your pros- 
pects and customers. Distributors 
will “cash in” on this continuing 
program for the huge concrete fasten- 
ing market. 


BULLDOG DIVISION 

(Formerly Polis Manufacturing Co.) 
GREGORY INDUSTRIES, INC. 

110-140 Toledo Avenue * Lorain, Ohio 





a 


If you are not already a BULLDOG 
“Gold Digger” distributor, send the 
coupon today for product details and 
the “high-profit picture” in your area. 


** With exclusive POW-R-GRIP gripping ridges 


Address__ 


City 


l 
| 
| 
| 
| 
I Name ___ 
| 
| 
| 
| 
| 





. Robb E. A. Fiene BULLDOG DIVISION, GREGORY INDUSTRIES, INC., 110-140 Toledo Avenue *Lorain, Ohio 
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FACTORY-MADE 


---- GUSTOMIZED 


To help you sell the slings that meet 
your customers’ needs, Campbell offers Factory- 
Made and Customized Sling Chains . . . both 
with the same strength and working load limits! 


CAMPBELL Factory-Made SLING CHAINS 


Available to users in all styles from Campbell's 
three strategically located plants. In three 
grades: Cam-Alloy, Wrought Iron, High Test Steel. 
Campbell Certificates of Test issued for your 
customers’ safety and to protect you. Write today 
for Catalog S-558. 


CAMPBELL Customized SLING CHAINS 


By using Wedglok Connecting Links, Campbell 
Distributors and Warehouses can make same day 
shipments of single and double Cam-Alloy Sling 
Chains. Stocking users can also assemble slings 
right on the job! All components are pre-tested and 
Certificates of Test are issued for complete 
assemblies or components. Write today for 
Catalog CSA-1. 


CAMPBENS CHAIN Company 


FACTORIES: York, Pa,; West Burlington, lowa; Union City, Calif. 


WAREHOUSES: E. Cambridge, Mass.; Seattle, Wash.; Portland, Ore.; 
Atlanta, Ga.; Dallas, Texas; Chicago, Ill.; Los Angeles, Calif. 


‘ 
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John J. Owens 


Millers Falls Names Owen 
Executive Vice President 


John J. Owen was elected execu 
tive vice president and director of 
Millers Falls Co. 

Mr. Owen will be in charge of all 
phases of production, engineering 
and sales. He became a vice presi 
dent in 1959 and previously had 
been assistant to the executive vice 


president since 1956 







Nylock-Detroit 


Appoints Thibodeau 


Harvey J. Thibodeau was ap 
pointed sales administrator of Ny 
lock-Detroit Corp., to head all sales 
staff functions and the company’s 
customer service activities. 

Prior to joining Nylock-Detroit, 
he was an assistant manager of th« 
Lapeer branch of G. B. Dupont Co., 
Inc. and the Economy Screw Diy 
of Federal-Pacific Electric Co 


Oil Drilling To Post 
Solid Gains This Year 


Oil drilling is expected to post 


solid gains this year, with the Rocky 
Mountains the focal point of in 
creased drilling and production a 
tivity, reports Petroleum-W eek, Mc 
Graw-Hill Publication. 

While the expected industry total 
of at least 52,000 holes is still far 
below the 56,850 and 58,271 in the 
peak years of 1955 and 1956, com 
pensating factors will lend more 
solidity to the over-all picture. 


Build 
better 
products 
with 








.. better still with new 


ME Whiz-Locks 


One-piece free spinners 
that won't let go. So simple they'll amaze you. 


So original there’s a patent pending. 


MacLean-Fogg’s new Whiz-Lock is a one-piece, 
free-spinning lock nut that is simplicity itself. Spin 
it into place, wrench it tight and forget it. The 
scientifically designed spiral teeth take just the 
right grip on the work to prevent accidental 
loosening. Yet it removes readily on application 
of at least 25% more torque than was used to 
apply it. 

MF Whiz-Locks have been as thoroughly tested 
as any new fastening device ever offered. Test 
them yourself soon. Samples are available free. 
Ask for hex nuts or bolts— with or without flange 
—in sizes from No. 6 to %”. State size desired 


SEND FOR SAMPLES 


OCK 
UTS 


5535 N. WOLCOTT AVENUE = /925 


MacLean-Fogg Lock Nut Company 35 


CHICAGO 40, ILLINOIS 
ANNIVERSARY 
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Lock Nut Demand 
UP! Going Higher! 
Buyers seek local 
source of supply 





A revolution in fastening is taking 
place. Engineers everywhere are 
switching from conventional fas- 
teners to lock nuts — to make their 
products better . . . to simplify 
assembly. 


Distributors prepared to meet this 
demand for lock nuts are already 
reaping handsome profits. Business 
is good. Prospect for future growth 
is tremendous. 


Whether you are a full line 
house or a short line “fastener 
distributor” it will pay you to 
take on Maclean-Fogg. It’s a 
complete line of first quality 
lock nuts, screws, and bolts. It is 
being aggressively promoted. 
It Sells. 

MF Lock Nuts are simple to handle. 
A few sizes and styles cover inven- 
tory needs. MacLean-Fogg furnishes 
the sales help and imprinted liter- 
ature that gets the orders. 


Write at once for complete infor- 


mation. 


MAC LEAN-FOGG 
LOCK NUT COMPANY 


Telephone: EDgewater 4-8420 


5535 North Wolcott Ave. 
Chicago 40, Illinois 


¢----------- 


This advertisement is appearing in 
leading magazines read by design 
engineers and purchasing agents. 





VERSATILE POWER PACKAGE 


COFFING HOIST DIVISION - 


UF F N 27 N 


DUFF-NORTON 


RAM-PAC 
HYDRAULIC RAMS AND PUMPS 


The Duff-Norton Ram-Pac 
line provides a versatile source 
of power for all industry—a 
source of profits for you as well. 

There are twelve rams in 
the line with capacities rang- 
ing from 10 to 100 tons. Two 
hand pumps and three power 
pumps, plus attachment units, 
accessories and fittings give 
your salesmen a complete line 
which will find ready accept- 


ance in many markets. 


UFF-NORTON JACKS 


These industries include 
metalworking, metal produc- 
ing, construction, aircraft, and 
Duff-Norton’s 
sales promotion effort is being 


automotive. 


directed to key people in these 
industries through publication 
advertising and direct mail. 
For information on the 
Ram-Pae line and how you 
may improve your profit pic- 
ture write for Bulletin AD- 
90ID and ask for details 


P.O. Box 1889 « Pittsburgh 30, Pennsylvania 


IACKS 


Ratchet « Screw 
Hydraulic « Worm Gear 


238 


Danville, Illinois 


COFFING HOISTS 


Ratchet Lever « Air 
Hand Chain « Electric 
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Don L. Holmes 


Flintkote Names Holmes 

Head Of Information Bureau 
Don | 

manager of the new product infor 


mation bureau of the Flintkote Co 
\[r. Holmes assumes his new post 


Holmes was appointed 


in addition to continuing as adver 
tising manager for the company $ in 
dustrial products 

Prior to joining Flintkote in 1944, 
\Ir. Holmes served as publicity rep 
resentative with the Portland Ce 
ment Association. 

[he company said that the bureau 
was designed to coordinate new 
product data as well as field usage 
information for building materials 
and flooring tile in addition to in 
dustrial construction. 


Troup Elected Chairman 
Of Prudential Industries 


Oliver J. R. Troup was elected 
chairman of the board of Prudential 
Industries, parent corporation of 
\tlas Precision Products Co., and 
\leasurements Research Co., and 
Atlas Chain & Mfg. Co., a sub 
sidiary. 

Mr. Troup, founder, will move up 
from the post of president to fill 
this new position. Edward J. Rexer 
will become president. 

Mr. Rexer joined Atlas Precision 
Products Co. in 1943 as production 
manager and was instrumental in 
founding Atlas Chain & Mfg. Co. 
Since 1955 he has served as execu 
tive vice president of Prudential In 
dustries as well as acting sales man 


ager of Atlas Chain & Mfg. 





“That's right... 





this standard 





cutoff wheel 


reduced our 
el geloltloadrela 
costs 65%” 


“We didn’t realize how much our production operation could be 


speeded up until we switched to 
off wheel for cutting tool shanks 


a Carborundum B7 resinoid cut- 
from bar stock. And, talk about 


savings, how would you like to reduce your costs by 65 percent?” 


This manufacturer of carbide tool 
bits converted cutoff operations 
completely from continuous high- 
speed metal saws to resinoid wheels 
when preliminary tests showed pro- 
duction gains as high as 250% and 
cost savings of 65%. The wheel 
selected was a NATIONAL STAND- 
ARD Resinoid B7 Cutoff Wheel 
by CARBORUNDUM. 


This record is typical of the extra 
values made possible by competent 
engineering service and NATIONAL 
STANDARDS by CARBORUNDUM. Let 
us analyze your complete abrasives 
requirements and show you how 
NATIONAL STANDARDS can solve 
your most difficult grinding problem. 
Contact your nearest Carborundum 
distributor, and... 


@ specify “Job-Engineered" NATIONAL STANDARDS by 


CARBORUNDUM 
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Write for 
your catalog 
of National 
Standards, 
Form A-1489 


and prove to yourself 
how “Standards” 

can solve many of your 
abrasives problems. Send 
your request to The 
Carborundum Company, 
Dept. 81-04, Niagara 

Falls, New York. 





GUILLOTINE 


POWER BLADES 


are 


PRECISION 
CUTTING TOOLS 


with Exclusive Features James W. Wayland 
Yo u can S if & fone! d Ss iJ L L American Pulley Appoints 


Southwest Representative 

Die Set Teeth James W. Wayland was ap 
© atoll iio] a Mm Onehadiale MM Mole)» 

individual Heat Treating 
Gato) mm Olalhcolmaalhs'D) 


Every Tooth a Working Tooth 
KV AAC Mot cE rials handling equipment. 


Extra Heat Treat of Pin Hole Area Mr. Wayland was most recently 
(For Maximum Toughness) with Baker Industrial Trucks. 
Scientific Pin Hole Location He will be working out of the 
(Delivers Straight Line Cutting in Work) newly established offices and ware 

house at 2110 Farrington Street in 


pointed southwestern representative 
for American Pulley Co., to handle 
both power transmission and mate 


Dallas. His district will include 
l'exas, Oklahoma, Louisiana, Ar 
kansas and parts of Mississippi. 


Plus: @ Pro-Set—‘‘Shatterproot’’ Deming Sales Staff 
(Progressively Set Teeth—Cut like a Broach) 


Appoints Roman, Milliken 


Grant B. Roman was appointed 
representative in western Arkansas, 
Oklahoma and the Texas Panhan 
dle, and Robert G. Milliken in 
the Washington, Oregon, Idaho, 
Wyoming territory for Deming Co. 


Mr. Roman will have his offices 
Let us tell you about our Merchandising Plan and many Sales Helps in Oklahoma City, Oklahoma. 





Protected Mr. Milliken was formerly with 


territories Put your blade sales back on a Polson Implement Co., in the pump 
available profitable basis. department. 


Distributor sales aids include 
Proven items which will get your 


Om E. > men into the shops. 


our 
Guillotine Blades will stay sold. 


THE E. H. WACHS COMPANY 


1525 NORTH DAYTON STREET ‘ CHICAGO 22, ILLINOIS 





G. B. Roman R. G. Milliken 
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You pack a double-barrelled sales punch 


when you handle National Oil Seals 


Unlimited sizes and endless types for off-the-shelf 
delivery help you fill orders faster 


National Seal specialists can sell industrial users the right 
seals because National is the complete line. Exclusive 
Micro-Torc \eather, and custom-blended Syntech rubber 
seals come in a variety of standard part numbers—there’s 
a right one for nearly every job! 


You, as a National Seal specialist, make fast deliveries from 
the most complete stocks in the industry. You deliver the 
quality-controlled seals that build user confidence and 
result in healthy, profitable repeat business. For details, 
contact your nearest Federal-Mogul Service branch. 


nAbicNAL OIL SEALS 


FEDERAL-MOGUL SERVICE fo} | ae) 7-1 5 
DIVISION OF FEDERAL-MOGUL-BOWER BEARINGS, INC. - DETROIT 13, MICHIGAN 
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Industrial Distributors: 


There's Profits in Sprockets 


in the OEM! 


Check these reasons: 


We manufacture a complete line of 
/ made-to-order steel stock sprockets. 


/ Our sprockets are dip-painted or phos- 
phate coated for corrosion-resistance 
and salability. 


We manufacture gears from 96 D.P. to 
2” C.P. and from ‘%” to 72” P.D. 


Production orders handled thru Indus- 
trial Distributors and sold to the OEM 
are competitively priced. 


/ We offer our services as a first or second source 
of supply. 


/ We also manufacture roller chain flexible coup- 
lings in stock sizes that meet most power trans- 
mission requirements. 


/ We welcome distributor inquiries for OEM busi- 
ness. 


Send for FREE catalog and discount schedules e 


DALTON GEAR COMPANY 
2309 Snelling Avenue Minneapolis 4, Minn. | 








PArkway 9-7376 


MANILA 


ROPE RACK 


ATTRACTS ATTENTION 


This valuable sales aid may be 
obtained for a fraction of its 
manufacturing costs when ac- 
companied by order for 300 lbs. 
of Fitler Rope . . . it pays for itself 
in efficiency. 





FITLER “STABILIZED” 
NYLON and DACRON* ROPE 


Stabilized’ makes the difference. 


FITLER POLYETHYLENE and 
POLYPROPYLENE ROPES 


Are strong, durable and float. 


Sold by Industrial Distributors everywhere 


The Edwin H. Fitler Co. 


EST. 1804 
Division of Columbian Rope Company 


NEW ORLEANS 17, LA. PHILADELPHIA 24, PA. 
* DuPont Polyester Fiber 
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Wayne L. Niedens 


Pioneer Rubber Appoints 
Wayne L. Niedens 


Wayne L. Niedens was appointed 
sales representative by the Pioneer 
Rubber Co., for the company’s 
Texas subsidiary. 

Mr. Niedens will make his head- 
quarters in New Orleans to cover 
the territory including Arkansas, 
Louisiana, Mississippi, western Ten 
nessee and the Houston, ‘Texas area. 

Prior to joining Pioneer of ‘Texas, 
Mr. Niedens was with Western Wa- 
terproofing Co., Boston Frozen 
Foods Co. and Lever Bros. 


Chisholm-Moore Hoist Div. 


Appoints Stevenson 


Richard A. Stevenson was ap 
pointed sales representative by the 
Chisholm Moore Hoist Division of 
Columbus McKinnon Chain Corp. 

Mr. Stevenson, formerly of the 
inside sales department, will cover 
the New England area. 


Richard A, Stevenson 





they turn in top performance to turn out top results 


SIMONDS © orolon 


TRADE MARK 


TOOLROOM WHEELS 


a 


for eae |, 


“cool grinding 7 ei 


> heavy cuts 
-long wheel life 


Your customers will find these wheels second to none for 
sharpening tools and cutters . . . and for surface grinding 
hard tool and die steels and special alloys. And here’s 
why. Each particle of SA Borolon aluminum oxide ab- 
rasive is a single, natural crystal. That means there are 
more cutting edges on the wheel face for fast, non-burn- 
ing action and deeper penetration into the work. Also, 
being more friable, SA Borolon fractures readily to 
increase its self-sharpening function, thus minimizing 
dressing and prolonging wheel life. Advertised in leading 
trade publications. 


Write for Bulletin ESA 272 


SIMONDS 


rN :1-9-0-1 0's a oto 


PHILADELPHIA 37, PENNA. 


4 YOUR SIMONDS DISTRIBUTOR 
’ COUNT ON FAST SERVICE e LOCAL STOCKS 


WEST COAST PLANT: EL MONTE, CALIF.—BRANCHES: CHICAGO « DETROIT « LOS ANGELES « PHILADELPHIA « PORTLAND, ORE. » SAN FRANCISCO 
SHREVEPORT — IN CANADA: GRINDING WHEELS DIVISION, SIMONDS CANADA SAW CO., LTD., BROCKVILLE, ONTARIO » ABRASIVE PLANT, ARVIDA, QUEBEC 
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.»- with ALLPAX packings 


Almost eve ry company is your potential customer if you carry 





this nationally advertised line of mechanical packings, and Allpax 
products make new friends wherever they are used. Proven su- 
perior through years of dependable service, Allpax packings meet 
the most exacting requirements of industry and are in constant 
demand. Distributors find that supplying this market is a business 
that yields a good profit for a minimum of selling effort. 


For Power Requirements The major market for pack- 
ing materials is in the maintenance of power equipment 
R. in manufacturing plants and public utilities. These 
a ready-made customers are big volume buyers of Allpax 
packings and are an established market for your repre- 

sentatives. 


For the Petroleum Industry In all phases of the petro- 
leum industry, large quantities of packing are used to 
seal against oil and oil derivatives at various tempera- 
tures and pressures. Allpax packings are used exten- 
sively in the petroleum industry. 


For Chemical Processing The constant increase of ac- 
tivity in this field has created a demand for superior 
packings to withstand the corrosive effects of various 
acids and gases. This demand has developed into a 
sizable market for Allpax “Teflon’’* and other packings 
specially prepared for these applications. 


*Du Pont Trademark 


“You will serve industry better with Allpax products” 


LLPA 


“The Packing that Packs All” 
SEND FOR OUR CATALOG — TODAY! 





A complete line of packing, tools, gasket materials 
Ask for dealer information and price schedules. 


____—— THE ALLPAX COMPANY, INC. 


160 Jefferson Ave., Mamaroneck, N. Y. 
CANADIAN DISTRIBUTORS: Albion Asbestos Packings Ltd., Montreal 8, Quebec 
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James R. Erven 
Erven Elected A Director 
Of Kennedy Valves Mfg. Co. 


James R. Erven, vice president of 
sales for Kennedy Valve Mfg. Co., 
was elected a director. 

Mr. Erven joined the company as 
a sales representative in 1950. He 
was named New York City branch 
manager in 1952. He was appointed 
company sales manager in 1956, and 
a vice president in 1958. 


H. K. Porter Company 
Acquires Paint Firm 


H. K. Porter Company, Inc. pur 
chased over 90% of the stock of the 
Patterson-Sargent Co., Cleveland, 
manufacturers of “BPS” paints. 

Patterson-Sargent has plants at 
Cleveland and Long Island City, 
N.Y. Annual sales of over $10 mil 
lion were reported in 1959. 

The company will be operated as 
a subsidiary of Porter, with Elmer 
J. Balogh as general sales manager. 
Mr. Balogh was associated with The 
Sherwin-Williams Co., for the past 
twelve years. 


Invest $4,000,000 

Approximately $4,000,000 will be 
invested in new construction and 
equipment modernization of Re- 
fractories division plants at Bes- 
semer, Ala., and Wellesville, Ohio. 

C. Holbert, Porter president said, 
that the modernization and expan- 
sion steps are geared to meet modern 
steelmaking practices, and will in- 
crease refractory brick production, 
provide new products, and improve 
quality. 





RAY RIVERS, 88 years of service, 
LENOX chief test man 











Cut faster ... take greater feeds .. . last longer 
than conventional sawing methodg 
LENOX High Speed S 
Blades assure grea 
Recommended specifically for s 
band saw machineg 
performed succes 
machines. Avaj 


ormative product data sheet No. 1202 

on Lenox h Speed Stee] Band Saw Blades with helpful 
suggestions on cutting. Write today for help 

with your specific cutting requirements. A saw 

specialist direct from factory is ready to serve you. 


AMERICAN SAW & MFG. COMPANY 


SPRINGFIELD, MASSACHUSETTS e U.S.A, 
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hydraulic models to choose from! 


THE WORLD'S MOST COMPLETE LINE 


SIMPLEX 


STANDARD 

HYDRAULIC 

JACKS 

11 Models 

1¥% to 100 tons 
capacity 

5," to 22” travel 


“JENNY” 
CENTER-HOLE 
HYDRAULIC 
PULLERS 


6 Models 

30 to 100 tons 
capacity 

34%,” to 10” travel 


HYDRAULIC JACKS 
and PULLERS 


ROL-TOE 
FOOT-LIFT 
HYDRAULIC 
JACKS 


3 Models 
10 to 50 tons 
capacity 





RE-MO-TROL PULLERS 


Solid and Center-Hole Rams 


39 Models 
10 to 300 tons capacity 


HYDRAULIC 
SERVICE and 
BUMPER JACKS 


9 Models 

1% to 20 tons 
capacity 

13%,” to 19” travel 





Look for further information on Lever and 
Screw Jacks in other advertisements. 


HYDRAULIC PULLERS 
4 Models 

20 and 30 tons capacity 
Push-Pullers, Double and 
Triple-Grip Pullers 





HAND PUMPS 
3 Models 





POWERED PUMPS 
ELECTRIC, GAS 
OR AIR 

6 Models 





TEMPLETON, KENLY & CO. 
2523 Gardner Road 
Broadview, Illinois 
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J&L Appoints Franks 
District Sales Manager 


Henry Franks was appointed dis 
trict sales manager for Jones & 
Laughlin Supply Division in the 
Central Rocky Mountain district 
with headquarters at Casper, Wyo 
ming. 

Mr. Franks joined Jones & 
Laughlin in 1950. He was promoted 
to manager, sub-surface equipment 
section in 1957. 

Mr. Franks’ appointment fills the 
vacancy created by the recent death 
of Marvin Park. 


Noland Co., Ine. 
Promotes E. M. Myers 


ki. M. Myers was promoted to 
manager of merchandising, general 
office electrical department, by the 
Noland Co., Inc., Newport News, 
Va. 

Mr. Myers will replace C. P. An- 
drew, who will be a consultant to 
the company until his retirement. 

Mr. Myers joined the company in 
1948, and in 1951 was appointed 
manager, electrical department in 
the Roanoke, Va. branch. In 1959 
he was promoted to special field 
sales assistant to C. P. Andrew. 


SKF Names Preston 
Regional Sales Aide 


Edward W. Preston was ap- 
pointed Central region market an- 
alyst by SKF Industries, Inc. 

Mr. Preston, who joined SKF in 
1959, will be responsible for gather- 
ing regional market research infor- 
mation and aiding in the analysis 
and development of sales programs. 


Goodrich Names Bartley 
Marketing Research Manager 


Edward R. Bartley was named 
manager of marketing research for 
B. F. Goodrich Co. He started 
with the company in 1953. 

In his new capacity, Mr. Bartley 
will be responsible for the com- 
pany’s expanded research effort for 
marketing programs. 





For fastest, 
A = most dependable 


SHOP SUGGESTION ’ : service... 


order from 


FROM your LOCAL 
SUPREME Distributor 





HOW TO TEST A CHUCK 
FOR ACCURACY... 


Supreme publishes an Engi- 
neering Catalog that gives 
exact information on testing 
a chuck for accuracy. This 


occeseeces = Tool room accuracy 


runout limits. Write for your 
free copy. 


_{ts. for production line use 


ClaAL 


In the meantime, you can 
make an accuracy test by 
this method: Fit a hardened 
test pin into the chuck. Clamp 
a dial indicator to the ma- 
chine so that its point touches 
the test pin an inch or more 
below the chuck. If runout is 
indicated, remove the chuck 
and repeat test on the arbor 
or spindle to determine the 
offending part. 


Dirt or chips in the chuck 
- arbor hole can cause runout; 
~ $0 can bent spindles or loose 
bearings. Look for the reol 
rae SUPREME PRODUCTS CORPORATION 


DIV. OF A*S-*R PRODUCTS CORP 2222 SOUTH CALUMET AVENUE - CHICAGO 16, ILLINOIS 
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National Dolio 


nrofitmakers 
for 


distributors 


66 DA’’ 
DUAL ACTION 


Unique “Dual-Action” air sander cre- 
ates no heat . . . makes no swirls or 
abrasive scratches . . . paper does not 
fill up. Superior for sanding primer 
surfaces, removing gloss, removing old 
finishes. Its new on the market and 
there are thousands of prospects. Our 
new abrasive kit for demonstration 
will help you sell. 


“MITY- MIDGET” 


Reliable, popular, proven . . . all de- 
scribe the ‘‘Mity-Midget”’ orbital action 
air sander. Powerful, lightweight, and 
vibrationless . . . it cuts sanding time 
and lowers costs. And, it is a dependable 
profitmaker for industrial distributors. 
Write today for our new catalog. 


NATIONAL-DETROIT, INC. 
ROCKFORD, ILLINOIS 


W. E. Sanders 


N. A. Woodward 
Appoints Sanders 
W. E. 
sales and service representative of 
the N. A. Woodworth Co., Detroit. 
Mr. the 


southern Mis 


Sanders was appointed 


Sanders will serve in 
Illinois and eastern 


sourl arCa 


Behr-Manning Appoints 
Sales Training Head 


Robert R. O'Neill was appointed 
sales training supervisor by Behr 
Manning Co., division of Norton 
Co 

Mr. O'Neill will assist in recruit 
ing and training sales personnel and 
will the 
training program. 


aid in firm’s distributor 
Mr. 
O'Neill was sales manager for Behr 


Manning in the Los Angeles area. 


Prior to this assignment, 








Robert R. O'Neil 
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BEARINGS 


2g 


ow, 
Zuality 
BRONZE BUSHINGS 
MACHINED PARTS 
ALL RECOGNIZED BRONZE 
BEARING ALLOYS 
LUBRICO-HILEAD 


COMPLETE FAGIIITTES 
STANDARD BUSHINGS 
MACHINED BARS 
NEW CATALOG ISSUED 
ISUCKLYE 
BRASS & MEG, GO” 


Glevetand 3, Ohio 





Packaged 
PIPE NIPPLES 


Seamless Steel 
Pressure Tube Nipples 


A.S.1.M. A-83 and A-106 
FROM STOCK: 
Ye" to 1/2" Standard and Extra 


Strong Weights, Black Grade 
“A” 


Y”" tol Ya"Double Extra Strong 
Weight, Black, Grade “A.” 
TO ORDER: 


Grade “B” Galvanized, Cold 
Drawn in Larger Sizes. 


® Avoid errors. Nipples are 
marked “SMLS" with Grade, 
Weight and A.S.T.M. Spec. 


Fttsburgh NIPPLE WORKS, Inc. 


1455 SPRING GARDEN AVE 


1D-4 


PITTSBURGH 12, PA 





You'll like Bethlehem bolts, too. 

They’re tops in quality. All 

sizes and types of carriage, lag, 

and machine bolts and nuts | HEX SoUTs 
are available for quick delivery. ; Sa 


BETHLEHEM STEEL COMPANY, BETHLEHEM, PA. 
Export Distributor: Bethlehem Steel Export Corporation 


BETHLEHEM STEEL 
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CATAWISSA 


gives you all these 
features for your 
forged steel pipe 
union requirements 





" 


UNIFORM WALLS for 
even expansion and 
contraction under 
temperature 
changes. THEY FOL- 
LOW THE PIPE! 


: 
= 
N 
7 
~ 
> 


CATAWISSA 
BALL-TO-ANGLE SEATS 
give you a ‘’Perfect Seal” 
ROUND, STRAIGHT regardless of pipe align- 
BARRELS for fast ment! 

wrenching. No un- 

even or tapered sur- MORE THAN ADEQUATE wall thicknesses 
facestocause give you Catawissa's 3-to-1 Safety Factor 
wrench slips or (3000-Ib. service, 9000-Ib. test; 6000-Ib. 
wrench locking! service, 18000-Ib. test)! 





Catawissa Perfect Seal Pipe Unions are made by Union Specialists from 

80,000-Ib. tensile strength steel (ASTM Spec. A-105-55T, Grade II). Steel 

forgings from our own forging mill are closely checked for imperfections 
and finishing on modern, automatic machines with close inspection dur- 

ing and after production give you pipe unions second one! 

Get your free copy 

write direct or $i. fs 


remind your _ 


“ei i atawissa line... 
‘Le this in leading 
like 5 constantly 
tomers to 


aol. ... always specify 
y= CATAWISSA 


CATAWISSA VALVE & FITTINGS COMPANY e@ CATAWISSA, PENNA. 
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Roy Groth 


Commander Mfg. Names 
Groth Sales Manager 


Roy Groth was appointed sales 
manager of Commander Mfg. Co. 

Mr. Groth has been associated 
with Commander in a sales capacity 
for four years before his recent ap 
pointment 


Riddle Named Representative 
To Succeed Wallace 


I. KE. Riddle was appointed manu 
facturer’s representative by Cush 
man Chuck Co., Chisholm Moore 
Hoist Division, and Sheldon Ma 
chine Co., to succeed ‘Thomas F. 
Wallace, who retired. 

Mr. Riddle will be responsible for 
all sales activities in the seven West 
ern States. Offices and sales force 
will be continued at both the pres 
ent San Francisco and San Marino, 
California locations. 


E. E. Riddle 





If you have a tough application 
for a bronze metal 
Johnson's bars 
are the 
answer 


You may have customers who have 
exceptionally tough applications for 

a bronze metal. If so, you can keep them 
happy by stocking and supplying them 
with Johnson Aluminum Bronze Bars 
which have extra resistance to wear and fatigue. 


Quality Johnson Aluminum Bronze Bars are 

ideal for giving trouble-free performance in such 
applications as gears, worms and worm wheels, valve 
seats and guides, hydraulic valve parts, plungers, pump 
rods, guide pin bushings, special bearings and many others. 


Johnson’s quality solid aluminum bronze bars are supplied 
with extruded finish. Centrifugally cast tubular bars are semi- 
finished and machined on the ID and OD. Both bars are supplied 
in standard 12-inch lengths and in 97 sizes up to 8-inch OD. 
Take advantage of this opportunity to satisfy your customers’ require- 
ments for an extra tough bronze alloy and at the same time increase 
your sales volume and profit potential. It will pay you to stock Johnson 
Aluminum Bronze Bars. Write today for distributor prices and delivery 
information. You'll be glad you did. 


535 South Mill Street « New Castle, Pa. 


Subsidiary: Apex Bronze Foundry Co., Oakland, Cal. 


GRAPHITED STANDARD STOCK BRONZE BARS POWDER METALLURGY ELECTRIC “MOTOR 
over 175 sizes over 900 sizes over 400 sizes over 400 sizes over 350 sizes 


INDUSTRIAL DISTRIBUTION e MARCH, 1960 





Now!...Your Customers Can Convert Their 


to a Fast, Smooth, 
Low-Cost Threading Machine 


Pat. Appi'd. For 


"3 Efficient, New 


RPika.Ilkd> Accessories 


4) 


Save Them Time on Every Job!” 


[A|Rize0D No. 310 Carriage — This strong, lightweight 
“Jaluminum alloy carriage slips on the support arms of RIZAID 
300 Power Drive, to give real cut-and-thread efficiency! Holds die 
head and cutter ready at fingertips exactly like a pipe machine. No 
fumbling for right size threader . . . no tools to drop. Easy sliding .. . 
snugs right up to chuck for close threading and cut-off. 


|B] text> Die Heads—The time-saving RI@aip 535 Quick- 
_! Opening Die Head shown here, or any other RI@@io Machine 
Pipe and Bolt Die Head, snap-locks into carriage quickly, easily 

. eliminates slow back-off. Single adjustment on carriage centers 
die head exactly for true threads every time. 


C RIESID Ne. 360 Cutter — Full-floating, wheel-type cutter 
. wide rolls for straight cuts at pipe machine speed. Attaches 
easily with swivel drive pin. Fits 310 carriage only. 

Die head and cutter operate independently . . . swing up and stay 
out of way when not in nse. To thread close nipples, add a RIGAID 
No. 19 Nipple Chuck. 

Your RIt@ato 300 Power Drive customers will want this bargain 
in fast, easy work. So order your supply of these accessories . . . that 
are sold individually . . . today! 
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Laurens C. van Dyck 


Greene, Tweed & Co. 
Appoints Sales Manager 
Dyck ap 
pointed sales manager of Greene, 
I'weed & Co. He will direct opera 
tions in the field and home office 
Formerly district sales representa 


Laurens C. van was 


tive covering the Michigan and west 
ern Ohio area, his experience 1n 
cludes an extensive background in 
statistical quality control, cost con 
trol and analysis, production man 
agement and technical sales. 


Lamson & Sessions Elects 
Nall Viee President 


J. Wallace Nall was elected vice 
president of Lamson & Sessions Co 
Mr. Nall, who joined Lamson & 
Sessions in 1937, will continue as 
general manager of the company’s 
Chicago plant, a position he has 


held since 1958. 


J. Wallace Nall 





he SCOTSMAN, another | 
“Wheel of Profit” 
by MACKLIN 


Photo courtesy SKIL CORP. 


Our distributors find the “Scotsman” reinforced wheel one 
of the best of the Macklin “Wheels of Profit’. It makes a 
good door opener for our distributors because on severe 
cutting operations where heavy stock remova] is required 

operations like heavy weld grinding, notching castings, 
smoothing flame-cut edges, Scotsman wheel performance 
stands out. It’s easy to stock, too Sadie. lines B. R. Fine Cut 
The Scotsman is one of a complete line of reinforced 
Macklin wheels. Each is designed to cut more metal per 
dollar; to give distributors a complete line of quality wheels 
for every grinding job 

IT WILL PAY YOU to find out how you can become 
a Macklin distributor. Write today. Dept. 9 


=~ 7 





JACKSON, MICHIGAN, Scotsman Max-Cut Wheel 








SANDVIK 


Coromant 
CARBIDE 
TOOLING 


Gives You 


¢ A Complete Line 


mr, ™ 


Proven Quality & Worldwide 
Prestige 


Competent Field Service Engi- 
neering Support 


Warehouse Inventories In 
Strategic Locations Coast To 
Coast 


National Trade Magazine And 
Direct Mail Advertising To 
Your Prospects 


Proven Sales Aids 


Write for the 
complete Coromant 
catalog. 


SANDVIK STEEL, INC. 
1702 Nevins Rd. * Fair Lawn, N. J 
SW 7-6200 «- In N. Y.C. AL 5-2200 
CLEVELAND + DETROIT - CHICAGO 
LOS ANGELES 
Sandvik Canadian Ltd. 
Montreal + 


Toronto * Vancouver 


5S 486 





J. E. Burke 


. Macdonald 


Rawlplug Names Macdonald 
Burke To Assist 


Norman C. Macdonald was ap 
pointed sales manager and James E. 
Burke assistant sales manager of The 
Rawlplug Co., Inc. 

Mr. Macdonald has been a sales 
executive of the company since 1955. 

Before joining Rawlplug, Mr. 
Burke was in merchandising with 
Batten, Barton, Durstine & Osborne, 
Inc. 


Babcock & Wilcox 
Elects Feldmann To Board 


Walther H. Feldmann was elec 
ted a member of the board of di 
rectors of the Babcock & Wilcox 
Co. 

His election fills a vacancy caused 
by the death of Vice Admiral Ed 
ward L. Cochrane, U.S. Navy 
{ Ret F- 

A prominent industrialist, Mr. 
Feldmann is president and a di 
rector of Worthington Corp. He 
is a member of the boards of the 
Fidelity Union Trust Co., Newark, 
N. J., and Tung-Sol, Inc. 


Walther H. Feldmann 
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VAREL 


VANGUARD 
PORTABLE Kzmonc DRILLS 


stone G 


il 
DRILL concrete 


brick 


CLEANLY 
ACCURATELY 
QUIETLY 
QUICKLY 














VANGUARD Ill for holes up to 9. 350 
rpm electric drill motor. Swivel mounting 
VANGUARD Il for holes up to 41%4. 900 
rpm motor, swivel mounting, extension 
column on Il & Ill models for elevations 
up to 20. 

VANGUARD 1. Hand Portable Unit for 
holes up to 1, 2000 rpm motor and han 
dy carrying case. 


VAREL Lamond CORE BITS 


| 


Prvitititry 
all 
PrLILL irs 
La 
Pr 
= 


" thru 14” Length: 41% 


9230 Denton Drive 
P.O. Box 13146 


Fleetwood 1-6487 
Dallas 20, Texas 


Some attractive dealerships still 
available — inquiries solicited 





We beliove 


that the fundamental ideals and practices 
instilled in the minds of our forebears when 
they proudly stamped mane in u.s.a.” On the 
articles of their creation is today as great a 
factor in the minds of the American buying 
public as ever. 


It is their visual hallmark of confidence in 
the unquestionable integrity of the maker. 


TO BUY AMERICAN QUALITY FIRST CONtinUes tO 
keep the fires burning under the furnaces 
of industry—skillful hands are active—the 
wheels of that wonderful mechanism called 
merchandising are ever in motion to better 
our living conditions and to serve as a torch 
for the world that Americans suy american 
QUALITY FiIRST—It IS their heritage of progress. 


Billings selected Industrial Distributors 
wholeheartedly subscribe to these basic 
facts. . . . . . . . Are You One? 


BUY AMERICAN : WRENCHES 
, SHOP TOOLS 


tribution by BILLINGS selected SINCE 1869 TOOLS 
Distributors 


Reprint copies available for dis- 


& FORGINGS OF QUALITY 


THE BILLINGS & SPENCER CO., HARTFORD 1, CONN., U.S.A. 
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LEAD-MATIC 
TAPPER 

Lead Screw Tapper 

Range: 0-80 to %*-16 


PNEU-MATIC 4 
TAPPER 


High Production, Air Operated 
Range: 0-80 to %”-16 


taps 2 to 15 holes 
at | stroke. 
Adjustable hole pattern ° 


l hea LL TAPPERS— : 
a Type and Size for Every Job! 


STANDARD 
TAPPER 
Adjustable 
Torque Controt 
Range: 0-80 to 4-16 





You can make more sales 

with the Commander Tap- 

per Line because it includes 

production tapping units in 

the right sizes, types, and capacities 

to handle 98% of the tapping jobs 
done on a drill press. 

You can recommend and sell Commander 
Tappers with complete confidence, because 
each Tapper is a versatile and efficient production unit 
—designed and built to deliver maximum performance. 


MFG. CO. 


CHICAGO 24, ILLINOIS 


MIDGET 
TAPPER 


Pressure Sensitive Drive 
Range: 0-80 
to 10-24 


4218 WEST KINZIE STREET 





THE 

“BUSINESS SIDE® 
of 

CLOVER ABRASIVES 


The technical data on the reverse side 


of coated abrasives is important to 
users and purchasers — so is the name 
of the maker. If it is “Clover”, it 
means dependable performance in two 
ways: as a tool; as a salabJe product. 

Check Clover’s Profit-Planning 
Distribution Policy. Write or 
telephone for details. Clover means 


business — at a profit! 


Clover Manuiacturing Company 


Victor 7-4515 ® 


Since 1903 


COMPOUNDS 


Makers of the famous 
CLOVER 


Grinding and Lapping 
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Charles F. Bishop 


Bright Star Names Bishop 
General Sales Manager 


Charles F. Bishop was appointed 
gencral sales manager of Bright Sta 
Industries. 

Mr. Bishop was general manager 
of Public Attitudes Corp., New 
York City, and was previously with 
National Carbon Co. 


Hall Named To Assist 
Heli-Coil Sales Director 
Hiland Hall was appointed as 


sistant to John FE. 
rector of 


Fasano, the di 


sales for the Heli-Coil 
Corp. 

In his new position, Mr. Hall will 
also assist in directing the com 
pany’s industrial distribution pro 
gram. 


Mr. 


with 


Hall 


Industrial 


was a vice president 
Distributors Inc., 


Cleveland for the past eight years. 


Hiland Hall 





The Simonds Red Center Line includes: 


(os th 
; 


Rit Trimmer 
Cut-Off Shingle 

is (opmeer an @olasleliar-balelal Heading 
iN Co Mmey Mm Ololanloliat-hilela mmm nls)ile)vmeicellalem Orr) cre) a 
i Tom olt Mm Ololanloliat-hdlela mmm tale mi ii-hioal-1 i 

BE Te le) e 

Mitre Stave Bolt Rip 

ClIVI-we lelial annals) Stave Equalizer Cut-Off 
Log or Head Rip (Orb olaral-ihi , 

iM dlestaal-1; 

Edger 

Slasher 


OLID OR / CARBIDE TIPPED 


you can't beat Simonds Circular Saws 


That’s what more and more of your wood-cutting For cutting hardwood, softwood, plywood, hard- 
customers are finding out about Simonds lines of board, plastics or any composition materials, there’s 
circular saws solid tooth, Red Center and Car- a Simonds Carbide Tipped Saw just right. 
bide Tipped. Stock and sell the complete lines of these popular 

They’ve found that Simonds famed line of Red Simonds Circular Saws. You’ll find they’re a profit- 
Center Saws cut wood fast and straight .. . stay able, fast-turnover item with steady repeat sales. 
sharp, hold their corners . . . have longer overall life. Ask your Simonds Representative for complete 
That’s because Simonds starts with its own special details. 
alloy steel and, using its own heat treating tech- DISha> 
niques, develops a saw plate that stays flat, holds YS “<> The Simonds Lines of fine cutting 
tension much longer than ordinary saws. /= tools offer steady profits, repeat 

, ° j sales, regular turnover 

And, your customers needing the special long- | 
lasting qualities of Carbide Tipped saws, find they 
can’t beat Simonds. Made with an extra tough plate 


steel, Simonds features wear-resistant carbide tips >» S S| a) D 
designed so that every tooth does its share of the @) > 


work. SAW AND STEEL CO. 


FITCHBURG, MASSACHUSETTS 


Factory Branches in Boston, Chicago, Shreveport, La., San Francisco and Portland, Oregon « Canadian Factory in Montreal, Que. « Simonds Divisions: 
Simonds Steel Mill, Lockport, New York; Heller Tool Co., Newcomerstown, Ohio; Simonds Abrasive Co., Philadelphia, Pa. and Arvida, Que., Canada 
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5 5 : X LUBRICATING 
DEVICES 
‘*MULTIPLEX” 
SIGHT FEED 


LUBRICATOR 


@ Electric Solenoid-Operated Valve for Automatic Lubri- 
cation of Bearings and Journals. One to fourteen 








feeds —four sizes of Reservoirs 


Robert J. Maxon 


ES 


Detroit Ball Bearing Co. 
A reliable, positive, and automatic lubricating © 


device—thrifty in oil consumption—requires Names Branch Manager 

es manactr ite cx_no ctonten A combination of mest | Robert J. Maton was appoints 
a price makes this a good item for volume sales. manager of the Jackson, Michigan 
GREASE CUPS It is convenient to install and operate for branch office and warehouse of De 
AIR COCKS pumps, engines, machinery, etc. Stock them troit Ball Bearing Co. of Michigan 
FITTINGS for prompt service. Let us send you the com- 
. and other Brass Products plete ESSEX catalog and make us your supply 2 : : 
source for all products listed. neer with the company’s main of 

fice in Detroit for the past seven 


ESSEX BRASS CORPORATION years. 


23500 PINEWOOD Est. 1901 P. O. BOX 4607 
WARREN, MICHIGAN DETROIT 34, MICHIGAN 


Mr. Maxon has been a field engi 








K&E Appoints Bull 
Western Sales Manager 


NOW 50 WATTS! Marsh W. Bull was appointed 
z 


Western regional sales manager for 


hf Keuffel & Esser Co. 
IN A DURABLE . , Mr. Bull will supervise sales actis 


itv in all K&E branches and distribu 


ry tors in all western states and western 
SOLDERING PE : BG | Conc 


pr: Before his promotion, Mr. Bull 
EXTRA-LONG-LIFE ELEMENT rs was assistant manager of Keuffel & 
DOUBLE-LIFE CLAD TIP Fsser’s San Francisco branch. His 


new office is in the same branch 


Does the work of 100 watts 
yet weighs but 2 ounces! 


Nev unique design in handle 
ventilation, plus stainless stee! 
housing, insures a cool handle. MODEL 24S — 


A new development makes Equipped with 4” XTRADUR 
possible a multi-coated copper TIP for extra long life. Solder 
tip which gives long life under adheres to working surface only. 
the severe conditions brought ; No drip or creep. 

about by the powerful 50 

watt rating. WRITE FOR CATALOG 


NOUSTRY showing most complete line of 
industrial Irons and Long-Life Clad Tips 


HEXACON ELECTRIC CO. 


138 WEST CLAY AVENUE, ROSELLE PARK, N. J 





SERVING INDUSTRY FOR A QUARTER OF A CENTURY? Marsh W. Bull 
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William F. Elger 


Morse Twist Names Elger 


Sales Representative 


William F. Elger was appointed 


a Sales representative in the Phila 
delphia area for Mors¢ vist Drill 
and Machine Co., a division of Van 
Norman Industrie: 

Mr. Elger is a twent 


cran in the cutting to 


Jones & Lamson Announces 
“Profitivity Lease Plan” 


\fter making a six month study 
on existing lease plans versus insta 
ment or cash purchases, Jon 
Lamson predicted that the 
working industry will turn to 
machine tools on a larg« 
solve its problems 

Jordan D. Wood head of the 
marketing services department 
that distributors wou 
mission on the sale 
chines, based on the 
price, not the total lease 

he lease plan explained by Not 
man ‘T’. Harrison, J&L treasurer, and 
Iloward A. Finch, manager of mat 
keting, is that at bank rates, it r 
quires no down payment, no secu 
ity deposit, no monthly payment un 
til thirty days after shipment, and 
includes standard and special tool 
ing and perishable tools. Since no 
capital outlay is required, tools will 





MULCONROY...7.: 04. 
Cauventional Hose Cant Do! 


Sell Mulconroy Special Hose Constructions with out-of-the-ordinary 
service requirements... applications which conventional hose is 
not built to handle. The items shown below are merely a sample of 
the complete line which has been serving industry for 73 years... 
always ahead in withstanding highest temperatures and pressures, 
and excessive wear. 


i 


“IMPERIAL DYNAMITE” STEAM HOSE 


Style D-46, for pressures up to 200 P.S.I. Carcass of multiple layers of high 
tensile braided wires imbedded in rubber, offering greatest resistance to ex- 
treme temperatures and internal pressures and reinforcing the carcass. Addi- 
tional layers of wire braided armor completely encase the carcass. Further 
strengthened and protected by continuous spiral of half-round galvanized 
steel wire. Flexible and easy to handle despite its superior strength and dura- 
bility. Sizes: 4%" to 3" inclusive. 


VBRAWVLUOVy Lh 

PG Alay hy 
oF mena 

faire) 


“IMPERIAL NEW PROCESS” STEAM HOSE 


Style NP-46. For pressures to 200 P.S.l. Same high-temperature tube and wire 
braid reinforced carcass as in “Imperial Dynamite,” but with special “New 
Process” cover—hard twisted braided cords impregnated with a non-hardening, 
non-evaporating lubricont—impervious to heat and cold, and highly resistant to 
oils, acids, alkalies, chemicals and abrasion. Sizes %" to 3" inclusive. 

Style NP-46W. Same as NP-46 except for exterior application of a con- 
tinuous spiral of half-round galvanized steel wire offering the ultimate in 


protection. 
xk** 


peers" | 


“CORRUTUBE”’ 


Style 948-Laced. Flexible ail- 
metal hose, with soldered, seal- 
ed-on or welded-on couplings. 
Superior in strength, durability 
end safety. Continuous wall, 
one-piece construction is proof 
against lecks or seepage. 
Made of steel or bronze, with 
lacing of same metais. Sizes 
%s" to 2". Can be furnished in 
long lengths. 


+ eOP ven eeeSenterres Baeee 
Pt) Wied dddaddd deeded 


ALL-METAL VIBRATION ELIMINATORS 


Style VE-M. These units consist of a length of all- 
metal bronze hose, bronze laced, with two standard 
copper tube “slip-fittings" welded on. Also available 
with bronzed or welded-on nipples, unions or flanges. 
They can be furnished in any required length and in 
tube sizes from %" to 8" 1.D. 


Write for Catalog No. SC-59 


met eee cas | MULCONROY (@) COMPANY its 
5335 JEFFERSON ST., PHILADELPHIA 31, PA. 
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sprays or flows the new 
MULTIPLE COMPONENT MATERIALS 
for finishing, coating or build-up 


Binks new TURBULATOR spray 
gun and FORMULATOR are a major 
break-through in the spray ap- 
plication of a whole array of 
catalyzed epoxy coatings and 
casting resins... polyester gel- 
coats and reinforcing resins... 
foam-in-place materials and other 
synthetic coatings requiring a 
catalyst. 

Binks TURBULATOR gun may 
also be used for the flow-on ap- 
plication of plural component 
materials. 

The FORMULATOR provides a 
self-contained reservoir for resin 
and catalyst materials. It accu- 
rately meters and proportions the 
flow and volume of each material 
to the TURBULATOR spray gun. 

Operation is simple... only 
basic instruction is necessary. 


Ask about our spray painting school 
NO TUITION.. 


Open to all.. 


ILL ALLL ee 


SPRAY 
GUNS 


Binks new TURBULATOR gun and FORMULATOR 
equipment package opens up vast new areas of 
finishing, coating and build-up material tech- 
nology... for the first time really places this 
technology at your disposal... opens up exciting 
new production possibilities never before practical. 


Send for Bulletin A-54-5 


Learn the details of this 
remarkable advance.in 
spray or flow applying 
new “miracle’”’ materials. 


. covers all phases 


we 


\ Ref 

Wey 
am 

NATIONWIDE 
SERVICE 


SPRAY 
BOOTHS 





SPRAY FPAIN//NG 


REPRESENTATIVES IN PRINCIPAL U.S. & CANADIAN CITIES » SEE YOUR CLASSIFIED GP DIRECTORY 
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Binks Manufacturing Company 
3128-30 Carroll Ave., West, Chicago 12, Mlinois 
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William P. Gillespie 
Union Fork & Hoe Co.. 
Appoints Gillespie 

William P. 
pointed vice president and director 
of sales by the Union Fork & Hoe 
Co. 

Mr. Gillespie was previously sales 
vice president of Fayette R. Plumb, 
Inc. Prior to that he served 19 
years with Disston & Sons, 


Gillespie was ap 


Henry 
Inc. 


American Machinist 
Changes Name 


American Machinist, McGraw 
Hill publication, changed its name 
effective with the Feb. 8 issue, to 
American Machinist /Metalworking 
Manufacturing. There are to be no 
changes in editorial content 

The change simply incorporated 
the present sub-title, The Magazine 
of Metalworking Manufacturing, 


into the main title of the book 





SIDA Meeting 


Starts on page 99 





come in and charge you $1,000 a 
day to read them for you.” 


Ethics Versus Pragmatism 


Robert L. Hamilton, The Du 
more Co., addressed the 
joint sessions on 
ness.” 


closing 
“Ethics in Busi 
He said the double standard 
of business and personal ethics was 
giving all business a bad name, par 
ticularly salesmanship, 


and urged 





partan 


PARTNERSHIP PLAN 
A TWO WAY STREET 


When manufacturers and distributors sit around 
“ROLE PLAYING” and they discuss with their sales 
organization collectively what really counts, we be- 
lieve you will agree that the important things are 
Policy, Profits, Promotions, Sales Plan, Products— 
which all add up to “Partners of Progress.” 


We have and will continue to talk about all of these 
values—not product alone—for the payoff in this busi- 
ness is still a “TWO-WAY STREET.” 


We make a full line of Hack Saws and Band Saws for 
every type of metal cutting. Accepted by industry for 
41 years which proves their quality. 


Our SPARTANIZED methods produce an unusual 
quality that has brought more users to SPARTANS. 


We sell only through Distributors, give full protection 
and DON’T OVERLOAD TERRITORIES. SPARTAN 
Distributors don’t find other SPARTAN around the 
corner. Our men are working with and for them on any 
problems that they may have. 


SPARTAN 2000+ mre 


Advertising is constantly before your trade, bringing 

out our SPARTANIZED advantages, and, that you can 

furnish from your stock. 

Catalogues and sales literature furnished bearing your 

imprint in large type. 

OTHER SPARTANS - HACK SAW FRAMES - HOLE SAWS 
TOOL BITS - FLAT GROUND STEEL 


Here's Your Opportunity 


“We have some open territories. 


A few on exclusive basis. 


If any Distributor wants to tie up with a 


proven metal cutting line, write us today.”’ 


SPARTAN SAW WORKS, INC. SPRINGFIELD 7, MASS. 
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v7 \se// 
DISTRIBUTORS! » 


Cs “__— 


VOLUME SALES IN EVERY INDUSTRY 


The Genuinely Portable ’ 
Tool That Gives ONE MAN YOU CAN'T BEAT THESE 


The Strength of FIFTEEN SELLING FEATURES 


Quality construction in- 3% + 1 + 1% TON MODELS 
Z 2 ENROLLMENT for the third Industrial 

mn 9 ery lnc gee Tested Up To 1% + 1¥2 + 2% Tons! Distribution 2: ethanedlbe peed ‘- Har 
’ > . ! « dp . ; « ‘ 

manganese bronze. Tested 7 Lifts Up - 18 Ft.! , vard was urged by John C. Pye 

to 50% overload. Accesso- Weighs Only 612 to 7¥2 Ibs.! 


ries for specialized uses. Notch-at-a-Time Control 
strict adherence to promises and 
SELLS 


FOR *23° to $35 Factory Guaranteed! policies by distributors and sup 
pliers. 

William Hazlett Upson, author 
of the Alexander Botts stories, told 





MAIL TODAY 


| The AMERICAN Gage & Mfg. Co. Nome 


130 Bayard Street, Dayton 1, Oh A 
| “tilde 041000 company —_—- the first joint meeting: salesmen 


Sead en tb eatin Pome Address ; should be lazy, so they can be 
Pull Distributorship story. come ingenious, and should not be 
hampered overmuch with product 


knowledge or theyll neglect theit 








true mission. 

Jule W. Thomas, of the Um 
versity of ‘Texas, speaking on “The 
Humanics of Sales Management, 
called for more “‘people-conscious 
another ness” in motivating salesmen, less 


outstanding 2 emphasis on “manipulation.” 
Needed: Courage for Decisions 


product 


OS, Pruning loss-customers and re 
added to nw , 1 = > % directing sales efforts for better prof 
its will take “a rare kind of courage,” 
the Ettco L. D. Montague, SIDA president, 
. Teape MARE , warned distributors’ and suppliers at 
line the ‘ the Southern Meeting in New Or 


of fine leans 
lead scre Neither increased volume nor bet 





drilling tapping~ : ter distributor margins can solve the 


industry's problems if sales costs are 


and attachmen allowed to get out of hand, said 

: to your Montague in his keynote address 

tapping standard He pinned the blame for distrib 
equipment 


: utor’s low profits on the industry's 
drill press. failure to solve its small-order prob 
lem, and called for active help from 
suppliers in analyzing customer prof- 


ETTCO TOOL & MACHINE CO., Inc. itability and laying concrete plans to 


reduce distribution costs. 
569 Johnson Avenve, Brooklyn 37, N. Y. “The problem cannot be solved 
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by the distributor alone, or by the 
supplier alone,” said Montague, who 
heads B. L. Montague Co., Sumter, 
S. C. “In addition to hard work 
and intelligent thinking . . . some 
of us need something more—the 
courage to take the first few steps, 


and to persevere until the job is 


done.” 


Montague said all distributors | 


were indebted to the manufacturer 


suppliers who provided money and 
manpower for pioneering studies of 
distributors’ net profits by line and | 
by customer (Norton Co. released a | 


study on “Distribution Cost Ac 
counting for Net Profits,” which 
was reported in ID's July 1957 issue; 
Gates Rubber Co.'s “Cost Account 
ing for Customer Profitability” ap 
peared in the June 1959 issue of 
ID 


Eye-Opener on Profit Leaks 


Distributors have known for som« 
time thev were serving many cus 
tomers at a loss, Montague pointed 
out, but until the customer profit 
ability studies few had guessed the 


extent of loss business they were | 


carrving. Some 51% of the custom 
ers of firms surveved for the Gates 


study, for example, produced no net | 


profit 
Ihe SIDA president admitted 
that cost accounting is a consider 


able task. But he warned: None | 


of our other problems or differences 


can compare in importance to this 


problem of an adequate profit.” 


Courage to Take Action 


More courage would be needed 
once distributors learned the full 
facts on selling costs, said Montague 
lor example, a distributor who had 
made a customer profitability study 
would soon realize, among other 
things, that 

Some accounts must be set 
adrift as total losses; 

Others showing in the red still 
represent potential and deci 
sions must be reached as to 
how much can be invested to 
cultivate them in depth until 
they start producing; 

Others that initially looked 








least 

3 times 
the 
profit 


Here is the most complete line of alumi- 
num step and extension ladders—a type 
for every kind of industrial maintenance 
and service use. 
Carefully made of rugged aircraft alu- 
minum, they will stand up under the 
toughest kind of abuse and yet are light 
enough for easy one-man handling— 
meet the strict safety standards of 
Underwriters’ Laboratories. 
Werner's aluminum ladders are lighter 
. safer . . . more profitable. Do your 
customers and yourself a favor by inves- 
tigating the complete Werner line today. 


504 OSGOOD ROAD 
GREENVILLE, PA. 


% ; 
UL-Approved Aluminum Ladders, Stages, and Scaffolding. 


I am interested in Werner Aluminum Ladders. 


oo 


C) Send complete literature. [] Have salesman call. 


| 
“THE STANDARD | 
OF | Name 
THE INDUSTRY” =|, Company 
| Address 
l 


City 
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Distributors Sell. . . 


BECAUSE they know repeat orders and 
good profit will follow 
BECAUSE they know Keckley Float 
Valves will give their customers many 
years of satisfactory service 
BECAUSE it is easy to sell Keckley 
Float Valves—they have so many 
good strong talking points. 
BECAUSE they know they can _ get 
ANGLE OR GLOBE prompt shipments as Keckley carries 
siete . y 
No. 14—Single Seat—Pilot Stem complete stocks not only of float 
Size to 8 Valves but Temperature Regulators, 
No. 15—Balanced. Double Seated Pressure Regulators, Strainers, Safety 
Size 2" to 12 and Relief Valves 


Write for 46th Anniversary Catalog No. 58 


General Offices and Factory 


3400 CLEVELAND ST., SKOKIE, ILLINOIS 





At ie). me dalle leat lite 
alela br 4elalt- ime Cialale|—)a- 


LIGHTWEIGHT 
POWERFUL 


EASY TO 
HANDLE 


ONE PIECE 
HOUSING 


. 


Faster grinding...less operator fatigue 


Wilson’s new Horizontal Grinders speed grinding, 
buffing, wire wheel work and many other metal 
removing and finishing operations. Available in vari- 
ous sizes and models, with speeds ranging from 3100 
to 12,000 r.p.m. Write for Catalog PT-58. 


Twso03 


THOMAS C. WILSON, INC. 


21-11 44th Avenue, Long Island City 1, New York 
BETTER TOOLS FOR BETTER WORK 





INDUSTRIAL DISTRIBUTION # MARCH, 1960 


good have failed to develop, 
and the distributor must de 
cide how long he can afford 
to wait for definite improve 
ment. 

On the manufacturers side it will 
also take a rare kind of courage for 
the general sales manager of a firm 
to go before his management and 
sav: “Gentlemen, hear me out be 
cause we have a deadly serious prob 
lem that we share with our dis 
tributors.” 


Action Only Counts 


Montague pointed out that profit 
ability analvsis is only as valuable as 
the action it produces. Therefore, 
it cannot be expected to produce 1 
sults unless distributors and sup 
pliers work together. 

“Together they must prudenth 
determine what customers warrant 
intensive cultivation. Together they 
must decide how much effort and 
how many dollars are to be spent 
to succeed with their plan of culti 
vation. ‘Together they must work 
out each other’s share of the burden 
of this cultivation—for it cannot 
fall upon the distributors shoulders 
alone, nor on the manufacturers. 

“Finally, together they must pe 
riodically assess the progress made 
with each of these unprofitable cus 
tomers thev have cultivated, and de 
cide whether to continue that culti 
vation or shift the precious expense 
of time, effort and money to the ac 
counts that remain and have shown 
improvement, however small that 
improvement may seem in actual 
profits earned.” 


Soft Praise, Loud Grievance 


He said he had no doubts about 
the industry’s capacity to solve its 
problems. “The trouble is that, as 
a group, we sing praises softly, 
whereas our grievances are counted 
off so loudly we tend to deafen the 
very men we want to impress 
On this basic question of net profits, 
there can be no choosing of sides. 
We are all on one side of the issue, 
whether we recognize and under 
stand the issue or not.” 

At the SIDA breakfast meeting, 
Montague urged distributors: carry 





PRECISION BRAND 


Pe 2 oe 
SPACERS 


paseo 
and SHIMS 


FOR FAST, 
ACCURATE 
SPACING 


Tops in every respect, Precision Brand 
Arbor Spacers and Shims are used for 
accurate spacing of milling cutters, slit- 
ter knives, gang saws and many other 
uses. They come neatly packaged in 
thicknesses from .001” to .125” thick 
and %” to 7” hole diameter 


WITH KEYWAY WITHOUT KEYWAY 
Please 
specify 
type 
desired 
when 


ordering 


fA PRECISION STEEL 
POW) WAREHOUSE, INC. 


MANUFACTURIN 


421 MAPLE AVE., DOWNERS GROVE, ILLIN 


A the perfect fastener to 
N 7 hold anything securely in 
ti hollow walls, floors, ceilings 
BETTER THAN NAILS & SCREWS 


Molly allows you to install fixtures 
actly where you want them 

just where studs are Ends loose fix- 
tures, crumbled plaster broken walls, 
Molly's spider anchor backing won't 
pull through and actually reinforces the 
area in which used 


BETTER THAN TOGGLE BOLTS 


Molly requires a much smaller hole 
anchorage is permanent 
can be removed ind replace 


same anchor 


HOLDS IN ANY KIND OF HOLLOW 
CONSTRUCTION UP TO 1-3/4” THICK 


Plaster over wood lath, plaster over 
metal lath, all wallboards, cinder block, 
cement block, gypsum block, hollow tile, 
glazed tile, marble, metal, glass, etc. 


SOLD BY WHOLESALE HAROWARE, ELECTRICAL 
WHOLESALE & INDUSTRIAL SUPPLY DISTRIBUTORS 


e*/ 
ek OO 
. 4 - ™ . 
ge CORPORATION 
230Y N. Sth St, Reading, Pa. 


on the “truth campaign” more vig 
orously, make a greater effort to en 
list suppliers’ help in solving cost 
problems. At the ASMMA break 
fast, he advised suppliers: stop crit 
icizing superficial imperfections of 
distributors, get busy helping them 
solve the single, most improtant 
| problem—inflated selling costs 


Time to Set a Course 


Distributors must learn to set ob 
jectives and stick to policies if they 
hope to solve their profit problems 
jin the 60’s, Tom M. Nelms, of Hous 

ton, told an audience of distributors 
land supplic rs at the SIDA Mid-Year 
| Meeting 

Nelms, president of Wessendorf, 
Nelms & Co. and a member of the 
SIDA Executive Committee, warned 
that lack of planning could lead to 


ven more serious profit erosion 





than distributors have suffered up 
to now unless their managements 
lecide where they are headed 
Distributors, he said, are trying 
0 sell too many lines to too many 
ustomers, with no clear idea of 
“We are work- 
ng too hard and thinking too little. 
We allow our customers to set 


boundaries or rules 





We trv to be all 


things to evervbody.”’ 


uur sales policies. 


Nelms’ address, a feature of the | 
opening joint session in New Or | 
leans, was entitled “Let’s Make 
Some Money.” Many of today’s 
profit troubles, he said, could be at 
tributed directly to distributors’ fail 


“TOO many of us have been chasing rain 
bows” said Tom Nelms, who spoke on 


SATISFIES SO 
MANY SPECIAL 
REQUIREMENTS 


The Magnetic Coolant Sepa- 
rator pictured aboveis a product 
of Barnes Drill Co. The sepa- 
rator removes the metal chips 
from the coolant liquid. 


Here is what they have to say, 
‘‘We know from experience that 
JANETTE Gear Motors are our 
assurance of greater economy. 
They have the right products to 
meet our unusual needs.”’ 


Consult your JANETTE Rep- 
resentative when you need 
unusual gear motor or speed 
reducer problems solved. 
You'll find that JANETTE 
has the best products. 


Janette 


ELECTRIC MFG. CO. 
MORTON GROVE, ILLINOIS 














” Sa tee Bar eet. 
profit-making during period of “drifting aoe : ae 
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DISTRIBUTOR SALES AIDS 


iil s Factory, 


REVERSIBLE RATCHET 
WRENCHES 


13D 


LOWELL. WRENCH CO. WORCESTER 4, MASSACHUSETTS 


ey 
. . . advertised nationally 
to help you sell 


Lowell built its reputation on solid, re 
liable service to industry. For 90 years 
Lowell Wrench Co. has supported the 
industrial distributor with national trade 
advertising that tells the story of its 
complete line of reversible ratchet socket 
wrenches 
FREE attractive and infor- 
mative sales literature in the 
quantities you need. Get al! 
the profitable facts by writing 
now to DEPT. L-13D 








ure to face up to four basic deci 
SIONS 

What merchandise to distribute 

W hat customers to sell to 

What areas to cover 

What prices to charge 


Accidental Patterns 


“If vou have visited around the 


have 
seen a wide assortment of different 
kinds of distributors 


country,” said Nelms, “vou 


Did vou ever 
wonder why thev sell what they sc'l? 
I suspect strongly that many of them 
got to be that way accidentally.” 
Ile cited buy-outs as one price of 
indecision. “In our own case, this 
practice is a very costly one, and | 
think many direct 
result of our not knowing what we 
want to sell 


buy-outs are a 


In our territory, we 
hear many times, ‘We don’t have it, 
but we'll get it for you.’ We have 
gotten our organization away from 
this to a considerable extent simply 
by referring the customer to another 
distributor. If we sell another dis 
tributor’s merchandise we are ask 


ing for trouble 


266 


Homeless Drafting Tables 


“Another bad practice is to go off 
on a tangent without a purpose fot 


our operation. For example, we 


have about $500 worth of very fine 


drafting tables on our display floor 
Now don’t 
misunderstand me; these are good 
drafting tables 


at the present time 


[here is only onc 
thing wrong with them and that is 
they 


stock 


“Now our salesmen make awfully 


are in the wrong distributor's 


good buyers for us, and I am sure 
if they could sell as well as they can 
buy, we would make adequate prof 
its without question. 
‘We could sure 
sell a lot of gizmos if we just had 


gizmos. 


llow often 


have you heard: 
We have made the mis 
take of allowing ourselves to be led 
astray by our sales force simply re 
peating what customers happened to 
ask them about.” 

Nelms cited “one shot deals,” sold 
to distributors on the proposition 
that “every one needs one of these 
and all you have to do is ask for 


the order,” as a further headache. 
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Some distributors, he said, may be 
equipped to handle every product 
that comes their way; most firms 
are not. 


The Magic Word: “Order” 


Which customers and what terri 
tories should a distributor attempt 
Nelms said he realized 
the turning down of orders is a 


to service? 


ticklish business—“the word ‘order’ 
is such a magic word that we will go 
to almost any extreme to get one” — 
but large amounts of time and 
money are spent cultivating pros 
pects who, even if they became good 
customers, would still be unprofit 
able. 

always 


l'urthermore, the grass 


io] 
looks somewhat greener on the other 


“We have 


lost money in our business and per 


side of outlined areas. 


haps you have in yours by trying to 
cover almost the whole United 
States. We might do well to ask 
ourselves, ‘Where am I if I do get 
that 
ritorv? ” 


business wav outside my ter 


Pricing: Simple but Impossible 


Deciding on a pricing policy 
should be relatively simple for the 
distributor, Nelms pointed out, yet 
in actual practice it proves to be al 
He cited 


different ways that a typical distrib 


most impossible. seven 
utor might answer the question, 
‘What’s vour price policy?” 

1. Suggested resale followed to 
the letter with all customers 
“very unusual’). 

Sell at published price but add 
to it 
make profit (“may sound ridic 
ulous, but I know of distrib 
utor who had so much buy-out 
business at 5% he decided to 
add about 10-15%, to it’’). 

Start with published price, 
take off x% for everything 


as need to in order to 


“unusual, as net profits would 
be even worse than they are if 
distributors sold everything for 
less’). 

Published price for most cus 
tomers, less than this for some 
customers. 

Published price on most items, 


on some items x% less. 





Published price in most cases, 
except on orders above $x, re 
duce price by x°%, (makes more 
sense, perhaps, than any of the 


for your trade 


~~ 
Se 
= 


WOODRUFF KEYS 
¢ STAN-HI-PRO KEYS 
¢ MACHINE KEYS 
¢ MACHINE RACK 
¢ TAPER PINS 
* STRAIGHT PINS 
° COTTER PINS 
© SPECIAL PARTS 


other methods’). 
7. Sell at published price “until 
very intelligent, educated pur 
chasing agent tells us that our 
price is too high, then deviate 
according to what is necessary 
to get the business (Here we 
rely on very sound facts be 
cause the man who tells us we 
are too high would certainly 
not tell us that if it weren't 
true, and, after all, we have to 


be competitive.) 





Nelms said this last answer prob 
ably represents an honest expression 


Here’s quality that sells—repeatedly. 
“Stanho” Steel Products are precision- 
made to close tolerances from selected 


of how most distributors handle 


price. “I won't quarrel with any 


reason a distributor has for doing 
what he did on price,” he said, “but 
I would like to ask vou to ask your 
self, ‘Do I have a good business rea 
son for what I am doing, or am | 
simply letting my customers set my\ 
sales policies for me?’ ’ 

Nelms pointed out that a_ tre 
mendous volume of business is 
placed where price is relatively un 
important—“If this 


some of us would be 


werent true 


out of busi 
ness.” 

He said: “Price is as important as 
we make it Now I don’t expect 
that we will all go home and start 
writing sales policies for our com 
panies, but I do believe that the set 
ting of concrete objectives in dis 
tribution and formulation of policies 
which at least we understand and 
our people understand is a big step 
toward making money in this day 


and age.” 





Power Transmission 
Association 


(Starts on page 100) 





Cincinnati; Cincinnati Transmission 
Co., Cincinnati; Meier Transmis 
sion, Inc., Cleveland; Ohio Belting 
& Transmission Co., Toledo. 

Harlan C. McKay, Portland, Ore 
Bush-Miller, Inc., York, Pa.; Charles 
Bond Co., Philadelphia; Globe 


Transmission Corp., Philadelphia; 


stock, microscopically free from defects. 
Available also in Stainless Steel, Monel, 
Brass, Aluminum, or other metals to cus- 


tomers’ specifications. Bulk or packaged. 


RD 


V/4iL 





25 years of 
progress in 
tiny parts 


GRC 


on et 


now .. 


NYLON NUTS 


added to GRC’s 
extensive line of 


NYLON SCREWS 


Brand New! Nylon hex nuts 
in ten sizes: #2 thru 5/16 

. Complementing GRC's 
Nylon Screw line. Nuts are 
single chamfered, washer-faced, 
double counter-sunk. All avail 
able from stock Samples 
sent immediately 
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( REDUCE COSTS 
[] SIMPLIFY ASSEMBLY 
{-] IMPROVE APPEARANCE with 


DIE CAST ZINC ALLOY 
& MOLDED NYLON 


@ Uniformly accurate * Wide range of 
¢ High in quality stock styles, types, 
Low in cost sizes and threads 


high speed automatic 
exclusive methods as- 
sure uniformity, smooth, rustproof & cor 
rosion resistant surfaces and the lowest 
possible cost. New kinds of fasteners never 
before available modifications in 
stock fasteners for specialized use . . . in- 
finite variety in style, types and sizes, 
have been made possible by GRC’'s special 
automatic die casting and molding 
machines. 


Produced in one 
operation, GRC's 


Write, wire, phone RIGHT 
NOW for prices, your copy of 
GRC’s NEW DETAILED INDUS- 
TRIAL FASTENER CATALOG 
World's Foremost 
Producer of es 
Small Die Castings @ 


GRIES REPRODUCER CORP. 
165 Beechwood Ave., New Rochelle, N. Y., NEw Rochelle 3-8600 
See us at the IRE © BOOTH +4110 
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THE BALANCED LINE... 


Our well balanced line; a full 
selection of high quality drills at 
costs which can only mean economy 
of production 

An industry approved line that 
assures you of accurate and depend- 
able results always 

To learn how you can qualify as a 
New Process Twist Drill Distributor, 
write today to President, New 
Process Twist Drill Co., 33 Court St., 
Taunton, Mass 


NEW PROCESS 
TWIST DRILL CO. 


33 COURT STREET 
TAUNTON, MASS. 


Bas ae) thle —_ 


Industrial Transmission Machy., 
Philadelphia; Transmission Equip’t 
Co., Pittsburgh 

Bearing Sales & Service, Inc., Seat 
tle. 

Logan Hardware & Supply Co., 
Huntington, W. Va. 

A-C Supply Co., Milwaukee, Wis 
Franklin Supply Co., Providence, 


R. | 





- MARKETING 
TRENDS 





(Starts on page 116 


\n assistant sales manager, Jack H 
Schofield, is responsible for direct 
ing this effort 

\ special sample kit of 240 dif 
ferent rivets and a pair of hand pliers 
was designed to help distributor 
salesmen develop sales leads. 

Current advertising and _ public 
relations programs are specifically 
designed to help the distributor sell, 
and also to enlist even more dis 
tributors. 

Heilig claims the old arguments 
against distributors are no longer 
valid. ‘Today's distributors,” he 
says, “learn all about our product 
before they attempt to sell them to 
any potential user. We do have to 
provide guidance and, of course, 
leads, but we don’t have to take dis 
tributors by the hand like children. 

“And another big reason for dis- 





tributors’ success with our product 
is that they have been calling on 
many potential users for vears, sell 
ing them related items.” 

he Pop Rivet Diy 
cently into a new 150,000-sq. ft. 


moved re 


plant in Shelton, Conn. (“because 
of our confidence in the continued 
success of our distributor program,” 
notes Heilig). 


SALESAIDS 


DRIVES—R. & J. Dick Co., Totawa, 
N. J.—Data book on timing belt 
drives. 

POWER ‘TOOLS — Delta Power 
lool Div., 466 N. Lexington Ave., 
Pittsburgh—Bulletin on radial drill 
press, new drilling tool. 

WIRE ROPE —MacWhyte Co., 
Kenosha, Wisc.—Bulletin on new 
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e BOLTS e NUTS 
e RIVETS « SCREWS 


This attractive new Clark display is a 
real attention-getter! Compact, colorful, 
indirect-lighted . . . yet completely self- 
contained and portable .. . it is suitabie 
for display room or window. 


This handsome display acts as an 
extra salesman, acquainting your cus- 
tomers with the full Clark line . . .re- 
minding them that you can fill all their 
fastener needs. 


One of these new displays is available 
on loan to help build your sales of Clark 
quality fasteners. Inquire today. 


If you are not presently 
a Clark distributor 
Request complete cat- 
alog and additional in- 
formation on CLARK — 
the company that sup- 
ports its distributors 


oj BY Vd 


BROS. BOLT CO. 
MILLDALE, CONN. 





KELLER Power Hacksaws 


SELL LIKE ‘60 
at these ‘55 Prices 


JEFFERSON “601” | 


with 
motes switch 
ready to go 


$7g°° 


F.0.B. Factory 
Fou Claire, Wis 


No. 3C 
WET CUT 


6°," a G%s 


oe 


Built on coolant tank 
& pump > speeds 
Cilite bearings 45 
swivel vise With mo 
tor & switch wired 


$365 


No. 4 HY-DUTY 


Feed pressure control 


automatic lift on return 


stroke, foot lift to .aw | 
coolant | 
other 


frame, built in 
tank & pump 
KELLER teatures 
Complete 


$625” 


Write TODAY for illustrated catalog 257 an 


details and liberal distributor discounts 


KELLER DIV. 


Sales Service ANeiz. Co. 


2361 University Ave St. Paul 14G, Minn 


d 


“Nionarch 
“Premium 


weights and strengths of 
Whyte Strand” 
Whyte Strand” wire ropes 
VISES—Columbian Vise 
Co., 9021 Bessemer Ave., 

Catalog full line of 


and 


& Meg 
Cleveland 
on vises and 
mart 
FIT TINGS—Imperial 
Co.. 6300 Howard 
Catalog full 
butt-joint fittings 
SAFETY PAINT 
#732 St. Clair Ave., Cleveland 

hure “Day-Glo” 
safety paint for industrial uses 
BEARINGS—Link-Belt Co., 
dential Chicago—Book 
new line of spherical roller bearings 
SAW S-—Ladish Co., Cudahy, Wisc. 


Catalog on power hack saw blades, 


Brass Nitg 
St., Chicago 
on line of “Hh-Seal 
Switzer Bros., 
Bro 
on fluorescent 
Pru 


Plaza, on 


band saw blades, and hand hack saw 


blades 
FASTENERS — Standard Pressed 
Steel Co., Jenkintown, Pa.—Booklet 
on the root of screw threads and its 
importance in fastener design and 
application 
SPROCKETS 
Mishawaka, Ind 


of rollers chain 


Dodge Mfg 
Bulletin 


and 


Co.. 
on line 


ai aper Lock” 
Sprot kets 








( Want Your 
| PORTER CUTTER 


Sales to Climb § 4 


yo 
Sell the 
3) Complete Line of 


4 
~— 


a PORTER 
) CUTTERS 


: 
¥ 


COMPRESSORS Allis-Chalmers 
\lfg. Co., Miulwaukee 
letins, one of standard B style com 
standard C 


Why sell just three or 
four numbers? Your 
sales will go up if you 
will sell the complete 
line of PORTER CUTTERS 
Over 100 different sizes 
style compressors and models so there is 

x Mek ———— : | He, ‘ a ‘‘right’’ cutter for 
GRINDING WHEELS Grinding '- ray each and every metal- 
Wheel Institute, 2130 Keith Bldg., | pen ay nap Age 
Cleveland—W all 10 


cutters to take care of 
and don't’s for grinding wheel 


Iwo bul 


YOU BUY THE BEST 
Shackle Chain HOOKS 


Use on “HIGH TEST” Chain 


EXTRA STRONG 


Even the pin 
of hi-strength 
heat-treated 


SAVES TIME 
Can be attached 
anywhere on the 
job. Only a pair 
of pliers needed 


SLIP HOOKS 
Available 
tor Chain 


pressors, the other on 


is made 
steel and 
chart listing your customers’ every 
cutting requirement, 
whether it is for — 
Close or Flush Cuts — 
General Cutting — Spe- 
cial Position Cutting — 
or one to cut — and 
cut better — all these 
metals... 


do Ss 
operator safety 

TF UBING—Babcock & Wilcox Co.., 
Milwaukee 46 bulletin 
on welding fittings and flanges for 


GRAB HOOKS 
Available 
for Chain 
Sizes a 
5/16 A) 
7/16 V2 


l’echnical 


36 in. nominal pipe size. 
VALVES—O J. 
2nd & Race Sts., 
letin 


BOLTS + RODS + WIRE + SCREWS + RIVETS 
SOFT STEEL + HARD STEEL 
FLAT BARS + CABLE + WIRE ROPE 
CHAIN REINFORCING RODS + STEEL STRAPPING 
CAPACITIES with PORTER HAND TOOLS 
Soft Metals Up To %” * Hard Metals Up To Se” 
CAPACITIES with POWER OPERATED TOOLS 
1%” Rods and 22” Soft Cable 





Lonergan Co., 
Philadelphia—Bul 


non-chattering 


ANCHOR and CHAIN 


Screw Pin SHACKLES 


on “Hydro 
Valve” for liquid service 
FASTENERS- Southern Screw Co., 
P.O. Box 1360, Statesville, N. C 
New packaging for fasteners sold in 


Take your first step to 
more sales with the 
complete PORTER line! 
Next time the PORTER 
representative stops in 
ask him to tell you 
about the full line... 
or write for catalog of 
entire line 


hardware and building supply stores 
TUBING 


Oliver 


Allegheny Ludlum Steel 
Bldg., Pittsburgh 
Booklet on sizes, grades, design data, 


oh, Bog Corp., 
Forged of HI-STRENGTH STEEL 


Available in sizes 3/16" to 2 EXTRA STRONG 
-EXTRA TOUGH. Self-colored or galvanized 


Order from your Distributor or Write 


MIDLAND INDUSTRIES, INC. 


Cedar Rapids, lowa 


: et 


corrosion resistance, etc. of stainless 





steel tubing. 


H. K. PORTER, 
CASTERS—Faultless Caster Corp., 


Somerville 43, Mass 


Inc. 
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Sell KEY Compounds... 
The Preferred Pipe Joint Sealers 


Sell KEY-TITE® and KEY¥® Graphite Paste — the best top-quality 
pipe joint compounds. Their bright-colored cans stand out in shelf display 
— stimulate sales. 

Key Compounds move faster because their outstanding quality is 
known throughout the industrial world. For over 35 years, preferred in 
all these industries: Pipe Fabricating - Oil, Gas, and Chemical - Plant Maintenance 

Hardware + Original Equipment Manufacturing - Food Processing - Plumbing and 
Air Conditioning - Public Utility and Waterworks. 


Evansville 7, Ind.—Folder on 24 dif 
ferent series of swivel plate and rigid 
plate truck casters. 

SAWS — Peerless Machine Co., 
Racine, Wisc.—Three bulletins on 
band saws, hack saws, and power 
metal cutting saws. 
PULLEYS—Lovejoy Flexible Coup! 
ing Co., Chicago—T echnical catalog 
on variable speed pulleys. 

V-BELT DRIVES—T. B. Wood's 
Sons Co., Chambersburg, Pa.—Bul 
letin on “Ultra-V” drives. 
CUTTING TOOLS—Hanson 
Whitney Co., Hartford, Conn.— 
“Tap selector” booklet showing cor 
rect tap to use for various uses. 
OILERS—EFagle Mfz. Co., 1115 
Charles St., Wellsburg, W. Va. 
Catalog on full line of oilers, safety 
cans, and oil and gasoline containers. 
STEEL EQUIPMENT-—Lyon 
Metal Products, Inc., 1 Plant Ave., 
Aurora, IIl.—Catalog on line of steel 
equipment products for business, in- 
dustrv, home. 


Si sinieaties oF Se Tineunetns 


NCORPORATED 





SEND FOR FREE SAMPLES 
AND INFORMATION. 


KC-S901 


WKM 


Dept. U-03, P.O. Box 2117 HOUSTON, TEXAS | 


Manufacturers’ 





OUR POLICY 
When I started as a sale 
Company Policy learned oy 
Ing 45 years was stron 
me. 


sMan in 1933, 
er the Preced- 
gly impressed upon 
Jobber or Whole. 
duct at a fair Price. 
Mer, but enc 


“Sell only thru 
Saler, a top quality Pro 


Ourage 
stock to avoid lost 
) frequent replace- 
Sale at a fair Profit 
S turnover js jim. 


Encourage his re 
and remember that hi 
Or 
Portant to both of us—Give ¢ 
Service in every area : aan 
date Catalogs and Prici 
ood 
g Packaging, Prompt shipments.” 


This Policy has since Prevailed and wil] 
i 


iii 


President 
PRODUCTS oe “RED SEAL” Machine Screw Anchors @ DIAMOND Lag Screw 
Expansion Shields @ “‘“KEYSTONE” Machine Bolt Expansion Shields @ ‘’DI-EN- 
KEY” Closed Back Machine Bolt Expansion Shields @ “‘N’ Star Type Masonry 
Drills @ “MULTI-SIZE” Wood Screw Anchors @ “SUPER-GRIP’ Stud Type Ex- 
pansion Anchors @ “D H D’” Hammer Drive Anchors (Nail Type) @ “DI-FORGE” 
Percussion Type Masonry Drills @ “‘DI-STAMP” Pipe Clamps @ “RAM” Heavy 
Duty Lead-iron Anchors @ “DIAMOND-P” Lag Screw Expansion Shields © 
DIAMIDE Carbide Tipped Masonry Drills @ ‘““WING-DING” Wall Screw Anchors. 


DIAMOND EXPANSION BOLT CO., INC. 
GARWOOD, NEW JERSEY 
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APPOINTMENTS 





FE. J. Majchezak 
superintendent of the shipping and 
transportation department, West 
Allis Works, and Frank J. Lipovsek 
was named superintendent of the 
Carrollville, Wisc. 
lis Chalmers Mfg. 


was appointed 


warehouse of Al 
Co. 


J. Bruce Pinney was promoted to as 
sistant chief engineer, and Elmer V. 
Eisenberger was named electrical en 
gineer by Alan Wood Steel Co. 


Arthur J. Frank was appointed assist- 
ant to the president of Chain Belt 
Co., and Richard Seaman was pro 
moted to manager of commercial 
development for the company. 


Arthur Frank R. Seaman 





Charles Milnar was named to the 
newly created post of chief service 
engineer by the engineering depart 
ment of American Hoist & Derrick 
Co. 


Cc. Milnar L. Almeida 


Lawrence Almeida was appointed 
plant manager and chemist for the 


Chicago Rubber Co. 


Dr. Ralph A. Schaefer was named a 
director of an enlarged department 
of engineering and research for The 
Bunting Brass and Bronze Co. Wil- 
liam H. Searles was appointed treas 
urer succeeding Walter F. Volk. 
Richard C. Lingruen was elected as 
sistant secretary and assistant treas- 
urer, and Harry G. Schwab was pro- 
moted to director of manufacturing 


William R. Franklin was named ad 
vertising manager of Keuffel & Esser 
Co. 


. 


W. Franklin B. J. Milleville 


Bertram J. Milleville was elected 
vice president of engineering and re 
search at the Ohio Injector Co. 


William M. Harkness assumed 
the newly-created post of plants en 
gineer for Norton Company's Santa 
Clara plant. David B. Tyler was 
appointed assistant advertising man 
ager, refractories and electro-cchem 
icals. Charles B. Warren is assist 
ant advertising manager, machine 
tools. Milton W. Sebring is super 
visor, audio visual services, and 
Enfried T. Larson continues as edi 
tor of technical publications 





Industrial Distributors, 


would you like to make 
100% profit selling a product 
with an unlimited market? 





Yes, here’s the product . . . LUBRIMATIC 
GREASE CUPS .. . that you can sell to 
every industry, everywhere! Wherever there’s 
an electric motor, pump, blower, shaft, fan or 
other machinery . . . there’s a potential cus- 
tomer for LUBRIMATIC GREASE CUPS. 
LUBRIMATIC GREASE CUPS provide 
automatic self-feeding lubrication with visual 
control . . . eliminate costly downtime and 
wasted lubricants, provide lasting protection 
for costly equipment! Existing customers and 
many inquiries from leading industrial plants 
waiting to be serviced. Several exclusive dis- 
tributorships available. 


Supported by National Advertising 
in Leading Business Publications: 


P.O. BOX 9194 ©¢* FORT WORTH 7, TEXAS 





Ah... 
that’s m y driver! 


It’s a 


Service men all across the 

country agree . . . there’s no other screw 

driver or nut driver with the built-in comfort 

of the VACO “comfordome” handle. Makes service work 
easy! Enjoy the luxury grip of a VACO...the driver that 
gives plenty of power, yet is always kind to hands. 

Next time choose a VACO and feel the difference! 


Manufactured and Unconditionally Guaranteed by 


VACO PRODUCTS CO., 317 E. Ontario Street, Chicago 11, Illinois 


In Canada: VACO-LYNN PRODUCTS CO., LTD., Montreal 1, Que. 
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DURANT 


offers the most 


ATTRACTIVE 


DISTRIBUTOR PLAN 


These Generous 
Distributor Benefits 
Provided 


LIBERAL DISCOUNT POLICY... Stock- 
ing distributors given 20% to 
40% discount, based on number 
of units ordered, regardless of 
model grouping. All industrial 
types may be grouped to earn the 
highest discOunt 


POINT-OF-SALE DISPLAY Atten 
tion-getting displays producing 
extra volume at the sales counter 
are available to stocking distrib 
utors 


INFORMATIVE SALES LITERATURE 
Sales literdture covers entire 
Durant industrial line; provided 
without charge 


ACTIVELY ADVERTISED... All coun- 
ter markets blanketed by active, 
nagional advertising. Keeps cus- 
tomers informed of the many 
Oli tier ie nictss 


SALES-ENGINEERS . . . Experienced 
factory representatives always 
near, ready to give help on spe- 
cial problems 


BROAD LINE OF QUALITY INSTRU- 
MENTS... Distributors are assured 
that Durant counting instruments 
are rugged and dependable, built 
to rigid specifications and backed 
by 80 years of engineering expe- 
rience 


It will pay you’ to make a thor- 
ough investigation of the advan- 
tages in dealing with Durant. 
Write for complete details of the 
new Durant distributor policy... 
that is designed to put more 
profit. in your pocket. 


PRODUCTIMETERS 


Electric 


Y or CS Series 





Mode! X Series 


Dw R'AIN' Tr 


1901 North Buffum Street 


272 





Model H Series 


¢ Milwaukee 1, Wisconsin 


Dr. Hiram Paul Julien ap 
pointed manager of the Advanced 
Studies Department in the technical 


branch of 


Was 


lhe Carborundum Com 


pany’s Bonded abrasive division 
LeRoy was clected 
Harbison 


Sandmevet 


Maurice E. 


retary-treasurer of irbo 


Karl H. 
appointed technical director, 
Arthur L. 
pointed manager of manufacturing 
In the Curtis Machine 
Richard 
D. Rutt was promoted to produc 
manager, Paul W. 
to manager of the technical 
branch, Adolph C, Carlson was pro 
of the machine 
William C. 


Keves was advanced to senior design 


rundum, was 
ind 
Donnenwirth was ap 
for the firm 
division of Carborundum, 
tion Jov moved 
up 


moted to manager 
design department, 
engineer and Francis M. Owrey was 
promoted to senior quality control 


engincc! 


E. T. Meidell RK. H. MeElroy 


Elmer T. 


supervisor of the combined produc 


Meidell was promoted to 
tion, development and _ packaging 
engineering operations by Lyon 
Metal Co. Robert H. 
McElroy was promoted to assistant 
of the newly 
Charles F. 


promoted to broader responsibilities 


Products 


combined 
Stuart was 


supervisor 
operation. 


in package design and engineering 
Jack W. Vierke 


was promoted to project engineer 


in this operation 


Cc. F. Stuart J. W. Vierke 


DeWitt W. Keach was named per 








Ambler loca 


sonnel manager for all 
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1960 


@ Profitable, repeat business 
Nationally advertised 
product 
Unlimited market 
No stocking problems. Order 
what you need when you 
need it 

@ Fast service and delivery 


Write today for 
prices, discounts 
and complete 
information. 


OPW-JORDAN 


6013 WIEHE ROAD 
CINCINNATI 13, OHIO 





THE TRADE CALLS 


for 
DYKE M 
STEEL BLUE’? 


\Rlue 
Y KEM Steet © 
wih —— 


opular package 8-0z. can fitted with 
Beboite cap holding soft-hair brush 
for applying right at bench; metal sur- 
face ready for layout in a few minutes. 
The dark blue background makes the 
scribed lines show up in sharp relief, 
prevents metal glare. Increases effi- 
ciency and accuracy. 


Write for full information 
THE DYKEM COMPANY 
Established 1920 
2305A North 11th St. © St. Lovis 6, Mo. 





tions by Keasbevy & Mattison Co 


C. P. Stewart was appointed man 
ager, trade relations by H. K. Porter 


Company, Inc 


Edward H. Schlaudt was elected 
vice president and assistant treas 
urer of Russell, Burdsall & Ward 


Bolt and Nut Co 


ie Y 

—_ ; — | 

"ss <a 
7 = 


E.H. Schliaudt RK. W. Gage 


Ralph W. Gage was appointed man 
ier of the newly formed advertis 
Ing department to serve both the 
Skinner Chuck Co., and the klk 


tric Valve Division 


Robert M. O'Donnell was clected 
secretary of The Yale & Town Mfg 
Co 


George R. Pipes was advanced to as 
sistant manager of the Central Re 
search Division of Eaton Mfg. Co., 
Harold A. Frost was named man 
ager of product development, and 
Joseph E. Urbassik was promoted 
to automation manager 





NEW LINES 
taken on by 
distributors 





\ecroquip Corp. recently appointed 
the following eight distributors 
¢Southern Supply Co 
Jackson, ‘lennessee 
¢ Moorman Equipment Co 
Cedar Rapids, lowa 
¢ Cummins Diesel Sales Corp 

l'ampa, Florida 
eL. E. Fox Co., Inc 

Kansas City, Missouri 
¢ Geheb Electric & Industrial Sup 
ply Co. 

Muskogee, Oklahoma 
* Central Supply Co., Inc 

West Monroe, Louisiana 
¢Hoener Equipment Co. 
Quincy, Illinois 


¢CKM Industries 
Cincinnati, Ohio 


lube ‘Turns Division of Chemetron 


Corp. appointed the following 
four distributors 
¢Crane & Ordway Co. 
St. Paul, Minnesota 
«Moore Drv Kiln Co. 
Jacksonville, Florida 
¢ Master Supply Co 
Joliet, Illinois 
«Columbus Iron Works 
Columbus, Georgia 
Parker-Hannifin appointed the fol 
wing three distributors 
¢ Industrial ‘Technical Sales & 
Service, In¢ 
\lansfield, Ohio 
¢ Thew Supply Co., Inc 
Green Bay, Wisconsin 
e\I'& M Supply Co 
Dallas 


Standard Fasteners, Inc., 


l'exas 


Minneap 
olis, was named an authorized dis 
tributor for the Standard Screw 
Co 


Ken's Tool & Supply Co., Riverside, 
Calif.. was recently appointed 
uithorized distributor for the 
Nulpa Mfg. Co. 

Hope Rubber Co., Inc., Fitchburg, 
Mass., was appointed a distributor 
for Crown compressed air lines 
of Parker-Hannifin Corp. 

General Trading Co., St. Paul, 
Minn., was appointed a distribu 
tor by Rebuilders, Inc. 

W. E. Kelsey & Sons, Inc., Hart 
ford, Conn., was appointed a Co 
lumbia and Hallowell distributor 
by Standard Pressed Steel Co 

Depatie Fluid Power Co., Kalama 
zoo, Mich., was appointed a dis 
tributor for Parker-Hannifin’s in 
dustrial hose. 

Production & Refining Eqquipment 
Co., Inc., 


named an authorized distributor 


Odessa, ‘Texas, was 
for the complete lines of Tube 
Turns, a division of Chemetron 
Corp 

Industrial Sales Service, Inc., Dallas, 
I'exas, was appointed as_ sales 
agent for Relton Corp. in the 
states of ‘Texas (excluding FE] 
Paso), Oklahoma, Arkansas, and 
Louisiana. 

C & G Radio Supply Co., ‘Tacoma, 
Wash., was appointed the North 
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IT WILL PAY YOU 
TO SELL---- 


MORGAN 
VISES 


BECAUSE 
they sell your service 
to your customers « « 


e We know that you will have no 
problems. 


e You'll find that your customers will 
approve your service and the vise 
quality. 


Our vise quality, service and co- 
operation all count heavily in good 
vise business for you. All we ask is 
that you give us an opportunity to 
serve you. Find out what it means to 
make MORGAN your vise supply 
source. 


Write for the MORGAN 
Distributor Plan. 


We will gladly give you detailed information 











MORGAN VISE CO. 


108-112 N. Jefferson St. 
Chicago 6, Illinois 











CHicAGOa 


MOUNTED WHEELS 


for fast low cost metal removal 


BOROAA SOMA ran i pape paige 


For effective deburring and every 
grinding operation, there’s a Chi- 
cago Mounted Wheel or point. Over 
200 special shapes, in all standard 
sizes, many exclusive items... al- 
ways available for out-of-stock de- 
liveries. Carry Chicago Wheels in 
your line... and, Specify CHICAGO 
MOUNTED WHEELS every time. eoceeee Neues 

engineered, assuring 


uniformity. Send for 
Trial Chicago Wheels. 


Guaranteed to stay Positive density Chicago Mounted Unlimited range of 

on mandrel... control for peak Wheels are easily dimensions, shapes, 

perfectly balanced. job performance. dressed .. . hold grains, sizes and 
their shape. bonds. 1D-3 


FoR THE FINEST IN 
* STANDARD 


BRIGHT ano | 
HEAT TREATED} 
. CAP 

SHS 





‘*MILLED-FROM 
-THE BAR” 


eS ae CW> . 
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western U. S. distributor for Hoff- 
man Electronics Corp., Semicon- 
ductor Div. 

Epperson & Co., Tampa, Fla., was 
named an authorized distributor 
for the complete line of Tube 
Turns, a division of Chemetron 
Corp. 

Peden Iron & Steel Co., Houston, 
was named to distribute the com- 
plete line of The Napko Corp. 

American Institutional and Material 
Handling, Inc., Houston, is the 
franchised distributor for the Col- 
son Corp. of Chicago. 

Detroit Ball Bearing, Detroit, has 
been appointed as authorized dis- 
tributor for Saginaw Products 
Corp. in Michigan and_north- 
western Ohio. 

Carter-Miller Mill Furnishing Co., 
Spokane, Wash., was appointed 
exclusive sales representative for 
Nutting Truck and Caster Co. in 
the Spokane area. 

ensco, Inc., Spring House, Pa., a 
subsidiary of Boiler Service & Re- 
pair Co., Inc., was appointed as a 
distributor for sodium zeolite 
water softeners and deaerators for 
A\llisChalmers Co. 

Charles Churchill (Canada) Ltd., 
Toronto, was named exclusive 
representative in Canada for the 
Heald Machine Co., subsidiary of 
Cincinnati Milling Machine Co 





DATES to 
REMEMBER 


Mar. 1—Hoist Manufacturers Asso 
ciation, Annual Meeting, Shera 
ton-Cleveland Hotel, Cleveland, 
Ohio. 

Mar. 1-2—American Society of Tool 
and Manufacturing Engineers, 
Los Angeles, Calif. Seminar, Op- 
tical Tooling Methods in Manu- 
facturing, Ambassador Hotel. 

Mar. 3-4 ASTME, Los Angeles, 
Calif. Seminar, Metal Forming 
Methods for Tomorrow’s Manu- 
facturing, Ambassador Hotel. 

Mar. 69—Sth National Electrical 
Industries Show, of the American 
Electrical Industries Expositions, 
Inc., New York Coliseum. 





Mar. 8—Electric Overhead Crane 





Institute, The Drake, Chicago, 
Illinois. 


Mar. 8-9—ASTME, San Francisco 
Seminar, Some Problems of Ma 
chining Space Age Metals, Shera 
ton-Palace Hotel. 

Mar. 23-24—ASTME, Hartford, 
Connecticut Seminar, Metal 
Forming Methods for Tomor 
row’s Manufacturing, Bond Hotel 


Mar. 23-26—Tenth Biennial Elec 
trical Industry Show and _ the 
Lighting Exposition Conference, 
sponsored by the Electrical Main 
tenance Engineers Association of 
Southern California 


Mar. 24-26—American Brush Manu 
facturers Association, Annual 
Meeting, Boca Raton Club, Boca 
Raton, Florida. 


Mar. 2830—MHI, ALTAPEM, 
ITA, and Monorail, Spring Meet 
ings. Pittsburgh-Hilton Hotel, 
Pittsburgh 

Mar. 29—The Material Handling In 
stitute, Spring Meeting, Pitts 
burgh-Hilton Hotel, Pittsburgh, 
Pa 

\pril 4-5—American Society of Me 
chanical Engineers, Nuclear Con 
gress and Exhibit, New York 
Coliseum, New York City 

\pr. 18-I9—-ASME, IRE, AIEE, 
Annual Joint Conference on Au 
tomation, Cleveland-Sheraton Ho 
tel, Cleveland, Ohio. 


\pr. 20—American Society of Lubri 
cation Engineers, Annual Ban 
quet, Netherland Hilton Hotel, 
Cincinnati, Ohio. 

Apr. 20-22—Central Supply Associa 
tion, Spring Meeting, Palmer 
House, Chicago. 

Apr. 21-22—ASTME, Detroit, Mich 
igan Seminar, Dimensional Me 
trology, Sheraton-Cadillac Hotel 

\pr. 21-28—American Society of 
Tool and Manufacturing Engi- 
neers, 28th Annual Conference, 
Artillery Armory, Detroit Mich- 
igan. 

Apr. 25-26—American Society of 
Mechanical Engineers, Mainte 
nance and Plant Engineering 
Conference, Chase-Park Plaza 
Hotel, St. Louis, Mo 


YOU WIN FRIENDS 


when you 


sell the best hose and duct 


Gilt, FLEXAUST HOSE 


“Gp <— ‘ :, l 
Wy yh for dust collection, fume control, 


Mj) <> : . 
SS air and material handling 


Ty LS LIGHTWEIGHT - STRONG 


WAY 


EXTREMELY FLEXIBLE 
DURABLE 


Made of top quality neoprene 
coated fabrics — Sizes 14" to 36” i.d. 


Easy to install — no preliminary 
layouts or special tools required. 


FLEXAUST hose and PORTOVENT ducts are made 


strong and 


versatile to satisfy a wide variety of conditions in 


dust collection, fume control, air and materials handling. 
Since 1938, Flexaust distributors have benefited from thou- 
sands of repeat orders. For durable, trouble-free installa- 
tions, which please present customers and gain new ones, 
there is no substitute for these quality products. 


Send today for free technical, application and price bulletins 


THE FLEXAUST COMPANY 


Dept. ID 


SPEEDY 

AIR REGULATOR 
Regulates O Ibs. 
to 140 Ibs. from 
tank or air line 
up to 250 Ibs. 
No. 622 $7.25 


SPEEDY 

AIR FILTER 
Assures clean oil- 
free air. Large 
chamber with 
drain cock. Up to 
250 Ibs. 

No. 140 $4.00 


tn 


SPEEDY AIRLINE UNIT 
Complete, low cost produc- 
tion spraying unit for fac- 
tory lines. External Mix 
Spray Gun, 15 ft. hose 
No. 705 $26.50 


100 PARK AVE., N.Y.17, N.Y. 


FOOT CONTROL 


HIGH SPEED - POWERFUL GRIP 


New, improved model speeds up all repeat 
operations—milling, drilling, tapping, punch- 
ing, bending, riveting. Both hands left free to 
produce more! Light squeeze to 2250 pounds 
pressure! Extra thick jaws for attaching jigs. 
Jaws open to 3 inches; 6" to %” maximum 
travel. Complete with foot control, air hose 
and fittings 





Write for new Air Tool Catalog 


W. R. BROWN CORP., 2657 N. NORMANDY AVE., CHICAGO 335, ILL. 
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One source 
for all types 


CASTERS & WHEELS 


EATURE 


THAT ASSURE 
MORE SATISFIED 


CUSTOMERS 


RUBBER TREADS . . . a wide choice of 
treads suited to all types of floors, includ- 
ing Darnelloprene oil, water and chemical- 
resistant treads, make Darnell Casters and 
Wheels highly adapted to rough usage. 


RUST-PROOFED by zinc plating, 
Dornell Casters give longer, care-free life 
wherever water, steam and corroding chem- 
icals are freely used. 


LUBRICATION .. . all swivel and wheel 
bearings are factory packed with a high 
quality grease that “stands up” under at- 
tack by heat and water. Quick grease-gua 
lubrication provides easy maintenance. 


STRING GUARDS .. . Even though string 
and ravelings may wind around the hub, 
these string guards insure easy rolling at 
oll times. 


DARNELL 


Bm CASTERS AND WHEELS ~d 
DISTRIBUTORS 
Write for details 


DARNELL CORPORATION, Lr. 


DOWNEY ) ANCELES COUNTY 


37.28 SIXTY FIRST ST 


CALIFORNIA 
WOODSIDE 77 t |. N Y 
36 NORTH CLINTON STREET CHICACO 6 ILLINOIS 


25-29—American Society of 

Mechanical Engineers, Metals 

Engineering Division-AWS Con 

Biltmore Hotel, Los 
Angeles, Calif. 

May 1-4—National Association of 
Electrical Distributors, 52nd An 
nual Convention, Memorial Audi 
torium, Dallas, 


lav 9-13 


ference, 


l'exas 

American Society for 

Metals, 2nd Southwest Metal 

K’xposition, State Fair Park, Dal 
las, l'exa 

May 9-13 


md Exposition, Convention Hall 


1960 Castings Congress 


Philadelphia, Pa 
Mav 23-25 


Convention 


I riple Industrial Supply 

Conrad Hilton Ho 
tel, ¢ hicago 

May 23-26 — Design Engineering 
Conference and Show, New York 
Coliseum 

Oct. 5-7 


tion, 


Associa 
Meeting, 
Palmer House, Chicago, Illinois. 
Nov. 20-21—Central States Indus 
trial Distributors Association, 28th 
Annual Convention, 
Beach Hotel, Chicago 


Central Supply 


66th Annual 


Edgewater 





OBITUARIES 





Albert F. Siebert. 
Milwaukee Electric Tool 


Albert F. Siebert, 81, president 
ind founder of Milwaukee Electric 
lool Corp., died January 1] 

Born in Dayton, Ohio, Mr. Sie 
bert Witten 
berg College, Springheld, Ohio, and 
to Milwaukee in 1919 where 
he worked for the National Brake 
& Electric Co. A vear later he 
moved to New York to become sales 
Elhott 


was graduated from 


Camic 


manager for Underwood 
Fisher ‘l'ypewriter Co 

In 1923 he to Milwau 
kee to take a similar position with 


\. H. Peterson Mfg. Co. A 
later Mr. Siebert purchased the firm 


returned 
veal 


and changed the name to Milwau 
kee Electric 
death, Nii 


growth and expansion of his com 


lool Corp. Until his 
Siebert was active in the 


pany. 
Mr. Siebert is survived by his 
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NEED “4 7Hetal 
FLEXIBLE 
HOSE 
? 


UNIVERSAL Offere- 


QUALITY MATERIALS — 


a complete line 


ENGINEERING SERVICE — 
recommends the right 
product for a specific job 


PROMPT SHIPMENT — 


delivers the material 
when you need it. 


Ask for Catalog ID-100C 


> 
QUALITY. 
4A. etal 
Flexible 
Hose Products 

















GRINDERS 


GIVE vou 


EXTRA PROTECTION! Totally enclosed, 
splash-proof motors shut out dust, grit, metal 
particles Can't clog—last years longer’ 
LUBRICATED-FOR-LIFE, ball-bearing 
motors. Never need servicing! 
DYNAMICALLY BALANCED MOTORS! 
Smoother operation ... less vibration’ 
COMPLETE LINE! Grinders for every 
need. % HP to 3 HP, 6” to 12” individually 
balanced wheels Bench and pedestal types 
GUARANTEED! An outstanding 
performance record for over 35 years 

It pays to handle famous Baldor Grinders! 
Lowe: priced. . . longer lasting' Write for 
Bulletin 321-P on complete line 


BALDOR ELECTRIC CO. 


4364 Duncan Ave. « St. Louis 10, Mo. 





wife, Ellamae; a son Reginald who 
is vice president of the firm; a daugh- 
ter Miss Marjorie Siebert; and a 
brother, Arthur. 


| & 
F. Vincent, needs a press, reach 


Byron Jackson Tools 


| | for th 
C. F. (Bud) Vincent, vice presi or e 


dent of sales for Byron Jackson | 
lools Inc., division of Borg-Warner 
Corp., died January 14. 

Born in Portsmouth, Ohio, Mr. 


Vincent went to California in the Catalog and || | him ay, 

early 1920's and received his indoc Vj 
trination in oil drilling methods in exactly Ce 
the Torrance-Redondo field 


\n oil boom in the Panhandle the press for the job. 


brought Vincent to ‘Texas in the ol 


r 
mid-1920’s and he worked for the ct if he needs 


Wilson Willard Mfg. Co., and the 
Wilson Oil ‘Tools Corp 


He joined the Byron Jackson firm | 


Designed to fit — 
Div., 
INDUSTRIES 


wisT Rezisr 


Independent Blade Co 
East Haven 12, Connecticut 


MILWAUKEE SAWZALL « RCS SUPERSAW 
WESTLUND 


SKIL RECIPRO SAW « PORTER-CABLE MULTI-SAW 


wa 


ture 





NEW 
FREE 


de and litera 
on request 


Tr 
Bla 


in 1928 and in 1931 became man- | 


If your customers bend or break more blades than they wear out, 


solve their problem with 


wer of the mid-continent oil tool 


division. When the company built will co-operate to design 
1 plant in Houston in 1935, Mr | ° . 
Vincent moved there and build it. 

\Ir. Vincent sold oil field tools 
in most of the U.S. A., Mexico and _ Dake offers the 
GROBAN offers Canada. In 1952 he became the 


greater profits to you | Southern regional manager for the most complete line 
with this new 


company. He retired temporarily in ( ‘ ) 
fast-moving tool 1958 as regional manager, but later | to 600 tons 


BOLT ratinenitin head the special sales of shop presses 
for forcing, [x 








and He is survived by his wife Olga 


WIRE | 
CUTTER || Elden D. Martin, bending, 


Hooven & Allison Co. 


Cadmium plated extra rugged bolt and wire cutter 
ee in England, with exclusive extend- 
able handles for extra leverage. Nothing like this ] » 
available anywhere today Center cut type cut- I Ide n I ) Martin, direc tor and 
ter for soft or medium hard rods and boits, alloy | : 
wire, and other metals. Folds to 1034” ms || retired president of the Hooven & 
conveniently into pocket or tool box Safety latch | R 
locks closed when not in use | Allison C O 
Capacities: medium hard bolts in thread 3% > - 
medium hard metals 5/16 Mr. Martin’s entire 53-year busi 
Cutting edge has equal bevel on each side . > >» . > 
for extra strength ness career was spent in the cordage 


Dimensions: Extended, 15%4''; closed, 10% industry. He started to work for 
Easily worth $9.75 retail your price only 


. 
No. R-478, Bolt/Wire Cutter | \ ) 1T Tia | 
No. R478, ac llooven & Allison in their Xenia Col| Dake 
Lots of 100 $1.75 each Jute Mill in 1905, , 


and several years 
Lots of 500 $1.50 each 


N\ 
F.0.B. Chicago later worked for two other twine U | 7 

Sold in quantities only sample cutter can be | | yo Se 
ordered at $2.50 ~ 


manufacturers, returning to Hooven 
ORDER TODAY FOR IMMEDIATE DELIVERY! 


| & Allison in 1915 where he re stom 
FREE CATALOG Tremer ; *& 
dous Savinas on Hydraulic | CU er 


Easlement, Wiest Warts, Sies | mained until his retirement in Feb 


tric Generator Sets Electric ~~ 4 = | 
Motors Welding Equinment Tuary 1958 Sa | Cc ion 
Hand Tools, ete.' New (960 fe 7 @ 
edition containg over 50 valu In 1915, he became superintend 
packed pages of equipment for 


astatbe tae eee ent of binder twine production at DAKE CORPORATION 


GROBAN SUPPLY COMPANY the company s north Kansas City 631 Robbins Road 
1139 South Wabash Ave., Deg 20 5, Il., WEbster 9.3793 plant, and later became manager of Grand Haven, Mich. 


. died November 25 
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Heavy loads are 
light and easy 





40-A Series Double 
Ball Race Structural 
Steel Swivel Caster— 
tough and durable for 
heavy loads Also 
40-A-MH and 40-A-H 
Series. 


41-A Series (also 41- 
A-MH and 41-A-H) 
Structural Steel Rigid 
Caster. 


36-A Series Double 
Ball Race Semi-Steel 


Swivel Caster 


1-A Series Ser 
Rigid Caster 


built-for-the-job 


TRUCK CASTERS 


There’s nothing 
slow-moving 
about Bond Truck 
Casters and that’s 
why jour custo- 
mers buy Bond’s! 
They make the 
heaviest loads 
light and easy for 
fast, efficient ma- 
terial handling. 

Get your share 
of fast and easy 
extra profits ; 
sell Bond built- 
for-the-job Truck 
Casters. 


FOUNDRY 
& MACHINE COMPANY 


314 Penn Street 
MANHEIM, PENNA. 


Steel 
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Elden D. Martin 


the Kansas City branch. He re 
turned to Xenia in 1928, was elected 
general manager in 1936, the posi 
tion he held until 1956 when he 
also became president. After his re 
tirement he continued as a member 
of the board of directors until his 
death. 

He is survived by his wife Mary, 
two daughters, and two grandchil 
dren. 


Elbert A. Hamilton, 


Raybestos-Manhattan, Inc. 


Elbert A. Hamilton, 69, retired 
sales executive of Raybestos-Man 
hattan, Inc., died January 6. 

Mr. Hamilton was born in Staun 
ton, Va., and moved to Birmingham 
in 1907. In 1916 he joined ‘The 
Manhattan Rubber Mfg. Co. (now 
Manhattan Rubber Division), Ray 
bestos-Manhattan, Inc., as salesman 





established 
| the company’s Birmingham district 


and shortly afterwards 
| ofice, becoming its first manager. 
He retired as Southern district man 
| ager January 1, 1957, having estab 
lished a notable record in the sales 
of Ravbestos-Manhattan 
throughout the South. 
He was a member of the Kiwani 
Club, Birmingham Countrv Club, 


Downtown Club, Zamora Temple 


products 


and was past president of the Bir 
mingham Engineer's Club. He was 
also a member of Highlands Meth 





| odist Church and long has served on 
its official board 
Mr. Hamilton is survived by a 
sister, MIrs. Nat Waller, two nieces, 
| a stepdaughter, and five nephews. 
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m Reduce Inventory 
m Cut Service Calls 


wm Increase Tubing Sales 


Dell 
Flexible 
Metal Hose 


THAT'S CUSTOM-MADE 
FOR EVERY 
INDUSTRIAL 
APPLICATION 


For All the Facts Write 
. for the U.S. Flex 
Sales Guide 

to Specific 

Industries 


U.S. FLEXIBLE TUBING CO. 


223 MAIN STREET, BARTLETT, ILLINOIS 





Rt. 


Combines the best fea- 


tures of both wardrobe racks 


and lockers. Sanitary—keeps wraps 


aired, dry and “in Press.” Improves 


employee morale and _ reduces ab- 


senteeism. Provides each person with: 
i2” x 12” x 18” leck 


and personal effects, 


a dry box for 


lunches spaced 


coat hanger and ven- 
Also 
shelf for overshoes, 9-ft. 
18; 


by 


tilated hat space 


accommodates 
unit 12. Sold 
office furniture 
dealers everywhere 

Write for Catalog LO-700 


VOGEL-PETERSON CO. 


83 and Madison St. e 


unit 
6 ft 


leading 





Elmhurst, 


_— 
' ‘ 
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A Sales Repeater Because it’s 


DEPENDABLE 
EFFICIENT 
ECONOMICAL 


You can depend on the selling power of 
RUBYFLUID, because it’s the soldering flux 
that’s easy and dependable to use. Effi- 
ciently conditions metal for neat, strong 
unions. Economical because RUBYFLUID 
costs less in the 
long run. Cus- 
tomers like RUBY- 
FLUID Flux—liquid 
or paste — keep 
coming back for 
more. Let RUBY- 
FLUID make 
friends and build 
business for you 
Remember .. . 
RUBY’s Stainless 
Steel Flux was 
perfected for this 
application. Don’t 
take chances with 
substitutes. 


Ruby Chemical Co. 
76S. McDowell Street 
Columbus 8, Ohio 








the “tangle-free” 


MUSIC WIRE 
Easy to use! 


Precision 
Brand 


MUSIC WIRE 


t 








@ The only “tangle free” package 
in the market. Wire is simply drawn 
from center of patented carton as 
required. Easy to use — saves time 
and bother. Packages marked with 
size, weight, und gauge. The wire 
is highly polished and extremely 
tough. Used for springs for tool and 
die makers, factory and machine 
shop, and scores of other applica- 
tions. Cellophane wrapped. 


@ Shim Stock — packaged in dispenser 
cartons for ease in handling. Available in 
brass, steel and stainless. 

@ Feeler Stock — another packaged item 
cellophane wrapped for moisture protection. 


Sw) PRECISION STEEL 


WAREHOUSE, INC 
421 MAPLE AVE 


MAN RING VISION 


DOWNERS GROVE, ILLINOIS 


Clarence E. Pullum 


Clarence E. Pullum, 
Bell & Gossett Co. 


Clarence E.. Pullum, 76, executive 
vice president-treasurer and director 
of Bell & Gossett Co., died Jan- 
uary 5. 

Mr. Pullum, born in Norris City, 
Illinois, joined Bell & Gossett in 
1918, became vice president in 1933, 
and executive vice president in 1954. 
For over 40 years his diligence made 
a lasting contribution to the heating 
industry. 

He was chairman of the board of 
the Marble Companies, and a di 
rector of the First National Bank, 
Morton Grove, Illinois. He was a 
member of Morton Grove Lodge 
#1146, Oriental Consistory Shrine, 
a Royal Order of Jester, Chicago 
Court #48, past president of Skokie 
Valley Industrial Association, and 
many other civic groups. 

Mr. Pullum is survived by his 
wife, Fern C.; a daughter, Mrs. Joan 
Wood; a brother; and two grand 


SOnS 


William F. Parr, 
Fletcher Equipment Co. 


William F. Parr, 38, owner of 
Fletcher Equipment Co., Suffolk, 
Virginia, died January 6. 

\ native of Cofield, N. C., Mr. 
Parr lived in Suffolk for 20 years. 

He is survived by his wife, Grace; 
a daughter, Deborah; a_ stepson, 
George Pfiem; his parents, Mr. and 
Mrs. William L. Parr, and four sis 
ters, Maxine Parr, Mrs. Mary Clif 
ton, Mrs. Juliette Hewett, and Mrs. 
Dorothy Culpepper 
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No More Rummaging 
Through Stacks of Drills 


Used by industrial plants, hardware stores, stock 
rooms. The entire stock of drills can be seen ot o 
glance. Compartments with rounded bottoms hold 
dozens of drills. Huot's built-in inventory system 
does away with cost sheets. 144” long, 744” 
high, 74” deep. Hammerlin baked enamel finish 
over rugged steel. 


THREE MODELS 
#1 for Fractional Drills 
#2 for Numbered Drills . 
#3 for Lettered Drills 


- « $18.00 
+ « « $21.00 
+ + + « » $18.00 


HUOT MANUFACTURING CO. 


Write for Bulletin 
551 No. Wheeler Street @ St. Paul 4, Minn. 








Catalog, Stock and Sell these im- 
proved fasteners for volume bus- 
iness. 


HINGED PLATESRED 


Recommended for mines, quarries, construc- 
tion work, storage yards — wherever belts 
length must be frequently changed. Hinged 
Plategrip Fasteners make a strong, flexible 
joint in heavy duty conveyor belts, trough 
naturally, ride smoothly over pulleys, yet can 
be separated by simply pulling the hinge pin. 
Improved design takes the new smaller diam- 
eter self-lubricating nylon sheathed cable 
hinge pins. No. 500X1 single bolt fasteners 
and No. 500X3 3 bolt fasteners (used at 
outside edges) to reinforce edges and aid 


troughing: Ne. S00x! 
o. 
\— single Bolt 
Fastener No. 500X3 
3-bolt Fastener 
for belt edge 


Self-Lubricated 
Nylon covered 
Hinge Pin 


Write for 
ARMSTRONG-BRAY & COMPANY 


5356 NORTHWEST HIGHWAY « CHICAGO, ILLINOIS 
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MORSE HELPS PUT THE MIGHT 
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Longer lasting, faster cutting Morse tools give Mack 


smoother holes...increased production...long-range 
economy. 


To build the toughest trucks on the road, Mack tooled up with the 
toughest tools on the market... Morse. 


Sound economics? Sure. Longer lasting, more efficient tools invari- 

Morse means more production... 
ably produce long-run economy. smoother, more accurate produc- 
tion . . . with every type of cut- 
ting tool from drills, reamers, 
taps and dies, to end mills, mill- 
ing cutters, slitting saws and 
“specials”. So, if you want the 
best from every cutting tool you 
buy, mark your order “MORSE”. 
For if you want Morse Quality, 
there’s only one way to get it... 
specify Morse. 


Tough Morse cutting tools will add long-range economy... and im- 
proved performance ...to your job, too. For details, contact your 
Morse-Franchised Distributor today. 


MLO ERS EG 


means “THE MOST” in Cutting Tools 
Sleieteted WAG Ci. 

MORSE TWIST DRILL & MACHINE CO., NEW BEDFORD, MASSACHUSETTS 

Warehouses in NEW YORK + CHICAGO + DETROIT + DALLAS «+ SAN FRANCISCO A Division of VAN NORMAN INDUSTRIES, INC. 
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necessary to sell “blue chip” Nicholson and Black Diamond files 
... because everything’s working in your favor. Nicholson and 
Black Diamond files are preferred by 7 out of 10 users. They're 
America’s best promoted files in steady, eye-catching adver- 
tisements. The line is complete . . . Nicholson makes 6000 types 
of regular and special purpose files... each having a reputa- 
tion of quality of manufacture and performance. And Nicholson 
backs you by selling exclusively through distributors. 





It only takes a minute to mention “blue chip” Nicholson or 
Black Diamond files. They help you set the stage for more 
orders ... of every item in your line. 
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ALL SOCKET SET SCREWS MAY E11) q ALIKE... 


BUT THEY AREN'T 


MADE 
ALIKE... 


THE DIFFERENCE COULD SAVE 
THOUSANDS OF DOLLARS AT YOUR 


) 


a” 


= 4 


CUSTOMER'S PRODUCTION LINE €: 


SPREE RERE 
Pree ebeb 


There’s little difference in socket set screws. Dimen 
sions for hex sockets, thread, body length and point 
style conform to industry-wide standards 


> 


But the difference that counts most isn't in looks 
the real difference shows up clearly in the cross- 
section photo above. Notice the smooth, even flow of 
metal fibers that results in a stronger socket and a 
better set screw. Only H-K’s exclusive forging method 
produces hex sockets with smooth, straight walls and 
sharp hex corners that won't ream or crack under the 
hardest use. 


The real difference in H-K forged Socket Set Screws 

HOLO-KROME shows up in the satisfaction that you're stocking and 

SOCKET SCRE We & selling the set screw line that lets you confidently 
NLY THR AUTHOR KROME DISTR & 


ILY Th sORIZE promise your customers cost reductions on the pro- 
THE HOLO-KROME SCREW CORPORATION © HARTFORD 10, CONN. duction line. 
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